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Apple  mulls  radical  shift 


Can  architect  behind  Apple  revamp  go  the  distance? 


Macs  may  embrace  Windows  to  entice  enterprise 


By  Lisa  Picarille  and  Juan  Carlos  Perez 


The  Macintosh  faithful  wanted  a  miracle 
worker.  So  when  Gilbert  F. 

Amelio  was  tapped  to  be 
chairman  and  CEO  of  Apple 
Computer,  Inc.,  they  held 
their  collective  breath  and 
prayed. 

Prior  to  Amelio’s  arrival, 

Macintosh  users  had  spent 
several  years  watching  in  hor¬ 
ror  as  the  company  lost  its 
technical  edge,  let  its  substan¬ 
tial  profits  dwindle  and  posted 
losses  in  three  consecutive 
quarters.  Loyalists  had  given 


up  hope  that  anyone  who  took  the  helm  of 
the  beleaguered  company  could  become 
their  spiritual  computing  messiah,  much  as 
co-founder  Steve  Jobs  had  a 
decade  ago. 

Enter  Amelio,  armed  with 
very  respectable  credentials 
as  former  chairman  and  CEO 
of  National  Semiconductor 
Corp.,  past  president  of  Rock¬ 
well  International  Corp.’s 
semiconductor  division  and 
an  Apple  board  member  since 
1994.  Even  more  important, 
Amelio  was  pegged  as  a  turn¬ 
around  specialist.  Some  of 
Amelio,  page  14 


By  Lisa  Picarille 


The  Macintosh  community  last  week  was 
abuzz  with  reports  that  Apple  Computer, 
Inc.  plans  to  add  support  for  running  appli¬ 
cations  from  a  variety  of  other  platforms  to 
Copland.  The  long-overdue  operating  sys¬ 
tem  is  slated  for  release  next  summer. 

According  to  five  sources  close  to  Apple, 
the  Cupertino,  Calif.,  computer  maker  has 
built  in  to  Copland  the  infrastructure  to 
support  software  emulation  facilities.  That 
would  enable  Macintosh  users  to  launch 
any  Windows,  Windows  NT  or  Unix  file  or 
application  from  within  the  Mac  OS. 

Once  the  non-Mac  application  is 
Windows,  page  105 


Apple’s  Gilbert  F.  Amelio 

has  slowed  fiscal  decline 


Apple’s  efforts 
to  appeal  to 

•  License  the  Mac  OS 

•  Codevelop  the  Common  Hardware 
Reference  Platform  with  IBM 

•  Move  to  industry-standard  com¬ 
ponents,  including  PCI  bus 

•  Offer  Power  Macintosh  with 
DOS/Windows  compatibility  cards 

•  Support  de  facto  Internet  protocols 
rather  than  a  proprietary  messaging 
system 


corporations 


WHAT’S  INSIDE 


Big  Blue  falls  on 
its  face  in  front 
of  3.5  billion 
Olympic  Games 
viewers.  See 
story,  page  6, 
by  Mindy 
Blodgett. 


Two  years  after  its 
formation.  Bay  Net¬ 
works  has  gone  from  a  pow¬ 
erhouse  to  a  star-crossed  firm 


said  to  be  fast  losing  ground 
to  internetworking  rivals.  See 
story,  page  8,  by  Bob  Wallace 
and  Laura  DiDio. 


g  Hoping  to  counter  Microsoft’s 
ActiveX-based  Web  strategy, 
Netscape  today  plans  to  un¬ 
veil  a  new  set  of  Java  libraries 
intended  to  provide  secure, 
reliable  communications  be¬ 
tween  Netscape’s  Navigator 
browser  and  SuiteSpot  Web 
servers.  See  story,  page  10, 
by  Kim  S.  Nash  and  Frank 
Hayes. 


Users  prompt 
HP  to  update 
its  legacy  OS 

By  J  aikumar  Vijayan 


HP3OOO 


Hoping  to  at  least  temporarily  quell 
growing  user  arndety  about  the 
future  of  their  investments,  Hewlett- 
Packard  Co.  plans  to  announce  a  ma¬ 
jor  upgrade  to  its  MPE/EX  operating 
system  for  the  HP  3000  platform. 

MPE/K  5.5  is  scheduled  to  be  re¬ 
leased  at  HP  World 
next  week  in  Ana¬ 
heim,  Calif.,  the 
company  confirmed 
last  week.  The  release  will  offer  im¬ 
proved  networking,  high-availability 
features  and  enhanced  interoperabil¬ 
ity  with  Unix  and  Windows  NT 
systems. 

The  proprietary  HP  3000  is  one  of 
HP’s  oldest  and  most  popular  mid¬ 
range  computers,  but  a  perceived 
shift  by  the  company  toward  Unix 
and  Windows  NT  is  making  some 
MPE/TK,  page  15 


Pay-as-you-go  apps  on  tap 


By  Julia  King 


Forget  coughing  up  mil¬ 
lions  of  dollars  and  spend¬ 
ing  year  after  year  imple¬ 
menting,  then  upgrading, 
your  complex  client/server 
systems. 

There  is  a  new  option  — 
or  at  least  a  new  twist  on  the 
old  service  bureau  option: 

Plug  in  to  a  software  utility  and  pay  a  davidwaugh 
monthly  fee  to  access  packaged  financial,  human 
resources  and  other  applications  from  Oracle 
Corp.,  PeopleSoft,  Inc.  and  other  top  vendors. 

Tim  Bourgeois,  an  analyst  at  International  Data 


Corp.  in  Framingham, 
Mass.,  estimated  po¬ 
tential  savings  of  10%  to 
50%.  “The  biggest  sav¬ 
ings  comes  in  not  hav¬ 
ing  to  tie  up  capital 
upfront.  There’s  not 
that  big  initial  capital 
outlay.  That’s  what 
makes  it  most  attractive,” 
Bourgeois  said. 

SHL  Corp.  will  begin  offering 
such  a  service  in  September.  Pricing  be¬ 
gins  at  $5,000  per  workstation  per  year. 

And  Utiligent  in  Minneapolis  —  a  spin-off  of  An- 

Apps  on  tap,  page  16 


Data  Ware- 

.Ks  housing 

Don’t  become  too  attached  to  your 
warehouse’s  blueprint.  It  requires 
constant  rethinking  and  redesigning 
-  especially  once  users  enter  the 
picture. 

See  our  special  section, 
following  page  54 


News 


People  power 

As  one  of  the  half-dozen  people  in  the  II.S.  who  truly  don’t 
care  about  the  Olympics,  I  have  to  admit  I  started  paying 
attention  after  IBM’s  spectacular  screwup  in  Atlanta  land¬ 
ed  in  the  media  spotlight. 

How  ironic  that  IBM  spent  months  applying  heavy 
doses  of  PR  torture  to  persuade  the  press  to  write  about  its 
$80  million  Olympic  network,  and  now  the  Big  Blue  troops  fer¬ 
vently  wish  we’d  all  just  go  away.  Probably  the  only  thing  more 
unpleasant  than  a  frustrated  sportswrit- 
er  is  a  4-year-old  past  due  for  a  nap. 

But  even  more  interesting  was  the 
way  IBM  called  in  human  beings  armed 
with  fax  machines  to  replace  computers 
as  the  most  reliable  source  of  informa¬ 
tion  (see  story,  page  6).  Perhaps  the 
new  slogan  for  the  computer  industry 
should  be  “It’s  the  people,  stupid.” 

Consider  a  report  last  week  from  a 
Stanford  University  economist  who  has 
a  theory  about  why  investment  in  com¬ 
puters  doesn’t  necessarily  translate  into 
identifiable  economic  growth.  After  talking  to  more  than  80  mid¬ 
dle  managers  at  large  firms,  the  economist  said  information  tech¬ 
nology  must  be  “localized”  to  have  its  greatest  impact.  So  just  as  - 
“All  politics  is  local,”  so,  too,  is  all  information  technology. 

Ultimately,  this  suggests  that  it  isn’t  the  business  value  of  tech¬ 
nology  that  matters  so  much  as  the  people  value.  Throughout 
this  week’s  issue,  we  have  stories  that  point  out  the  human  im¬ 
pact  and  the  consequent  IT  value.  Like  the  way  wireless  technol¬ 
ogy  is  changing  the  work  lives  of  long-haul  truckers,  who  use  on¬ 
board  computers,  satellite  and  radio  technology  to  stay  in  touch 
with  headquarters  (see  story,  page  55). 

And  as  companies  wake  up  to  the  value  of  their  IT  people,  they 
are  responding  with  creative  ways  to  attract  and  keep  them.  As 
the  lead  story  in  our  Managing  section  (page  70)  points  out,  mid¬ 
dle  managers  with  critical  IT  skills  now  are  offered  “lifestyle” 
perks  such  as  flextime,  telecommuting  and  job-sharing  deals. 

I  just  hope  the  50  extra  programmers  IBM  rushed  in  to  rescue 
the  company  from  its  massive  embarrassment  in  Atlanta  had  the 
good  sense  to  arrive  in  limousines  and  charge  it  to  Lou  Gerstner. 

Maryfran  Johnson,  Executive  editor 
Internet:  maryfran_johnson@cw.com 


The  5th  Wave  by  Rich  Tennant 


Oracle  goes  for  OLAP  gold 


By  Dan  Richman 


Users  and  analysts  said  Oracle 
Corp.  has  emerged  as  the  technol¬ 
ogy  leader  in  online  analytical  pro¬ 
cessing  (OLAP)  with  the  latest  re¬ 
lease  of  its  warehouse-oriented 
Express  Server. 

Version  6.0  of  the  multidimen¬ 
sional  database  management  sys¬ 
tem,  to  be  announced  today,  pro¬ 
duces  query  results  that  appear 
as  a  World  Wide  Web  page.  It  also 
handles  more  than  twice  as  many 
users  as  the  prior  version  and  sup¬ 
ports  extremely  large  databases. 

Rival  Sybase,  Inc.  has  no  multi¬ 


dimensional  offering  —  and  with 
its  financial  woes,  it  is  unlikely  to 
create  or  buy  one  soon.  Informix 
Software,  Inc.,  like  Ora¬ 
cle,  promises  Web  ena¬ 
blement  by  year’s  end. 

But  some  analysts  said 
Informbc  is  preoccupied  with  inte¬ 
grating  its  MetaCube  multidimen¬ 
sional  DBMS  engine  into  its  On- 
Line  engine. 

Oracle  has  settled  on  separate 
engines  for  warehousing  and 
transaction  processing,  a  course 
observers  said  is  wiser  than  inte¬ 
gration.  Oracle’s  Internet  enable¬ 
ment  of  OLAP  means  OLAP’s 


cost,  which  can  be  thousands  of 
dollars  per  user  in  a  client/server 
configuration,  is  cut  dramatically. 
This  means  lower-level 
employees  —  not  just  a 
few  analysts  —  can  use 
OLAP  at  their  desks, 
said  Rich  Finkelstein,  president  of 
Performance  Computing,  Inc.,  a 
consultancy  in  Chicago.  “This  is  a 
breakthrough.” 

Express  Server  6.0  will  ship  for 
Windows  NT  by  Sept.  15,  for  Unix 
by  Dec.  1  and  for  Windows  95  by 
Dec.  31.  It  costs  $3,995  per  con¬ 
current  user  on  Unix  and  $695 
per  individual  user  on  Windows. 


Database 

tools 


Certifying  Web  sites 

The  National  Computer  Secu¬ 
rity  Association  (NCSA)  in  Car¬ 
lisle,  Pa.,  next  week  will  begin  of¬ 
fering  a  seal  of  approval  for  secure 
World  Wide  Web  sites.  NCSA  cer¬ 
tification  will  provide  assurance  to 
Web  users  that  sites  meet  mini¬ 
mum  security  specifications, 
which  include  the  presence  of 
firewalls,  use  of  passwords  and 
encryption  of  sensitive  data  trans¬ 
mission.  One  year  of  certification 
costs  $8,500  and  requires  organi¬ 
zations  to  submit  to  remote  tests 
and  a  site  visit  by  the  NCSA,  plus 
random  compliance  audits  during 
the  year. 


Free  download  from  DEC 

Digital  Equipment  Corp.  is 

making  available  at  its  Web  site 
altavista.digital. 
com,  a  pre¬ 
alpha  ver¬ 
sion  of  a 
desktop 
product  based 
on  its  AltaVista  search  engine. 
Called  AltaVista  Search  My  Com¬ 
puter  PX,  the  software  lets  users 
quickly  search  for  files  stored 
anywhere  on  a  PC  as  well  as  all 
servers  to  which  the  PC  is  net¬ 
worked.  Digital  will  charge  for  the 
software  when  it  ships  in 
August. 


Clone  vendors  to  share 

Rival  Macintosh  clone  makers 
Umax  Computer  Corp.  and 
DayStar  Digital,  Inc.  are  expect¬ 
ed  today  to  announce  a  deal  to 
share  multiprocessor  technology 
to  promote  the  Mac  OS  running 
on  dual  PowerPCs  as  a  desktop 
standard,  according  to  sources 
briefed  on  the  deal.  DayStar  in 
Flowery  Branch,  Ga.,  already  has 


a  dual-processor  Macintosh 
clone.  Umax  in  Santa  Clara,  Calif., 
plans  to  announce  one  next 
month. 

SGI  preps  Web  graphics 

Silicon  Graphics,  Inc.  plans  to¬ 
day  to  announce  new  technology 
for  three-dimensional  graphics  on 
the  Internet.  Cosmo  3D  is  a 
software  tool  kit;  Cosmo  GL  is  a 
library  of  software  objects  due  to 
go  into  beta  testing  today  and 
into  general  availability  by  year’s 
end. 

IBM  cuts  Fibre  Channel 

IBM  has  dropped  plans  to  devel¬ 
op  a  variety  of  networking  and 
storage  products  based  on  the 
Fibre  Channel  interconnect  for  its 
RS/6000  Unix  servers  to  concen¬ 
trate  on  its  Serial  Storage  Archi¬ 
tecture  interconnect. 

Pyramid  gets  new  CEO 

Edward  Blechschmidt  has  been 
appointed  president  and  CEO  of 
Pyramid  Technology,  Inc.,  suc¬ 
ceeding  John  Chen,  who  will  re¬ 
main  as  chairman.  Blechschmidt 
comes  to  Pyramid  from  Unisys 
Corp.,  where  he  worked  for  21 
years  and  last  served  as  senior  vice 
president  and  chief  financial  officer. 

Don’t  mark  the  date  yet 

Major  calendaring  and  schedul¬ 
ing  software  vendors  last  week 
began  trying  to  let  users  set  up 
meetings  and  exchange  appoint¬ 
ment  information  between  their 
various  proprietary  products  over 
the  Internet. 

PacBell,  cable  firm  link 

Pacific  Bell  and  Cox  Communi¬ 
cations,  Inc.,  the  nation’s  fifth- 
largest  cable  company,  have 


agreed  to  interconnect  their 
networks  in  Cali¬ 
fornia,  mark¬ 
ing  Pacific 
Bell’s  first 
agreement 
with  a  competi¬ 
tor  under  the  Telecommunica¬ 
tions  Reform  Act. 

SHORT  TAKES  Wang  Laborato¬ 
ries,  Inc.  has  announced  it  will 
purchase  I-NET,  Inc.  for  $206.7 
million.  I-NET  is  a  provider  of  net¬ 
working  services.  . . .  America 
Online,  Inc.’s  ANS  subsidiary 
has  launched  a  new  service  for 
corporate  Internet  connectivity 
that  guarantees  connectivity 
99.5%  of  the  time  on  both  dial-up 
and  dedicated  connections.  . . . 
Cabletron  Systems,  Inc.  has  re¬ 
cruited  Network  General  Corp. 
and  Axent  Technologies,  Inc.  to 
support  its  Spectrum  network 
management  platform  with  their 
own  products.  ...  Next  month 
Lotus  Development  Corp.  will 
begin  shipping  RealTime  Notes 
2.0,  software  that  lets  up  to  24 
Notes  users  in  different  locations 
work  on  documents  at  the  same 
time.  ...  Lotus  also  announced 
plans  to  work  with  PointCast, 
Inc.,  maker  of  the  PointCast 
I-Server,  to  broadcast  information 
stored  in  Notes  databases  across 
corporate  intranets.  . . .  United 
Healthcare  Corp.  has  tapped 
Unisys  Corp.  to  run  its  Golden 
Valley,  Minn.,  computer  process¬ 
ing  operations  under  a  multiyear 
services  deal.  . . .  I.ast  week. 
Quarterdeck  Corp.  announced 
a  third-quarter  loss  of  $22.9  mil¬ 
lion,  on  total  sales  of  $16  million, 
compared  with  profits  of  $5(X),0(X) 
for  the  same  quarter  a  year  ago 
on  sales  of  $28.1  million. 
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LOOKING  FOR  A  FASTER  WAY  TO  LOAD  YOUR  DATABASE? 

SyncSort  UNIX  can  help  you  complete  database  loads,  reorgs  and  reports  in  as  little  as  half  the  time. 


SyncSort  combines  high-speed  sorting,  versatile  data  manipulation  features  and  the  ability  to  handle  a 
variety  of  data  and  file  types.  The  result  is  a  powerful,  flexible  tool  for 


breaking  database  bottlenecks.  To  order  SyncSort  or  for  a  free  copy  of  our 
booklet,  “Sorting  and  Relational  Database  Performance,”  please  call  or  fax. 

®1995  Syncsort  Incorporated 


Tel  (201)  930-8200  dept.  76CWS 
Fax  (201)  930-8285  dept.  76CWS 
http://www.syncsort.com 
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NEWS 

gl  3Com  monitoring 

3Com  will  deliver  Remote  Moni- 
toringtools  next  month. 

ffl  OpenDoc  reality 

IBM  this  week  will  release  the 
first  components  of  its  long- 
touted  OpenDoc  object- 
oriented  project. 

Qj  Client/server  growing 

More  companies  are  deploying 
complex  client/server  systems 
despite  concerns  about 
middleware  and  systems 
management. 

Q]  ’net  calls 

Intel  next  week  will  introduce 
standards-based  software  for 
makingphone  calls  overthe  In¬ 
ternet. 

Paycheck  garnish 

Electronically  transferring  child- 
support  payments  is  the  latest 
trend  in  paperless  government 
transactions. 

Vendors’ financials 

Cutting-edge  vendors  generally 
turned  in  strongsecond  quar¬ 
ters,  while  older-line  computer 
makers  had  anothertough 
period. 

OPINION 

Down  but  not  out 

Yes,  stock  prices  are  down  for 
computer-industry  titans.  But 
that’s  a  good  thing,  Paul  Gillin 
maintains. 

FO  Intranet  ads 

The  next  wave  of  Web  commer¬ 
cialism  will  be  intranet  advertis¬ 
ing,  Michael  Schrage  says,  and 
IS  will  have  to  manage  it. 

IQ  Electronic  frontiers 

What  would  Thomas  Jefferson 
havethought  aboutthe  new 
world  of  cyberspace? 

He  would’ve  loved  it,  James 
Martin  says. 


COMPUTER\MORLD 


Visit  our  new 
Forums  page 
and  talk  back  to 
Computerwortd 
editors  and 
industry 

consultants  on  a 
variety  of  IS 
topics. 


www.compute5worid.com 


■■lili,  Lifestyles 
I  of  the  tech  elite 

f  Who’s  going  to  move  your  yacht 
cross-country?  Giveyou  extra  vaca 
tion  days?  An  employer  who  needs 
your  IS  skills  badly  enough,  that’s 
who.  And  you  don ’t  have  to  be  a 
Cl 0  to  get  those  perks. 

See  Managing,  page  70. 

Also  see  our  Web  site  forum  at 
www.computerworid.  com 
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Sales  force  automation  software 
has  become  a  must-have  for  exec¬ 


utives  such  as  Jack  Frame  of 
Corestates  Bank,  even  if  the  appli¬ 
cation  is  as  simple  as  a  customer 
contact  manager. 

See  Buyer’s  Guide,  page  77. 


Technical  Sections 


SERVERS  &  PCS 
Mixing  processors 

Big  Unix  machines  are  going 
hybrid  and  catching  on  with 
commercial  users. 

Cyrix  review:  Good  news, 
bad  news 

The  Cyrix  6x86-Pi66  screamed, 
died,  then  came  back  to  life. 

SOFTWARE 

^1  OS/2  Warp  review: 

So  far,  so  good 

Our  reviewer  likes  the  Merlin 
beta,  but  it  still  needs  work. 

IQ  ActiveX,  java  insecurity 

Microsoft’s  ActiveX  and  Sun’s 
Java  take  different  approaches 
to  security.  Both  have  prob¬ 
lems. 

THE  ENTERPRISE  NETWORK 

Qj  Truckin’ with  wireless 

T ruckers  rely  on  wireless  mobile 


systems  to  improve  customer 
service  and  driver  satisfaction. 

Q|  Cisco’s  acquiring  ways 

Cisco’s  acquisition  trail  grows, 
at  a  cost. 

THE  INTERNET 

Survival  of  the  fittest 

Roche  Bioscience  trades  water- 
cooler  chat  for  a  scientific 
intranet. 

Q|  CNETturns  into  a  vendor 

CNET  is  sellingthe  software  it 
uses  to  run  its  Web  site. 

CORPORATE  STRATEGIES 

Stanley  Works  with  R/3 

The  Stanley  Works  is  one  of  the 
first  adopters  of  R/3  software  on 
the  AS/400. 

IQ  NT  users,  unite! 

A  global  group  tries  to  bring  to¬ 
gether  users  of  Microsoft’s  Win¬ 
dows  NT. 


Features 


MANAGING 

IQ  Perks  aplenty 

Job  perquisites  aren’t  just 
fortop-level  IS  executives. 

Surfsites 

Reviews  of  practical  Internet 
sites  for  IS  managers. 

m  F.Y.i. 

September  conferences 

IN  DEPTH 

Comparison  shopping 

One  Web  page,  four  browsers 
create  surprising  differences. 

BUYER’S  GUIDE 

Q|  Sales  force  tools 

Even  if  they  don’t  pass  the  cost- 
justification  test,  sales  force 
automation  tools  are  becoming 
a  must-have  technology. 

FINANCE  &  INVESTING 

Q]  Reel  in  the  bargains 

When  tech  stocks  take  a  dive, 
it’s  time  to  go  fishing. 
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Easy  to  Use.  Easy  to  Install. 

Easy  to  Afford. 


■  '•''■ft.'TN '■AiV>’- 


VVin 


dows 


ply 


jdtp^ 


Jisf^ 


For  just  $295*  a  user  you  can  get  the  industry’s  most  popular  database  server — Oracle?  Workgroup 
Server.  With  point-and-click  installation,  you  can  bring  the  power  of  the  world’s  leading  database 
to  your  business — simply.  And  with  single-point  management  you  can  easily  administer  both 
remote  and  local  database  servers — across  any  operating  platform,  including  NT  or  Unix. 

The  Oracle?  Workgroup  Server.  Easy  to  use.  Easy  to  install.  And  easy  to  buy.  Call  Oracle  at 
1-800-633-0586,  ext.  813?  today  for  more  information.  Or  purchase  directly  from  the  Oracle  Store 
at  www.oracle.com/oraStore/welcome.html 

ORACLe* 

Enabling  the  Information  Age  ™ 
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News 


IBM  misses  chance  for  the  gold 


Olympics  results  system  plagued  by 
inaccuracy,  information  delivery  delays 


By  Mindy  Blodgett 


In  ancient  Greece,  runners  raced 
through  the  streets  of  Athens 
delivering  Olympic  results  to  in¬ 
terested  citizens. 

It  wasn’t  supposed  to  be  that 
way  at  the  Centennial  Olympic 
Games  in  Atlanta.  But  serious 
flaws  in  the  computerized  results 
system  —  part  of  the  much-vaunt¬ 
ed  IBM  Olympic  information 
network  —  have 
led  to  inaccuracy 
and  delays  in 
the  delivery  of 
information  to 
worldwide  news 
agencies. 

And  in  an  iron¬ 
ic  twist,  people 
are  replacing 
machines  as  the 
most  reliable 
source  of  infor¬ 
mation.  For  ex¬ 
ample,  while 
scrambling  to  fix 
the  problems, 

IBM  resorted  to 
faxing  results  to 
the  press  center,  where  runners 
then  brought  them  to  the  news 
agencies. 

Glitches  also  plagued  two  other 
IBM  Olympics  systems:  the  Info 
’96  kiosks  available  to  the  athletes 
and  the  official  World  Wide  Web 
site  (see  story  below). 

A  now-humbled  IBM  beat  the 
public  relations  drum  for  months, 
touting  the  giant  worldwide  infor¬ 
mation  system  it  created  express¬ 


ly  for  the  ’96  Summer  Games.  The 
network  included  mainframes, 
PCs,  minicomputers,  wireless  de¬ 
vices  and  transmissions  lines  (see 
story  at  right). 

But  in  the  end,  the  company 
was  left  with  an  Olympic-size  PR 
nightmare. 

Michael  Tierney,  sports  editor 
at  the  Atlanta  Journal  and  Consti¬ 
tution,  said  that  although  IBM  has 
improved  the  network,  reporters 
early  in  the  week 
wasted  valuable 
time  gathering 
statistics. 

The  Associat¬ 
ed  Press  wire 
service  decided 
to  go  it  alone  and 
bypassed  the 
IBM  system  alto¬ 
gether  for  its 
coverage  of  the 
track  and  field 
events.  Instead, 
reporters  used 
laptops  to  send 
results  directly 
from  the  venue 
to  the  AP  offices 
in  the  press  center. 

“We  don’t  want  to  minimize  the 
problem.  We  didn’t  get  [report¬ 
ers]  what  they  needed,”  said  IBM 
spokesman  Fred  McNeese. 

McNeese  said  IBM  tested  the 
systems  before  the  Games,  but 
some  of  the  applications,  includ¬ 
ing  the  results  system  for  the  13 
news  organizations,  couldn’t  be 
adequately  tested  until  the  games 
were  underway. 


“Until  then,  it  was  just  a  virtual 
organization.  And  we  were  work¬ 
ing  with  13  news  organizations,  all 
of  which  had  their  own  systems,” 
McNeese  said. 

Judith  Hurwitz,  an  analyst  and 
president  of  Hurwitz  Group,  Inc. 
in  Newton,  Mass.,  said  it  is  diffi¬ 
cult  to  conduct  complete  tests  of  a 
system  before  an  event.  “Software 
gets  glitches,”  she  said.  “This  is 
what  happens.  It’s  just  happening 
in  front  of  an  awful  lot  of  people.” 

Bill  Marks,  a  spokesperson  for 
the  Atlanta  Committee  for  the 
Olympic  Games  (ACOG),  lament¬ 
ed  the  network  glitches  but  said 
IBM  has  done  a  good  job  overall. 

“I  think  the  story  here  is  that 
IBM  has  pulled  together  a  legacy 
infrastructure  that  can  be  used  in 
Sydney  [the  site  of  the  2000  Olym¬ 


pics],”  Marks  said.  “They  can 
take  this  ACOG  platform  and 
build  on  it.” 

IBM  officials  said  they  encoun¬ 
tered  the  following  problems: 

•  The  custom  application  code 
written  for  the  results  software 
was  flawed.  When  computers  re¬ 
trieved  information  from  the  data¬ 
base,  inaccurate  and  garbled  in¬ 
formation  was  delivered.  For 
instance,  an  athlete  might  be  re¬ 
ported  to  be  20  feet  tall.  Program¬ 
mers  spent  last  week  rewriting 
code,  IBM  officials  said. 

•  IBM’s  network  transmission 
system  was  very  slow,  and  it  was 
set  up  so  that  only  one  news  orga¬ 
nization  at  a  time  could  receive  in¬ 
formation.  IBM  recoded  its  main- 
fi'ame  queuing  system  so  that 
transmissions  were  sent  in  broad¬ 
cast  form  rather  than  sequentially. 

•  Less-important  information, 
such  as  start  times,  was  sent  over 
the  wire  feed  before  more  impor¬ 
tant  developments,  such  as  world 
records.  Programmers  created  a 
prioritization  system  by  midweek. 

Negative  publieity 

During  a  meeting  last  week  with 
financial  analysts,  Richard  Tho- 
man,  chief  financial  officer  at 
IBM,  acknowledged  that  the  neg¬ 
ative  fallout  “is  obviously  some¬ 
thing  that  we’re  most  concerned 
about.” 

IBM  wants  “to  learn  from  this 
so  we  don’t  have  a  repeat  when  we 
roll  these  kinds  of  things  out  to 
our  customers,”  Thoman  added. 
As  for  what  IBM  can  do  to  counter 
the  bad  publicity  emanating  from 
Atlanta,  he  said,  “All  you  can  do  is 
fix  the  systems  as  best  you  can  at 
this  point.” 

Press  reports  that  IBM  Chair- 


The  whole  world  is  watching 


One  of  the  lessons  learned  from  last  week’s 
IBM  Olympics  IS  fiasco  may  be:  Don’t  mis¬ 
lead  or  tick  off  the  press. 

IBM  had  promised  a  system  so  high-tech  that 
reporters  would  be  able  to  receive  results  over 
their  pagers.  Instead,  they  were  forced  to  send  as¬ 
sistants  to  venues  and  to  copy  results  from  tele¬ 
casts. 

'Phe  glitches  led  to  a  daily  stream  of  critical 
news  about  the  IBM  network  and  a  major  public 
relations  headache. 

Consider  tlie  following: 

•  The  European  Broadcast  Union  (EBII),  a  group 
of  88  television  networks,  last  week  threatened  to 
demand  money  back  from  ACOG  because  of  the 
information  foul-ups  and  other  substandard  work¬ 
ing  conditions.  The  EBU  paid  $250  million  for  the 
rights  to  broadcast  the  Games. 

•  IBM  called  in  50  additional  programmers  and 


technicians  to  tackle  the  problem  of  inaccurate 
results  and  information  on  athletes.  For  instance, 
a  software  glitch  meant  that  wrong  statistics  — 
such  as  giving  an  athlete’s  age  as  97  when  it  was 
actually  22  —  were  routinely  fed  to  the  news  ser¬ 
vices.  Results  were  sent  for  events  that  had  yet  to 
take  place. 

•  IBM  set  up  computerized  information  kiosks 
called  Info  ’96  for  the  athletes,  coaches  and  re¬ 
porters.  But  the  kiosks  repeatedly  crashed,  and 
athletes  were  unable  to  access  their  electronic 
mail  and  other  information. 

“IBM  set  up  these  high  expectations  with 
all  this  incredible  hype,”  said  Bob  Djurdjevic, 
an  analyst  at  Annex  Research,  Inc.  in 
Phoenix. 

“They  ensured  they  would  have  the  limelight, 
and  they  ended  up  embarrassed,”  he  said. 

—  Mindy  Blodgett 


For  more  on 
IBM’s  Olympic 
woes  visit 
^COMPUTERWORLD 

www.computerworld.com 


Olympic  bytes 


Here  are  some  facts 
about  IBM’s  Olympic- 
size  efforts  in 
Atlanta: 

•Testing  and  planning  of 
the  IS  network  took  two 
years. 

•  A  hundred  applications 
are  spread  across  30  ven¬ 
ues. 

•  The  games  are  run  on  a 
three-tier  client/server  sys¬ 
tem  with  four  IBM  Sys¬ 
tem/390  mainframes:  300 
networks,  including  Token 
Ring,  Asynchronous  Trans¬ 
fer  Mode  and  frame-relay; 
7,000  IBM  PCs  and  Think¬ 
Pads:  80  AS/400  servers: 
and  two  RS/6000  SP  mas¬ 
sively  parallel  processors. 

•  IBM  acted  as  systems  in¬ 
tegrator,  coordinating  the 
technology  of  other  ven¬ 
dors,  including  Xerox  Corp. 
and  Swatch. 

•  IBM  donated  approxi¬ 
mately  $45  million  in  goods 
and  services,  including  87 
software  developers,  200 
workers  from  Integrated 
Systems  Solutions  Corp. 
and  5,000  technical  volun¬ 
teers. 

•The  Olympics  informa¬ 
tion  system  is  divided  into 
four  components:  the  com¬ 
mentators’  information  sys¬ 
tem,  which  provides  live 
feeds  to  broadcast,  print 
and  radio;  Info  ’96,  which 
provides  electronic  mail, 
news,  local  weather  infor¬ 
mation,  schedules  and  ath¬ 
letes’  biographies  to  ath¬ 
letes,  coaches  and 
reporters;  a  Web  site;  and  a 
games  management  sys¬ 
tem  built  on  AS/400  serv¬ 
ers,  which  coordinates  the 
60,000  volunteers. 

•  The  system  supports 
150,000  users,  including 
15,000  media  organiza¬ 
tions,  15,000  athletes  and 
31,000  employees. 

—  Mindy  Blodgett 


man  Louis  V.  Gerstner  had  been 
summoned  to  Atlanta  to  address 
concerns  about  the  system  were 
inaccurate,  according  to  an  IBM 
spokeswoman.  She  said,  however, 
that  “he  is  aware  of  the  problems 
and  is  concerned.” 

Senior  editor  Craig  Stedman 
contributed  to  this  story. 
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CUT  DEVELOPMENT  COSTS  BY  A  THIRD, 
AND  DELIVER  THEM  TO  12,000  USERS.  1 


NEED  A  HAND? 
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Transforming  Enterprise  Systems  through 
Legacy  Systems  Asset  Management. 


With  Legacy  Systems  Asset 
Management,  you  have  what  it 
takes  to  leverage  the  incredible 
value  in  your  legacy  systems.  You 
can  maintain  mainframe  systems 
with  powerful  PC  development 
tools.  Identify  and  fix  Year  2000 
problems.  Add  Windows®  or  OS/2 
front  ends.  Offload  business 


processes  to  network  or  UNIX 
servers.  Migrate  CICS  applications 
to  UNIXf  Windows  NT  or  OS/2. 
Bridge  departmental  4GL  applications 
to  enterprise  COBOL  and  CICS.  Or 
even  selectively  re-engineer  legacy 
systems  for  client/server  and  the 
Worldwide  Web.  Start  small  or  big, 
go  fast  or  slow.  The  choice  is  finally 


yours  with  Legacy  Systems  Asset 
Management  tools  and  services 
from  Micro  Focus. 

Learn  more  about  Micro  Focus’ 
offloading,  rehosting  and  client/server 
solutions  and  receive  a  free  analyst’s 
report  on  transforming  legacy  systems 
by  calling  l-800^32'6265,  or  visit  us 
at  http://www.microfocus.com. 


Transforming  Enterprise  Systems 


MICRO  FOCUS 


News 


Bay  drifts  off  course  in  rough  water 


By  Bob  Wallace  and  I>aura  DiDio 


Two  years  after  its  formation,  Bay 
Networks,  Inc.  has  gone  from  a 
powerhouse  to  a  star-crossed  firm 
that  analysts  say  is  quickly  losing 
ground  to  its  internetworking 


^  Bay’s  battles 


Bay  begins  to  ship 
switching  modules  for 
the  System  5000, 
which  were  originally 
promised  in  1993 


Bay  splits  into  two 
business  units: 
Enterprise  and 
Intemet/Telecom 


•  CEO  Andy  Ludwick 
announces  plans  to 
step  down 

•  Quarterly  earnings 
disappoint  financial 
analysts 

•  Bay  restructures  its 
sales  force 


rivals.  Bay  —  formed  through  the 
merger  of  hub  maker  SynOptics 
Communications,  Inc.  and  router 
power  Wellfleet  Communications 
Corp.  —  last  week  announced  the 
departure  of  CEO  Andy  Ludwick 
and  earnings  that  disappointed 
financial  analysts. 

In  recent  months.  Bay  shipped 
sorely  needed  modules  for  its 
flagship  switching  hub  three 
years  late.  And  the  company  ad¬ 
mitted  that  sales  of  its  pricey  Fast 
Ethernet  switch  are  dropping. 

Missed  opportunities 

"They’re  getting  their  asses 
kicked,”  said  A1  Tobia,  a  principal 
at  Montgomery  Securities,  Inc.,  a 
San  Francisco  brokerage.  “Their 
history  over  the  last  two  years  is 
one  long  string  of  missed  oppor¬ 
tunities,  contracting  market  share 
and  delays  in  shipping  key  prod¬ 
ucts  like  the  28000  Series  switch¬ 
ing  hub.” 

At  the  time  of  the  merger.  Bay 
was  the  largest  of  the  “Big  Four” 
internetworking  vendors.  “Now 
Bay  is  half  the  size  of  Cisco  and, 
worse,  they’re  not  growing,”  To¬ 
bia  said.  He  said  Bay  has  slipped 
from  No.  1  to  No.  3  in  stackable 
hubs. 

Analysts  questioned  why  the 
company  shunned  SynOptics’ 


technology  and  bought  switching 
through  the  acquisition  of  start-up 
Centillion  Networks,  Inc. 

“Any  [management]  change  is 
good,  and  they  might  as  well  start 
with  Ludwick  because  he  wasn’t 
getting  the  job  done,”  said  anoth¬ 
er  financial  analyst  who  asked  not 
to  be  identified.  “What  can  you 
say  about  a  company  president 
[who]  has  to  scuttle  his  compa¬ 
ny’s  line  of  switching  technology 
and  buy  it  from  a  start-up  when 
that  was  supposed  to  be  Syn¬ 
Optics’  expertise?” 

Users  and  analysts  said  Bay’s 
major  problem  has  been  the  gap¬ 
ing  holes  in  its  product  portfolio. 

“They  need  to  start  getting 
products  out  the  door  on  time,  for 
starters,”  said  John  Scoggin,  su¬ 
pervisor  of  network  operations  at 
Delmarva  Power  &  Light  Co.  in 
Newark,  Del.,  a  former  Bay  cus¬ 
tomer. 

“And  I  don’t  think  there’s  been 
a  major  East  Coast/West  Coast 
merger  where  both  parts  re¬ 
mained  equal  and  the  resulting 
company  succeeded,”  he  added. 

Other  users  expressed  concern 
about  Bay’s  current  situation  but 
said  the  firm’s  problems  aren’t  se¬ 
rious  enough  to  cause  them  to 
switch  vendors  yet. 

“So  far.  Bay’s  corporate  woes 


haven’t  impacted  us,  and  they  re¬ 
main  responsive  when  we  have 
any  technical  issues,”  said  Mark 
Shahan,  LAN  administrator  at  the 
state  of  California’s  Department 
of  Toxic  Substances  Control  in 
Sacramento. 

“We  will  continue  to  monitor 


the  situation  but  probably  won’t 
switch  vendors  unless  Bay  de¬ 
cides  not  to  support  our  current 
3000  Series  switches  or  gets  into  a 
big  financial  jam,”  he  said. 


f«V  Cisco  is  buying  more  market 
share.  See  page  55. 


SCom’s  T  raffic  ManagergrTes  an  overall  view  of  traffic  patterns  and  helps 
track  the  performance  of  network  segments  and  application  service 

3Com  monitoring  tools 
give  detail  in  wide  view 


IBM  faces  Xylan  product  overlap 


By  Bob  Wallace 


Last  week’s  alliance  with  technol¬ 
ogy-rich  start-up  Xylan  Corp.  will 
help  IBM  plug  gaping  holes  in  its 
switch  line.  But  Big  Blue  must 
reconcile  the  resulting  two  prod¬ 
uct  lines  while  it  catches  up  to  ri¬ 
vals. 

Although  Xylan’s  feature-laden 
and  versatile  LAN  switches  will  fill 
the  massive  void  between  IBM’s 
workgroup  and  campus  backbone 
systems,  they  will  also  cause  over¬ 
lap  in  several  areas,  analysts  said. 

“It’s  awfully  late  in  the  game  for 
IBM  to  start  integrating  different 
product  lines,”  said  Eric  Hindin,  a 
senior  program  manager  at  The 
Yankee  Group,  a  research  and 
consulting  firm  in  Boston.  “Had 
they  taken  this  step  a  year  ago.  I’d 
be  much  more  optimistic  about 
their  chances  than  I  am  now.” 

IBM  envisions  the  two  Xylan 
switches  —  OmniSwitch  and 
PizzaSwitch  —  linking  IBM’s 
Ethernet,  Token  Ring  and  25M 
bit/sec.  Asynchronous  Transfer 
Mode  workgroup  LAN  switches 
to  a  campus  backbone  network. 
JTie  network  would  comprise 
IBM’s  high-end  8260  systems. 


which  it  resells  from  Chipcom 
Corp. 

“But  things  aren’t  quite  as  com¬ 
plementary  as  IBM  would  have 
users  believe,”  Hindin  said.  “The 
Xylan  OmniSwitch  is  as  much  a 
backbone  switch  as  the  8260, 
which  could  push  the  8260  out  of 
a  job.  And  why 
would  a  user  want  to 
mbc  two  backbone 
switches  in  a  net¬ 
work  when  he  can 
use  just  one?” 

Analysts  also  see 
the  potential  for  fric¬ 
tion  between  IBM’s 
8271  workgroup 
Ethernet  switch  and 
Xylan’s  PizzaSwitch. 

“The  8271  is  more 
expensive  than  the 
PizzaSwitch  and  lacks  the  remote 
monitoring  functionality  that  the 
Xylan  switch  has,”  Hindin  said. 

Asked  about  the  future  of  the 
two  product  lines,  one  IBM  execu¬ 
tive  said,  “at  this  point  in  time, 
we’re  not  announcing  that  any 
products  will  go  away.  Rather, 
we’ll  enhance  and  converge  the 
products  over  time.” 

“IBM  is  not  one  of  the  top  three 


or  four  vendors  that  users  consid¬ 
er  for  switching,”  said  Audrey  Ap- 
fel,  research  director  at  Gartner 
Group,  Inc.  in  Stamford,  Conn. 
“And  the  alliance  alone  doesn’t 
make  customers  want  to  go  with 
IBM  as  their  major  internetwork¬ 
ing  vendor.” 

“IBM  has  the  best 
R&D  of  any  vendor 
I’ve  ever  seen,  but 
they  just  can’t  exe¬ 
cute  on  it,  which  is 
regrettable,”  said 
Earl  Perkins,  a  net¬ 
work  manager  at  En¬ 
tergy  Systems,  Inc., 
a  Gretna,  La.-based 
power  provider  for 
several  southeast¬ 
ern  states.  “Nobody 
can  plan  better  than 
IBM,  but  as  a  result  of  not  execut¬ 
ing,  they  have  to  enter  these  alli¬ 
ances  to  fill  gaps  in  their  product 
line.” 

“Cabletron,  Cisco  and  Bay  al¬ 
ready  have  a  proven  record  in 
switching,  so  we  use  them,”  said 
Barbara  Maaskant,  executive  di¬ 
rector  of  information  services  at 
Emory  University’s  business 
school  in  Atlanta. 


By  Patrick  Dryden 


3Com  Corp.  this  week  will  unveil 
Remote  Monitoring  (Rmon)  net¬ 
work  management  tools  that  give 
users  a  cohesive  view  of  the  entire 
network  rather  than  a  hodge¬ 
podge  of  traffic  reports. 

Such  an  overall  view  of  network 
traffic  would  help  administrators 
determine  whether 
they  need  more 
bandwidth  or  a  usage 
policy,  for  example. 

3Com  gained  the 
tools  in  March  when  it  acquired 
Axon  Networks,  Inc.  in  Newton, 
Mass.,  for  $64  million.  As  a  result, 
3Com’s  Transcend  network  man¬ 
agement  line  includes  stand-alone 
and  stackable  probes,  agent  soft¬ 
ware  for  adapters  and  internet¬ 
working  gear  and  performance 
analysis  applications. 

That  expected  product  blend 
brings  3Com  up  to  date  and  closer 
to  Bay  Networks,  Inc.,  one  of  the 
internetworking  leaders  that  has 
perfected  an  Rmon  support  strate¬ 
gy,  said  Brian  Burba,  an  analyst  at 
International  Data  Corp.  in  Fra¬ 
mingham,  Mass. 

“The  big  bang  here  is  that  we 
will  be  able  to  monitor  network 
activity  in  more  detail,”  said  Wal¬ 
ter  Fitzgerald,  senior  vice  presi¬ 


dent  of  information  technology  at 
Yamaichi  International  America, 
Inc.  He  just  completed  a  network 
for  300  users  at  the  securities  bro¬ 
kerage  in  New  York  that  uses 
3Com’s  Rmon-enabled  gear  and 
analysis  software.  “Now  we  can 
track  packets  as  they  cross  the 
network,  and  we’ll  be  able  to  see 
what  application  information  is  in¬ 
side,”  Fitzgerald  said. 

One  beta  tester, 
who  asked  to  remain 
anonymous,  said  he 
had  used  Axon  and 
3Com  management  tools  sepa¬ 
rately.  He  welcomed  the  product 
integration  and  new  life  for  Axon’s 
Traffix  Manager  software,  which 
tracks  end-to-end  application  traf¬ 
fic  based  on  Rmon  2  surveillance. 

However,  monitoring  capabili¬ 
ties  pose  new  problems  for  3Com 
and  its  users,  Burba  said. 

Like  other  Rmon  vendors, 
“3Com  provides  a  great  pair  of 
binoculars  but  can’t  tell  users 
where  to  focus,”  Burba  said. 

Until  automated  network  man¬ 
agement  becomes  a  reality,  ven¬ 
dors  must  help  users  know  what 
data  to  gather  and  how  to  inter¬ 
pret  it,  he  said. 


'*V  Other  Rmon  2  products  are 

^  ready  to  ship.  See  page  55. 


Management 

first 


IBMsaida  highintegra- 
tion  priority  is  letting 
users  manage  the  two 
companies’  switches 
from  IBM’s  widely  used 
NetView  management 
system. 


Network 

management 
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In  technology,  market  share  and  every  other  important  measure,  Oracle  is  the  leader 
among  open  database  vendors.  And  now  that  is  true  in  OLAP  too. 


Features 

Oracle 

Sybase 

1 

mrormix 

Relational  and 

Multidimensional  Data 

Express  Server 

No 

No 

OLAP  Development  Tools 

Express  Objects 

No 

No 

OLAP  Applications 

Sales  Analyzer 
Financial  Analyzer 

No 

No 

End-User  OLAP  Analysis  Tools 

Express  Analyzer 

No 

Yes 

Number  of  Databases  Supported  Directly 

8 

0 

1 

On-Line  Analytical  Processing  (OLAP)  allows  you  to  get  real  business 
benefit  out  of  your  corporate  data.  Oracle  today  offers  the  most  compre¬ 
hensive  OLAP  capabilities  of  any  vendor.  Critical  features  like  what-if 
AlfpuVp°oSserver  aoalysis,  modeling  and  forecasting,  intuitive  data  navigation,  exception 
reporting  and  data  mining.  All  with  transparent  access  to  data  in  Oracle?  and  other 
leading  databases.  Integrated  or  best-of-breed  components,  your  choice. 

For  the  most  complete  OLAP  solution,  call  Oracle  1-800-633-1071,  ext.  8131.  Or 
find  us  on  the  Web  at  http://www.oracle.com 

ORACLe* 

Enabling  the  Information  Age  ™ 


©1996  Oracle  Corporation.  Oracle  is  a  registered  trademark,  and  Oracle?  and  Enabling  the  Information  Age  are  trademarks  of  Oracle  Corporation.  All  rights  reserved. 
Market  share  data  from  Business  Intelligence,  Ltd.  All  other  company  product  names  are  trademarks  of  their  respective  owners. 


News 


ON  JUNE  1,  1996,  WE  OBSOLETED 
EVERY  IMPACT  PRINTER  IN  THE  WORLD. 

INCLUDING  OUR  OWN. 


We  blew  up  an  impact  printer  to  make  a  point:  the 
technology  gap  created  by  the  new  ProLine  Series  5'“ 
line  matrix  printers  will  make  existing  impact  printers  worth  less. 

Maybe  even  worthless. 

These  printers  feature  the  revolutionary  Printronix  System 
Architecture  (PSA'“)  and  our  fifth  generation  line  matrix 
technology,  the  most  advanced  and  reliable  in  the  world. 

Pedestal  and  cabinet  models  offer  greater  throughput  than  other 
printers  in  their  class,  even  many  with  higher  speed  ratings. 

New  three-dimensional  hammers  place  dots  accurate  to 
±  0.002  inch  so  graphics  and  bar  codes  are  sharper.  And 
unlike  lesser  printers,  print  quality  won’t  degrade  over  time. 


What’s  more,  ProLine  Series  5  printers  can  be  integrated 
seamlessly  into  any  computing  environment,  from  client 
server  networks  to  minis  and  mainframes. 

For  complete  literature,  a  product  video  and  the  name  of 
your  nearest  Printronix  distributor,  give  us  a  call  at 
(800)  665-6210.  And  prepare  yourself  for  a  shock. 

Because  the  price  may  blow  your  mind. 

The  Neu> 

PRIlVIRONIX 

LINE  PRINTERS  •  CONTINUOUS  FORM  LASER  PRINTERS  •  IHERMAL  PRINTERS 


_  1996  Printronix 


language  and  a  set  of  Java-class  libraries 
for  building  applications  with  CORBA 
connections. 

Because  the  system  conforms  to  the 
CORBA  standard,  it  can  connect  to  object- 
oriented  software  from  IBM,  Sun  Micro¬ 
systems,  Inc.,  Digital  Equipment  Corp., 
Hewlett-Packard  Co.  and  other  vendors. 

“Objects  are  moving  onto  the  Internet, 
so  there’s  a  need  for  agreement  on  a  way  to 
make  them  communicate  there,”  said  Tim 
Sloan,  an  analyst  at  Aberdeen  Group,  Inc. 
in  Boston. 

The  ONE  technology  will  be  built  in  to  a 
version  of  Netscape’s  Navigator  browser 
due  by  year’s 
end  and  the 
SuiteSpot  serv¬ 
ers  due  early 
next  year.  Beta- 
test  versions  of 
some  Java  librar¬ 
ies  will  become 
available  today, 

Netscape  said. 

FedEx,  Deere 
&  Co.  and  other 
big  user  compa¬ 
nies  have  spent 
several  years  designing  connections 
among  existing  data  and  services  and 
CORBA-based  networks.  ONE  should 
make  it  easier  to  build  Web-based  applica¬ 
tions  that  access  those  enterprise  re¬ 
sources,  especially  legacy  mainframe  sys¬ 
tems,  said  Mike  Kennedy,  an  analyst  at 
Meta  Group,  Inc.  in  Burlingame,  Calif. 

Microsoft  notices 

Microsoft  Corp.  has  dragged  its  heels  on 
supporting  CORBA,  in  favor  of  pushing  its 
own  Distributed  Common  Object  Model, 
which  includes  ActiveX. 

In  a  pre-emptive  strike,  Microsoft  last 
week  rushed  out  an  announcement  about 
plans  to  make  ActiveX  an  industry  stan¬ 
dard.  The  company  next  month  will  pitch 
ActiveX  to  an  unnamed,  newly  formed 
group  of  vendors. 

“[ONE]  will  be  something  Microsoft  will 
have  to  come  to  grips  with.  It  could  be  a 
nightmare  for  them,”  said  Stan  Dolberg,  an 
analyst  at  Forrester  Research,  Inc.  in  Fra¬ 
mingham,  Mass. 

A  dozen  tools  vendors,  including  Bor¬ 
land  International,  Inc.  and  Symantec 
Corp.,  have  agreed  to  support  ONE. 

But  users  will  have  to  wait  at  least  three 
to  six  months  for  tools  specifically  designed 
to  support  ONE.  ITie  wait  will  be  at  least 
that  long  for  browsers  and  servers  that  can 
run  ONE-built  applications. 


“ThiswiUbe 
something 
Microsoft 
will  have  to 
come  to  grips 
with.” 

—  Stan  Dolberg, 
Forrester  Research 


Netscape  delivers  tools  for  building  Web  apps 


By  Kim  S.  Nash  and  Frank  Hayes 

Hoping  to  counter  Microsoft’s  ActiveX- 
based  World  Wide  Web  strategy,  Netscape 
today  will  unveil  tools  to  let  developers 
create  an  object-oriented  data  pipeline 
between  Web  browsers  and  servers. 


Netscape  Communications  Corp.’s  new 
tool  set  —  the  Open  Network  Environment 
(ONE)  —  is  based  on  the  Common  Object 
Request  Broker  Architecture  (CORBA) 
from  the  Object  Management  Group.  It  will 
also  let  Web-based  applications  connect  to 
legacy  systems  and  data. 


“These  are  exactly  the  kinds  of  things  we 
need  to  make  our  applications  that  run  on 
browsers  more  robust,”  said  Winn  Ste¬ 
phenson,  vice  president  of  network  com¬ 
puting  at  FedEx  Corp.  in  Memphis. 

Netscape’s  object  framework  includes  an 
improved  version  of  its  JavaScript  scripting 


Pieces  of  ONE 


JavaScript  i.i,  due  in  August 

Java-based  Internet  Foundation  Class 
libraries,  in  beta  testing 

CORBA-enabled  Navigator  Web 
browser,  due  late  this  year 

CORBA-enabled  SuiteSpot  Web  server, 
due  early  next  year 
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gives  Sega  the  winners. 


Data  General  the  oarnrnand 


CLARiiON  Disk  Array  System 


PowerPC 


More  and  more,  the  world’s  top  companies  are  depending  on  the  high  performance  of  PowerPC  technology  to  develop  their 
newest,  most  innovative  products.  It’s  a  momentum  that’s  changing  computing  forever.  And  it’s  why  Sega,  the  world’s  number 
one  computer  game  company,  uses  the  advanced  multimedia  capabilities  of  PowerPC  architecture.  With  it,  their  highly  anticipated  Virtua  Fighter® 3 
arcade  game  will  have  unprecedented  lifelike  characters  and  3-D  graphics.  It’s  also  why  Honeywell  uses  PowerPC  microprocessor-based  systems  running 
the  Windows  NT”  operating  system  for  their  new  TotalPlant®  Solution  System  for  industrial  automation.  And  PowerPC  microprocessors  give  Data 
General  the  performance  they  need  for  their  industry-leading  CLARiiON®  disk  array  mass  storage  systems.  Call  1-800-84S-MOTO,  ext.  CW,  or  visit 
httpd lwww.mot.com IPowerPCI  to  find  out  how  PowerPC  technology  can  give  life  to  your  most  innovative  product  ideas. 


©1996  M()ii>rola,  Iiic  All  rights  reserved  M()tt>rola  and  ©  aa*  registered  trademarks  of  Motorola,  Inc  ft)werPC  and  the  IbwerlC  logo  are  trademarks 
of  International  Business  Machines  Ci>rporation,  used  under  lia*nse  therefrom.  Windows  NT  is  a  trademark  of  Mkrosoft  in  the  United  States  andA)r  other 
countries.  CLARiiON  is  a  registered  trademark  of  Data  General  Corporation.  TotalPlant  is  a  registered  trademark  of  Honeywell,  Inc  Virtua  Fighter  is  a 
registered  trademark  of  Sega.  All  other  brand  and  product  names  are  the  trademarks  or  registered  trademarks  of  their  respective  holders. 
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News 


Administrative  tools 
to  firm  up  Green  River 

Novell  says  utilities  will  simplify  NetWare  installation 


By  Laura  DiDio 


Novell,  Inc.  last  week  announced 
a  set  of  administrative  utilities  for 
its  forthcoming  version  of  Net¬ 
Ware,  which  were  designed  to 
automate  network 
installation  and  set¬ 
up  and  save  manage¬ 
ment  time. 

Green  River’s  Net¬ 
Ware  Administrator 
(NWAdmin)  is 
a  Windows-based 
graphical  utility  that 
lets  users  create  and 
manage  network  ob¬ 
jects  and  devices 
within  Novell’s  Di¬ 
rectory  Tree  data¬ 
base.  NWAdmin  should  simplify 
and  speed  up  the  upgrade  process 
by  automating  the  configuration 
of  network  adapters,  disk  drives 
and  protocol  stacks,  according  to 
Novell. 

The  NWAdmin  features  will  be 
bundled  into  NetWare  4.11  (code- 
named  Green  River),  which  is  due 
in  September,  company  officials 
said. 

“The  key  message  is  that 
NWAdmin  will  let  Green  River  in¬ 


stall  itself,”  said  William  Dona- 
hoo,  senior  director  of  product 
marketing  at  Novell. 

Josh  Turiel,  director  of  informa¬ 
tion  services  at  Ad  Life  Market¬ 
ing,  Inc.  in  Norwood,  Mass., 
wasn’t  so  effusive, 
but  he  agreed 
that  the  utility  will 
simplify  NetWare 
installation. 

“Green  River 
won’t  install  itself, 
but  it  will  be  a  damn 
sight  easier.  Right 
now,  you  have  to  put 
way  too  much 
thought  and  effort 
into  even  a  rudimen¬ 
tary  NetWare  4.1  in¬ 
stall.  The  first  time  I  attempted  it, 
it  took  me  four  hours  to  com¬ 
plete,”  Turiel  said.  “The  enhance¬ 
ments  in  NWAdmin  correct  many 
of  the  small,  nagging  pain-in-the- 
butt  configuration  issues  that  are 
so  time-consuming.  It  could  cut 
my  configuration  time  50%  to 
75%,”  he  said. 

In  interviews  last  week  with 
Computerworld,  eight  users  and 
analysts  agreed  with  Turiel.  Until 
now,  they  said,  many  of  the  man¬ 


agement  tasks  associated  with 
NWAdmin  proved  daunting  for  all 
but  the  most  technically  proficient 
network  administrators.  The 
forthcoming  NWAdmin  utilities 
correspond  to  four  utilities  in  rival 
Microsoft  Corp.’s  Windows  NT 
Server  —  File  Manager,  User 
Manager,  Print  Manager  and 
Server  Manager. 

“I’m  all  for  anything  that  takes 
the  guesswork  out  of  the  NetWare 
4.11  Green  River  setup  and  instal¬ 
lation,”  said  Hal  Drury,  a  user 
support  specialist  at  The  Lahey 
Hitchcock  Clinic  in  Lebanon, 
N.H. 

Better  management 

Robert  Harbison,  an  expert  Net¬ 
Ware  user  and  president  of  Net¬ 
work  Integration  Consultants, 
Inc.  in  Sausalito,  Calif,  a  systems 
integration  firm,  said  the  automat¬ 
ed  configuration  and  installation 
capabilities  in  NWAdmin  repre¬ 
sent  a  major  advancement. 

Harbison  said  Novell  has  made 
NWAdmin  much  more  manage¬ 
able.  The  graphical  user  interface 
has  also  been  improved,  so  ifs 
much  easier  to  find  users  and  ob¬ 
jects,  he  said. 


Robert  Harbison 


Microsoft  links  C + + ,  SQL 


Byjustin  Hibbard 


Microsoft  Corp.  last  week  gave 
Visual  C++  developers  the  keys 
to  the  corporate  database. 

The  software  gianfs  Visual 
C++  Enterprise  Edition  will  let 
developers  view,  edit  and  debug 
stored  SQL  database  proce¬ 
dures  and  the  C++  functions 
that  call  them,  all  within  the 
same  environment.  The  prod¬ 
uct  was  unveiled  last  Monday  at 
Microsoft’s  developers  confer¬ 
ence  in  San  Francisco. 

The  product’s  debugger  is 
the  first  ever  to  debug  SQL  and 
C++  code  together.  If  the 
feature  gains  support  from 
developers,  other  vendors 
may  support  it  in  their 
tools  and  databases  to  stay  com¬ 
petitive. 

Besides  its  database  features. 
Visual  C++  Enterprise  Fidition 
sports  all  the  new  features  in 
Visual  C++  4.2,  which  was  an¬ 
nounced  July  16.  Version  4.2  up¬ 


dates  Visual  C++  4.0,  which  is 
used  largely  by  commercial 
software  developers.  But  the 
Enterprise  Edition  is  targeted  at 
corporations  developing  client/ 
server  systems. 

A  new  pane  in  the  Enterprise 
Edition  displays  SQL  code,  and 
the  integrated  SQL  debugger 
lets  developers  step  Ifom  a  C++ 
function  running  on  a  client  to  a 
SQL  procedure  running  on  a  re¬ 
mote  server. 

Boosting  productivity 

The  features  are  “a  big  help  to 
productivity,”  said  Mark  Pawlo- 
ski,  a  corporate  developer  at  JM 
Family  Enterprises,  Inc.  in 
Deerfield  Beach,  Fla.  Debug¬ 
ging  SQL  and  C++  code  will 
save  hours  of  time,  he  said. 

In  many  IS  shops,  C++  devel¬ 
opers  and  SQL  server  adminis¬ 
trators  wear  separate  hats. 
But  C++  developers  sometimes 
need  access  to  the  SQL  proce¬ 
dures  that  their  applications 


call,  said  Joe  Hocker,  internal 
web  manager  at  Pacific  Telesis 
Group  in  San  Ramon,  Calif. 

If  vendors  support  the  new 
features  in  Visual  C++  Enter¬ 
prise  Edition,  it  would  benefit 
companies  that  use  multiple 
client/server  applications  fi'om 
different  vendors,  said  Sandra 
Taylor,  an  analyst  at  The  Stan- 
dish  Group  in  Newton,  Mass. 

Currently,  only  SQL  Server 
6.5  has  application  program¬ 
ming  interfaces  that  connect  to 
the  Enterprise  Edition’s  SQL 
debugger.  But  Joe  Quagliani, 
group  product  manager  for  Vi¬ 
sual  C++,  predicted  that  other 
database  vendors  will  adopt  the 
interfaces. 

Officials  at  database  vendors 
Oracle  Corp.  and  Sybase,  Inc. 
said  they  would  support  the  in¬ 
terfaces  only  if  customers  de¬ 
mand  it. 


G^E  tools  are  back.  See 
^  page  45. 


Help  from  afar 


Intel’s  upcoming  package  will  allow  help  desks  to 
handle  calls  remotely.  Here’s  how  it  works: 


Open  a  trouble 
ticket  and 
begin  tracking 
the  situation. 


Examine 
configuration 
and  inventory 
of  caller’s  PC. 


Check  problem 
and  solution 
suggestions  offered 
by  an  expert  system 
based  on  information 
extracted  from  the 
knowledge  base. 


Run  diagnostics, 
check  components 
and  drivers  on 
caller’s  PC  and 
watch  user  operate. 


/ 

Change 
configuration 
of  caller’s  PC. 


If  problem 
persists,  call 
service  technician. 


Help  for  harried  help  desk 

Intel  package  to  reduce  PC  house  calls 


By  Patrick  Dryden 


Intel  Corp.  wants  to  reduce  the 
number  of  house  calls  and  the 
amount  of  misinformation  that 
make  PC  support  so  costly. 

'Phe  firm  last  week  disclosed 
plans  to  ship  software  that  will  in¬ 
tegrate  its  LANDesk  workgroup 
management  tool  kit  with  home¬ 
grown  help  desk  functions 
backed  by  an  expert  system.  The 
package,  scheduled  for  release  in 
October,  promises  to  streamline 
fixes  and  eliminate  the  delay  and 
expense  of  dispatching  technicians 
to  the  caller’s  PC. 

“If  Intel  delivers 
what  they  promise, 
this  new  tool  will  at¬ 
tack  a  big  problem  — 
that  most  help  desks 
today  can’t  solve  hardware  and 
operating  system  problems  with¬ 
out  physically  checking  the  ma¬ 
chines,”  said  Rick  Villars,  an  ana¬ 
lyst  at  International  Data  Corp.  in 
Framingham,  Mass. 

But  some  current  LANDesk 
users  won’t  believe  it  until  they 
see  it. 

“I’m  afraid  we’ll  still  have  to  go 
out  to  touch  the  machines,”  said 
Tom  Anderson,  administrator  of  a 
500-user  network  at  an  Amoco 
Corp.  manufacturing  site.  He  uses 
lANDesk’s  remote  control  capa¬ 
bility  to  fix  distant  PCs,  but  that 
tool  depends  on  healthy  software 
agents  and  network  links. 

Villars  said  that  by  strategically 
linking  the  tool  kit  and  the  sys¬ 


tems  through  a  knowledge  base, 
Intel  slips  ahead  of  competitors 
McAfee  Associates,  Inc.,  Seagate 
Enterprise  Management  Soft¬ 
ware,  Inc.  and  Symantec  Corp. 

While  Intel  tries  to  position  it¬ 
self  as  the  source  for  PC  adminis¬ 
tration  tools  designed  “to  make 
Intel-based  systems  more  attrac¬ 
tive  and  less  painful  to  use,”  the 
complexify  issue  persists,  he  said. 

Villars  said  Intel’s  package  will 
require  significant  setup  to  per¬ 
form  as  intended.  Intel  officials 
said  the  package  will  include  ser¬ 
vice  and  training. 

“This  strikes  me  as  software 
that  will  require  a  lot 
of  work  to  make  use¬ 
ful,”  Anderson  said. 
“Having  all  those 
tools  at  your  disposal 
sounds  very  helpful,  but  one  pack¬ 
age  gets  unwieldy  when  it  tries  to 
do  everything.” 

Intel  may  have  misread  user 
needs,  said  Kei  Lee,  network  ana¬ 
lyst  at  Chevron  Information  Tech¬ 
nology  Co.  in  San  Ramon,  Calif. 
“Companies  our  size  already  have 
a  help  desk  database,  so  they’re  a 
little  late.  From  a  business  point  of 
view,  [Microsoft  Corp.’s]  SMS 
provides  most  of  what  Intel  is  try¬ 
ing  to  do,  so  we  will  stay  with 
SMS,”  Lee  said. 

Intel  plans  to  release  the  name 
and  price  of  the  product  in  Octo¬ 
ber.  It  will  integrate  desktop  in¬ 
ventory,  diagnostics  and  remote 
control  with  trouble-ticketing  and 
problem  management  functions. 


UN 
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Take  client/server  where  it’s  never  been  before  with  Sybase®  SOL  Anywhi':re."' 


A'l’ii’  Sy/ui.if 


Performance  optimized 
for  lerel  of  your  huoinroo. 


It’s  a  powerful  SOL  database  with  the  convenience  of  remote  data  replication.  So  you  can 
have  the  same  information  on  your  computer  that's  on  your  server  —  no  matter  where  you 
happen  to  be.  It’s  easy  to  use  and  administer.  Which  is  important  in  workgroups  and  remote 
sites.  And  at  jUst  IMB,  SOL  Anywhere  fits  on  the  smallest  machines.  Yet  ^jj 
scales  seamlessly  up  to  the  enterprise.  Even  when  you’re  nowhere  near  it.  The  Architecture  for  Chani’e- 


No  workgroup  is  too  small. 


The  powerful  new  version  of  Watcom™  SQL. 

Call  today  for  product  and  seminar  information:  1-800-8-SYBASE  code  23193  or  http://www.sybase.com 


©19%  Sybase.  Inc.  Sybase.  Watcom,  System  1 1  and  SQL  Anywhere  are  trademarks  of  Sybase.  Inc.  or  its  subsidiaries.  Outside  the  U.S..  call  1-617-564-7353. 


News 


IBM  ships  first  batch 
of  OpenDoc  components 


Club  OpeuDoc  is  Pak  pickup  spot 


By  Sharon  Gaudin 


After  months  of  hype  and  expecta¬ 
tions,  IBM  this  week  will  release 
its  first  two  packages  of  OpenDoc 
components. 

The  object-oriented  software 
components  —  one 
for  personal  informa¬ 
tion  management  and 
another  for  database 
tables  —  are  IBM’s 
first  OpenDoc  offerings.  Open¬ 
Doc  is  a  standard  architecture  for 
plugging  together  software  com¬ 
ponents  to  create  distributed  ap¬ 
plications. 

OpenDoc  was  first  announced 
three  years  ago  by  a  coalition  that 
included  IBM,  Novell,  Inc.  and 
Apple  Computer,  Inc.  Novell 
dropped  out,  but  Apple  released 
the  first  OpenDoc  component. 


Cyberdog,  in  May.  An  IBM 
spokesperson  recently  said  IBM 
will  ship  50  components  by  year’s 
end. 

Analysts  and  users  had  very  dif¬ 
ferent  views  of  IBM’s  OpenDoc 
initiative.  David  Kelly,  an  analyst 
at  Hurwitz  Group, 
Inc.  in  Newton, 
Mass.,  said  IBM  lost 
momentum  in  the 
months  between  an¬ 
nouncement  and  delivery. 

But  Karen  Boucher,  an  object 
technology  market  analyst  at  The 
Standish  Group  International,  Inc. 
in  Dennis,  Mass.,  said  IBM  is  in 
the  perfect  position  in  the  object 
arena.  “They  got  started  at  the 
right  time.  IBM  sees  objects  as 
their  comeback,”  Boucher  said. 

Boucher  warned  that  Microsoft 
Corp.,  with  its  OLE  and  ActiveX 


technology,  is  a  formidable  com¬ 
petitor.  She  said  IBM  needs  to  in¬ 
tegrate  its  object-oriented  prod¬ 
ucts,  including  VisualAge,  System 
Object  Model,  OpenDoc  and  the 
CommonPoint  framework. 

David  Bowser,  distributed  in¬ 
formation  architect  at  Cummins 
Engine  Co.  in  Columbus,  Ind., 
said  IBM’s  plans  for  OpenDoc 
have  been  poorly  communicated. 

“Ifs  been  disappointing,”  said 
Bowser,  who  has  been  building 
his  own  OpenDoc  components 
and  waiting  for  components  from 
IBM  and  other  vendors.  He  said  it 
hasn’t  been  clear  to  him  which 
components  are  coming  from 
IBM  and  which  components  he 
should  build  himself. 

But  the  systems  manager  at  a 
major  bank,  who  requested  ano¬ 
nymity,  was  more  upbeat  about 


IBM’s  first  two  OpenDoc 
components  will  be  avail¬ 
able  Aug.  1  at  the  Club 
OpenDoc  section  of  IBM’s 
Web  site  (www.ibm.com) . 

The  components  can  be 
downloaded  free  for  30  days. 

The  Person  Pak  includes 
components  aimed  at  organiz¬ 
ing  names,  addresses  and  oth¬ 
er  personal  information. 

It  was  designed  to  work  with 
electronic  appointment  or  ad- 

the  flow  of  OpenDoc  components 
from  IBM.  “It  will  save  us  quite  a 
bit  —  both  in  time  and  money,” 
the  manager  said.  “We  [can] 
make  our  own  components,  so  ifs 
a  matter  of  when  we  can  stop  mak¬ 
ing  our  own  and  buy  them. . . .  We 
might  actually  be  pretty  interest¬ 
ed  in  these  components,”  he  said. 

Boucher  said  IBM  needs  to 
move  its  production  into  high 


dress  books  and  human  re¬ 
source  applications.  The  Person 
Pak  is  slated  to  cost  $229.  The 
Table  Pak  was  designed  to  store 
rows  and  columns  in  a  database 
file.  It  is  slated  to  cost  $269. 

The  components  are  avail¬ 
able  on  the  OS/2  platform 
and  are  scheduled  to  be  avail¬ 
able  on  Windows  by  this  fall, 
when  the  Windows  version  of 
OpenDoc  is  scheduled  to  be 
released.  —  Sharon  Gaudin 


gear.  “One  of  the  big  problems 
when  you  compare  OpenDoc  and 
OLE,  which  is  now  ActiveX,  is  that 
OLE  components  are  very  easy  to 
find.  OpenDoc  doesn’t  have  the 
same  breadth  of  availability,”  she 
said.  An  IBM  official  said  IBM  is 
working  on  multimedia  and  Inter¬ 
net-based  components.  Several 
other  vendors  are  set  to  launch 
OpenDoc  components  in  August. 


Application 

development 


The  doctor  is  in 


Gilbert  F.  Amelio  may  have  been  the  prescription  for  National 
Semiconductor  -  but  will  he  be  able  to  do  the  same  for  Apple? 


National  Semiconductor 

Presidertt)  chattnian  and  ffO,  May  1991°,  to^ 

Before  Amelio 

■  Company  lost  $32olVl  in  four  years 

■  Share  price  dipped  to  near-bankruptcy  low  of  $3 

During  Amelio 

■  Company  had  three  years  of  profits  totaling  $653M 

■  Share  price  climbed  to  a  high  of  more  than  $30 


After  Amelio 

■  Shares  fell  to  $13.50  in  )uly 

■  Fiscal  Q3,  ended  Feb.  25,  and  fiscal  Q4,  ended  june  28, 
were  disappointing 

■  Company  laid  off  400  workers  in  May  and  took  a 
$25  million  charge 

B  Fiscal  1996  income  dropped  30%  from  a  year  earlier, 
while  revenue  grew  10% 


Apple  Computer 

Chairman  and  CEO,  February  1996,  to  present 

Before  Amelio 

Company  had  three  consecutive  quarterly  losses 
$1  billion  backlog  of  orders 


During  Amelio 

■  Stock  dropped  to  an  all-time  low  of  $16  per  share  in  July 

®  $740  million  loss  for  fiscal  Q2,  ended  March  29,  included 
restructuring  charge 

B  2,800  workers  to  be  eliminated  by  next  year 
m  $32M  loss  for  fiscal  Q3,  ended  June  28 
B  Unit  shipments  stabilized  over  the  past  two  quarters 
B  Recall  and  repair  of  faulty  PowerBooks 


Amelio:  Can  his  Apple  revamp  go  the  distance? 
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that  hype  came  directly  from  the 
pages  of  his  own  book  Pro/it  from 
Experience,  which  detailed  how  he 
revived  Rockwell’s  chip  business 
and  saved  National  from  near 
bankruptcy  (see  chart) . 

Tim  Bajarin,  vice  president  at 
Creative  Strategies  Research  In¬ 
ternational,  Inc.  in  San  Jose,  Calif., 
gives  Amelio  high  marks  thus  far. 

“Apple’s  biggest  problem  is  a 
lack  of  follow-through  and  ac¬ 
countability,”  said  Bajarin,  who 
has  followed  Apple  since  its  incep¬ 
tion.  “Gil  not  only  quickly  realized 
this  but  acted  on  it.  He  is  making 
Apple  workers  accountable.  Divi¬ 
sions  are  judged  not  only  on  reve¬ 
nues  but  their  overall  impact  on 
the  entire  company.  This  sounds 
simple,  but  it  is  dramatically  dif¬ 
ferent  for  Apple.” 

He  stopped  short 

But  analysts  who  follow  the  semi¬ 
conductor  industry  claim  that  al¬ 
though  Amelio  restored  National 
Semiconductor  to  profitability,  he 
failed  to  position  the  company  for 
long-term  success. 

“He  didn’t  finish  the  job,”  said 
Gary  Grandbois,  an  analyst  at  Da- 
taquest,  a  consultancy  in  San  Jose. 
“He  left  the  company  in  a  better 
position  [than  when  he  arrived], 
but  not  in  as  good  a  position  as  it 
could  be.  The  jury  is  still  out  on 
whether  the  company  is  struc¬ 
tured  well  enough  to  grow.” 


Some  observers  worry  that  Ame¬ 
lio  will  have  the  same  effect  on 
Apple. 

“There  is  no  doubt  that  Amelio 
has  stemmed  the  financial  prob¬ 
lems,”  said  Eugene  Glazer,  an  an¬ 
alyst  at  Dean  Witter  Reynolds,  an 
investment  banking 
firm  in  New  York.  “But 
whether  he  can  provide 
corporate  customers  a 
compelling  reason  to 
purchase  the  Mac  remains  to  be 
seen.” 

Game  plan 

To  his  credit,  what  Amelio  has 
done  thus  far  for  Apple  is  to  trim 
the  workforce  by  more  than  2,800 
employees,  sell  off  two  manufac¬ 
turing  facilities,  restructure  the 
company  into  four  profit  and  loss 
centers,  hire  a  new  management 
team  —  which  includes  two  for¬ 
mer  National  colleagues  —  vow  to 
streamline  Apple’s  unwieldy  prod¬ 
uct  line  and  focus  the  bulk  of  Ap¬ 
ple’s  effort  on  the  Internet. 

Although  it  was  three  months 
before  Amelio  revealed  his  turn¬ 
around  plan  at  Apple’s  Worldwide 
Developer  Conference  in  May, 
the  results  of  those  moves  have 
bought  Amelio  some  time. 

The  company’s  recent  $32  mil¬ 
lion  loss  was  minor  compared 
with  the  staggering  $740  million 
loss  the  company  posted  in  the 
previous  quarter.  Financial  ana¬ 
lysts  had  expected  Apple  to  lose 
upward  of  $100  million  for  the 


quarter.  Wall  Street  hammered 
Apple’s  stock  to  an  all-time  low  of 
16  earlier  this  month,  from  49 
last  July. 

But  Apple  insiders  are  hopeful 
that  Amelio’s  thorough,  thought¬ 
ful  and  professional  management 
style  will  be  the  key  to 
saving  Apple.  Amelio 
has  been  known  to 
personally  answer  all 
his  electronic-mail 
messages  —  time  permitting,  of 
course  —  talk  informally  with  Ap¬ 
ple  employees  of  all  levels  and 
show  up  unannounced  at  meet¬ 
ings  and  functions  just  to  hear 
what  is  happening. 

“He  really  listens  to  what  you 
have  to  say,”  said  one  Apple  man¬ 
ager,  who  asked  not  to  be  named. 
“He  understands  aspects  of  the 
business  that  are  several  levels 
down.  Some  CEOs  would  never 
bother  with  the  little  stuff.  He  is 
smart  enough  to  learn  from  oth¬ 
ers.” 

Although  avid  Macintosh  users 
may  long  for  the  old  Apple  mys¬ 
tique,  most  said  at  this  point 
change  is  necessary. 

“Amelio  seems  to  be  taking  the 
bull  by  the  horns  and  doing  what 
is  needed,”  said  John  Papa,  a  part¬ 
ner  at  The  Carson  Group,  a  finan¬ 
cial  consulting  firm  in  New  York 
that  has  more  than  150  Macin¬ 
toshes.  “But  ultimately  they  need 
to  have  a  ready  supply  of  good, 
solid,  fast  machines.  The  proof  is 
in  the  products,”  Papa  said. 


Financial 

turnaround 
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HP’s  MPE/IX 

CONTINUED  FROM  PAGE  1 

users  increasingly  uneasy  about  its  contin¬ 
ued  commitment  to  the  platform  [CW,  April 
22],  Last  year  the  company  generated  al¬ 
most  $600  million  in  profit  on  revenue  of 
$1.2  billion  for  the  3000  series,  according  to 
an  estimate  by  Aberdeen  Group,  Inc.  in 
Boston. 

Awaiting  answers 

“This  has  been  a  question  for  some  time, 
but  it  keeps  escalating  because  people  are 
not  getting  definitive  answers  from  HP  that 
make  them  breathe  a  sigh  of  relief”  regard¬ 
ing  the  future  of  the  platform,  said  Charles 
Piercey,  executive  director  of  Interex,  an 
HP  user  group. 

Next  week’s  announcement  will  answer 
some  of  the  more  immediate  questions  con¬ 


Features  of  MPE/IX  5.5 

Feature 

What  it  does 

Telnet/IX 

server 

■  Provides  inbound 

Telnet  access 

■  Lowers  connectivity 
costs 

■  Is  standardized  with 

Unix  servers 

Network 

■  Built-in  ability  to  print 

printing 

MPE  spool  files  to 

LAN-connected 

printers 

■  Bundled  for  free 

Turbo- 

■  Allows  online 

Store/iX 

backup  and  device 
configuration 

■  Easier  to  add  and 

remove  peripherals 

cerning  operating  system  support.  MPE/ 
IX  5.5  is  the  first  major  upgrade  since  Feb¬ 
ruary  1995,  and  it  includes  many  of  the  fea¬ 
tures  that  HP  3000  users  will  immediately 
find  useful. 

Among  the  new  features  in  Version  5.5 
are  the  following: 

•  Internet  services,  including  a  Telnet/K 
server  that  allows  in-bound  Telnet  access 
on  the  HP  3000. 

•  Built-in  support  for  network  printing. 

•  Support  for  high-availability  Fast  and 
Wide  SCSI  disk  arrays. 

•  TurboStore/K  support  for  online  backup 
and  device  configuration. 

Users cheer 

“High  availability  and  the  network  features 
are  the  main  reasons  we  are  excited  about 
5.5,”  said  beta  user  Jenks  Crayton,  tax  sys¬ 
tems  manager  at  the  Gilford  County  Tax 
Department  in  Greensboro,  N.C. 

For  instance,  TurboStore/IX  allows  us¬ 
ers  to  plug  in  and  configure  peripherals 
without  having  to  take  down  the  system, 
and  the  inbound  Telnet  feature  allows  bet¬ 
ter  network  interoperability  wth  Unix  sys¬ 
tems,  he  said. 

The  built-in  support  for  Fast  and  Wide 
disk  arrays  also  is  a  highly  useful  feature. 


said  Patrick  Krueger,  a  senior  systems  spe¬ 
cialist  at  Time  Customer  Service,  Inc.  in 
Tampa,  Fla. 

“We  are  virtually  a  24-hour  shop.  Any¬ 
thing  that  can  keep  the  system  up  and  run¬ 
ning  as  long  as  possible  is  definitely  wel¬ 
come,”  he  said. 

Also  scheduled  to  be  announced  at  the 
show  are  the  Model  10  and  Model  20  high- 
availability  disk  arrays.  The  company  will 
also  announce  built-in  operating  system 


“People  are  not 
getting  definitive 
answers  from  HP 
that  make  them 
breathe  a  sigh  of 
relief.” 

Charles  Piercey,  Interex 


support  for  EMC  Corp.’s  high-end  Symme- 
trix  3000  cached  disk  arrays  for  high-end 
users. 

MPE/IX  5.5  will  ship  in  August  and  will 
be  available  preloaded  and  preconfigured 
on  all  new  HP  3000  systems.  MPE/IX  5.5 
Power  Patch  1,  which  is  required  to  sup¬ 
port  the  new  high-availability  disk  arrays, 
will  ship  in  September. 

Senior  editor  Craig  Stedman  contributed 
to  this  story. 
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reducing  night  processing  by  SO  to  80% 
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lAM,  the  transparent  alternative  to  VSAM,  elimi¬ 
nates  VSAM's  bottleneck  by  slashing  I/O  and  CPU 
time,  reducing  your  night  processing  by  50  to 
80%.  lAM's  Real  Time  Tuning  monitors  I/O  activity, 
dynamically  changing  the  number  of  buffers. 


lAM's  advanced  file  structure  is  far  superior  tdV  v 
VSAM  with:  ^ ;  v 

•  30  to  70%  savings  in 

•  CPU  utilization 

•  lAM'  file 


lAM  6.3  IS  NOW  AVAILABLE 


Major  Enhancements  Include: 

•  Dynamic  File  Expansion 

•  Online  CICS  Improvements 

•  Improved  Reorganization  time 
with  either  IDCAMS  or  FDRREORG 


lAM  provides  significant  benefits 
to  many  applications  that  make 
heavy  use  of  VSAM  KSDS  or  ESDS 
files  like  the  SAP  programs  or  the 
REPORT  DISTRIBUTION  PROGRAM 
from  Mobius. 


Call  for  a  FREE 
No-Obligation  90 -Day  Trial 


•I"  DATA 


CORPORATE  HEADQUARTERS:  275  Paterson  Avenue, 

Fax:  (201)  890-7147  »  E-maii;  76322.2076@comp 

EUROPEAN  FRANCE  GERMANY  NETHERUHDS 
OFFICES:  01-47-69-15-15  089-489-0210  036-534^1660 
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Client/server 
usage  on  rise 


By  Julia  King 


More  users  are  plowing  ahead 
with  client/server  systems  de¬ 
spite  the  absence  of  standardized 
middleware  and  mainframe-like 
system  management  capabilities. 

They  also  distribute  data  more 
widely  than  before  and  employ  a 
wider  array  of  database  and  oper¬ 
ating  systems  to  do  so. 

Those  are  among  the  key  find¬ 
ings  of  a  client/server  report  re¬ 
leased  last  week  by  Datapro  Infor¬ 
mation  Services  Group,  Inc.,  an 
industry  research  firm  in  Delran, 
N.J. 

This  year,  46%  of  information 
systems  managers  at  720  compa¬ 
nies  reported  having  implement¬ 
ed  client/server  applications,  up 
fi-om  25%  last  year,  according  to 
the  report. 

“In  1995,  75%  of  companies 
were  still  undecided  about  client/ 
server.  Now,  the  undecided  are 
clearly  falling  on  the  side  to  fully 
implement,”  said  Dennis  Byron,  a 
senior  client/server  analyst  and 
author  of  the  report. 

Still,  there  are  client/server 
holdouts,  whose  number  —  15% 
—  is  slightly  up  from  12%  in  1995 
and  5%  in  1994. 

Overall,  about  40%  of  compa¬ 
nies  remain  undecided  about 
client/server,  the  survey  showed. 
Immature  management  tools, 
higher  system  administration 
costs  and  a  lack  of  client/server 
expertise  topped  holdouts’  list  of 
concerns,  Byron  said. 

Even  where  client/server  has 
been  implemented,  legacy  sys¬ 
tems  continue  to  thrive.  More 
than  70%  of  companies  with 
client/server  applications  con¬ 
tinue  to  access  legacy  systems. 

Almost  20%  had  incorporated 
the  older  systems  in  new  client/ 
server  environments. 


In  the  absence  of  standard  mid¬ 
dleware  technology,  many  of 
those  companies  —  about  40%  — 
distribute  data  by  using  propri¬ 
etary  middleware  fi'om  database 
system  vendors  or  packaged  ap¬ 
plications  providers. 

Liberty  Travel,  Inc.,  a  $1.1  bil¬ 
lion  travel  service  company  in 
Ramsey,  N.J.,  is  among  those 
companies  that  held  off  on  client/ 
server  deployment  until  recently. 
Liberty  is  building  a  client/server 
reservation  system  based  on 
Compaq  Computer  Corp.  servers 
and  Microsoft  Corp.’s  BackOffice 
technology.  The  system  will  re¬ 
place  a  mainframe  system  with  8 
million  lines  of  Cobol  code. 

Tools  and  economics 

Compared  with  three  years  ago, 
“the  tools  are  more  robust  and 
more  stable,  and  there  are  more 
of  them.  Also,  the  economics  of 
going  client/server  vs.  main- 
fi'ame-only  are  really  becoming 
compelling,”  said  Dick  Bright- 
man.  Liberty’s  vice  president  of 
information  services. 

Server  technology,  in  particu¬ 
lar,  has  advanced  to  a  point  where 
“we  can  now  put  meaningful 
client/server  functions  in  on  a 
client/ server  basis  as  opposed  to 
just  toe-in-the-water  kinds  of  appli¬ 
cations,”  Brightman  said. 

But  not  at  KFC  Corp.  in  Louis¬ 
ville,  Ky.  The  $1.1  billion  fast-food 
company  will  stick  with  its  key 
mainframe-based  systems,  al¬ 
though  it  does  employ  some 
client/server  decision-support  ap¬ 
plications. 

“What  we’re  waiting  for  is  to  de 
termine  whether  [client/server 
systems]  will  become  the  replace¬ 
ment  mainstays.  And  we’re  not 
convinced  that  they  will,”  said  Jer¬ 
ry  Merritt,  KFC’s  vice  president 
of  information  technology. 
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Year  2000,  client/server  linked 


By  Thomas  Hoffman 


NEW  YORK 


Many  of  the  1,200  attendees  at  the 
SoftEx  Accounting  &  Finance 
trade  show  last  week  shopped  for 
client/ server  accounting  pack¬ 
ages  that  could  replace  main¬ 
frame  systems  while 
fixing  their  year 
2000  date  problems. 

Client/ server  re¬ 
placement  systems 
“will  kill  two  birds 
with  one  stone,”  said 
William  Wong,  manager  of  finan¬ 
cial  systems  at  Blue  Cross/Blue 
Shield  of  Connecticut  in  North 
Haven. 

Blue  Cross  uses  a  17-year-old 
IBM  MVS  financial  system  that 
lacks  a  report  writer  and  requires 
the  health  insurer  to  support  mul¬ 
tiple  databases. 

A  client/ server  system  should 
cure  those  ills  and  help  Blue 
Cross  avoid  spending  hundreds  of 
thousands  of  dollars  to  expand 
the  date  fields  in  its  legacy  finan¬ 
cial  system  to  handle  the  year 
2000,  Wong  said. 


Wong  isn’t  alone.  Organizations 
that  delayed  replacing  their  lega¬ 
cy  accounting  and  human  re¬ 
sources  programs  for  financial 
and  technical  reasons  “are  mak¬ 
ing  a  big  push”  to  buy  client/ 
server  packages  this  year  to  head 
off  expensive  year  2000  date-con- 
version  projects, 
said  Jeffrey  D.  Com¬ 
port,  a  research  di¬ 
rector  at  Gartner 
Group,  Inc.  in  Stam¬ 
ford,  Conn,  (see 
chart) . 

Meanwhile,  users  generally  ex¬ 
pressed  lukewarm  interest  in  the 
Internet-enabled  applications  that 
vendors  were  hawking  here.  In¬ 
stead,  they  focused  on  short-term 
mainframe  migration  projects. 

“We’re  looking  very  seriously 
at  the  Internet  and  intranets  as  a 
means  to  extend  accounting  and 
financial  information  to  external 
and  internal  customers  in  the  fu¬ 
ture,”  said  Larry  Yellin,  manager 
of  budgeting  and  financial  report¬ 
ing  at  Fuji  Photo  Film  U.S.A.,  Inc. 
in  Elmsford,  N.Y. 

But  for  now,  Yellin  said,  he  is 


more  interested  in  finding  a 
client/server  replacement  for  his 
company’s  mainframe-based  Mc¬ 
Cormack  &  Dodge  MSA  general 
ledger  system. 


Balance  sheet 


$3.48 


1993  1995  1993  1995 


■  Worldwide  accounting 

SOFTWARE  MARKET  REVENUE 

■  Worldwide  client/server 

ACCOUNTING  SOFTWARE 
MARKET  REVENUE 


Source:  International  Data  Corp.,  Framingham, 
Mass. 


Pay-as-you-go  apps  on  tap 


CONTINUED  FROM  PAGE  1 

dersen  Consulting  —  is  offering 
gas  and  electric  companies  a  sub¬ 
scription-based  customer  infor¬ 
mation  and  billing  application. 

“More  and  more,  customers 
want  to  renew  systems  without 
going  through  an  entire  informa¬ 
tion  technology  overhaul.  They 
want  a  service  for  administra¬ 
tive  systems,  which  aren’t  core  to 
their  business,”  said  Scott  Creigh¬ 
ton,  SHL’s  managing 
director  of  worldwide 
alliances. 

Creighton  added 
that  the  service  prom¬ 
ises  to  speed  imple¬ 
mentation  of  new  applications  by 
60%  to  65%  over  in-house  develop¬ 
ment. 

What  Creighton  refers  to  as 
SHL’s  “applications-by-the-drink” 
service  will  be  part  of  its  parent 
company’s  Network  MCI  offer¬ 
ings.  SHL  is  owned  by  MCI  Com¬ 
munications  Corp. 

Monthly  charge 

Initial  services  will  include  access 
to  PeopleSoft’s  human  resources 
applications  and  Oracle’s  financial 
applications.  SHL  will  maintain 
the  application  server  software 
and  database.  Subscribers  will 
pay  a  monthly  connection  charge 
and  a  fee  based  on  transaction  vol¬ 


ume,  according  to  Creighton. 

SHL  also  plans  to  partner  with 
market  leader  SAP  AG  and  Baan 
Co.,  both  of  which  offer  a  full  suite 
of  integrated  financial  and  manu¬ 
facturing  applications. 

One  possible  role  for  subscrip¬ 
tion  services  is  integrating  the 
electronic  supply  chain  between 
companies  that  use  different  sys¬ 
tems,  said  Jim  Shepherd,  vice 
president  of  research  at  Advanced 
Manufacturing  Research,  Inc.  in 
Boston. 

“Rather  than  worry 
about  how  to  pass  in¬ 
formation  from  a 
Baan  system  to  some¬ 
body  else’s  SAP  sys¬ 
tem,  you  could  instead  enter  a 
purchase  order  on  a  public  ver¬ 
sion  of  that  software  and  pay  for  it 
on  a  per-transaction  basis,”  Shep¬ 
herd  said. 

Meanwhile,  Utiligent,  which 
was  launched  in  June,  has  yet  to 
sign  up  its  first  customer. 

But  as  industry  deregulation 
takes  hold,  company  officials  pre¬ 
dict  that  utilities  pressured  to 
come  up  with  new  services  will 
opt  to  rent,  rather  than  build,  the 
new  systems  needed  to  support 
them. 

“There’s  a  sense  of  urgency  be¬ 
cause  of  the  time  it  takes  to  imple¬ 
ment  and  install  a  customer  infor¬ 
mation  system  and  then  to  train 


people  and  get  them  proficient  on 
it,”  said  Utiligent  President  Mike 
Rusinko. 

Last  week,  several  users  ex¬ 
pressed  interest  in  such  a  service, 
which  they  said  could  eliminate 
lengthy  system  development 
times  and  decrease  compan¬ 
ies’  need  for  IS  personnel  with 
hard-to-come-by  client/server 
skills. 

Sounds  good  to  users 

“I  think  it’s  a  good  idea,  and  it’s 
definitely  a  trend  that  a  lot  of  com¬ 
panies  would  be  interested  in  tak¬ 
ing  advantage  of,”  said  Mike  Ben¬ 
son,  director  of  human  resources 
systems  at  Nestle  USA,  Inc.  in 
Glendale,  Calif. 

“You  could  reduce  dependence 
on  formal  applications  develop¬ 
ment  and  all  of  the  headaches  in¬ 
volved  in  that,”  he  said. 

Dennis  Hoover,  an  IS  project 
leader  at  Baltimore  Gas  &  Electric 
Co.,  said  Utiligent’s  network- 
based  customer  information  and 
billing  service  “sounds  attrac¬ 
tive.” 

He  added,  though,  that  “they 
would  have  to  build  an  extreme 
amount  of  flexibility  into  the  sys¬ 
tem  because  the  types  of  ser¬ 
vices  you  can  offer  relates  to  the 
billing  system.  If  it  had  that  flex¬ 
ibility,  there  would  be  a  lot  of 
attraction.” 
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Whether  you  realize  it  or  not,  software  comes  with  a  set  of  beliefs  built  in.  Before  you  choose 
software,  make  sure  it  shares  yours. 

Do  you  believe  in  embracing  change,  rather  than  avoiding  it?  Do  you  believe  in  putting 
power  in  the  hands  of  people,  not  systems?  Do  you  believe  decisions  should  be  made,  not  just  by  headquarters,  but  by 
those  at  the  front  lines?  If  you  do,  then  you  should  know  about  software  that  was  created  with  these  beliefs  in  mind. 
PeopleSoft  client/server  software.  It  adapts  to  change  quickly  and  economically.  It  makes  it  easier  for  those  at  the  front 
lines  to  get  the  information  they  need  to  make  better  decisions.  And  it’s  flexible  enough  to  adjust  to  the  way  you  do 
business,  not  the  other  way  around. 

No  wonder  so  many  major  corporations  have  chosen  PeopleSoft.  They’ve  discovered  we 
have  the  technology,  the  people,  and  the  commitment  it  takes  to  make  their  beliefs  a  reality.  To  find 
out  more,  give  us  a  call  at  800-947-7753  or  visit  our  home  page  at  http://www.peoplesoft.com. 


Enterprise  client/server  software  solutions  for  finance,  materials  management,  distribution,  manufacturing,  and  human  resources. 


Eli  Lilly  AND  Equitable  hershey  foods  Sony  Whirlpool 
Company  Liee  Corporation  Music  Corporation 


A  few  of  the 
companies  who  believe 
in  PeopleSoft: 


BARNETT  CANON  U.S.A., 
BANKS  INC. 


O  1996  PeopleSoft.  Inc.  PeopleSoft  is  a  registered  trademark  and  the  PeopleSoft  logo  is  a  trademark  of  PeopleSoft.  Inc. 
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W  YOU’RE  RUNNING  AN 


INTRANET  WITHOUT  LOTUS  NOTES, 


RE  BARELY  SCRATCHING 


THE  SURFACE. 


Intranets  are  a  great  tool  for 
sharing  information-  To  get  the  most 


out  of  them,  look  to  Lotus  Notes®,  lilith 


Notes^  you  can  now  build  intranet 
applications  using  the  latest 
Internet  technologies-  And  with  the 
new  interactive  Web  application 
Ais  server,  code-named  Domino,  you  can 


run  them  with  standard  lileb  browsers- 


^  Over  IS, ODD  Lotus  business  partners 

'V  .  . 

.-‘AA/vAcan  help  you  build  and  deploy 
applications  that  transform  your 

•T''  ■'  "  ■ 

;;^^%intranet  from  a  static  publishing 


-A:  , 

^^^ifvehicle  into  an  interactive  envi- 
rbnfnent  for  business  collaboration- 
Notes'  state-of-the-art  replication 
^^g^y^getsnhe  latest  information 


'  get  s  "t  he  latest  information 
to  the  people  who  need  it-  And 
withNotes'  RSA  Data  Security, 

Si-'  ^ 


only  those  who  need  it 


For  more  information  on  how  Lotus  can  help  you  manage  the  cost  of  your  intranet,  explore  Lotus  on  the  World  Wide  Web  at  www.lotus.com 

,  or  call  1-800-828-7086,  ext.  C 1 84.  In  Canada  call  1-800-GO-LOTUS.  ©1996  Lotus  Development  Corporation*  55  Cambridge  Parkway,  Cambridge,  MA  02142.  Lotus  and  Working  Together  are  registered  trademarks 
and  Notes  is  a  trademark  ot  Lotus  Development  Corporation.  All  company  names  are  registered  trademarks  of  their  respective  companies. 


For  equivalent  functionality  as  per  Microsoft  and  Netscape 
Web  sites  6/7/96.  Visit  www.lotus.com  for  more  information. 


Notes  natively  supports  all-'popular 


bleb  standards  too*  HTIIL  3*5  and  HTTP 


SSL,  SLIP/PPP,  SNMP,  and  TCP/IP 


POP3  and  SHTP*  And  with  ActiveX 


Java' 


support,  all  the  lileb  applications 


you're  developing  today  will 


automatically  work  with  Notes 


Notes 

Microsoft 

Netscape 

Server 

Price 

$495 

$5,773 

$3,680 

Client 

Price 

$55 

$93 

$135 

News 


Intel  dials  ’net  phone  standards 


By  Stewart  Deck 


Telephone  calls  over  the  Internet  are 
one  of  the  ’net’s  crown  jewels.  Talk  long 
distance,  yet  pay  only  for  the  local  Internet 
connection. 

But  incompatible  Internet  phones  have 


been  a  problem.  So  last  week,  Intel  Corp. 
introduced  software  for  standards-based  In¬ 
ternet  telephony. 

Intel’s  Internet  Phone  applet  is  based  on 
the  H.323  industry  standard,  which  lets 
phone  applications  communicate  with  one 
another.  When  a  sound  card,  speakers,  mi¬ 


crophone  and  software  are  installed,  a 
phone  connection  is  only  a  matter  of  surf¬ 
ing  through  online  white  pages. 

Previously,  the  person  you  called  had  to 
have  the  same  vendor’s  package  to  make 
the  Internet  phone  connection,  said  Mike 
Heylin,  an  industry  analyst  at  Creative 


'  ^  ^  t  K  AC  T  I  V  t  Mult  i  m  t  d  i  ^  P  r  o  ^  ill 

"Multimedia  delivers  our  message 

THROUGH  MQAEiMEDIUMS." 


NanieJ  Bo  Peabody 

Comp(t|ny:  Tripod  Inc.,  Williamstown,  MA 

-f  Title:  Chief  Executive  Officer 

'  BJp:  Founded  Tripod  as  a  20-year-old  college  sophomore  in 
1992.  His  company  produces  a  web  site,  a  magazine,  and 
j,.  eventygllyl'  books,  CD-ROMs  and  television.  Hangs  out  with  little 
»H^^^brofh|r  from  Big  Brother/Big  Sister  program.  Talks  plitical 
O^.'^'f^ilosophy  with  anyone  who'll  listen. 

Pfpjectf.  Tripod  “Tools  for  Life”  Web  site 
i  ^^jhfipyyv^viw.lHpd^  membership  community  with 

constantly  updated  information,  services  and  multimedia 
adults  making  the  transition  from  college 


;  ■CrT'"'-/ ■  '  ■ 

l^jpo?:  “To  find  the  best  interactive 
iSsp^|^^$^;)teGhp  the  best  creative  people  to  use  it.” 

V . 


New  York  City 
^^Pli^l^^Ormation  @  1 -800-IMA-3S1 9 


Why?:  “Today's  1 8-  to  34-  year-olds  are  moving  from  college  to 
the  workplace  with  little  preparation  for  a  world  that  demands  a 
great  deal  from  them  very  quickly.  We  see  interactive  multimedia 
technology  as  the  best  and  most  exciting  way  to  meet  the  needs  of 
this  “transition  generation.”  By  providing  this  new  market  with 
essential  and  dynamic  tools  like  job  searches,  health  information, 
online  banking  and  plitical  news.  Tripod  is  addressing  their 
concerns  through  the  multimedia  channels  they  are  now 
accustomed  to.” 

Definition  of  Multimedia:  “It's  the  message,  not  the  medium, 
that  matters.  Today,  a  multimedia  company  isn't  about  combining 
many  mediums  into  one,  it's  about  delivering  one  message 
through  many  mediums.” 

Discover  the  possibilities. 

The  tools,  technologies  and  techniques  of  multimedia 


INTERACTIVE 

MULTIMEDIA 

ASSOCIATION 


The  IMA  Exp,  is  produced  by  Infotainment  World  Events, 
co-producer  of  E3,  the  Electronic  Entertainment  Exp. 

CWP? 


'TlStrur// 


1  Establish  Internet  connection 

-enoBH 

2  Open  Internet  Phone 

3  Connect  to  an  internet  white  pages 
service 

4  Search  for  and  select  a  prson  to  call  i 

5  Click  on  his  name 

-  •— Prt  HBM  ! 

6  If  he  is  connected,  his  internet  Phone  j 
rings 

Strategies  Consulting  in  San  Francisco. 

“By  being  standards-based,  this  is  a  real 
breakthrough.  It  will  propel  the  use  of  the 
Internet  for  phone  calls,”  Heylin  said. 

One  hurdle  was  the  problem  of  shifting 
Internet  Protocol  (IP)  addresses.  Each 
time  an  Internet  connection  is  made,  the  IP 
address  is  different.  How  can  you  call 
someone  if  his  number  keeps  changing? 

Intel’s  applet  incorporates  Microsoft 
Corp.’s  User  Location  Service,  which 
works  with  Internet  white  pages  directory 
services  to  seek  out  the  addresses  of  Inter¬ 
net-connected  and  phone-ready  users. 

Digits  do  the  waiking 

With  the  IP  address  pinned  down,  users 
can  go  through  white  pages  directories  — 
including  those  from  WhoWhere,  Inc. 
(www.whowhere.com)  and  Fourll  Corp. 
(www.Fourll.com)  —  to  make  the  desired 
phone  connection. 

The  directories  have  icons  next  to  the 
names  of  users  with  the  phone  software 
running  and  an  open  Internet  connection. 
The  caller  clicks  on  a  name,  and  the  call  is 
placed  to  the  receiver’s  PC. 

The  Intel  applet  was  designed  as  an  add¬ 
on  for  Netscape  Communications  Corp.’s 
Navigator  and  Microsoft’s  Internet  Explor¬ 
er.  A  beta  version  is  available  free  on  Intel’s 
home  page  (www.intel.com). 

By  going  with  standards-based  technol¬ 
ogy,  Intel  is  demonstrating  “the  leadership 
that  the  industry  has  needed  for  years,” 
said  Jeff  Pulver,  chairman  of  the  Voice  on 
the  Net  Coalition  in  Great  Neck,  N.Y. 
“They’ve  become  evangelists  for  technol¬ 
ogy  standards,  which  is  what  Internet  tele¬ 
phony  has  needed  forever.” 

Dennis  Miniero,  executive  vice  president 
of  Radiant  House  Europe  Ltd.,  an  export 
business  in  West  Hempstead,  N.Y.,  said  he 
uses  Vocaltech,  Inc.’s  InternetPhone  to  call 
corporate  offices  in  Hong  Kong  and 
England  to  cut  his  phone  bills  “between 
$1,000  and  $1,200  a  month.”  Though  he 
said  he  doesn’t  plan  to  switch  products,  he 
added  that  standards-based  Internet  tele¬ 
phony  is  “a  very  interesting  and  sensible” 
product. 
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Soon  we’ll  launch  the  first  multidimensional  database  that’s  tied  directly  to 
a  complete  end-to-end  data  warehousing  solution... making  data  query  faster  and 
easier  than  ever.  Plus  reach-through  options  you  can  use  to  visualize  your  detail 
data.  Plus  new  reporting  objects  you  can  apply  directly  to  your  database. 

Our  new  multidimensional  database  is  at  the  core  of  SAS  Institute’s  OLAP 
solution — which  includes  the  SAS®  Data  Warehouse  for  managing,  organizing, 
and  exploiting  data... a  full  client/server  environment...  and  a  web  enabler. 


SAS  Institute 


Starting  In  October, 
Data  Warehousing  Enters 
a  Whole  New  Dimension. 


SAS  Institute  Introduces  the  First  Integrated 
Data  Warehouse  and  OLAP  Solution. 


1 

'!  Yours  FREE...A  Guide  to  OLAP  Success 


The  Business  of  Better  Decision  Making 


Before  you  settle  for  an  ordinary  OLAP  solution,  see  what’s  on  the  horizon  in  our 
free  guide,  A  Fortnula  for  OLAP  Success.  Just  give  us  a  call  at  919.677.8200  or 
send  us  E-mail  at  cw@sas.COin 


Phone  919.677.8200 
Fax  919.677.4444 
In  Canada  1.800.363.8.397 


Visit  us  on  the  World  Wide  Web  at  http://www.sas.eom//olap 


m 


SAS  is  a  registered  trademark  of  SAS  Institute  Inc  Copyright  ©  7996  by  SAS  Institute  Inc 
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Call  1-800-654-611 8  For  A  Free  TN6  video 
And  To  Register  For  A  Seminan 
Or  Visit  Us  At  tittp://www.cai.com 


Call  today  to  learn  more  about  the  single,  integrated 
solution  for  End-to-End  Management.  It’s  the 
technology  of  tomorrow  —  that’s  available  today. 
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Software  superior  by  design. 
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News 


Wells  Fargo  nails  up  private  online  network 


By  Mitch  Wagner 


Wells  Fargo  &  Co.,  which  brought  Internet 
banking  to  consumers  a  year  ago,  last  week 
announced  online  banking  for  small  busi¬ 
nesses.  But  not  for  over  the  public  Internet. 

For  security  reasons  and  to  improve  re¬ 


sponse  times,  the  Business  Gateway  Ser¬ 
vice  runs  over  a  private,  dial-up  network 
provided  by  CompuServe,  Inc. 

The  service  targets  businesses  with  few¬ 
er  than  50  employees  and  less  than  $5  mil¬ 
lion  in  annual  revenue.  There  is  a  flat, 
$14.95  onetime  fee  for  the  software.  After 


that,  users  are  charged  $5  per  month  for 
unlimited  transactions. 

Users  can  check  the  balances  of  savings, 
checking,  money  market  and  credit-card 
accounts  and  also  transfer  funds.  The  own¬ 
er  of  the  business  receives  the  account  — 
Wells  Fargo  says  most  small-business  own¬ 


ers  handle  their  own  finances  —  but  he  can 
use  the  software  to  grant  individual  employ¬ 
ees  access  to  selected  accounts,  either  on  a 
read-only  basis  or  allowing  them  to  per¬ 
form  transactions. 

The  service  seems  to  be  a  hit  with  Wells 
Fargo’s  customers.  “It’s  been  great.  It 
makes  banking  easy,”  said  Yvonne  Mc- 
Callister,  office  manager  at  HTI  Architects, 
a  12-person  firm  in  San  Francisco.  “It’s 
much  better  than  getting  on  the  phone  and 
talking  to  someone  or  going  to  the  bank  to 
use  an  ATM,  which  were  the  other  op¬ 
tions.” 

Julio  Gomez  Jr.,  an  analyst  at  Forrester 
Research,  Inc.  in  Cambridge,  Mass.,  said 
he  expects  the  service  —  one  of  the  first  in 
the  country  —  will  help  Wells  Fargo  get 
customers  nationwide;  the  bank  is  current¬ 
ly  focused  on  the  West  Coast 


WELLS  KAAOO 

Account  Balance  Warning 
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0)6  Oinstor  must  be  conpl«idit  by  IQOO  AF/(P«<,ilic  Timv 


Business  Gateway  Service  uses  Internet 
standards  but  has  its  own  closed  network 

Although  the  connection  uses  Internet 
protocols  and  the  front  end  is  an  Internet 
browser,  the  network  itself  is  closed.  This 
was  done  to  allay  fears  of  Wells  Fargo’s  cus¬ 
tomers  about  Internet  security. 

CompuServe’s  consumer  service  runs 
on  the  public  Internet  to  reach  the  broadest 
band  of  consumers.  To  enhance  security, 
the  consumer  service  requires  versions 
of  Netscape  Communications  Corp.’s  Navi¬ 
gator  browser  or  Microsoft  Corp.’s  Ex¬ 
plorer  browser,  which  support  strong  en¬ 
cryption  protocols. 

And  while  the  consumer  service  was 
built  in-house,  software  for  the  Business 
Gateway  service  was  outsourced  to  Sapient 
Corp.  in  Cambridge,  Mass. 

Data  gets  communicated  from  Compu¬ 
Serve’s  Columbus,  Ohio,  facilities,  to  the 
Wells  Fargo  data  center  in  Roseville,  Calif., 
over  two  “fractional  Tl”  lines  —  data  con¬ 
nections  that  use  part  of  aTl  line. 

Online  banking  is  by  no  means  unique 
to  Wells  Fargo.  Several  online  banks  offer 
account  access  information  on  the  Internet, 
and  more  than  20  banks  provide  banking 
access  through  proprietary  online  ser¬ 
vices. 
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to  work  for  your  organization 
in  Computerworld’s 
1996-97  Campus  Edition. 
Deadline:  Sept  18 
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others  who  rely  oil 


Circle  K  Stores 
efficient  market  services 
General  Mills 
H.E.B.  Grocery  Comjiany 
Hewlett-Packard  Comjiany 
Lonj^s  Drug  Stores 
Pharmacy  Data  Mima^ement 
Sara  Lee  Intimates 
Seafii-st  Bankcard  Services 
THE  GOOD  (im  S! 

Tufts  Health  Plan 

UCA&L 

M' elhorn  Clinic 


Healthsouice 

does. 


Picture  Your  Data  On  Red  Brick: 

HeaJthsource,  a  national  leader  in  providing  and 
insiiring  health  care,  makes  strategic  business  gro\\1ih 
decisions  using  their  Ked  Brick  data  warehouse. 

"With  Red  Brick  Warehouse,  we  can  be  more 
pixKluctive  in  busuiess  and  chnical  mtmagement,  which 
enables  us  to  {)ro\ide  iimovative  products  and  the 
liigliest  quahty  cm*e  possible  for  otir  covered  memters," 
says  Bob  Chin,  CIO. 

Hetdthsource  relies  on  Red  Brick. 

Shouldn't  von? 


RED  BRICK' 

Ttie  Data  Warehouse  Company^'' 


1  800  777  2585  •  http://www.redbrick.eom  •  Fax  1  408  399  3277 
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on  Informix. 


rj  INFORMIX’ 

www.informix.com 


©  1996  Informix  Software.  Inc.  The  following  is  a  worldwide  trademark  of  Informix  Software,  Inc., 
or  its  subsidiaries,  registered  in  the  United  States  as  indicated  by  ®,  and  in  numerous  other 
countries  worldwide:  Informix.  All  other  companies  and  product  names  may  be  trade¬ 
marks  of  their  respective  owners. 


"As  a  worldwide  provider  of 
client/server  business  applications, 
we  depend  on  powerful 
database  technology  that 
enables  our  applications  to 
meet  our  customers'  needs. 

That's  why  we  partner  with  Informix.  Their 
leading  technology  and  commitment  to 
customer  success  fit  perfectly  with  our  own 
philosophy.  Together,  we  help  our  customers 
manage  a  constantly  evolving  enterprise." 


Kathy 
G  0  g  a  n 

VP  Partner 
Marketing, 
Informix 


"Our  database  technology 
was  architected  to  meet 
the  demands  of  dynamic 
organizations.  PeopleSoft 
is  taking  advantage  of  that 
by  building  high-  - 
performance, 
highly-scalable 
applications  that 
put  customers  a 
step  ahead,  and 
keep  them  there." 


At  Informix,  we  deliver  innovative  database  technology 
for  a  growing  number  of  industry  leaders  worldwide. 

By  teaming  with  companies  who  share  our  vision,  we 
provide  our  customers  with  the  solutions  they  need  to 
stay  ahead  of  change,  make  the  most  of  emerging 
opportunities,  and  gain  a  competitive  edge  in  business. 


Dave 

Duffield 

CEO, 

PeopleSoft 


What  Compuware  means  to  Hal  Walters 


Call?  1  800  365  3608.  Or  visit,  http://www.compuware.com 

Compuware,  UNIFACE  and  File-AID  are  registered  trademarks  of  Compuware  Corporation.  ®1 


.  .to  ■> 


Hal  and  thousands  of  other  I.T. 
professionals,  spanning  the  glohe, 
know  the  difference  Compuware’s 
20-plus  years  of  prohlem-solving 
experience  will  make  in  their  workdays. 
And  nights. 

For  20  years  we’ve  heen  growing 
hy  smoothing  wrinkles  out  of  your 
applications  development,  testing, 
maintenance,  and,  management. 
That’s  20  years  of  Rea!  UUortd  Solutions. 


At  more  than  00  offices  world-wide, 
we’ve  perfected  support  for  today’s 
information  technology  professionals. 
Mainframe,  mid-range,  client/server, 
Internet,  and,  Intranet. 


Our  60  products,  and  2900-strong 
professional  services  staff  can  help 
you  in  ways  you  never  dreamed 
of.  Why  not  ask  your  Compuware 
salesperson  to  show  you  our  line  of 
plain-spoken  brochures  on  UNIFACE, 
File-AID,  or,  any  of  our  other  solutions. 

nuware.  Read  it  and  sleep. 


Hat  without 

Real  World  Solutions 


WINNERS! 


THE  BEST  DATABASE  PERFORMANCE  IS 
WITH  ADABAS  D  AND  DIGITAL. 


NOW 


Recently,  1 ,700  benchmark  users 
achieved  an  average  response  time  of 
1 ,44  seconds,  setting  a  new  record  for 
the  SAP  R/3  Sales  &  Distribution  (SD) 
benchmark.  A  full  twelve  percent  faster 
than  the  previous  record! 

Just  as  we  expected,  the  64  bit  power 
of  Digital's  VLM64  technology  and 
SOFTWARE  AG's  highly  scalable 
ADABAS  D  gave  the  fastest  results 
ever.  All  of  which  means  ADABAS  D 
is  the  fastest,  most  efficient  database 
system. 

If  you  want  to  find  out  more  about 
this  WINNING  combination,  visit  our 
website  on  the  Internet. 


ADABAS  D 

Personal  Edition  for  free 


ADAfiASD  x 

1 

\ 


Phone  1-800-4ADABAS,  Ext.  1122 
1-800-423-2227,  Ext.  1122 
1 -800-DIGITAL,  press  4 


(oJMSBBk 


http:/ /www.softwareag. 

com/adabasd. 

http://www.digital.com 

ACK 

Copyright  1996  Software  AG.  All  references  herein  are  the 
registered  or  unregistered  trodemarks  of  SAP  AG.  Copyright 
1 996  SAP  America  IrK.  Digital,  Alpha  and  VLM64  ore  re¬ 
gistered  trademarks  of  Digital  Equipment  Corp.  Results  based 
on  certified  SAP  R/3  Soles  and  Distribution  berKhmark  as  of 
Moy  1,  1996. 
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Chasing  deadbeats  online 


Direct  deposit  of  late  child-support  payments 
highlights  growing  trend  toward  electronic  transactions 


Source:  U.S.  Department  of  Health  and  Human  Services 


By  Mindy  Blodgett 
and  Sharon  Gaudin 


Watch  out  deadbeat  parents.  A 
new  service  is  making  it  easier 
to  deduct  child-support  pay¬ 
ments  from  employee  pay- 
checks  and  send  the  funds  to 
state  agencies. 

Electronic  transfer  of  child- 
support  payments  is  the  latest 
development  in  a  growing  na¬ 
tionwide  trend  toward  online 
government  transactions,  in¬ 
cluding  online  tax  filing  [CW, 
July  15]  and  electronic  delivery 
of  welfare  benefits. 

Now,  companies  such  as 
Coors  Brewing  Co.  in  Golden, 
Colo.,  are  considering  a  new 
client  application  that  allows  di¬ 
rect  transfer  of  child-support 
payments  to  the  state  agencies 
responsible  for  getting  benefits 
to  recipients. 

The  Child  Support  Solution 
service  combines  software 
fi'om  Bottomline  Technologies, 
Inc.  in  Portsmouth,  N.H.,  with 
a  transaction-processing  net¬ 
work  from  IvOckheed  Martin 
Missile  and  Space’s  Informa¬ 
tion  Management  Services  unit 
inTeaneck,  N.J. 

The  service  will  be  available 
commercially  later  this  year.  It 
is  expected  to  cost  states  about 
28  cents  per  transaction. 

Client  software  will  be  dis¬ 


tributed  fi'ee  to  participating 
employers  in  the  state.  For  ex¬ 
ample,  Brad  Fox,  manager  of 
payroll  at  Coors,  is  considering 
participating  in  a  Colorado  pilot 
program. 

Lockheed  is  offering  the  soft¬ 
ware  free  to  states  with  which  it 
already  has  electronic  payment 
contracts.  Participating  states 
are  expected  to  offer  the  soft¬ 
ware  to  in-state  companies  with 
more  than  10  employees.  Colo¬ 
rado  started  using  the  software 
last  month  and  Arkansas  began 
this  month.  Hawaii  and  Los  An¬ 
geles  County  are  expected  to 
try  it  in  the  next  few  months. 

Fast  payment 

The  vendors  said  the  software 
and  services  can  transfer  child- 
support  payments  from  the  em¬ 
ployer  to  the  state  and  then  to 
the  custodial  parent’s  personal 
bank  account  in  less  than  72 
hours. 

“The  ability  to  utilize  wire 
transfer  for  child  support 
would  give  us  much  quicker 
turnaround  time  for  the  recipi¬ 
ents  and  is  less  hassle  and  time 
for  us,”  Fox  said.  He  said  Coors 
must  handle  250  garnishments 


from  a  pool  of  6,000  employees 
on  a  biweekly  basis. 

Industry  observers  said  the 
need  for  quick  and  easy  gar¬ 
nishments  is  real.  Lockheed 
officials  said  that  each  month, 
New  York  handles  450,000  gar¬ 
nishments  and  Los  Angeles 
County  handles  120,000. 

Federal  law  requires  that 
states  automate  their  systems 
for  collecting  overdue  child- 


support  payments  next  year. 

Don  Mares,  auditor  for  the 
city  of  Denver,  is  testing  the 
software  to  process  800  to  1,000 
garnishments  monthly.  “It 
makes  the  process  easier  and 
faster,”  Mares  said.  “Before, 
the  system  was  much  more 
manual.  Now,  we  can  free  up 
the  staff  for  other  things.” 

Although  electronic  trans¬ 
fers  can  save  money,  Ezra  Gott- 


heil,  an  analyst  at  Hurwitz 
Group,  Inc.  in  Newton,  Mass., 
warned  of  the  possible  dangers 
of  attaching  any  software  to  a 
corporate  payroll  system.  Pro¬ 
cessing  paychecks  is  one  of  the 
most  sensitive  operations  in  a 
firm,  so  users  must  be  sure  the 
add-on  won’t  create  more  prob¬ 
lems  than  it  solves,  he  said. 

Electronic  child-support  pay¬ 
ment  is  new,  but  states  have 
been  moving  toward  paperless 
welfare  benefits  for  years.  Elec¬ 
tronic  benefits  transfer  (EBT) 
systems  are  seen  as  a  way  to 
cut  distribution  costs  and  battle 
fraud,  while  sending  welfare 
payments  and  food  stamps  to 
needy  recipients. 

After  languishing  in  the  pilot 
stage  for  a  while,  34  states  have 
EBT  programs,  and  more  are 
rushing  to  meet  a  1999  federal 
deadline.  ‘The  EBT  movement 
has  grown  tremendously  in  the 
past  year  and  is  accelerating,” 
said  Milford  Sprecher,  an  ana¬ 
lyst  who  follows  state  govern¬ 
ment  technology  at  Federal 
Sources,  Inc.  in  McLean,  Va. 

With  EBT,  welfare  benefits 
are  deposited  electronically  in¬ 
to  EBT  accounts.  Recipients 
use  debit  cards  to  withdraw 
benefits  fi'om  kiosks  or,  in  the 
case  of  food  stamps,  from  point- 
of-sale  terminals  at  grocery 
stores. 


YOU  DON'T  GET  TO  BE  AMERICA'S  SECOND  LARGEST 
SUPPLIER  OF  BUSINESS  PCs  UNLESS  YOU  KNOW 
WHAT  AMERICA  IS  LOOKING  FOR  IN  A  BUSINESS  PC. 
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Microsoft* 
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The  Intel  Inside  logo  and  Pentium  are  registered  trademarks  of  Intel  Corporation.  Microsoft. 
Windows  and  the  Windows  logo  are  registered  trademarks  of  Microsoft  Corporation.  (D1996  Dell 
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"Risk"  is  hardly  an  accountant's  favorite  word.  So  for 
our  Big  Six  customers  to  invest  more  than  $56  million  in  Dell 
PCs  over  the  past  1 2  months,  they  had  to  feel  that  it  was  an 
incredibly  safe  move.  Here's  why. 

For  one  thing,  the  computers  we  build  are  built  for  big 
business.  They're  custom-built,  in  fact,  in  ISO  9002  certified 
facilities  to  give  our  customers  the  power  of  industrial-strength 
computing.  And  they're  built  with  industry-standard  parts, 
instead  of  proprietary  ones,  and  backed  with  a  guarantee  of 
network  compatibility. 

For  another,  we  really  understand  how  to  work  with  big 
business.  We  know  that  keeping  our  machines  up  and  running 
isn't  just  an  imperative,  it's  mission-critical.  Which  is  why  we 
deploy  a  nationwide  army  of  local  account  executives  and 
systems  engineers  into  the  field  each  and  every  day. 

How  did  we  get  all  this  first-hand  knowledge  of  our 
customers?  By  staying  in  touch  with  our  customers  at  every 
turn,  from  selling  directly  to  them  to  answering  the  phones 
when  they  call  for  service.  A  way  of  doing  business  that  6  of 
the  8  biggest  airlines,  12  of  the  13  largest  telecommunications 
companies,  4  of  the  5  largest  mutual  insurance  companies  -  in 
fact,  80%  of  the  Fortune  500  -  wouldn't  have  any  other  way. 

So  if  you're  looking  for  a  computer  company  that  really 
understands  big  business,  Dell's  the  place  to  land. 
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Market  share  rules 

Dominant  players  continue  to  pile  up  profits;  legacy  vendors  struggle 


By  Craig  Stedman 


Second-quarter  achievers:  Microsoft 
Corp.,  Compaq  Computer  Corp.,  Intel 
Corp.,  Sun  Microsystems,  Inc. 

Second-quarter  laggards:  IBM,  Digi¬ 
tal  Equipment  Corp.,  Unisys  Corp.,  Stra¬ 
tus  Computer,  Inc. 

What?  You’re  surprised? 

“Basically,  the  strong  get  stronger, 
and  the  weak  get  weaker,”  said  Michael 
Geran,  a  financial  analyst  at  Donaldson 
Lufkin  &  Jenrette  Securities  Corp.’s  Per¬ 
shing  Division  in  Jersey  City,  N.J.  “If 
you’re  at  the  wrong  end  of  the  product 
spectrum,  you’re  facing  limited 
prosperity.” 

That  was  proved  in  spades  in  the 
quarter  that  ended  June  30,  as  cutting- 
edge  companies  such  as  Microsoft, 
Compaq,  Intel  and  Sun  turned  in  strong 
showings.  Older-line  vendors  such  as 
IBM  and  Digital  have  reported  less- 
than-stellar  results  or  have  warned  that 
bad  news  is  on  the  way. 

There  are  exceptions  to  the  rule. 
Hewlett-Packard  Co.,  normally  one  of 
the  highest  of  highfliers,  has  said  reve¬ 
nue  will  be  lower  than  planned  in  its  fis¬ 


cal  quarter  that  concludes  this  month. 
Meanwhile,  embattled  Apple  Computer, 
Inc.  managed  a  much  smaller  than  ex¬ 
pected  loss  in  the  second  quarter. 

But,  for  the  most  part,  it  has  been 
“the  usual  mix”  of  do-gooders  and  ne’er- 
do-wells,  said  Jay  Stevens,  an  analyst  at 
Dean  Witter  Reynolds,  Inc.  in  New 
York.  Companies  that  depend  heavily  on 
European  business,  particularly  IBM 


and  Digital,  were  hurt  by  weak  sales 
there,  Stevens  added. 

After  two  strong  years,  IBM  has 
been  stubbing  its  toes  again  in  1996. 
Its  second-quarter  earnings  tumbled 
22%,  and  revenue  growth  was  limited 
to  4%.  The  computer  giant  had  warned 
that  the  results  would  be  weak,  “and 
we  delivered  what  we  said  we  would,” 
said  Richard  Thoman,  IBM’s  chief 


financial  officer. 

Falling  prices  led  to  lower  revenue 
fi'om  mainframes,  storage  products  and 
memory  chips.  Mainframe  software 
sales  dropped  as  well,  and  IBM  was  hit 
hard  by  negative  currency  translations. 
But  Thoman  said  he  expects  the  second 
half  of  the  year  to  be  “more  positive.” 

Revenue  rise 

Some  vendors  relied  on  revenue  growth 
to  drive  earnings.  For  example,  Micro¬ 
soft’s  revenue  rose  39%,  and  Sun,  which 
reported  its  results  two  weeks  ago,  had 
a  22%  sales  increase  in  the  quarter. 

Others,  including  Compaq  and  Intel, 
boosted  the  bottom  line  primarily 
through  increased  margins,  said  Wil¬ 
liam  Milton  Jr.,  an  analyst  at  Brown 
Brothers  Harriman  &  Co.  in  New  York. 

Compaq’s  14%  revenue  increase  was 
“relatively  disappointing  compared  to 
expectations  and  to  what  we’ve  seen  in 
previous  quarters,”  Milton  said.  But  a 
shift  in  shipments  toward  higher- 
margin  servers  propped  up  Compaq 
enough  to  make  it  one  of  the  few  posi¬ 
tive  surprises  on  second-quarter  earn¬ 
ings,  he  added. 


Cheyenne  hits  comeback  trail 

Deals  strengthen  software  firm  after  McAfee’s  failed  takeover  attempt 


By  Juan  Carlos  Perez 


A  few  months  ago,  Cheyenne  Software, 
Inc.  was  waging  a  fight  to  stabilize  its  er¬ 
ratic  revenue  stream  and  fend  off  an  ag- 
gresive  takeover  attempt  by  McAfee  As¬ 
sociates,  Inc. 

Today,  Cheyenne,  a  maker  of  network 
backup  and  storage  software,  is  digging 
out  of  the  hole  it  was  in. 

The  Roslyn  Heights,  N.Y.,  firm  ex¬ 
pects  to  close  the  current  quarter  with 
sales  of  $49  million,  up  from  $41  million 
recorded  for  the  same  quarter  a  year 
earlier.  And  net  income  will  be  in  the 
range  of  21  to  24  cents  per  share,  also  an 
increase  from  last  year’s  fourth  quarter. 

This  follows  a  month  in  which  it 
bought  two  companies,  inked  partner¬ 
ships  with  Computer  Associates  Inter¬ 
national,  Inc.  and  Hewlett-Packard  Co. 
and  released  the  much-awaited  Win¬ 
dows  NT  version  of  its  flagship  product 
ARCserve. 

“Cheyenne  has  come  back  with  a  ven- 
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geance.  It’s  been  doing  a  lot  of  things 
right  over  the  last  few  months,”  said  Jack 
Gold,  an  analyst  at  Meta  Group,  Inc.’s 
Boston  office.  “Tlie  company  is  in  a  good 
position  to  grow,  has  cash  in  the  bank 
and  management  got  its  act  together.” 

Takeover  turned  ugly 

Cheyenne  became  a  takeover  target  in 
April  after  the  company  announced  that 
its  earnings  would  fall  below  Wall  Street 
expectations.  But  McAfee’s  takeover  at¬ 
tempt  turned  into  a  messy,  three-week, 
public  brawl  that  ended  with  McAfee 
backing  out  after  Cheyenne  sued,  alleg¬ 
ing  unfair  business  practices. 

At  the  time,  some  observers  termed 
Cheyenne’s  resistance  a  mistake,  argu¬ 
ing  that  the  company  should  have  given 
in  before  it  lost  its  attractiveness  for  buy¬ 
ers.  But  word  about  Cheyenne  is  more 
positive  these  days. 

“1  think  Cheyenne  is  getting  out  of  [its] 
slump,”  said  Joe  Barkan,  an  analyst  at 
Gartner  Group,  Inc.  in  Stamford,  Conn. 


The  company  has  done  well  to  im¬ 
prove  its  family  of  antivirus  software  and 
to  diversify  beyond  its  core  network 
storage  and  management  business  into 
communications,  Barkan  said.  To  this 
end,  Cheyenne  this  month  bought 
Mediatrends,  Inc.,  a  maker  of  computer 
telephony  software. 

Cheyenne’s  travails  came  from  its 
heavy  emphasis  on  one  product:  its  net¬ 
work  backup  software  ARCserve  for  No¬ 
vell,  Inc.’s  NetWare,  Barkan  said.  But 
two  months  ago,  Cheyenne  finally  be¬ 
gan  shipping  the  Windows  NT  version 
of  ARCserve  6,  which  has  been  well- 
received  in  the  market,  he  said. 

Now  that  it’s  finally  a  player  on  the  NT 
field,  “Cheyenne  needs  to  be  very  ag¬ 
gressive  on  the  NT  front,”  said  Paul  Ma¬ 
son,  an  analyst  at  International  Data 
Corp.  in  Framingham,  Mass.  “Although 
one  quarter  doesn’t  make  a  trend,  1  do 
see  evidence  that  Cheyenne  is  more  fo¬ 
cused  and  understands  what  it  needs  to 
do  to  be  competitive.” 


April  15 


McAfee  offers  to  buy 
Cheyenne  for  $iB  follow¬ 
ing  a  report  of  a  weak 
third  quarter. 


McAfee’s  offer  causes 
Cheyenne’s  stock  to  rise 
to  $23  for  the  first  time 
since  March  28. 


Cheyenne  sues  McAfee, 
alleging  unfair  business 
practice. 


Cheyenne  posts  lower- 
than-expected  earnings. 


McAfee  withdraws  its  of¬ 
fer.  Cheyenne’s  stock  falls 
17%,  to  $19.75- 


Cheyenne  buys  Media- 
trends. 


April  13, 1996 


Cheyenne  buys  Intelli¬ 
gence  Quotient  Interna¬ 
tional. 


July  15 
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DELL*  LATITUDE*  LM  P133ST 

133MHz  PENTIUM®  PROCESSOR 

•  12.1"  SVGA  Active  Matrix 
Color  Display 

•  24MB  RAM/1.3GB  HDD 

•  Options  Bay  accepts  4X  CD-ROM, 
3.5"  floppy  (both  included),  or 
Optional  2nd  Li-Ion  Battery. 

•  PCI  Bus  Architecture  with 
256KB  L2  Cache 

•  Integrated  16-bit  Sound  with 
Stereo  Speakers 

•  128-bit  High  Performance 
Video  Controller 

•  Infrared  Port 

•  28.8  XJACK®  Modem/Carrying  Case 

•  3  Year  Limited  Warranty' 

$4199 

Product  Code  #600411 

DELL  OPTIPLEX*  GXpro200 

200MHz  PENTIUM  PRO  PROCESSOR 

•  32MB  EDO  ECC  DIMM  RAM 

•  2GB  Fast  SCSI  Hard  Drive 

•  256KB  Internal  L2  Cache 

•  17LS  Monitor  (15.7"  v.i.s.,.28NI) 

•  #9  Imagine  II  PCI  Video  Card  with 
4MB  Video  Memory 

•  8XEIDE  CD-ROM 

•  Integrated  Vibra  16  Audio 

•  Integrated  SCom®  PCI  EtherLink®  III 

•  Windows  NT®  with  1  Year  Support 

•  NEW  Tool-less  Convertible 
Desktop/Mini  Tower  Chassis 

•  3  Year  Warranty' 

$4079 

Product  Code  #300182 

DELL  POWEREDGE*  XL  5133-4 

133MHz  PENTIUM  PROCESSOR 
(Expandable  to  Quad  Processor) 

•  256MB  ECC  Memory 

•  Three  4GB  Fast/Wide  SCSI-2  HDD 

•  512KB  Write  Back  Cache 

•  15TX  Monitor  (13.7"  v.i.s.,.26NI) 

•  3Com  10/100  Ethernet 
Adapter  PCI  NIC 

•  Mylex  RAID  Controller 


DELL  LATITUDE  LM  P133ST 

133MHz  PENTIUM  PROCESSOR 

•  12.1"  SVGA  Active  Matrix 
Color  Display 

•  16MB  RAM/810MB  HDD 

•  Options  Bay  accepts  4X  CD-ROM, 
3.5"  floppy  (both  included),  or 
Optional  2nd  Li-Ion  Battery. 

•  PCI  Bus  Architecture  with 
25BKB  L2  Cache 

•  Integrated  16-bit  Sound  with 
Stereo  Speakers 

•  128-bit  High  Performance 
Video  Controller 

•  Infrared  Port 

•  3  Year  Limited  Warranty 

$3849 

Product  Code  #600400 

DELL  OPTIPLEX  GXpro  180 

180MHz  PENTIUM  PRO  PROCESSOR 

•  32MB  EDO  ECC  DIMM  RAM 

•  2GB  EIDE  Hard  Drive 

•  256KB  Internal  L2  Cache 

•  15TX  Trinitron  Monitor 
(13.7"v.i.s.,  .28NI) 

•  S3  Trio  V+  PCI  Video  Card  with 
2MB  Video  Memory 

•  Integrated  Vibra  16  Audio 

•  Integrated  3Com  PCI  EtherLink  III 

•  Windows  NT  with  1  Year  Support 

•  NEW  Tool-less  Convertible 
Desktop/Mini  Tower  Chassis 

•  3  Year  Warranty 

PICTURED  SYSTEM 

$3199 

Product  Code  #300896 

•  6X  SCSI  CD-ROM 

•  SafeSite'"  Server 
Management  Software 

•  On-site*  setup  and  Validation 

•  3  Year  BusinessCare™  Warranty' 

•  1  Year  DirectLine'**'  NOS  Support 

$17,735 

Product  Code  #200127 


DELL  LATITUDE  XPi  P10OSD 

100MHz  PENTIUM  PROCESSOR 

•  10.4"  SVGA  Dual  Scan 
Color  Display 

•  16MB  RAM/810MB  HDD 

•  Smart  Lithium  Ion  Battery 

•  PCI  Bus  Architecture  with 
256KB  L2  Cache 

•  128-bit  High  Performance 
Video  Controller 

•  Integrated  16-bit  Sound 

•  Infrared  Port 

•  New  Optical  Trackball 

•  28.8  XJACK  Modem/Carrying  Case 

•  3  Year  Limited  Warranty 

PICTURED  SYSTEM 

$3449 

Product  Code  #60021 1 

DELL  OPTIPLEX  GX5133MT 

133MHz  PENTIUM  PROCESSOR 

•  32MB  EDO  RAM 

•  1GB  EIDE  Hard  Drive 

•  256KB  Pipeline  Burst  Cache 

•  15TX  Trinitron  Monitor 
(13.7"v.i.s.,  .26NI) 

•  2MB  Video  Memory 

•  Integrated  Vibra  16  Audio 

•  Integrated  3Com  EtherLink  III 

•  MS®  Office  Professional 
with  Bookshelf 

•  8X  EIDE  CD-ROM 

•  DMI  Compliant 

•  3  Year  Warranty 

$2472 

Product  Code  #300218 

DELL  POWEREDGE  SP  5166-2 

166MHz  PENTIUM  PROCESSOR 
(Expandable  to  Dual  Processor) 

•  64MB  ECC  Memory 

•  Three  2GB  SCSI  HDD 

•  512KB  Write  Back  Cache 

•  3Com  10/100  Ethernet  Adapter 

•  DSA  RAID  Controller 

•  6X  CD-ROM 

•  15LS  Monitor  (13.7”  v.i.s.,  .28NI) 


DELL  LATITUDE  LM  P10OSD 

100MHz  PENTIUM  PROCESSOR 

•  11.3"  SVGA  Active  Matrix 
Color  Display 

•  16MB  RAM/810MB  HDD 

•  Options  Bay  accepts  4X  CD-RON 
3.5"  floppy  (both  included),  or 
Optional  2nd  Li-Ion  Battery. 

•  PCI  Bus  Architecture  with 
256KB  L2  Cache 

•  Integrated  16-bit  Sound  with 
Stereo  Speakers 

•  128-bit  High  Performance 
Video  Controller 

•  Infrared  Port 

•  3  Year  Limited  Warranty 

$3119 

Product  Code  #600403 

DELL  OPTIPLEX  G  5133L+ 

133MHz  PENTIUM  PROCESSOR 

•  16MB  EDO  RAM 

•  1GB  EIDE  Hard  Drive 

•  1 5LS  Monitor  (13.7"  v.i.s.,  .28NI) 

•  64-bit  PCI  Local  Bus  Video  with 
1MB  Video  Memory 

•  3Com  EtherLink  III  Network  Adapter 

•  Low  Profile  Chassis 

•  DMI  Compliant 

•  3  Year  Warranty 


$1768 

Product  Code  #300185 

•  SafeSite  Server  Management 
Software 

•  3  Year  BusinessCare  Warranty 

PICTURED  SYSTEM 


$11,263 

Product  Code  #200128 


tFof  a  complete  copy  of  our  Guarantees  and  Limited  Warranties,  please  write  to  Dell  USA  L.R,  2214  W.  Braker  Lane,  Suite  D.  Austin,  TX  78758.  tThis  on-site  parts  and  labor  service  is  provided  by  Digital  Equipment  Corporation, 
and  is  available  with  Dell  PowerEdge  SP  and  XE  systems  only  and  is  available  in  29  metropolitan  areas.  Prices  and  specifications  valid  in  the  U.S.  only  and  subject  to  change  without  notice.  3Com.  EtherLink  and  Parallel  Tasking 
are  registered  trademarks  and  the  3Com  Network  Ready  logo  is  a  trademark  of  3Com  Corporation.  The  Intel  Inside  logo  and  Pentium  are  registered  trademarks  of  Intel  Corporation.  Microsoft,  Windows.  Windows  NT  and  th3 
Windows  logo  are  registered  trademarks  of  Microsoft  Corporation.  XJACK  is  a  registered  trademark  of  US  Robotics  Mobile  Communications  Corporation.  BusinessCare  and  DirectLine  are  registered  servicemarks  of  Dell 
Computer  Corporation.  ©1996  Dell  Computer  Corporation.  All  rights  reserved. 


While 

you  were  out: 

your  communications  system 
called  us,  told  us  about  a  glitch 
and  we  fixed  it.  I 


<£)1996  Lucent  Technologies 


Patented  “EXPERT  Systenn''  detects  and  repairs  problems  automatically  (while  you're  working, 
meeting,  fishing,  etc.). 

Works  on  multimedia  communications  systems  (data  and  voice)  like  DEFINITY®  Enterprise 
Communications  Server,  and  on  your  data  network  as  well. 

Lets  you  maximize  uptime  and  focus  on  your  business. 

Can't  get  automatic  remote  diagnosis  from  other  communications  guys. 

Good  reason  to  call:  former  Business  Communications  Systems  division  of  AT&T, 
now  Lucent  Technologies. 


Lucent  Technologies 


»*ll  Labs  Innovations 

-21 J  Mt.  Airy  Road 


We  make  the  things  that  make  communications  work.'"" 


Viewpoint 


Back  to  basics 

With  the  market  for  high-tech 
stocks  whirling  like  a  wind  chime  in 
a  hurricane  the  past  few  weeks, 
some  people  wonder  if  the  computer 
industry  is  in  for  trouble.  Quite  the 
opposite  is  true. 

In  fact,  the  nearly  20%  decline  in  computer  stocks 
over  the  past  three  weeks  indicates  that  sanity  is  finally 
taking  hold. 

Of  course,  sanity  is  still  a  rare  commodity  in  this  mar¬ 
ket.  Sun  Microsystems,  for  example,  beat  Wall  Street 
estimates  two  weeks  ago  and  was  rewarded  by  having 
its  stock  knocked  back  13%  in  a  week.  This  is  the  same 
market,  mind  you,  that  permitted  CyberCash,  Inc.  ear¬ 
lier  this  spring  to  touch  $400  million  in  market  capital¬ 
ization  on  first-quarter  revenue 
of  less  than  $22,000. 

You  may  have  noticed  that 
Computerworldhas  devoted  little 
space  to  this  phenomenon.  You 
can  expect  that  to  continue  be¬ 
cause  the  stock  market  has  less 
and  less  relevance  to  the  buying 
decisions  of  IS  managers. 

Investors  buy  promise.  IS 
buys  products.  The  phenomenal 
stock  valuations  of  the  past  year  were  driven  by  the  po¬ 
tential  of  big  payoffs  that  had  little  to  do  with  business 
fundamentals.  In  fact,  the  bull  market  diverted  many 
companies  from  their  core  competencies  as  they  raced 
to  tack  “Internet”  on  to  their  mission  statements  in  or¬ 
der  to  take  advantage  of  the  market’s  runup. 

July’s  “correction”  may  actually  be  a  blessing  in  dis¬ 
guise  for  IS  managers — except  those  who  bought  N et- 
scape  at  85, 1  guess.  Price  routs  have  a  way  of  focusing 
investors  back  on  businesses  whose  products  and 
strategies  have  staying  power.  Hopefully,  senior  corpo¬ 
rate  management’s  attention  will  now  turn  to  vendors 
and  technologies  that  deliver  good  fundamental  value 
and  away  from  those  whose  accomplishments  have 
been  limited  to  getting  on  the  cover  of  some  business 
magazine. 

*  *  * 

In  a  column  on  IBM  and  Digital  two  weeks  ago,  I 
implied  that  IBM  had  the  same  problems  selling  its 
PowerPC  chip  that  Digital  had  selling  its  Alpha  micro¬ 
processor.  Some  Apple  enthusiasts  quickly  pointed  out 
that  sales  of  several  million  PowerPC-based  Mac¬ 
intoshes  ain’t  exactly  chopped  liver.  And  they’re  right.  I 
was  thinking  more  of  the  high-end  server  market,  but  I 
should  have  said  so. 


Internet:  paul_gillin@cw.com 
WWW.  ultranet.  com/~pgillin 
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Letters  to  the  editor 


Netscape  vs.  Explorer:  Readers  take  sides 


Garrett  N.  Ray  seems  to  have  his 
facts  wrong  in  his  article  comparing 
Microsoft  and  Netscape  browsers 
[“Netscape  vs.  Explorer,”  CW,  June 
24].  He  says  Navigator  3.0  is  faster 
than  Internet  Explorer  3.0. 

I  found  Internet  Explorer  3.0  to  be 
faster  than  Navigator  3.0.  Also,  the 
Java  applets  run  faster  —  even  if  an 
applet  is  in  its  own  window,  which  is 
annoying  —  in  Explorer  3.0  than  in 
Navigator  3.0.  And  I  would  rate  Ex¬ 
plorer  3.0  higher  for  usability. 

Ray  also  claims  Netscape  is  more 
“open”  than  Microsoft.  If  you  consid¬ 
er  shoving  inferior  Secure  Sockets 
Layer  over  Secure  Hypertext  Trans¬ 
port  Protocol  down  everybody’s 
throat,  developing  a  non-cross-plat- 
form  deployment  architecture  called 
plug-ins,  and  developing  nonstan¬ 
dard  Hypertext  Markup  Language 
tags  while  bypassing  the  standards 
committee  to  be  open  —  then,  yes, 
Netscape  indeed  is  open! 

By  the  way  —  no,  I  don’t  work  for 
Microsoft. 

Sundar  Krishnamurthy 
Fremont,  Calif. 

Garrett  Ray’s  review  was  a  very  good 
analysis  of  the  competing  products. 
But  he  left  it  wide  open  [by  conclud¬ 
ing  that]  “it  is  difficult  to  choose  one 
over  the  other  based  on  any  plausi¬ 
ble  feature  or  enhancement.” 

Only  a  month  ago,  the  obvious 
choice  was  Navigator.  Now  Micro¬ 
soft  has  won.  About  10%  of  the  battle 
is  features,  and  the  other  90%  is  old- 
fashioned  business  —  whoever  has 
the  most  money  at  the  end  wins. 

At  a  moment’s  notice,  Microsoft 
can  create  an  individual  product 
team  larger  than  all  its  competitors’ 
staffs  combined. 


You  can’t  outcode  Microsoft  for 
long.  Netscape  has  two  basic  prod¬ 
uct  lines:  Web  browsers  and  Web 
servers.  And  Netscape’s  stock  is  se¬ 
verely  overvalued  on  the  promise 
that  its  32  million  users  will  pay  their 
$40  each.  It’s  not  gonna  happen. 

These  products  are  commodities. 
The  goal  is  to  be  stable,  dull  and 
standardized.  The  glitz  is  in  the  con- 


Oops!  We’ve  restored  Chicago 
to  its  place  on  Lake  Michigan. 


Westward  ho! 

About  your  map  for  the  “Emp¬ 
ty  packets”  article  [CW,  June 
24] :  Hey,  who  moved  Chicago 
to  the  border  of  Indiana  and 
Ohio?  Nobody  asked  me! 
Does  that  mean  my  taxes  will 
get  lower  or  higher?  What 
about  my  salary  and  my  cost 
of  living?  Doesn’t  matter  —  I 
refuse  to  give  up  my  lake 
view.  I  guess  I’ll  keep  sub¬ 
scribing  anyway. 

Kevin  J.  Harnett 
Chicago 
KJHl30@msn.com 


tent,  not  the  browser.  Netscape  has 
done  quite  well.  It  is  competing 
equally,  if  not  better,  on  everything 
but  price.  And  that  is  why  it  will  lose. 

Microsoft  makes  both  products, 
too.  It  doesn’t  charge  for  its  browser, 
and  it  never  has  to  —  at  least  not  un¬ 
til  its  competition  is  gone.  There’s 
plenty  of  extra  cash  lying  around  to 
make  up  the  difference.  It  can  play 
the  price  game  like  no  one  else. 

With  this  release  of  Explorer,  Mi¬ 
crosoft  has  stopped  Netscape  in  its 
tracks.  Netscape  will  not  even  be  in 
the  news  in  12  months.  [It  is]  des¬ 
tined  to  be  a  niche  player  creating 
browsers  for  Macintosh  and  Unbc  — 
who  cares? 

Scott  Marean 
Oakbrook  Terrace,  III. 
smarean@dcsys.com 

Parody  meets  reality 

You  know.  I’d  actually  be  laughing 
out  loud  at  Michael  Cohn’s  “Helpful 
hints  for  scrubbing  cyberspace” 
[CW,  July  1]  except  for  the  fact 
that  these  are  the  exact  types  of  idi¬ 
otic  suggestions  that  people  seri¬ 
ously  make.  It’s  pretty  sad  when  so 
many  of  the  suggestions  made  about 
getting  rid  of  Internet-based  porn¬ 
ography  are  just  as  funny  as  the 
parody. 

Pete  Toscano 

Herndon,  Va. 


■  Computerworld  welcomes  comments 
from  its  readers.  Letters  should  not  exceed 
200  words  and  should  be  addressed 
to  Paul  Gillin,  Editor,  Computerworld,  PO 
Box  9171,  500  Old  Connecticut  Path, 
Framingham,  Mass.  01701.  Fax  number; 
(508)  875-8931;  Internet:  lettersQcw. 
com.  Please  include  an  address  and  phone 
number  for  verification. 


Viewpoint 


James  Martin 


Life,  liberty  and  the  pursuit  of  a  home  page 


Thomas 
Jefferson 
would  have 
been  a  web¬ 
master  on  the 
electronic 
frontier. 


homas  Jefferson’s  wonderful  home,  Monticello, 
was  recently  the  inspirational  setting  for  a  series 
of  discussions  among  computer  industry  pio¬ 
neers.  The  format  of  the  Computerworld/Srm^- 
sonian  Monticello  Lectures  was  modeled  on  the 
meetings  Jefferson  held  to  debate  the  revolution¬ 
ary  issues  of  his  time.  I  was  asked  to  be  modera¬ 
tor  —  in  effect,  pretending  to  play  Jefferson. 

As  we  sat  at  Jefferson’s  table,  surrounded  by 
the  seemingly  close  ghosts  of  his  era,  I  naturally 
entertained  thoughts  about  how  Jefferson  would 
view  today’s  electronic  frontier  if  he  were  alive. 
I’m  convinced  he  would  have  embraced  it 
enthusiastically. 

He  would  have  been  proud  that  Monticello  has 
a  charming  home  page  on  the  World  Wide  Web 
(www.monticello.org) .  He  would  have  been  very 
pleased  that  the  Library  of  Congress  named  its 
legislative  Web  site  Thomas  (thomas.loc.gov) ,  in 
honor  of  the  man  who  provided  the  library’s  core 
collection. 

More  important,  the  Thomas  Web  site  is  a 
prime  example  of  the  power  of  the  Internet  to 
achieve  Jeffersonian  goals.  Citizens  with  Web  ac¬ 
cess  —  not  just  fat-cat  lobbyists  —  can  download 
the  actual  language  of  bills  in  the  U.S.  Congress 
and  monitor  the  legislative  process. 

I’m  guessing  that  Jefferson  would  have  been 
pleased  by  the  libertarian  bent  of  the  Internet 
community  and  the  recent  court  decision  that 


struck  down  an  effort  to  ban  “indecent”  speech  in 
cyberspace.  As  the  federal  court  in  Philadelphia 
concluded,  “Just  as  the  strength  of  the  Internet  is 
chaos,  so  the  strength  of  our  liberty  depends  up¬ 
on  the  chaos  and  cacophony  of  the  unfettered 
speech  the  First  Amend¬ 
ment  protects.” 

In  essence,  the  Internet 
allows  citizens  to  become 
pamphleteers  and  rabble- 
rousers.  “A  little  rebellion 
now  and  then  is  a  good 
thing,”  Jefferson  liked  to 
say,  because  it  sweeps  away 
the  cobwebs  of  Old  World 
thinking. 

Like  Jefferson,  we  stand 
at  the  threshold  of  a  new 
world.  We  have  an  awesome 
opportunity  to  give  it  what¬ 
ever  characteristics  we  de¬ 
cide.  For  starters,  we  must 
protect  the  founding  princi¬ 
ples  of  the  Internet  —  free 
and  open  exchange  of  infor¬ 
mation  —  from  excessive  government  regulation 
and  monopolistic  corporations. 

Just  as  Jefferson  and  the  other  Founding  Fa¬ 
thers  debated  the  future  of  America,  so  must  we 
debate  the  future  of  cyberspace.  For  example. 


how  do  we  provide  universal  access  to  the  ’net  so 
that  we  avoid  a  bifurcated  world  of  information 
haves  and  have-nots?  And  how  do  we  pay  for 
that? 

There  are  deep  and  dangerous  issues  to  con¬ 
sider,  including  privacy 
abuses,  fraud  and  the  bor¬ 
derless  nature  of  cyber¬ 
space.  As  Jefferson  put  it: 
“We  have  the  wolf  by  the 
ears;  and  we  can  neither 
hold  him,  nor  safely  let  him 
go.” 

It  is  up  to  us,  the  builders 
of  this  new  world,  to  ensure 
that  cyberspace  brings  dem¬ 
ocratic  principles  to  the 
global  melting  pot.  Maybe 
we  can  even  improve  on  Jef¬ 
ferson’s  conviction  that  “all 
men  are  created  equal”  and 
this  time,  make  sure  that  in¬ 
cludes  women,  people  of 
color,  foreigners  —  even  the 
British. 


Martin,  founder  of  James  Martin  &  Co.  in  Fairfax,  Va., 
is  a  writer,  lecturer  and  consultant  on  information  tech¬ 
nology.  His  next  book,  Cybercorp,  will  be  released  in 
October. 


Michael  Schrage 

Intranet  ads:  Coming  to  a  PC  near  you 


Bandwidth- 
hogging 
intranet 
advertising 
wiii  be  as 
common  as 
the  spread¬ 
sheet. 


enture  capitalist  John  Doerr  at  Kleiner,  Perkins 
—  perhaps  you’ve  heard  of  his  clients  Lotus,  Sun 
Microsystems,  America  Online  and  Netscape?  — 
has  a  decidedly  provocative  take  on  the  future  of 
Internet  advertising. 

He  says  he  believes  the  most  explosive  growth 
in  virtual  advertising  will  occur  on  intranets. 

Because  Doerr  is  a  guy  who 
literally  puts  his  money  where 
his  mouth  is  —  and  outperforms 
the  S&P  500  while  doing  it  —  I 
tend  to  take  his  prognostications 
seriously.  The  formats  and  gen¬ 
res  for  this  nascent  generation 
of  intranet  programming  are 
already  evolving.  You  could 
make  a  case  that  a  manager  fir¬ 
ing  up  her  Yahoo  search  engine 
to  do  some  market  research  of¬ 
fers  a  perfect  example  of  an  intranet  advertis¬ 
ing  target:  She’s  seeing  those  commercially 
sponsored  banners  as  she  browses  the  ’net  on 
company  time. 

Is  that  the  emerging  future  of  business-to- 
business  advertising?  Are  our  LANs  and  WANs 
becoming  the  cable  TV  and  billboards  of  the  cor¬ 
porate  world? 

Yes.  Take  a  look  at  Cupertino,  Calif.-based 
PointCast,  which  offers  a  commercially  spon¬ 
sored  Internet/intranet  news  service  and  claims 
a  quarter  of  a  million  new  “viewers”  a  month.  It 


may  be  a  victim  of  its  own  advertising  success. 
Several  clients  have  complained  that  PointCast 
gobbles  too  much  network  bandwidth  (PointCast 
has  promised  upgrades  that  halve  the  bandwidth 
burden) .  What’s  more,  these  clients  try  to  restrict 
the  casual  use  of  the  service,  which  runs  as  a 
screen  saver  during  PC  downtime.  For  all  intents 
and  purposes,  PointCast  offers  a 
perfect  prototype  of  ad-support- 
ed  intranets. 

Theoretically,  of  course,  it’s 
tough  to  figure  out  the  practical 
difference  between  browsing  an 
ad-sponsored  Web  page  on  your 
desktop  and,  say,  reading  The 
Wall  Street  Journal  or  —  dare  I 
mention  it?  —  Computerworld  at 
your  desk.  As  more  and  more 
business  publications  assume 
Web-based  incarnations,  it  seems  inevitable  that 
business-to-business  advertising  will  be  a  staple 
of  the  corporate  medium. 

Companies  will  have  to  decide  whether  their 
employees  are  becoming  better-informed  and 
more  productive  with  an  ad-supported  intranet  or 
whether  commercial  infiltration  represents  a  del¬ 
eterious  distraction. 

It  doesn’t  require  great  imagination  to  see  how 
clever  suppliers  can  hot-link  their  best  customers 
to  special  promotions  and  “Webfotainment”  that 
attracts  repeat  visits  and  new  business.  Just  as 


intranets  can  blur  the  line  between  information 
and  interaction,  they  will  make  it  increasingly  dif¬ 
ficult  to  distinguish  between  advertising  and  vital 
data. 

The  growing  commercialism  of  the  Internet 
and  intranets  invariably  intersects  at  new  oppor¬ 
tunities.  Former  Lotus  chief  Jim  Manzi,  who  now 
runs  Nets,  Inc.,  doesn’t  foresee  banner-driven 
intranet  ads,  but  he  anticipates  a  blurring 
between  electronic  commerce  and  virtual  adver¬ 
tising.  The  more  transactions  that  occur  on  intra¬ 
nets,  the  more  likely  it  is  that  people  will  see 
some  kind  of  ads  on  their  screens.  You  think  Java 
will  only  download  apps? 

IS  folks  are  doomed  —  excuse  me,  destined  — 
to  manage  yet  another  tension:  How  do  they 
codesign  the  commercialism  of  their  own  intra¬ 
nets  even  as  they  build  filters,  screens  and  agents 
to  minimize  the  potential  time-wasting  aspects  of 
intranet  ads  in-house? 

Like  it  or  not,  intranet  advertisements  —  in 
whatever  form  —  will  be  as  common  as  spread¬ 
sheets  on  the  screens  of  gold-collar  knowledge 
workers.  The  intranet  ads  may  be  blunt;  they  may 
be  subtle.  Either  way,  their  presence  will  have  to 
be  monitored  and  managed.  But,  hey,  there’s  no 
business  tike  show  business. 


Schrage  is  a  research  associate  at  the  M  Ff  Media  Lab 
and  author  of  No  More  Teams!  His  Internet  address  is 
schrage@media.mit.edu. 


Are  businesses 
ready  for 
commercial 
infiltration  of 
their 

intranets? 
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Remember  when  you  got  up  in  the  morning  and  felt  like  you  could  conquer  the  world? 
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The  feelings  back. 
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Vanquishing  hordes  of  imaginary 
foes  is  no  easy  task. 

Neither  is  managing  a  network 
computing  environment  with  multiple 
platforms  and  thousands  of  desktops 
and  servers  around  the  world. 

But  the  fact  is,  the  tougher  the 
challenge,  the  more  thrilling  success  can 
be.  Which  explains  why  people  relying  on 
Tivoli  management  solutions  are  some 
of  the  happiest  people  in  the  business. 

Tivoli’s  TME  Kf'’ solution  makes 
it  possible  to  bring  order  and  control  to 
virtually  any  computing  environment. 

It’s  the  only  management  solution  that’s 
truly  open,  highly  scalable  and  operates 
transparently  across  all  the  major  platforms 
(including  the  industry’s  leading  versions 
of  UNIXj  Windows^  Windows  NT,”' 
NetWare^  OS/2 jOS/dW^  andMVSV 

And  now,  with  the  worldwide 
resources  of  IBM  behind  us,  we  provide 
unmatched  service  and  support  wherever 
your  company  does  business. 

Call  us  to  find  out  how  we  can 
help  you  manage  your  network  computing 
environment.  After  all,  you’re  playing  in 
the  real  world  now. 


\ 


1800  96X8.548 
www.tivoli.com 


Managing  Network  Computing.  The  Smart  Way. 


got  to  have 


In  order  to  make  the  right  decisions,  you’ve 


the  big  picture.  But  where  is  it? 


What  computing  solutions  do  you  have? 


You  should  have  OpenView  solutions  from  Hewlett-Packard,  the  clear  leader 


n  integrated  network  and  systems  management.  HP  OpenView  gives  you 


the  power  to  evolve  your  IT  environment  as  quickly  as  your  business.  We’ve 


already  provided  thousands  of  companies  around  the  globe  with  higher 


service  levels  and  availability.  And  we  can  do  the  same  for  you.  If  the 


business  decisions  are  yours,  the  computing  solutions  should  be  ours 


HP  OpenView 


C1995  Company 
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Data  General  ships 
Pentium  Pro  servers 


By  J  aikumar  Vijayan 


Data  General  Corp.  hopes  to 
ride  Pentium  Pro  technology 
deeper  into  the  enterprise  with 
two  powerful  high-end  servers 
based  on  the  chip. 

Its  newest  Aviion  servers  are 
among  the  first  Pentium  Pro 
servers  of  their  class  to  ship. 

DG’s  AV  4900  office  and  AV 
5900  rack-mounted  servers 
support  up  to  four  166-  or  200- 
MHz  Pentium  Pro  chips  and 
come  equipped 
with  a  512K-byte 
cache  and  up  to 
4G  bytes  of  main 
memory.  The 
systems  support 
DG  Unix,  SCO, 

Inc.’s  UnixWare 
System  and  Mi¬ 
crosoft  Corp.’s 
Windows  NT 
Server  operating 
systems.  Pricing 
starts  at  around 
$35,000  for  a 
quadprocessor 
system  based  on 
the  166-MHz 
Pentium  Pro  chip 
and  at  around 
$40,000  for  a  200- 
MHz  system. 

“This  is  a  pret¬ 
ty  strong  offer¬ 
ing  from  DG,” 
said  Greg  Garry, 
an  industry  ana¬ 
lyst  at  Dataquest 
in  San  Jose,  Calif. 

Standout  in  crowd 

Setting  the  systems  apart  from 
the  crowd  are  a  number  of  fea¬ 
tures,  including  “some  of  the 
redundancy  features,  the  ex¬ 
pertise  they  have  with  [high- 
end]  storage  and  DG’s  cluster¬ 
ing  technology,”  Garry  said. 

For  instance,  DG’s  systems 
come  with  fully  redundant  pow¬ 
er  and  cooling  and  automated 
recovery  fi'om  CPU,  memory 
and  disk  failures. 

DG’s  new  Aviion  systems 
are  expected  to  be  a  lot  more 
scalable  than  some  of  the  cur¬ 
rent  Pentium  Pro-based  Win¬ 
dows  NT  Standard  High  Vol¬ 


ume  (SHV)  servers,  said  James 
Garden,  an  analyst  at  Technol¬ 
ogy  Business  Research,  Inc.  in 
Hampton,  N.H. 

For  instance,  the  AV  4900 
and  AV  5900  servers  can  be 
combined  with  DG’s  fault-toler¬ 
ant  Clariion  disk  arrays  to  ac¬ 
cess  more  than  5T  bytes  of 
storage.  Also,  up  to  eight 
Aviion  servers  can  be  clustered 
for  increased  availability  and 
power. 

“The  systems  may  be  slight¬ 
ly  higher-priced 
[compared  with 
standard  Pen¬ 
tium  Pro-based 
Windows  NT 
servers] ,  but 
they  have  higher 
availability  and 
are  a  lot  more 
scalable,”  Gar¬ 
den  said. 

The  servers 
are  at  the  fore¬ 
front  of  a  move¬ 
ment  among  sev¬ 
eral  vendors  to 
leverage  Intel 
Corp.’s  SHV 
motherboard 
technology  in 
the  enterprise. 

SHV  mother¬ 
boards  are  part 
of  Intel’s  efforts 
to  widen  accep¬ 
tance  of  the  Pen¬ 
tium  Pro  by 
seeding  the  mar¬ 
ket  with  highly 
standardized  building  blocks, 
around  which  PC  vendors  can 
build  servers  and  worksta¬ 
tions. 

That  strategy  is  expected  to 
dramatically  open  the  PC  serv¬ 
er  market  —  now  dominated 
by  a  handful  of  vendors  such  as 
Compaq  Computer  Corp., 
Hewlett-Packard  Co.  and  IBM 
—  to  several  second-  and  third- 
tier  vendors. 

Analysts  expect  that  DG  —  a 
fairly  recent  convert  to  Intel 
technology  from  Motorola 
Corp.’s  88000  chip  —  will  ini¬ 
tially  focus  on  traditional  mid¬ 
range  Unix  markets  with  its 
new  Aviion  servers. 


Data  General’s 
Aviion  AV  4900 
and  AV  5900 

■  Based  on  166-  and 
200-MHz  Pentium 
Pro 

■  Support  up  to  four 
processors 

■  Come  with  512K- 
byte  cache  and  up 
to  4G  bytes  of 
memory 

■  Feature  automated 
recovery  from  CPU, 
memory  and  disk 
channel  failures 

■  Pricing  starts  at 
$34,995  for  the 
166-MHz  Aviion 
5900 


Hot  hybrids 

Unix  parallel  processors  mutate 
as  they  take  on  commercial  applications 


By  Craig  Stedman 


Some  customers  are  starting  to  use  Unix  par¬ 
allel  processors  in  live  business  applications 
that  move  the  machines  beyond  their  origi¬ 
nal  decision-support  niche. 

But  a  funny  thing  is  happening  on  the  way 


to  the  land  of  transaction  processing:  Parallel 
systems  are  mutating  into  hybrids  that  mbc 
parallel  capabilities  with  more  run-of-the-mill 
symmetrical  multiprocessing  (SMP). 

IBM  last  week  became  the  latest  vendor  to 
support  the  use  of  SMP  servers  as  compute 
Parallel  processors, 43 


Worldwide  high-performance  computing  revenue  from  commercial  and 
technical  markets  is  heading  in  different  directions 


Commercial! 


$i.iB 


$1.58 


1994 


1995 


Notebook  users  heeded 


By  Mindy  Blodgett 


Notebook  users  seeking  longer  battery  life 
and  better  mobile  management  and  support 
should  see  products  with  some  of  those  fea¬ 
tures  by  year’s  end,  industry  watchers  said. 

Vendors  are  expected  to  follow  the  lead  of 
Compaq  Computer  Corp.,  which  recently 
built  its  Intelligent  Manageability  features  — 
including  asset,  security  and  fault  manage¬ 
ment  —  in  to  its  Armada  notebook  line. 

Prices  will  continue  to  drop  this  summer 
as  vendors  release  laptops  with  faster  proces¬ 
sors,  including  Intel  Corp.’s  133-MHz  chip  — 
the  most  powerful  on  the  market.  Intel  is  ex¬ 


pected  to  release  a  150-MHz  chip  later  this 
summer,  and  most  vendors  are  expected  to 
support  it. 

But  many  users  said  that  high  on  their 
wish  lists  are  features  such  as  longer  battery 
life,  reliability  and  increased  memory  and 
storage  —  not  faster  processors. 

“I  don’t  know  anyone  who  owns  a  laptop 
who  isn’t  concerned  about  battery  life,”  said 
Asmar  Maydun,  staff  manager  of  mobile 
computing  support  at  the  AT&T  Corp.  corpo¬ 
rate  calling-card  sales  facility  in  Warren,  N.J. 
“And  I  am  no  longer  that  impressed  with 
speed.  For  many  users,  the  90MHz  and  100- 
MHz  laptop  speeds  are  just  fine,  and  they 
don’t  necessarily  need 
the  CD-ROMs.” 

Vendors  may  be  lis¬ 
tening.  Dale  Fuller, 
vice  president  and 
general  manager  of 
portable  computer 
systems  at  NEC  Tech¬ 
nologies,  Inc.  in 
Mountain  View,  Calif., 
said  his  company 
plans  to  release  prod¬ 
ucts  with  as  much  as 
10  to  12  hours  of  battery  life  in  the  next 
year  or  so. 

Andrew  Seybold,  editor  of  the  “Out¬ 
look  on  Communications  and  Comput- 
Notebooks,  page  43 


Versa  4200  noteboo^^ 


Processor:  100-  or 
133-MHz  Pentium 

Screen:  Active-matrix  thin  film 
transistor 

Hard  drive:  Up  to  2.88G  bytes 


Battery:  Lithium  ion  with  3  to 
6  hours  of  life 
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PICTURE  THIS 


♦ 
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X  o  o  M  m  t> 


800  X  600  RESOLUTION 

Sure,  the  screen  is  huge.  And  it 
aiso  has  800  x  600  resolution, 
which  means  that  every  inch  of 
viewing  area  delivers  crystal-clear 
definition  and  vibrant  colors. 


FULL-MOTION  VIOEO 

Toshiba's  Zoomed  Video 
technology  offers  full-motion, 
full-screen  video  and  MPEG 
support,  all  on  a  giant 
1 2.1“  display. 


PENTIUM^  PROCESSOR  — 

A  100MHz  Pentium  processor  and 
40MB  of  EDO  memory  can  speed  up 
any  multimedia  presentation. 


BX  CD-ROM 

The  Satellite  Pro  includes  a 
6X  CD-ROM,  microphone,  speaker 
and  stereo  headset,  to  give  you 
the  most  advanced  multimedia 
features  available  at  this  price. 


EXPANSION 

The  optional  NoteDock"  I 
Enhanced  Port  Replicator  offers 
additional  PC  Card  slots  as 
well  as  easy  connection  to 
your  desktop  setup. 


NOW  PICTURE  THIS: 

$2499! 


INTRODUCING  THE  NEW  SATELLITE  PRO:  men  i,  comes  c„  mukimedia 

features,  the  Satellite  Pro  offers  the  big  picture  at  a  small  price.  It  all  starts  with  a  huge  display  and 
hill-motion  video  to  make  your  multimedia  presentations  look  more  like  feature  films.  Desi^yr 
And  it’s  easy  to  take  your  show  on  the  road  with  a  lOOMHz  Pentium  processor,  up  to  di-HIJ. 
40MB  of  memory  and  a  massive  hard  drive.  Add  to  that  a  6X  CD-ROM,  integrated  AC  windows*95 
adapter  and  PC  Card  slots  and  you’ve  got  more  than  you  need  to  get  the  job  done. 
So  when  you  want  some  real  portable  power,  pick  up  the  Satellite  Pro.  No  other  notebook 
can  give  you  so  much  for  so  little.  For  more  information  visit  the  Toshiba  website  at 
http://computers.toshiba.com,  or  for  a  dealer  near  you,  call  1-800-457-7777. 


Pentium' 

lonocckAon 


Satellite  Fro 


420CDT* 

•  11.3‘dia.  color  active-matrix 
TFT  display 

•  1.3  billion  byte  (=1.26GB)  hard  drive** 

4ZOCOS* 

•  1 1 .3’  dia.  color  dual-scan  DSTN  display 

•  810  million  byte  (=;772MB)  hard  drive 
BOTH  MODELS 

•  100MHz  (2.9v)  Pentium*  processor 

•  SMB  o1  EDO  DRAM  expandable  to  40MB 

•  Modular  6X  CD-ROM  and  3.5' floppy 
drive,  swappable  in  the  SelectBay" 

•  MPEG  support  via  ZV  Port  technology 
(reguires  optional  PC  Card) 

•  HIQVideo' graphics  controller 


'  16-bit  Sound  Blaster*  Pro 
compatible  audio  system  with 
microphone,  speaker  and 
stereo  headset 
'  Two  stacked  PC  Card  slots 
(two  Type  II  or  one  Type  III) 

’  IrDA  compliant 
'  Lithium  Ion  battery 
'  Integrated  AC  adapter 
’  Optional  NoteDock'  1  Enhanced 
Port  Replicator 

'  Windows*  95  or  Windows*  lor 
Workgroups  included 
'  3-year  limited  warranty 
'  Toll-free  technical  support  - 
7  days  a  week.  24  hours  a  day 


In  Touch  with  Tomorrow 

TOSHIBA 

The  World  s  Best  Selling  Portable  Computers. 

(©1996  Toshiba  America  Information  Systems.  Irv:  All  prices,  specifications  and  availability  are  subject  to  change  tPrice  is  for  420CDS  model,  price  of  420C0T  model  begins  at  $3299  *The  420COT  and  420CDS 
are  sold  at  selected  resellers  as  the  425CDT  and  425C0S  with  Windows*  %  and  additional  pre-insialled  software.  **The  425C0T  comes  with  an  610  million  byte  (=772M6)  hard  drive  All  products  indicated 
by  trademark  symbols  are  trademarked  and/or  registered  by  their  respective  companies.  Intel  Inside  and  Pentium  Processor  logos  are  tradernarks  of  Intel  Corporation 
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ing”  newsletter  in  Boulder  Creek,  Calif., 
said  vendors  “are  too  hung  up  on  things 
like  CD-ROMs  and  speed.  A  lot  of  users  just 
want  easy-to-use  machines  with  good  con¬ 
nections  back  to  the  office.” 

Following  are  some  recent  notebook' an¬ 
nouncements: 

_  •  NEC  upgraded  two  of 

HsrdWSrG  its  Imes.  The  versa  4200 

iinffrarfoc  high-end  notebooks 
upSi<iue»  ^33, 

MHz  processors,  up  to 
2.88G  bytes  of  hard  drive  storage  and 
active-matrix  screens  for  between  $2,999 
and  $3,899.  The  Versa  2400  series  now 
sports  11.3-in.  screens  and  100-  and  133- 
MHz  processors  for  prices  starting  at 
$2,299. 

•  Hewlett-Packard  Co.  in  Palo  Alto, 
Calif.,  dropped  prices  of  its  HP  Omni- 
Book  5500  notebook  line  fi'om  the  $4,140 
to  $6,600  range  to  between  $3,435  and 
$6,150. 

•  Digital  Equipment  Corp.  in  Maynard, 
Mass.,  upgraded  its  low-end  HiNote  VP  line 
with  11.3-in.  screens  and  120-MHz  proces¬ 
sors  and  its  high-end  HiNote  Ultra  II  line 
with  11.3-in.  screens  and  up  to  56M  bytes  of 
memory. 


Big  problem  doesn’t  KO  Cyrix  PC 


By  James  Connolly  and  Tom  Lamoureux 

When  we  got  our  hands  on  the  Cyrix  6x86- 
P166  this  spring,  our  eyes  lit  up.  It  had  an 
official  speed  of  133  MHz  but  ran  like  a  166- 
MHz  system.  It  screamed  through  each  ap¬ 
plication  we  put  on  it. 

The  sad  part  was  that,  like  a  victim  in  an 
Alfred  Hitchcock  film,  it  screamed  and  then 
died. 

Chip  maker  Cyrix  Corp.  in  Richardson, 
Texas,  moved  into  the  systems  business  in 
April  with  two  PC  models  based  on  its  6x86 
chip,  a  rival  to  Intel  Corp.’s  Pentium  chip. 

In  informal  tests  by  members  of  the  edi¬ 
torial  staff  at  Computerworld,  the  P166  was 
blindingly  fast  when  running  several  multi- 
media  packages,  including  video,  and  the 
core  applications  of  Microsoft  Corp.’s  Of¬ 
fice  and  Lotus  Development  Corp.’s  Smart- 
Suite. 

But  problems  surfaced  immediately  after 
the  system  arrived  and  recurred  some¬ 
where  between  10  minutes  and  an  hour  af¬ 
ter  each  boot-up.  The  most  noticeable  prob¬ 
lems  included  a  broad  range  of  error 
messages  generated  by  Windows  95  while 
running  any  of  several  applications.  In 
some  cases,  the  applications  crashed.  In 
other  cases,  a  full  reboot  was  needed.  The 


Overall 

grade: 


Like  a 
victim  in 
an  Alfred 
Hitchcock  flick, 
the  Cyrix  machine 
screamed,  and 
then  it  died. 


most  subtle  problems  included  a  sudden 
loss  of  sound.  The  most  extreme  problem 
was  the  machine’s  tendency  to  reboot  itself. 

Working  our  way  through  the  entire  sys¬ 
tem  —  replacing  one  part  after  another 
with  the  advice  of  Cyrix  support  staff  —  fi¬ 
nally  led  us  to  a  faulty  power  supply.  Once 


we  dealt  with  that  problem  by  running  the 
machine  on  an  uninterruptible  power  sup¬ 
ply,  the  system  lived  up  to  its  promise.  Cy¬ 
rix  officials  said  our  problem  was  an  isolat¬ 
ed  one  and  hadn’t  occurred  in  other  Cyrix 
machines.  Conversations  with  other  users 
seemed  to  confirm  that. 

Having  finally  dealt  with  the  stability 
problems,  we  ran  a  new  comparison,  this 
time  against  a  133-MHz  Pentium-based  ma¬ 
chine. 

Again,  the  results  were  impressive.  They 
included  the  following  tests: 

•  Using  WinZip  32,  we  compresssed  a  60M- 
byte  Mapinfo  Corp.  data  set  to  a  25M-byte 
zipped  file.  Timed  at  13  minutes,  17  sec¬ 
onds  on  the  Cyrix  vs.  21  minutes,  1  second 
on  the  Pentium-based  machine. 

•  In  Notes,  we  requested  a  database  and 
built  a  Date  view.  This  was  timed  at  55  sec¬ 
onds  on  the  Cyrix  vs.  1  minute,  23  seconds 
on  the  Pentium-based  machine. 

•  In  Notes,  we  requested  a  database  and 
built  Assignments  by  assigned  view.  This 
was  timed  at  38  seconds  on  the  Cyrbc  vs.  1 
minute,  1  second  on  the  Pentium-based  ma¬ 
chine. 

Connolly  is  technical  evaluations  editor;  Lamou¬ 
reux  is  an  IS  staff  member  at  Computerworld. 


Parallel  processors  mutate  to  hybrids 
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nodes  in  a  parallel  system.  The  computer 
giant  tied  new  PowerPC  604-based 
RS/6000s  to  its  RS/6000  SP  parallel  ma¬ 
chine.  Other  companies  such  as  NCR  Corp. 
and  Pyramid  Technology  Corp.  earlier 
combined  the  two  technologies. 

Parallel  systems  break  up  applications  to 
run  across  multiple  processors  and  typical¬ 
ly  require  custom  development  with  paral¬ 
lel  databases.  By  comparison,  SMP  boxes 
run  multiple  jobs  simultaneously  on  differ¬ 
ent  processors,  which  reduces  program¬ 
ming  complexity  and  opens  them  up  to 
packaged  applications. 

Cluster-like 

The  emerging  hybrids  function  more  like 
clusters  that  can  run  applications  on  indi¬ 
vidual  nodes  and  then  use  the  parallel  sys¬ 
tem’s  high-speed  interconnect  to  exchange 
data  or  replace  failed  processors.  “It’s  a 
cluster-in-a-box  approach  that  should  have 
much  more  viable  commercial  appeal  than 
truly  parallel  processing  does,”  said  Rich 
Partridge,  an  analyst  at  D.  H.  Brown  Asso¬ 
ciates,  Inc.  in  Port  Chester,  N.Y. 

Tiger  Management  LLC,  an  investment 
firm  in  New  York,  has  been  moving  more 
and  more  of  its  workload  to  an  RS/ 6000  SP. 
Installed  in  early  1995,  the  SP  initially  was 
limited  to  decision  support,  but  now  almost 
all  of  Tiger’s  transaction  processing  is  done 
on  the  machine,  said  David  Audley,  direc¬ 
tor  of  investment  systems  and  services  at 
the  company. 

“This  is  our  mainframe,”  Audley  said. 
Earlier  parallel  systems  “were  not  the  kind 


of  systems  that  you  wanted  to  bet  a  compa¬ 
ny  on.  It  was  almost  a  question  of  what  fail¬ 
ure  mode  you  were  in  on  a  particular 
week.”  But  Tiger  has  only  had  one  brief 
outage  of  one  node  since  it  fired  up  the 
RS/6000  SP,he  said. 

Tiger  wanted  to  meld  separate  depart¬ 
mental  applications  into  one  enterprise  ma¬ 
chine,  while  keeping  the  ability  to  fence  off 
live  applications  from  decision  support  and 
development.  Parallel  technology  fits  those 
needs  like  a  glove,  Audley  said.  Even  so.  Ti¬ 
ger  postponed  a  planned  upgrade  of  its  six- 
node  RS/6000  SP  to  wait  for  the  SMP  sup¬ 
port,  which  should  open  the  door  to  many 
more  off-the-shelf  applications. 

ShopKo  Stores,  Inc.,  a  mass-merchan¬ 
dise  retail  chain  in  Green  Bay,  Wis.,  is  also 
expanding  its  use  of  an  RS/6000  SP  beyond 
data  warehousing.  In  June,  ShopKo  started 
to  move  its  core  retail  applications  fi'om  a 
mainframe  to  its  35-node  SP,  which  runs 
Oracle  Corp.’s  database. 

“We’re  taking  everything  off  of  charac¬ 
ter-based  DB2  and  reimplementing  it  in  cli¬ 
ent/  server  mode”  on  the  RS/6000  SP,  said 
Jim  Anderson,  director  of  store  systems  at 
ShopKo.  A  full  SP  rollout  of  the  retail  appli¬ 
cations,  including  inventory  management 
and  merchandise  purchasing,  is  scheduled 
for  early  next  year,  Anderson  said. 

Jeff  Liebl,  an  analyst  at  Smaby  Group, 
Inc.  in  Minneapolis,  said  commercial  sales 
of  parallel  systems  are  already  growing 
briskly  (see  chart,  page  41).  “But  if  they’re 
going  to  get  out  of  a  [decision-support] 
niche  market,  it’s  going  to  be  through  clus¬ 
tering”  of  SMP  nodes,  he  added. 


FREE  MOBILE 


SEMINAR. 


REVOLUTIONIZE  YOUR  MOBILE  FIELD  FORCE 

Learn  how  the  world's  best  selling  portable  computers 
and  RemoteWare®can  help  you: 

•  Establish  a  fast,  reliable  communications  network 
capable  of  linking  thousands  of  mobile  users  to 
the  office  and  each  other. 

•  Make  mobile  Internet  access  more  productive 
and  secure. 

•  Realize  significant  savings  in  the  field. 

Free  seminars  are  being  held  in  dozens  of  cities  and 
we'll  be  in  your  area  soon.  The  topic  is  hot,  so  reserve 
your  seat  today. 

Call  1-800-322-3366 

http://www.xcellenet.com 


Xcel  leNet 


In  Touch  with  Tomorrow 

TOSHIBA 
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Lock  some  or  all  of  it  up, 
with  a  three-position,  three- 
leiiel  security  bcking  door. 


You  can  easily  add  third-party 
memory  DIMMs,  SCSI  disk  drives 
and  tape  drives  to  our  Network 
Servers.  We  won’t,  howei'er,  refuse 
your  hard-earned  money  if  you 
prefer  genuine  Apple’  components. 


Not  that  we're  saying  you’ll 
ever  need  it.  but  an  optional. 
7-day-a-week,  24-hour-a-day 
service  plan  is  available,  lb 
learn  about  priority  queuing, 
next-day  on-site  sendee  and 
more,  simply  contact  your 
Apple  Premium  Sewer  ReseUer. 


You  want  your  server  just  to  sit  there 
and  work.  But  that  doesn't  mean  it 
has  to  be  ugly.  Enter  Apple  industrial 
and  ergonomic  design.  It  means  our 
seniors  don’t  just  look  good,  they're  easy 
to  move,  upgrade  and  sendee,  too. 


An  LCD  display  gives 
you  a  heads  up  on  the 
semer  even  when  you're 
running  it  headless. 


Past.  Tkio  built-in  Fast/Wide 
SCSI-2  channels  deliver  inter¬ 
nal  data  transfer  speeds  all  the 
way  up  to  40MB  per  second. 


Faster.  The  internal  PCI  bus 
moves  bytes  around  at  a 
quicker  132MB  per  second. 


Fastest.  As  in  256MB  per  second. 
That’s  the  speed  you’ll  get  out  of  the 
processor-to-second-level  cadre. 


Apple  Network  Servers  don’t  run 
any  old  UNDC  operating  system. 
The)’  run  IBM’s  reliable,  industrial- 
strength  ALX"  operating  system. 


Vocabulary  test:  Apple  Network 
Servers  are  binary-compatible 
with  >10^  proven  AIXapps.  no 
recompiling  or  porting  necessary. 


You  get free,  “try  before  you  buy’’ 
software,  too:  Helios  and  IPT  soft¬ 
ware  for  DPI  publishing  and file  and 
print  sharing,  Legato  Networker 
software  for  backup  and  recovery, 
and  APC  software  for  uninterrupt¬ 
ible  power  supply  support. 


Is  there  any  such  thing  as  too  much  disk 
space?  A  great  way  to  find  out  is  to  plug 
in  a  MegaDrive  Systems’ RAID  array  with 
its  whopping  one  terabyte  of  storage. 


With  a  rated  WebStone  I.I  benchmark  per¬ 
formance  of  12  megabits  per  second,  the 
Apple  Network  Server  700  makes  any  other 
server  look  like  a  benchwarmer.'  That’s 
enough  raw  power  to  support  eight  TI  lines 
and  millions  of  Internet  connections  a  day. 


Hot  feature.  Tk)o  rear  cooling 
fans  are  hot-swappable. 


Yes,  there’s  a  third,  built-in.  external 
SCSI  port,  perfect  for  adding  up  to  seven 
more  devices.  Like  the  20GB  Digital  Linear 
Tape  (DLT)  Drive  from  Quantum. 


With  support  for  both  TCP/IP  and  AppleTalk’ 
protocols,  you  get  fast  network  speed  when  you 
have  either  PCs  or  Macintosh’  systems  (or  both) 
connected.  Of  course,  being  Apple,  we  couldn’t 
resist  tuning  AppleTalk  for  maximum  speed. 


Add  a  PCI  RAID  disk  array  card, 
and  your  Network  Server  supports  up 
to  six  hot-swappable  drive  bays.  So 
your  server  doesn’t  have  to  go  doum 
just  because  one  of  your  drives  does. 


With  a  modular  processor 
daughtercard,  upgrading 
the  microprocessor  in  your 
Network  Semer  is  a  snap. 


Each  major  component  of 
the  Network  Semer  700  can  be 
accessed  in  about  the  time  it 
takes  to  read  just  a  feui  of  these 
captions — 60  seconds  or  less. 


Start  building  the  Network  Server 
you  need for  under  $11,000." 


The  mouse  draws  10  mA. 
Pop  quiz  to  follow. 


Should  it  ei  'er  be  necessary, 
replacing  the  logic  board  is  as 
simple  as  unplugging  the  old 
one  and  plugging  in  the  new. 


Choose  from  two  models,  the  Network 
Semer  500  and  the  Network  Semer  700. 
As  you’d  expect,  the  Network  Server  700 
offers  more  speed  and  expandability. 


Add  up  to  six  PCI  cards— Ethernet. 
FastEthemet,  PCI  RAID  disk  array 
(only  four  of  these,  sorry),  or  a  wide 
array  of  third-part)'  PCI  cards -in 
the  six  (count  them,  six)  open  slots. 


Losing  a  power  supply  doesn’t  have  to 
mean  losing  power.  Tlventy  seconds  is 
all  it  takes  to  replace  either  one  of  the 
two  optional  hot-swappable,  redun¬ 
dant  power  supplies  you  get  uith  the 
Network  Semer  700. 


Apple 

Premium 

Server 

Reseller 


Even  more  information  is  arailablet 

Call  800-503-3855  to  receive  a  list 
of  Apple  Premium  Server  Resellers 
plus  detailed  product  information 
by  fax,  or  surf  your  way  on  over  to 
uiww.solutions.apple.com/netserver. 
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Merlin 

delivers 

By  Esther  Schindler 

!  Interest  in  OS/2  is  much  higher  than  some 

:  people  might  imagine.  Late  on  Thursday,  June 

13,  IBM  announced  the  availability  of  a  beta 
release  of  the  next  version  of  OS/2  Warp, 
code-named  Merlin.  The  demand  was  so  high 
that  by  the  following  Monday,  all  10,000  copies 
were  allocated. 

Computerworld  examined  this  initial  beta 
from  the  perspective  of  an  existing  OS/2  user. 
It’s  impossible  to  make  authoritative  recom¬ 
mendations  based  on  completeness  and  reli¬ 
ability  when  dealing  with  beta  code,  of  course; 
if  the  software  didn’t  have  bugs,  it  wouldn’t  be 
in  beta. 

Many  of  Merlin’s  enhancements  are  in  the 
user  interface.  Speech  recognition  is  included. 

IBM  put  a  graph¬ 
ic  artist  to  work 
on  the  desktop, 
changing  the  ap¬ 
pearance  and  or¬ 
ganization  of  the 
Workplace  Shell. 
Merlin  also  supports  OpenDoc,  Java  applica¬ 
tions  and  TrueType.  A  few  long-requested 
user  interface  features  are  included  in  Merlin, 
such  as  support  for  the  Alt+Tab  combination 
to  toggle  among  applications.  However,  others 
—  a  configurable  Number  Lock  setting,  for 
example  —  still  aren’t  supported. 

Although  Merlin  has  some  “under  the 
hood”  architectural  changes,  many  of  them 
will  be  invisible  to  the  average  OS/2  user.  Of 
special  interest  to  software  developers  are  the 
Open32  application  programming  interfaces, 
which  will  help  Windows  developers  port 
32-bit  applications  to  OS/2. 

The  beauty  of  a  user  interface  is  clearly  in 
the  eye  of  its  beholder.  If  you  think  Windows 
95  is  pretty,  you’ll  think  Merlin  is  pretty.  But 
it’s  still  OS/2  Warp  underneath.  Thus,  if  you 

Merlin,  page  49 
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CASE  reincarnation 

Data  modeling  tools  simplify  migration  to  client/server  systems 


By  Dan  Richman 


CASE  is  dead.  Long  live 
the  improved,  repackaged 
CASE  —  now  known  as 
analysis,  modeling  and  de¬ 
sign. 

Many  vendors  of  com¬ 
puter-aided  software  engineering  (CASE) 
technology  —  more  than  two  dozen  in  the 
U.S.  alone  —  have  shucked  that  term, 
moved  their  products  to  the  desktop  and 
broken  them  into  tools  or  modules  to  let 
users  select  only  the  functions  they  need. 
Those  include  logical  data  modeling  (de¬ 
signing  databases),  physical  data  model¬ 
ing  (creating  databases  from  models)  and 
process  modeling  (designing  applications 
to  run  against  databases). 

Sales  of  data  modeling  tools  will  grow 
35%  per  year  through  the  year  2000,  pre¬ 
dicted  Mike  Blechar,  a  research  director 
at  Gartner  Group,  Inc.  in  Stamford,  Conn. 
In  comparison,  CASE  sales  fell  by  2.9% 
from  1993  to  1994  and  by  8.4%  from  1994 
to  1995  in  a  market  totaling  between  $1.38 
million  and  $1.55  million,  according  to 
International  Data  Corp.  in  Framingham, 
Mass. 

Data  modeling  tools  are  hot  because 
the  switch  to  client/server  systems  is  still 
under  way,  and  such  modules  ease  the 
transition,  he  said.  About  10  vendors  are 
active  in  some  combination  of  data  and 
Data  modeling,  page  49 


Sampling  of  some  analysis,  design  and 
modeling  tool  vendors 


Technology 

Vendor 

Product 

Data  modeling 

Logics  Works 

Erwin 

(Designing  databases) 

Princeton,  N.j. 

Cayenne  Software 

Groundworks; 

(formerly  Bachman 
Information  Systems) 
Burlington,  Mass. 

Terrain 

Sybase 

Emeryville,  Calif. 

S-Designor 

Process  modeling 

(Designing  applications) 

Popkin  Software 
and  Systems 

New  York 

System  Architect 

LBMS 

Houston 

Systems  Engineer 

Data  and 

process  modeling 

Texas  Instruments 
Dallas 

Composer 

Computer  Systems 
Advisers 

Wooddiff  Lake,  N.J. 

Sitverrun 

Asymetrix 

Bellevue,  Wash. 

infoModeler 

Source:  Gartner  Group,  Inc.,  Stamford,  Conn. 


CONFIGURABLE  NETWORK 


COMPUTING  IS  HERE! 


Now  you  can  get  back  to  running  your  business.  Instead  of  your  software.  Configurable  Network 
Computing,™  available  only  in  J.D.  Edwards  One  World  “  enterprise- wide  software,  transcends  the 
limitations  of  client/server.  To  find  out  more  call  1-800-727-5333.  Or  visit  www.jdedwards.com 


J.D.  Edwards  is  a  registered  trademark  of  J.D.  Edwards  &  Company.  OneWorld  and  Configurable  Network  Computing  are  trademarks  of  J.D.  Edwards  World  Source  Company 
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Software 
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StorageTek 


Where  the  world’s  information  qoes. 


The  FortunO  500  has  information 

worth  as  much  as  all  the  treasures 
in  the  Louvre,  the  Met  and  the 

British  Museum  COITlbinsd:- 


Ever  wonder  who 
takes  care  of  it? 


©  Copyright  1996  Storage  Technology  Corporation.  All  rights  reserved.  StorageTek  is  a  registered  trademark  of  Storage  Technology  Corporation. 


A  customer  database  may  not  possess  the  jolting 
power  of  a  Picasso.  But  in  the  right  place,  at  the 
right  time,  it  is  worth  considerably  more.  These 
days,  the  world  runs  on  information — information 
stored  on  systems  from  StorageTek?  Why  are 
our  systems  chosen  for  the  world’s  most  valuable 
information?  The  answer  is  simple:  reliability. 
Want  to  find  out  how  our  systems  can  make  your 
valuable  information  work  even  harder?  Just  call 
1  800  922-3260,  ext.1400.  Or  visit  us  on  the  Web. 


Sujxmor  autoDiateci 
fxick-tip  and  restore 
J'mm  the  mnid's 
largest  mamij'achirer 
of  8mm 
tape  libraries. 


Some  things  are  hard  to  believe.  Like  disasters  and  total  data  loss.  But  these  things  happen;  there’s 
documented  proof.  If  it  ever  happens  to  you,  an  Exabyte  8mm  tape  library  will  restore  your  data  faster 
than  you  can  say  “mission  critical.” 

Exabyte  libraries  employ  sophisticated  technology,  like  intelligent  robotics  and  multiple  drives  working  in 
parallel,  to  ensure  fully  automated  back-up  and  rapid  file  retrieval.  Our  modular,  field-rPplaceable-unit  design 
yields  maximum  uptime.  And  when  equipped  with  our  new  Mammoth  drive,  a  single  library  can  store  from 
1 40  gigabytes  up  to  3.2  terabytes  of  data  at  a  transfer  rate  up  to  86.4  GB/hr.* 

As  the  leader  in  8mm  technology,  we’ve  designed  our  libraries  to  be  compatible  with  60  software 
applications  across  all  client/server  platforms.  And  Exabyte  is  the  only  manufacturer  to  design  all  the 
components  in  a  family  of  libraries;  these  include  drives,  media  and  robotics. 

Our  tape  library  expertise  eases  integration,  assures  a  clear  upgrade  path, 
and  delivers  superior  performance,  all  at  just  pennies  per  megabyte. 

Capacity,  performance,  reliability,  and  fully  automated  back-up:  It  all  adds 
up  to  peace  of  mind  that’s,  well,  unbelievable. 


Cali  t-8(K)-lDiAB\TE 
for  your  free  storay,e 
automation  ptanner. 


EXA 


http://www.exabyte.com 

’2:1  compression  ©1996  Exabyte  Corporation.  Exabyte  is  a  registered  trademark  of  Exabyte  Corporation.  1685  38th  Street.  Boulder.  Colorado.  80301  USA. 
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location  arid  in  your  entire  organization. 


1 .  BUSINESS/INDUSTRY  (Circle  one) 

10.  Iltenufacturer  (other  than  computer) 

20.  Finance/lnsurance/Real  Estate 
30.  Meticallaw/Education 
40.  Wholesale/Retail/Trade 
50.  Business  Senrice  (except  DP) 
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Ooeratina  Systems 

(a)  Solaris  (e)  Mac  OS 

(b)  Netware  (f)  Windows  NT 

(c)  OS«  (g)  Windows 

(d)  Unix  (h)  NeXTStep 

Add.  Dev.  Products  O  Yes  □  No 

Netwoikinq  Products  3  Yes  O  No 
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10,000  -19,999 
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C. 

5,000  -  9,999 

□ 
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D. 

1,000  -  4,999 

□ 

o 

E. 

500  -  999 

□ 

o 

F, 

100  -  499 

□ 

□ 

G. 

50-99 

□ 

□ 

H, 

20-49 

o 

a 

J, 

10-19 

□ 

a 

□  □ 
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Apo.  Dev.  Products  O  Yes  □  No 
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4.  How  many  people  are  employed  at  this 
location  and  in  your  entire  organization, 
including  all  of  its  branches,  divisions  and 
subsidiaries? 

(Select  only  one  per  column.) 


A.  20,000  + 

B.  10,000-19,999 

C.  5,000  -  9,999 

D.  1,000  -  4,999 

E.  500  -  999 

F.  100  -  499 

G.  50-99 

H.  20-49 

J.  10-19 

K.  1  -9 


I.Atthis  2.  Entire 
location  Organization 

□  a 

□  □ 

□  a 

□  a 

□  o 

n  a 

n  □ 

a  n 

rj  o 

□  3 
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Software 


Real-world  groupware  books 


A  couple  of  new  reads  try  to  go  beyond 
the  technology  of  groupware.  The  books 
address  high-level  groupware  planning 
—  bringing  social  issues  into  the  mbc  — 
and  simple  examples  of  real-world  appli¬ 
cations  that  can  get  employees  to  use 
groupware. 

Designing  Groupware  by  Geoffrey  Bock 
and  David  Marca.  Computing  McGraw- 
Hill,  New  York; 
231  pages,  $40 
(hardcover). 

As  the  title  sug¬ 
gests,  this  book 
doesn’t  talk  just 
about  buying 
groupware  and 
installing  the 
software.  In¬ 
stead,  the  au¬ 
thors  explore 
groupware,  or  “computer-supported 
cooperative  work,”  in  the  context  of  how 
employees  actually  perform  their  work. 

After  providing  basic  guidelines  on 
what  groupware  is  all  about,  the  authors 
stress  that  groupware  must  be  designed 
on-site,  not  out  of  the  box.  No  specific 
groupware  products  are  addressed,  so 
readers  get  a  more  theoretical  under¬ 
standing  of  the  issues  involved  in  a 
groupware  installation  without  receiv¬ 
ing  information  that  is  slanted  to  one 
vendor  or  another. 

The  most  important  point  that  read¬ 
ers  will  learn  fi'om  this  book  is  that 
groupware  installations  don’t  remain 
static;  they  are  constantly  evolving 
along  with  the  social  and  organizational 
aspects  of  a  company. 

The  book  wraps  up  by  talking  about 
how  groupware  systems  can  help  main¬ 
tain  organizational  memory.  This 
doesn’t  mean  just  the  work  a  company 
does  but  the  social  and  business  context 
in  which  the  work  is  accomplished,  too. 


By  explaining  how  to  take  these  social 
changes  into  account,  the  book  can  help 
companies  deal  with  the  constant  flow  of 
employees  in  and  out  of  key  projects. 

The  Lotus  Notes  idea  Book  by  Jeff  Kovel, 
Kent  Quirk  and  Jay  Gabin.  Addison-Wes- 
ley  Publishing  Co.,  Reading,  Mass.;  391 
pages,  $24.95  (paperback). 

Now  for  the  hands-on  approach  to 
groupware.  This  book  takes  the  most 
recognized  name  in  groupware  — 
Notes  —  and  explains  it  with  specific  ap¬ 
plications  that  end  users  can  prepare 
and  use  easily.  Developers  can  get  ideas, 
too. 

As  one  user 
quoted  in  the 
book  says,  “I 
know  I  need 
Notes,  but  I 
don’t  know 
why.”  Each 
chapter  pro¬ 
vides  simple  ap¬ 
plication  exam¬ 
ples,  progressing  from  Notes  Mail  to 
small  group  applications  to  company¬ 
wide  applications  and  up  to  inter¬ 
company  applications. 

Examples  include  contact  manage¬ 
ment,  discussion  groups,  specification 
archives,  customer  feedback  databases, 
corporate  policy  manuals,  electronic 
newsletter  publishing  and  survey 
collection. 

The  book  doesn’t  really  focus  on  the 
infrastructure  and  design  issues  for 
Notes  administrators;  it  looks  at  the  ap¬ 
plications  themselves.  Users  learn  the 
reasoning  behind  the  applications  and 
how  to  progress  through  the  Notes  in¬ 
terface  to  create  the  databases  and  get 
users  working.  Case  studies  are  includ¬ 
ed  so  that  readers  can  see  how  other 
firms  addressed  similar  problems. 

—  Tim  Ouellette 


Data  modeling 
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process  modeling  (see  chart,  page  45). 

Mark  Coletta,  a  systems  analyst  at  NASA 
Lewis  Research  Center  in  Cleveland, 
recently  brought  in  Erwin,  a  $3,295  data 
modeling  tool  fi'om  Logic  Works,  Inc. 
in  Princeton,  N.J.  It  replaced  a  “tremen¬ 
dously  more  expensive,”  though  more 
fully  featured,  set  of  tools  fi'om  a  rival 
vendor.  “We  preferred  a  narrowly  focused 
tool  that  does  the  job  perfectly,”  he  said. 

Modeling  tools  from  Computer  Systems 
Advisers,  Inc.  in  Woodcliff  Lake,  N.J.,  more 
than  doubled  the  speed  at  which  major 
changes  can  be  made  to  a  100,000-record 
data  warehouse  at  Integrated  Device  Tech¬ 
nology,  Inc.,  a  semiconductor  manufacturer 
in  Santa  Clara,  Calif. 

When  shopping  for  a  data  or  process 
modeling  tool,  consider  the  following: 


•  Platform.  Few  run  on  anything  other 
than  Windows  and  OS/2. 

•  Table  capacity.  Some  can  handle  thou¬ 
sands,  others  only  hundreds. 

•  Logical  vs.  physical.  Some  can  create 
only  logical  database  structures,  but  others 
can  generate  the  databases  themselves  in  a 
particular  relational  database  management 
system’s  SQL. 

•  Number  of  vendors’  RDBMSs  sup¬ 
ported. 

•  Notations  (diagramming  schemes) 
supported.  IDEE  is  a  federal  standard  that 
may  be  required  when  dealing  with  the 
government.  At  least  six  other  notations 
are  also  popular. 

•  Number  of  developers  who  can  share 
models. 

•  What  is  generated.  Do  the  physical 
models  include  triggers,  stored  procedures 
and  other  extensions  unique  to  the  target 
RDBMS?  Do  they  include  Powersoft 
Corp.’s  PowerBuilder  or  Microsoft  Corp.’s 
Visual  Basic  interface  screens? 


Merlin 
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hate  OS/2  Warp’s  manner  of  doing  things, 
you’ll  probably  hate  Merlin. 

To  use  the  most  dramatic  enhancement 
to  Merlin’s  user  interface,  speech  recogni¬ 
tion,  you’ll  need  a  minimum  of  16M  bytes  of 
RAM  and  at  least  a  Pentium-based  machine 
running  at  100  MHz. 

We  tested  Merlin  on  a  133-MHz  Pentium- 
based  PC  with  32M  bytes  of  RAM  and  had 
no  performance  complaints.  Merlin  sup¬ 
ports  both  command-and-control  (“Font, 
Times  Roman,  12  poinf’)  and  dictation 
(“Please  order  another  case  of  dark  choco¬ 
late  ice  cream.”).  Speech  recognition  works 
with  any  multimedia  card  supported  by 
OS/2  (although  problems  have  been  re¬ 
ported  by  other  Merlin  users  in  the  beta) . 

Command-and-control  uses  continuous 
speech,  but  speech  dictation  requires  you 
to  pause  be¬ 
tween  every 
word.  Speech 
recognition  no 
longer  re¬ 
quires  individ¬ 
ual  user  train¬ 
ing  (as  it  did 
with  the  earlier 
VoiceType  Dic¬ 
tation),  but  ac¬ 
curacy  is  vast¬ 
ly  improved 
when  you  take  the  time  to  acquaint  the 
computer  with  how  you  pronounce  words. 

Weak  link 

OS/2’s  weakest  link  has  always  been  its  in¬ 
stallation.  Merlin  uses  a  more  flexible  for¬ 
mat  (also  used  in  OS/2  Warp  Server)  than 
OS/2  Warp  Connect,  and  more  installations 
seem  to  be  successful  on  the  first  try.  Yet,  in 
my  opinion,  the  installation  process  still 
needs  work.  The  questions  it  asks  assume 
an  understanding  of  computerese.  I  would 
prefer  an  installation  based  on  ‘What  will 
you  do  with  this  computer?”  Then,  if  I  say  I 
want  to  use  the  Internet,  the  computer 
knows  to  install  TCP/IP  support. 

Although  the  driver  situation  is  much  im¬ 
proved  (Merlin  has  a  CD-ROM  full  of  them 
plus  nicely  implemented  links  to  company 
Web  sites  providing  more),  it  does  have 


Intranet  tools  bow 

CenterView  Software,  Inc.,  a  San 
Francisco  start-up,  has  announced  three 
products  for  building  intranet  applica¬ 
tions.  Database  Neighborhood,  set  to 
ship  by  Sept.  1  for  up  to  $2,000  per 
server,  opens  corporate  databases  to 
intranet  applications.  Data  Director, 
available  immediately  for  $1,295  per 
developer,  is  an  environment  for  devel¬ 
oping  intranet  applications  in  Visual 
Basic.  ActiveSQL  is  a  Microsoft  Corp. 
ActiveX  control  that  developers  can  em- 


some  rough  spots,  especially  for  older 
equipment.  We  had  to  download  an  Eagle 
NE2000  driver  from  the  OS2USER  forum 
on  CompuServe,  even  though  the  driver 
CD-ROM  claimed  it  was  included.  We 
never  did  get  an  older  Standard  Microsys¬ 
tems  Corp.  ElitePlus  Ethernet  card  to  in¬ 
stall  correctly. 

To  be  fair,  support  for  a  1991  vintage 
SoundBlaster  Pro  worked  without  incident. 
These  are  the  issues  that  beta-testing  is 
supposed  to  solve,  so  it’s  too  early  to  draw 
any  conclusions. 

Problem  areas 

Some  users  report  in  online  forums  that 
the  “fix”  for  OS/2’s  Single  Input  Queue  — 
the  mechanism  OS/2  uses  to  listen  for  in¬ 
put  —  is  an  awkward  kludge  that  doesn’t 
always  work  properly. 

Font  rendering  is  also  reportedly  worse 
in  Merlin,  in  that  both  Adobe  Type  Man¬ 
ager  and  TrueType  outline  fonts  are  dis¬ 
played  and  scaled  improperly.  Most  dis¬ 


tressing,  the  beta  bug-reporting  system  has 
bugs  that  keep  testers  from  telling  IBM 
about  the  problems  they  discover.  As  you 
would  expect,  IBM  plans  to  address  these 
issues  by  the  time  Merlin  ships  later  this 
year. 

Based  on  what  we’ve  seen  so  far,  if  you 
depend  on  OS/2  to  get  your  work  done. 
Merlin  will  be  a  no-brainer  upgrade.  If 
you’ve  considered  OS/2  Warp’s  user  inter¬ 
face  a  major  barrier  in  the  past.  Merlin 
might  be  enough  to  change  your  mind.  It’s 
too  early  to  make  strong  recommenda¬ 
tions,  but  our  initial  response  is:  So  far,  so 
good. 


Schindler  is  a  writer  and  reviewer  in  Phoenbc  and 
program  chairwoman  of  the  Phoenix  OS/2  Soci¬ 
ety.  She  can  be  reached  at  esther@primenet. 
com. 


bed  in  a  World  Wide  Web  page  to  create 
interactive  database-oriented  applica¬ 
tions.  It  will  cost  $195  per  developer  and 
is  promised  by  Sept.  1. 

IBM  details  objects 

IBM  recently  briefed  customers  on 
forthcoming  mainframe  versions  of  its 
object-oriented  development  technol¬ 
ogies.  The  briefings  —  with  extensive 
tutorials  —  included  object-oriented 
Cobol  and  an  MVS  version  of  IBM’s  Sys¬ 
tem  Object  Model  object  infrastructure, 
which  was  designed  to  interoperate  with 
object  technology  from  Microsoft,  Dig¬ 
ital  Equipment  Corp,,  Sun  Microsys¬ 
tems,  Inc.  and  other  vendors. 


New  functions  in  Merlin 


Speech  recognition  to  manage  applications 
and  to  dictate  documents 

Graphical  user  interface  where  users  can 
customize  screen  with  colored  fonts  and 
selected  backgrounds 

Supports  OpenDoc  and  java  applications 
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rating: 


*Could  slip  to  B-  or  jump  to  A,  depending  on  the  work  IBM 
puts  into  Merlin  before  it  ships 
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as  well  without 
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Presenting 

IBM  Software  Servers. 

Now  the  client/server 
picture  is  complete. 

- - — 

It’s  amazing  how  well  client/server 
computing  can  work.  Especially  when  you 
put  something  between  your  clients  and 
servers  that  makes  everything  work 
together  more  smoothly.  That’s  why  we 
created  seven  new  IBM  Software  Servers. 
They  support  all  major  clients,  and  they’ll 
run  on  the  platform  of  your  choice:  0S/2f 
Windows  NT™  or  AlXf  And  best  of  all, 
they’re  designed  to  work  together 
seamlessly.  All  for  one  and  one  for  all. 
For  your  complimentary  Preview  Kit,  visit 
www.software.ibm.com/info/gellO/  or 
just  call  us  at  1  800  IBM-7955,  ext.  gellO. 


Lotus  Notes® 

The  leader  in  messaging 
and  groupware. 

Database  Server 
Helps  workgroups  and  companies 
share  important  data. 

Internet  Connection  Server 

A  solid  foundation  for 
building  Web-based  business. 

Communications  Server 

A  powerful  gateway  for 
connecting  diverse  systems. 

Transaction  Server 
A  flexible  infrastructure  for 
mission-critical  applications. 

Directory  and  Security  Server 
Manages  companywide  users  and 
resources  from  one  desk. 

Systems  Management  Server 
Automates  management  of 
multivendor  distributed  systems. 


Solutions  for  a  small  planet  ” 
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Development 


Web  developers  face  security  quandary 


Concerns  voiced  about  ActiveX,  Java  components 


By  Frank  Hayes 


Developers  of  World  Wide  Web-based 
applications  must  decide  between  two  radi¬ 
cally  different  approaches  to  security  when 
they  use  components  based  on  Microsoft 
Corp.’s  ActiveX  or  applets  that  incorporate 
Sun  Microsystems,  Inc.’sjava. 

“The  first  thing  peo¬ 
ple  think  of  is,  ‘There’s 
no  way  I’m  going  to  let 
some  browser  download 
code  and  run  it  on  my 
PC,’  ’’  said  Michael 
Brando,  an  engineering 
manager  at  Perkin- 
Elmer  Corp.  in  San  Jose, 

Calif. 

But  that’s  exactly 
what  both  ActiveX  and 
Java  components  do. 

To  protect  users  of 
ActiveX  components,  de¬ 
velopers  can  register  a 
“digital  signature”  that 
can  be  added  to  each 
component,  according 
to  Microsoft. 

The  signature  system 
allows  Web  browsers  to 
confirm  the  source  and 
integrity  of  a  component 
before  it  runs  on  a  user’s  machine.  The  sig¬ 
nature  system  is  administered  by  VeriSign, 
Inc.  in  Mountain  View,  Calif. 

But  once  running,  ActiveX  components 


have  full  access  to  a  user’s  files,  network 
connections  and  other  machine  resources. 

In  contrast.  Sun’s  Java  allows  any  applet 
to  run  on  a  user’s  machine  but  prevents  it 
from  gaining  access  to  a  user’s  files  and 
other  resources. 

In  effect,  Java  lets  anyone  into  the  house 
but  watches  all  visitors  like  a  hawk.  ActiveX 
lets  in  only  trusted 
friends  —  and  if  they 
turn  out  to  be  unworthy 
of  that  trust,  they  could 
steal  the  television  or 
burn  down  the  house. 

Security  gaps 

Both  security  approach¬ 
es  have  been  criticized 
by  independent  security 
researchers,  who  have 
turned  up  a  succession 
of  holes  in  Java’s  securi¬ 
ty  blanket  since  it  began 
shipping  earlier  this 
year. 

But  even  greater  prob¬ 
lems  come  “if  you  also 
don’t  care  about  basic  se¬ 
curity,  as  Microsoft  ap¬ 
parently  doesn’t,”  said 
David  Hopwood,  a  re¬ 
searcher  at  Oxford  Uni¬ 
versity.  Hopwood  has  also  found  Java  secu¬ 
rity  flaws. 

Another  researcher  charged  that  Veri¬ 
Sign  doesn’t  adequately  check  applicants 


Dueling  security 
approaches 


ActiveX 


•  Uses  digital  signatures 
to  block  unauthorized 
components  from  being 
downloaded  across  the 
Internet 


•  Does  not  limit  any  com¬ 
ponent’s  access  to  files 
or  other  system  resources 


•  Does  not  block  any 
applets  from  being  down¬ 
loaded  across  the  Internet 


•  Blocks  applet  access  to 
files,  network  connections 
and  system  resources 


MEDICAL  ALERT... 

Unix  Programming  Suspect  in 
Waw  of  Migraine  Headaches 

Stop  beating  your  head 
against  unusable  tools! 
Instead,  use  mainframe- 
style  tools  on  Unix  for 
immediate  productivity. 

uni-SPF  ispf-style  Editor,  Browse, 
Utilities,  ...  even  Dialog  Mgmt! 

uni-REXX  Portable  System  Control 
and  Macro  Language 

uui-XEDIT  cms-style  Editor  with 
Full  Macro  Support 


wrk/grp 

The  Workstation  GroupH^  If 


800-228-0255 
sales@wrkgrp.com 
htt  p  ://www.  wrkgrp .  com 


for  digital  signatures.  Kevin  McCurley,  a 
security  researcher  at  Sandia  National  Lab¬ 
oratories  in  Albuquerque,  N.M.,  said  he 
was  awarded  digital  certificates  apparently 
without  even  minimal  checks  for  authentic¬ 
ity  by  VeriSign. 

In  addition,  users  can  turn  off  ActiveX’s 
security  checks  and  allow  any  ActiveX 
component  to  run,  including  those  without 


any  digital  signatures. 

In  the  end,  users  may  have  to  depend  on 
their  own  ability  as  much  as  ActiveX  or  Java 
security  schemes  to  protect  data.  “If  you 
don’t  want  the  machine  to  come  down,  then 
don’t  expose  it  to  risk,”  said  Michael  Shoff- 
ner,  vice  president  at  Prominence  Dot 
Com,  an  Internet  development  firm  in 
Chapel  Hill,  N.C. 


Data  visualization  software 
that  stands  alone  in  the  crowd 


By  Sharon  Gaudin 


Holding  up  the  adage  that  seeing  is  believ¬ 
ing,  Belmont  Research,  Inc.  has  come  out 
with  stand-alone  data  visualization  and 
graphical  reporting  software. 

Analysts  and  users  say  the  software  — 
CrossGraphsx  —  will  help  users  spot  and 
understand  trends  in  their  data.  The  pack- 

_  age  presents  infor- 

mation  in  an  array 

warehousing  based  on 

_ 2  vanous  parame¬ 
ters  —  instead  of 
standard  numerical  tables  or  single  graphs. 

“We’re  very  excited  [because  this  could] 
save  staff  years,”  said  Ken  Edmunds,  a 
computer  specialist  at  the  U.S.  Food  and 
Drug  Administration,  which  has  been  test¬ 
ing  the  software  for  a  year.  “Before,  we  had 
to  dig  through  pages  of  graphs  on  different 
parameters.  With  this,  we  get  an 
all-in-one  overview.” 

CrossGraphsx  was  designed  to 
partition  data  by  various  catego¬ 
ries,  including  quantities,  percent¬ 
ages  or  time  frames  such  as  year, 
month,  date,  hour  or  second.  It  is 
touted  as  capable  of  automatically 
splitting  data  into  such  subsets 
without  programming. 

CrossGraphsx  is  shipping  now. 

It  has  a  list  price  starting  at  $795 
for  all  Windows  platforms  and 
starts  at  $1,595  per  user  for  sys¬ 
tems  running  on  SunOS,  Solaris 
and  Hewlett-Packard  Co.’s  Unix. 

“Data  visualization  tools  can 
help  you  see  trends  already  existing  in  your 
data  warehouse  without  doing  much  else  to 
it  —  trends  you  probably  would  have 
missed,”  said  Robert  Moran,  an  analyst  at 


Aberdeen  Group,  Inc.  in  Boston.  “Cross¬ 
Graphsx  does  that  well.” 

Frank  Gillett,  an  analyst  at  Hurwitz 
Group,  Inc.  in  Newton,  Mass.,  said  Cam¬ 
bridge,  Mass.-based  Beknont  Research’s 
innovation  in  extracting  meaning  fi'om 
mounds  of  data  may  be  moving  the  market 
to  the  next  level. 

Breakthrough 

Gillett  called  CrossGraphsx  the  first 
visualization  software  that  isn’t  embedded 
in  other  products,  such  as  IQ  Software 
Corp.’s  IQ  Objects  and  Microsoft  Corp.’s 
Excel.  “Data  is  a  haystack,  and  visualization 
helps  you  see  the  patterns,”  he  said. 

But  he  added  that  CrossGraphsx  is  a  so¬ 
phisticated  tool  that  may  be  more  than 
many  users  need.  He  said  users  who  are  ac¬ 
customed  to  having  their  visualization  tools 
embedded  in  their  larger  programs  may 


not  change  to  stand-alone  software.  “It 
could  be  a  long-term  disadvantage  because 
[some]  would  rather  have  it  fit  in  naturally 
with  their  tools.” 


CrossGraphsx  software  helps  users  understand  trends 
in  their  data  by  presenting  information  in  an  array  of 
graphs  based  on  various  parameters 


New  Product 


Clarify,  Inc.  has  introduced  Account 
Manager. 

According  to  the  San  Jose,  Calif.,  compa¬ 
ny,  Account  Manager  is  a  software  system 
that  provides  managers  comprehensive, 
up-to-date  information  on  accounts  they 
manage  by  giving  them  an  executive  sum¬ 


mary  of  selected  information  stored  in  a 
Clarify  database.  It  was  designed  to  give 
users  a  fast,  flexible  view  of  customer  data 
at  several  account-specific  levels,  including 
geographical  locations,  contacts,  contracts 
and  account  activity. 

Pricing  for  Account  Manager  starts  at 
$15,000  per  server  license. 

►  Clarify 
www.clarify.com 
(408)  428-2000 


COMPUTERWORLD  JULY  29,  1996  (www.computerwortd.com) 


I 

I 


I 


The  company  that  defined  the  state-of-the-art  in  quad  processing 
Pentium  technology  now  takes  the  server  world  to  the  next  level.  Introducing 

theALR  Revolution  QuadR.thete 


server 


PENTIUM.PRO 

PROCESSOR 


to  offer  the  power  of  four  1 66  “  or  200-MHz 
PentiivnPro  chips.  With  its  advanced  processing, 

integrated  hardware  management 


A 


i 

^  Lilliu 


► 


features,  and  unequalled  expandability, 
this  amazing  system  is  re-defining  the 
PC  server’s  role  in  today’s  business  world. 

Engineered  specifically  for  32  bit  SAIP  capa¬ 
ble  operating  systems  such  as  Windows®  NT, 

Netware®  SMP  and  SCO®  UNIX,  the  ALR 
Revolution  Quad6  offers  superior  server  technology 
for  transaction  processing,  inventory  management, 
database  queries,  and  other  enterprise-wide  applications.  It  supports 

four-way  memory  interleaving  ,  giving  this  system  a  data  band 


Equipped  with  ALR’s  Quick 
Hot  Swap  option,  the 
Revolution  Quads  supports 
over26-GB  of  hot-swap¬ 
pable  RAIDS  data  storage. 


width  that  rivals  costly,  proprietary,  mini  and  main- 
firame  computer  technology.  Combine  this  wide 

data  path  with  up  to  2-GB  of  RAM  ,  and  you 

have  the  ideal  solution  for  any  busmess  that  needs 
to  gather,  analyze,  and  access  massive  amounts  of 

data.  And  with  its  large,  double-wide  chassis, 

integrated  security  features,  and  available  fault 
tolerant  storage  options,  the  Revolution  Quad6  is 
also  an  ideal  place  to  store  this  data. 

Safe-guarding  all  this  hardware  is  ALR’s 

new  integrated  Server  Hardware  ManagernentsysKm. 

Utilizing  an  array  of  built-in  sensors,  ALR  InforManager  monitors  key  envi¬ 
ronmental  data  such  as  processor  temperature,  fan  operation,  system  voltage, 
and  chassis  security.  This  up-to-the-minute  data  is  then  relayed  to  a  touch¬ 
screen  LCD  control  panel,  so  operators  can  correct  system  problems  before 
costly  server  downtime  and  component  damage. 

It’s  yet  another  example  of  the  attention  to  detail  and  superior 
quality  that  is  built  into  every  ALR  server.  Quality  that’s  backed 
by  a  industiy  leading  warranty  that  will  take  you  right  into  the 
next  century. 

The  time  for  waiting  is  over.  Superior  server  technology  is  here.  To 
order  your  ALR  Revolution  Quad6,  or  for  more  in-depth  infomiation,  con¬ 
tact  your  local  ALR  reseller.  Or  call  our  toll-free  number  today. 


they  lead  to 


warranty 


With  fifteen  available  expansion  slots, 
Including  8  PCI  slots,  the  Revolution 
Quads  offers  superior  flexibility. 


1 -800-444-4ALR  (ref#5802) 


Advanced  Logic  Research,  Inc 


ALR  is  on  the  Inteniet  -  litt]i://wwviLalr.com,  CompuServe  -  GO  alrinc.  &  America  Online  ■  Keyword  alr 

Advanced  LogK:  Research,  Inc  9401  Jeronima  Irvine,  CA  92716  (714)561-6770  n0(:  (714)  581-9240  Prices,  configurabons  and  speoficalions  subject  to  change  without  nobce 
Systems  shown  widi  opbona)  eqmpmenL  Pncmg  based  on  U.S.  dolars  ALR  is  a  registered  trademark  of  Advanced  Loge  Research.  Inc  Pentium  logo  and  Intel  Inside  logos  are  trade¬ 
marks  of  Intel  Corporation  All  other  brand  and  product  names  are  trademarks  or  registerad  trademarks  of  their  respective  owners.  0 1996  by  ALR 
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Another 


Adobe  FrameMaker  5  on  Windows  95  &  NT. 
Makes  short  work  oe  long  documents. 


Adobe*  FrameMaker®  5,  the  leading  document  publishing  software,  automates  your  time  consuming 
authoring,  formatting,  and  page  layout  tasks.  And  now  its  multi-platform’  support  includes  Windows*  95 
and  NT.  Adobe  ErameMaker  lets  you  easily  create  long  documents  like  books 
with  cross-references  and  indices.  What’s  more,  it’s  the  perfect  tool  to  distribute 


Download  a  free  HTML  plug-in  from 
www.adobe.com/special/hotamale 


critical  documents  on  the  Internet  and  intranet,  making  it  easier  than  ever  to  publish  online  product  documentation,  business 
proposals,  engineering  specs,  training  manuals  and  more.  If  you’ve  got  a  big  job  on  any  platform,  now  you’ve 
got  the  power  to  meet  the  challenge.  For  more  on  Adobe  FrameMaker  5,  call  1-800-388-9883  extension  23703. 

If  you  can  dream  it,  you  can  do  itr  Adob6 


'Also  available  on  Windows  3.1,  Macintosh’  Power  Macintosh*  and  UNIX:  SunOST  Sun"  Solaris’,  HP/UX,  Digital  UNIX*  Silicon  Graphics’  IRIX’,  HIM*  AIX*.  Adobe,  the  Adobe  logo,  FrameMaker  and  the  tagline, 
“If  you  can  dream  it,  you  can  do  it”  are  trademarks  of  Adobe  Systems  Incorporated.  All  other  marks  are  the  property  of  their  respective  companies.  ©1996  Adobe  Systems  Incorporated.  All  rights  reserved. 
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implementation 


The  best 
laid  plans 

Don’t  become  too  attached  to  that  beautiful  blueprint  of  your  new  warehouse. 
Implementation  requires  constant  rethinking  and  redesigning  —  especially  once 
users  enter  the  picture.  By  Alice  UaPlante 


This  is  the  second 
part  of  a  two-part 
series  on  data 
warehousing.  See 
Computerworld’s 
June  24th  issue  for 
Part  1:  Planning 
the  future. 


“Even  after  your 
architectural  work 
is  done,  you’re  still 
shooting  at  a 
moving  target.” 

Jack  Sweeney 
Director  of  Information 
Management  Resources 
Bank  of  Boston 


PdUl  TOUHGSy  Uke  almost 
every  other  data  warehouse  guru,  has  imple¬ 
mentation  horror  stories  to  tell. 

Tonnes,  a  data  warehousing  designer  for 
Group  Health  Corp.,  a  Seattle-hased  health 
maintenance  organization,  had  a  certain  table- 
population  methodology  in  mind  when  he  ini¬ 
tially  designed  his  data  warehouse,  which  was 
built  using  a  Sybase  Inc.  database  running  on 
a  Sun  Microsystems,  Inc.  Unix  server.  But 
then  reality  hit  in  the  form  of  serious  perfor¬ 
mance  snags. 

“It  took  hours  to  popu¬ 
late  tables  that  should 
have  taken  only  minutes,” 
Tonnes  says. 

The  system  was  close 
to  operational,  the 
design  was  complete  and 
the  code  had  been 
debugged.  No  matter. 
Tonnes  had  to  scramble 
for  a  work-around.  He 
eventually  found  a  way  to 
import  data  into  tables 
more  efficiently,  using  a 
Sybase  “bulk  copy”  pro¬ 
cedure,  that  solved  the 
problem. 

Tonnes  is  not  alone. 
Ask  anyone  involved  in  a 
data  warehouse  project 
and  they’ll  tell  you  that 
they’ve  learned  not  to  be 
stymied  by  such  prob¬ 
lems.  The  key  to  keeping  your  sanity,  they  say, 
is  to  expect  that  a  warehouse  design  will  never 
be  set  in  stone. 

“Even  after  your  architectural  work  is 
done,  you’re  still  shooting  at  a  moving  target,” 
agrees  Jack  Sweeney,  director  of  information 
management  resources  at  Bank  of  Boston. 
Sweeney’s  group  started  implementing  a  data 
warehouse  two  years  ago. 

Among  other  things,  Sweeney  had  to 
throw  out  a  number  of  the  original  end-user 
querying  and  reporting  tools,  because, 
despite  having  passed  initial  evaluations, 
the  users  couldn’t  figure  out  how  to  work 
with  them. 

Sweeney  eventually  formed  an  advisory 
board  containing  representatives  from  all 
lines  of  business  that  were  using  the  ware¬ 
house.  The  group  meets  every  three  weeks  to 


help  him  hammer  out  implementation  issues 
as  they  arise. 


How  long  is 
too  long? 

Is  a  year  a  long  time  to  keep  a  system  from  full- 
scale  implementation?  Greg  McFadden  doesn’t 
think  so.  He  believes  so  strongly  that  change  in 
a  data  warehouse  is  inevitable  that  he  won’t 
release  a  system  for  general  use  until  nine  to  12 
months  after  coding  is  complete. 

McFadden,  project  manager  for  the  corpo¬ 
rate  information  warehouse  at  Detroit  Edison, 
allows  a  small  group  of  users  —  perhaps  half  a 
dozen  or  so  —  to  test  the  various  warehouses 
under  construction  at  the  Detroit-based  utility. 

“Even  if  you’ve  done  a  terrific  job  of  design¬ 
ing  these  warehouses,  you  never  know  whether 
theyll  really  work  until  you  let  users  go  banging 
up  against  them,”  says  McFadden.  “I  like  to 
keep  various  projects  in  the  oven  —  baking,  if 
you  will  —  until  we’re  sure  they’re  done.” 

How  can  management  tolerate  this 
leisurely  approach  to  implementation?  It  can’t 
afford  not  to.  Typically,  a  data  warehouse  project 
is  being  implemented  in  conjunction  with  mov¬ 
ing  legacy  databases  onto  a  client/ server  archi¬ 
tecture.  So  taking  time  to  agree  on  data  defini¬ 
tions  and  data  elements  for  these  warehouses 


actually  helps  with  the  design  of  the  new 
client/server  operational  systems. 


Can-do  attitude 

Besides  being  flexible,  you  must  be  innovative. 
If  there  is  no  product  on  the  market  that  does 
what  you  need  done,  be  prepared  to  invent  one. 

Motorola  Corp.’s  Semiconductor  FYoducts 
Sector,  in  Tempe,  Ariz.,  found  itself  in  that  posi¬ 
tion  four  years  ago  when  it  designed  a  distrib¬ 
uted  Oracle  Corp.  data  warehouse  that  was 
implemented  worldwide  via  multiple  intercon¬ 
nected  nodes.  Currently  there  are  nine  nodes;  at 
least  three  more  will  be  added  this  year. 
Although  each  database  is  physically  separate, 
employees  can  log  on  at  any  time  and  get  a  view 
of  all  data  that  exists  across  all  nine  nodes. 

This  ambitious  architecture  led  to  technical 
challenges.  Motorola  was  so  far  ahead  of  the 
technology  curve  in  using  distributed  database 
concepts  that  the  data  warehouse  team  had  to 
write  its  own  Motif-based  distributed  tools. 
TTese  tools  manage  replication  of  the  nine  Ora¬ 
cle  distributed  databases  that  reside  on  Hewlett- 
Packard  and  IBM  Unix  servers  worldwide. 

Now  that  Oracle  has  released  its  own  dis¬ 
tributed  replication  tools,  “we’re  looking  to  see  if 
it  makes  sense  to  replace  our  home-grown  tools 
with  theirs,”  says  Mike  Issar,  Motorola’s  data¬ 
base  administrator  for  the  project 

Motorola  faced  the  same  problem  with  the 
end-user  querying  and  reporting  software. 
Because  of  the  diversity  of  the  client  systems 
used  within  Motorola’s  worldwide  operations. 
Motorola  developed  its  own.  A  critical  aspect  of 
Motorola’s  end-user  tools  is  their  ability  to 
“schedule”  database  reports,  which  are 
processed  and  delivered  at  the  exact  times  or 
intervals  specified  by  users.  “This  scheduling 
feature  is  very  important  to  our  users,  and  at  this 
point,  most  of  the  querying  tools  on  the  market 
don’t  offer  it,”  Issar  says. 


Power  to 
the  people 

Often  the  most  challenging  issue  that  arises 
from  a  data  warehouse  rollout  is  not  technical 


The  Do’s  and  Don’ts  of  Data  Warehouse  Design 


Do’s 

•  Do  build  your  data  warehouse  on  a  high 
value,  high  ROI  set  of  subject  areas,  and 
measure  the  impact  on  the  business. 

•  Do  build  a  cross-functional  data  ware¬ 
house  team  of  all  IT  disciplines  and  end 
users. 

•  Do  build  the  warehouse  in  iterative  steps, 
with  incremental  deliverables. 

•Do  build  on  a  scalable  architecture. 

•  Do  build  the  warehouse  in  conjunction 
with  an  enterprise  data  architecture  initia¬ 
tive  that  complies  with  an  enterprise  data 
model.  The  model  should  allow  for  easy 
integration  of  other  subject  areas. 


Don’ts 

•Don’t  underestimate  the  operational  foot¬ 
print  of  the  warehouse. 

•  Don’t  commit  to  an  aggressive  rollout 
schedule. 

•  Don’t  underestimate  the  value  of  meta¬ 
data,  both  business  and  technical. 

•Don’t  allow  premature  “production” 
access  to  the  data. 

•Don’t  be  afraid  to  ask  for  help  from  ven¬ 
dors  and  industry  experts. 

By  Marc  E.  Goldberg,  president  of  System 
Architecture  Associates  in  New  Orleans. 
Email:  mgolden563@aol.com. 
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but  organizational.  Because  warehouses  can 
bring  great  power  to  users,  they  can  upset  the 
status  quo. 

Users  at  Arizona  State  University,  a 
Tempe,  Ariz.-based  school  with  an  enrollment 
of  45,000  students,  know  just  how  powerful  a 
data  warehouse  can  be.  ASU’s  warehouse, 
begun  four  years  ago,  uses  a  Sybase  database 
engine  running  on  Unix  servers  from  Sun 
Microsystems  to  cull  data  from  a  variety  of 
legacy  systems  to  provide  a  central  clearing¬ 
house  for  data  on  university  finances,  human 
resources,  academic  scheduling,  financial  aid 
and  student  demographics. 

The  warehouse  had  a  liberating  effect 
on  the  faculty.  First,  there  was  the  academic 
department  that  won  a  $500,000  federal  grant 
by  querying  the  just-built  warehouse  on  eth¬ 
nicity  statistics  and  generating  extensive 
reports  in  just  24  hours.  “If  they  had  put  in  a 
request  for  an  ad  hoc  report,  they  would 
have  waited  two  weeks,”  says  John  Rome, 


assistant  data  administrator. 

Then  there  was  another  department,  long 
unhappy  over  what  it  felt  was  unfair  allocation 
of  classrooms,  that  armed  itself  with  informa¬ 
tion  from  the  warehouse  after  being  told  yet 
again  that  there  were  insufficient  rooms  to 
schedule  courses. 

“This  department  used  the  data  ware¬ 
house  to  go  into  scheduling  and  facilities 
records  and  determine  that  there  were  indeed 
rooms  available  when  they  needed  them,”  says 
Rome.  The  result?  A  confrontation  with  the 
facilities  scheduling  department  that  ended  up 
in  the  office  of  the  president. 

But  that  kind  of  power  comes  only  when 
users  know  what  to  do  with  the  data  that  the 
warehouse  produces,  insists  Jeff  Chasney, 
senior  vice  president  of  IS  and  CIO  at  Vicorp 
Restaurants,  Inc.  The  Denver-based  restau¬ 
rant-holding  company  controls  the  Bakers 
Square,  Village  Inn,  and  Angels  restaurant 
chains.  Chasney  oversees  an  enterprisewide 


data  repository  that  has  been  feeding  several 
hundred  data  marts  scattered  throughout 
Vicorp’s  operations  for  more  than  two  years. 

His  biggest  challenge  is  “combating  the 
idea  that  putting  these  tools  in  place  will  elimi¬ 
nate  the  need  for  thorough  business  analyses.” 

For  example,  one  of  his  querying  tools 
performs  a  moving  average.  “But  do  users 
understand  what  a  moving  average  is?,”  asks 
Chasney.  “Do  they  understand  the  anomalies 
that  can  occur?  How  can  those  affect  the  kinds 
of  conclusions  you  draw?” 

In  short,  having  good  data  repositories 
and  end-user  reporting  tools  “doesn’t  negate 
the  need  for  a  solid  statistical  background,  or 
for  superb  analysis  skills,”  says  Chasney.  “Yes, 
you’ve  given  your  users  quicker  access  to  crit¬ 
ical  information.  But  it’s  no  substitute  for  basic 
knowledge  and  experience.” 


LaPlante  is  a  free-lance  writer  based  in  Wood- 
side,  Calif 


Don’t  get 

Watch  out  for  these  common  'gotchas'  By  juiia  King 


sided 


In  a  recent  study  of  100  infor¬ 
mation  managers,  Computerworld  identified 
some  tips  for  avoiding  the  top  three  business 
and  technical  problems  involved  in  building  data 
warehouses. 

On  the  business  side: 

1.  Manage  expectations.  It’s  important 
to  start  with  realistic  expectations.  Most  IS  man¬ 
agers  expect  that  building  a  data  warehouse  will 
be  a  lot  like  other  information  systems  projects. 
It’s  not  It’s  an  ongoing  and  volatile  process.  Data 
is  continually  being  added  and  subtracted.  Users 
and  their  information  needs  change  constantly. 

“You  don’t  build  a  data  warehouse  in  six 
months  and  then  you’re  done  with  it,  and  this 
expectation  needs  to  be  set  from  the  start,”  says 
Neil  Raden,  president  of  Archer  Decision  Sci¬ 
ences,  Inc.,  a  data  warehousing  consulting  firm 
in  Santa  Barbara,  Calif. 

And  remember,  it  takes  an  average  of  two 
to  three  weeks  to  apply  that  training,  say  both  IS 
staffers  and  users. 

2.  Control  the  cost  of  implementation. 
As  users  learn  how  to  work  with  a  warehouse, 
they  will  begin  to  demand  more  information  at 
faster  speeds,  which  translates  into  more  data 
storage  capacity  and  greater  processing  power. 
This  can  blow  the  lid  off  the  cost  of  the  project 

So,  start  small  —  perhaps  by  using  a  data 
mart  approach  —  and  calculate  return  on  invest¬ 
ment  for  each  step  of  the  project  For  example, 
give  managers  access  to  payroll  data  as  opposed 
to  all  accounts  payable  records,  suggests  Brian 
Murphy,  a  senior  analyst  at  The  Yankee  Group 
in  Boston.  This  will  help  to  limit  costs,  but  limit¬ 
ing  users’  demands  may  be  more  difficult 

3.  Train  people  to  understand  the 
data.  Frequent  turnover  in  data  warehouse 
users  means  training  must  be  continual. 


Capitalize  on  current  users’  experience  by 
having  them  write  documentation  from  which 
subsequent  users  can  learn.  “We  thrive  on  man¬ 
uals  here,  which  makes  training  from  one  per¬ 
son  to  the  next  fairly  easy,”  says  Carlos  Cocker- 
ham,  IS  manager  at  Southland  Printing  Co.  in 
Shreveport,  La. 

On  the  technical  side: 

1.  Make  sure  hardware  is  compatible. 
Because  of  the  pressure  to  stick  to  standards,  IS 
managers  often  choose  to  go  with  their  com¬ 
pany’s  standard  database  platform  for  their 
warehouse.  But  that  is  not  necessarily  the  best 
technology  for  a  warehouse. 

However,  if  you  do  buy  hardware  and  soft¬ 
ware  from  different  vendors,  don’t  assume  that 
they  will  work  together.  Demand  proof.  “Get 
your  integrator  to  show  you  how  the  products 
are  already  up  and  working  at  another  user  site,” 
says  Alan  Paller,  director  of  research  for  The 
Data  Warehousing  Institute  in  Bethesda,  Md. 

2.  Plan  for  plenty  of  starve  space.  As 
sure  as  the  sun  will  rise,  users  will  always  want 
more  disk  space,  and  managers  will  always 
demand  justification  for  the  additional  expense. 

Expect  disk  space  requirements  to  double 
in  the  first  three  months,  then  double  again  in 
she  months,  Paller  says.  “If  you  describe  that 
kind  of  growth  to  your  sponsor  in  the  beginning 
and  set  the  expectation  for  additional  space  you 
don’t  look  like  a  fool  later.” 

3.  Make  sure  data  is  compatible.  Dif¬ 
ferent  transaction  systems  may  track  dates  or 
dollar  amounts  differently.  These  data  sets  must 
be  reconciled  before  information  is  fimneled  to 
the  warehouse.  Another  problem  involves  data 
fi'om  different  applications  that  may  be  compati¬ 
ble  but  problems  arise  because  the  systems  on 
which  they  run  are  not  synchronized. 


Finally,  allocate  more  staff  than  you  ever 
thought  you’d  need.  “Plan  on  spending  between 
50%  and  70%  of  your  time  on  data  compatibility 
and  cleaning  issues,”  says  Yankee  Group’s  Mur¬ 
phy.  ‘You  can  plan  for  much,  much  more  labor 
than  you  hoped  to  deal  with  data  quality.” 


King  is  Computerworld’s  senior  editor  for 
client/server  applications. 
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Half  the  world  relies  on  our 
data  warehouses. 

If  you’re  serious  about  using  data  warehousing  to  gain  a  competitive 
edge,  choose  NCR.  The  company  that  IDC  says  is  number  one 
worldwide  in  data  warehousing.' 

NCR- a  name  synonymous  with  business  systems  for  over 

100  years.  We  have  the  technology  and 
expertise  to  help  you  transform  mountains 
of  data  into  nuggets  of  vital  customer 
information  to  help  you  make  smarter, 
quicker  decisions.  With  industry-leading 
databases  like  Teradata,®  Oraclef  Informix®  and  Sybase.® 

Know-how  that,  in  the  U.S.,  the  three  biggest  retailers,  three  of 
the  top  five  airlines,  five  of  the  seven  regional  phone  companies, 
and  two  out  of  three  top  banks  are  already  utilizing.  Know-how  that 
has  made  us  the  world  leader  in  data  warehousing  with  a  50%  share, 
and  number  one  worldwide  in  UNIX  medium-scale  systems  for  two 
years  running.^ 

It’s  clear:  the  best  system  to  build  your  data  warehouse  on  is  one 
of  our  new,  highly  scalable  WorldMark^”  servers.  The  only  platform 
that  scales  from  SMI^  to  clusters,  to  MPh  allowing  businesses  to  start 
their  data  warehouse  small  and  grow  it  to  any  size.  The  world’s  most 
experienced  data  warehouse  professionals  can  help  you  set  up  and 
maintain  the  most  scalable  data  warehouse  on  the  planet. 

To  get  more  information  about 
NCR’s  scalable  data  warehouse, 
call  1  800-CALL-NCR,  ext.  3000.  Or 
experience  our  data  warehousing 
capabilities  firsthand  at: 
http :  //  WWW  ncr.  com 

®NCR 


©1 996  NCR  Corporation.  All  rights  reserved.  Teradata  is  a  registered  trademark  and  WorldMark  is  a  trademark  oi  NCR  Cryt  ■  • 
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Case  study;  Moen,  Inc. 

Moen  IS  discovers  selling  a  data  warehouse  doesn't  end  once  you  get  funding  By  Brian  Mcwniiams 


“It  didn’t  take  a  lot  of 
selling  on  our  part 
for  [management]  to 
see  what  a  differ 
ence  the  system 
could  make.” 

Mark  Zozulia 
Manager,  Information  Services, 
Moen,  Inc. 


Despite  the  hiccups, 
early  users  were 
thrilled  to  have  the 
new  tools.  “We  can 
gather  information 
faster  and  shoot 
less  from  the  hip.” 

David  Lingafelter 
“Client"  Group 
Product  Manager 
Moen,  Inc. 


As  tochnoloi^y  jargon  goes, 
data  warehouse  is  relatively  colorful,  conjuring 
up  images  of  shelves  stacked  high  with  opera¬ 
tional  information  that  knowledge  workers 
pick  off  from  aisles  below.  But  in  the  summer 
of  1994,  Andy  Sills,  Moen,  Inc.’s  CIO,  was  hav¬ 
ing  a  hard  time  bringing  the  metaphor  to  life 
for  the  company’s  business  executives. 

“We  talked  about  a  data  warehouse  for 
over  a  year,”  says  Sills,  “but  we  weren’t  able  to 
paint  a  clear  picture  of  its  potential  value  to  our 
executive  staff.” 

Moen,  a  $600-million  plumbing  fixture 
manufacturer  based  in 
North  Olmsted,  Ohio,  had 
been  relying  mostly  on  IS 
to  fetch  paper-based 
reports  on  sales  trends, 
customer  profitability  and 
other  key  performance  indi¬ 
cators.  Five  power  users  also 
knew  how  to  coax  reports  out 
of  the  Amdahl  mainframe 
using  Focus,  a  3GL  report 
writer  from  Information  Build¬ 
ers,  Inc. 

Sills,  however,  was  con¬ 
vinced  a  data  warehouse  with 
desktop  access  tools  would  pro¬ 
vide  more  timely  and  accurate 
decision-support  information. 
But  without  buy-in  —  both  literal  and  figura¬ 
tive  —  from  top  business  management,  the 
project  wasn’t  going  anywhere. 

Tired  of  talking,  Moen’s  CIO  decided  to 
show  them.  In  September  1994,  Sills  and  his 
manager  of  information  resources,  Mark  Zozu¬ 
lia,  built  a  prototype  warehouse  for  sales  his¬ 
tory  data,  using  evaluation  software  and  hard¬ 
ware  from  a  couple  of  vendors.  They  then 
brought  in  the  executives  and  sat  them  down 
for  a  demo. 


Where  do  I  sign? 

Jaws  dropped  when  the  executives  saw  sales 
history  data  displayed  for  the  first  time  in  a 
graphical  format.  Sills  and  Zozulia  invited 
attendees  to  fire  some  questions  at  them  to 
test  the  system.  One  vice  president  wanted  to 


see  sales  by  day  for  the  month  of  October. 
After  a  few  keystrokes,  the  answer  appeared. 
Normally,  it  would  have  required  hours  if  not 
days  to  produce. 

“It  didn’t  take  a  lot  of  selling  on  our  part 
for  them  to  see  what  a  difference  the  system 
could  make,”  Zozulia  says.  Indeed,  during  a 
subsequent  private  showing  of  the  prototype, 
Moen’s  president  asked,  only  half  jokingly, 
“Where  do  I  sign?” 

But  if  Sills  and  Zozulia  thought  the  battle 
was  over  there,  they  were  sorely  mistaken. 
They  would  soon  learn  that  they  would  have  to 
similarly  wow  the  rank-and-file  users  if  they 
wanted  to  achieve  a  successful  implementation 
of  the  project.  And  the  users  were,  in  some 
respects,  a  tougher  crowd. 

Sills  and  Zozulia  knew  they  needed  to 
include  users  in  the  process.  So  while  finaliz¬ 
ing  vendor  contract  negotiations  in  February 
1995,  they  drafted  users  from  across  the 
company  to  be  part  of  a  design  team.  Some 
were  chosen  because  they  held  key  decision¬ 
making  roles  in  the  firm  and  had  much  to 
gain  from  the  system.  Others,  such  as  Focus 
experts,  were  chosen  because  they  could 
play  devil’s  advocates. 

‘We  wanted  power  users  to  feel  the  new 
system  would  do  the  job  at  least  as  well  as 
the  old  way,”  explains  Sills. 

The  team  took 
an  iterative  develop¬ 
ment  approach,  with 
deliverables  every  six 
months,  in  an  effort  to 
keep  the  project  on  tar¬ 
get  without  resources 
being  pulled  off.  Phase 
one,  which  was  to  be 
completed  by  June  1995, 
loaded  four  years  of  sales 
history  into  an  executive 
information  system  (EIS) 
format  using  PowerPlay. 

In  frequent  meetings 
over  the  following  months, 
the  design  team  hammered 
out  issues  such  as  which 
canned  reports  should  be  in  the  EIS.  Mean¬ 
while,  IS  staffers  on  the  team  worked  out  data 
extraction  issues,  such  as  writing  a  C  program 
to  load  data  into  Oracle  and  validate  it  against 


predefined  business  rules.  Zozulia  mostly  ran 
the  design  meetings,  tried  to  resolve  dis¬ 
agreements  and  published  minutes.  But  the 
design  team  was  in  no  sense  IS-driven,  says 
McElroy.  “The  smartest  thing  they  did  was 
make  sure  we  stayed  focused  on  the  user 
perspective  and  not  on  technology.” 

Although  the  team  had  cross-functional 
representation,  Zozulia  says  there  was  a  lot  of 
guesswork  in  choosing  which  canned  views 
users  would  want  to  see. 

“We  decided  not  to  get  too  hung  up  on 
requirements  definition.  We  opted  to  just  get 
something  out  there  and  then  tweak  it  if  we 
had  to,”  he  says. 

But  rolling  out  a  beta-quality  implementa¬ 
tion  to  masses  of  users  across  the  company 
would  kill  the  project,  according  to  Sills.  His 
strategy:  Limit  phase  one  to  just  50  users,  all  of 
whom  had  to  agree  to  shake  down  the  system 
and  suggest  improvements  for  phase  two. 
Keeping  the  initial  group  small  also  would  pre 
vent  over-taxing  the  support  process  should 
users  run  into  problems. 


A  day 
late  and 
a  dollar 
short 

However,  despite  a 
week’s  worth  of 
on-site  training 
for  users,  the  ini- 
I  tial  launch  of  the 
data  warehouse 
was  something 
of  an  anti¬ 
climax. 

“We  expected 
everyone  to  jump  on  the 
system  day  one  and  swamp  us,”  Zozulia 
recalls,  “but  it  was  a  good  three  months 
before  people  really  began  using  the  system 
every  day.” 

A  major  hindrance  to  acceptance  was  the 
fact  that  users  weren’t  sufficiently  inspired  by 
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Plans  through  the  end  of  the  year 

•  Complete  Phases  3.  4.  5  and  6:  Various 
operational  data  subjects  and  key  busi¬ 
ness  measurements 

•  Update  Oracle  software  to  version  7.3 
(optimized  for  data  warehousing) 

•  Upgrade  PowerPlay  software  to  version 
5.0  (server  based  MDBMS)  Upgrade 
Impromptu  software  to  version  3.5  (three 
tier  reporting  and  scheduling) 
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Moen’s  warehouse:  From  an  Amdahl  mainframe  to  an  HP9000  server  to  a  Novell 
server,  users  can  query  databases  like  never  before. 


the  sales  history  application  to  make  the  work 
habit  changes  it  required.  “People  had  a  hard 
time  figuring  out  how  to  fit  running  their  own 
reports  into  their  already  full  business  day,” 
admits  Zozulia. 

Another  reason  was  that  phase  one 
launched  at  a  slow  time  in  the  business  cycle, 
says  David  Lingafelter,  a  product  manager 
and  one  of  the  early  users.  “We  do  all  our 
strategic  planning  in  the  spring,  so  by  June 
the  system  was  a  day  late  and  a  dollar  short,” 
Zozulia  says. 

Also  slowing  the  ramp-up  were  desktop 
performance  problems.  “Everything  worked 
smoothly  if  you  stuck  to  the  canned  reports, 
but  if  you  tried  to  do  anything  custom,  your 
PC  would  crash,”  says  McElroy. 

Moen’s  help  desk  was  slow  to  recognize 
and  resolve  such  problems,  further  delaying 
acceptance,  adds  Lingafelter.  “Things  didn’t 
get  better  until  IS  started  directly  following 
up  and  making  sure  problems  were  han¬ 
dled,”  says  McElroy. 

Users  got  a  better  glimpse  of  the  system’s 
potential  when  the  Impromptu  ad-hoc  report¬ 


ing  tool  was  added  in  July  1995.  Then  came 
phase  two,  in  December,  an  ambitious  applica¬ 
tion  enabling  users  to  view  margins  by  prod¬ 
uct,  customer  or  channel. 

“This  was  information  people  had  never 
had  before.  It  really  helped  them  see  the  ben¬ 
efit,”  Zozulia  says.  Indeed,  despite  the  hic¬ 
cups,  early  users  like  Lingafelter  and  McEl¬ 
roy,  whose  jobs  are  all  about  making 
decisions  under  fire,  were  thrilled  to  have  the 
new  tools.  “We  can  gather  information  faster 
and  shoot  less  from  the  hip  now,”  says  Lin¬ 
gafelter. 


Spreading 
the  word 


Today,  access  to  the  20-Gbyte  warehouse, 
which  cost  $400,000  for  software  and  hardware 
and  $350,000  for  personnel,  is  open  to  any  of 
the  employees  in  the  firm’s  headquarters.  Nev¬ 
ertheless,  the  number  of  users  has  climbed 


slowly  to  around  70  users.  But  as  new  subject 
areas  are  added  and  use  expands  beyond  cor¬ 
porate  headquarters  over  the  next  two  years, 
Zozulia  predicts  that  200  more  will  come 
aboard. 

Although  it’s  a  “great  technical  imple¬ 
mentation,”  the  project’s  ROI,  based  on  pro¬ 
ductivity  improvements  and  cost  savings 
over  the  legacy  environment,  is  only  “mar¬ 
ginally  positive,”  according  to  Steve  Graham, 
vice  president  of  software  research  for  IDC 
Canada.  The  company  studied  the  Moen 
warehouse  project  as  part  of  its  recent  report 
on  payback  from  the  technology  at  62  com¬ 
panies. 

“The  challenge  for  Moen  going  forward,” 
says  Graham,  “is  to  increase  use  among  the 
rank  and  file  without 
alienating  power  users. 

That’s  when  they’ll 
begin  to  see  a  really 
soUd  ROI.” 

CIO  Sills  dis¬ 
agrees  with  IDC’s 
assessment,  saying 
that  it  has  provided 
benefits  such  as 
improved  decision¬ 
making  that  can’t 
be  captured  using 
traditional  ROI 
models. 

Still,  he  ack¬ 
nowledges  that 
there’s  a  lot  of 
work  to  be  done  before 
the  data  warehouse  makes  its  full  impact  at 
Moen. 

“The  selling  job  doesn’t  end  just 
because  you  get  funding,”  Sills  says.  “You’ve 
got  to  keep  marketing  the  warehouse  and 
changing  people’s  behavior,  until  it  becomes 
part  of  the  company’s  culture.” 


“The  selling  job 
doesn’t  end  just 
because  you 
get  funding.” 


Andy  Sills 
CIO 

Moen,  Inc. 


McWilliams  is  a  free-lance  writer  based  in 
Durham,  N.H. 


Commentary:  The  migration  path  By  William  H.  Inmon 


Implementing  a  data  warehouse  is  like  learning  to  walk-  you  must 
take  many  small  steps,  correcting  your  gait  and  improving  your 
balance  as  you  go  along. 

Making  your  way  fi'om  a  legacy  system  to  an  architected  deci¬ 
sion  support  system  can  be  a  long  and  painful  process.  But  no  matter 
what  the  size  or  the  state  of  the  enidronment,  the  steps  are  the  same: 


1 .  Create  a  data  model  that  acts  as  the  intellectual  unification  for  the 
migration. 

2.  Identify  the  system  of  record  {the  source  legacy  data). 

3.  Establish  the  physical  database  design  for  the  data  warehouse. 

4.  Create  the  programs  to  integrate  and  transform  the  data  as  it 
moves  from  legacy  to  data  warehouse  environment 

5.  Execute  the  integration  and  transformation  programs  in  order  to 
populate  the  data  warehouse. 

6.  Construct  the  meta  data  infrastructure  that  ties  together  the  different  components 
of  the  warehouse  and  the  legacy  environment. 


set  through  all  the  steps,  thus  producing  a  small  data  warehouse.  By 
producing  results  on  a  small  scale,  the  developer  is  able  to  make 
adjustments  to  the  design  with  a  minimimi  of  pain.  (And  there  are 
almost  always  adjustments  to  be  made.)  ITien  the  next  subset  of  the 
warehouse  is  created,  and  so  forth. 

An  additional  benefit  of  developing  the  warehouse  iteratively  is 
that  the  end  user  sees  results  quickly,  rather  than  having  to  wait  six 
months  to  a  year. 

The  reverse  of  the  iterative  development  process  is  the  Big  Bang 
approach,  whereby  the  developer  does  one  step  of  development  to  all 
the  data  before  proceeding  to  the  next  step.  Using  this  method,  it 
may  take  years  to  develop  a  data  warehouse.  And  even  after  it’s  com¬ 
pleted,  changes  will  be  excruciating  because  there  are  so  much  data 
and  so  many  programs  affected  by  the  changes. 

So,  to  avoid  tripping  over  your  own  data  warehouse,  remember  this:  One  small 
step  at  a  time. 


The  steps  are  obvious.  What  is  not  obvious  is  that  it’s  best  to  do  these  steps  itera¬ 
tively.  The  designer  should  begin  with  a  small  subset  of  the  total  data  and  take  that  sub- 


Inmon,  a  foundingfather  of  data  warehousing,  is  a  consultant  and  vice  president  of 
Denver-  based  Prism  Solutions  and  author  of  “Building  the  Data  Warehouse,  ”  pub¬ 
lished  by  John  Wiley  &  Sons,  Inc.  He  can  be  reached  at  (303)  660-4300. 
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3  out  of  the  top  5  airlines  have  taken  off 
with  our  data  warehouses. 
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IN  I  warehousing  to  gain  a 

- competitive  edge?  Choose  NCR,  the  company 

that  is  recognized  worldwide  as  the  industry 
leader.  We  can  get  you  off  to  a  flying  start  with  a  NCR  data 
warehouse  solution  that  is  just  right  for  your  needs. 

With  industry-leading  databases  like  Teradata,®  Oracle,®  Informix,® 
and  Sybase.® 

For  more  information  about  NCR’s  scalable  data  warehouse 
solutions  and  our  highly  scalable 
WorldMark™  servers,  call  1  800-CALL-NCR, 
ext.  3000.  Or  experience  our  data 
warehousing  capabilities  firsthand  at 
http :/ /www  ncr.  com 
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Microsoft’s  Web-Based 
Enterprise  Management  isn’t 
the  only  game  in  town,  57 


Not  always  a  hit 

Cisco’s  $6B  buying  spree  hits  rough  spots 


By  Bob  Wallace 


“The  downside  or  folly  is  that  50% 
of  acquisitions  fail,  and  anyone 
who  believes  otherwise  is  in  for  a 
rude  awakening.”  —  John 
Chambers,  CEO,  Cisco  Sys¬ 
tems,  Inc.  {Compu- 
terworld  Client/ 

Server  Journal, 

February  1996) 

But  Chambers’ 
behavior  belies 
that  pessimism. 

Cisco  just  complet¬ 
ed  its  10th  acquisi¬ 
tion  and  last 
week  announced 
plans  for  an 
nth  —  a  $200 
million  purchase 
of  digital  modem 


and  remote  access  vendor 
Telebit  Corp. 

Cisco  seized  the  opportunity 
to  acquire  Telebit  for  its  Modem 
ISDN  Channel  Aggregation 
(MICA)  technology.  The  tech¬ 
nology  will  let  Cisco’s  remote  ac¬ 
cess  servers  sup¬ 
port  analog  and 
digital  signals  over 
Integrated  Ser¬ 
vices  Digital  Net¬ 
work  (ISDN)  lines. 

Telebit  officials 
said  MICA  users 
won’t  need  sepa¬ 
rate  remote  access 
servers  for  calls 
over  analog  ISDN 
lines  at  central 
sites.  Today,  that 
Cisco,  page  56 


Cisco’s  John  Chambers 

says  half  of  all  acquisi¬ 
tions  fail 


Monitoring  standard 
has  its  shortcomings 


By  Patrick  Dryden 


Network  manage¬ 
ment  vendors  are 
adapting  their  per¬ 
formance-tracking 
tools  to  support  the 
impending  Rmon  2 
standard,  a  brand- 
new  form  of  the  Re¬ 
mote  Monitoring 
(Rmon)  specifica¬ 
tion  that  helps  trou¬ 
bleshoot  client/ 
server  traffic. 

Standardization 
promises  interoper¬ 
ability  to  give  users 
more  flexibility,  but 
vendors  pledge  to 
continue  enhanc¬ 
ing  their  propri¬ 
etary  Rmon  exten¬ 
sions  to  meet 
evolving  needs. 

“Right  now,  it’s  a 
tightly  coupled  situation;  You’re 
obligated  to  buy  both  probes 
and  software  from  the  same  ven¬ 
dor,’’  said  David  Caplan,  a  mem¬ 
ber  of  the  corporate  information 
technology  technical  staff  at 
BBN  Corp.  in  Cambridge,  Mass. 

Caplan  said  he  expects  the  im¬ 
pending  Rmon  2  standard  to 


launch  a  whole  new 
industry  in  which 
unbundled  network 
management  sys¬ 
tems  can  work  with 
any  vendor’s  agents 
and  probes. 

Such  interopera¬ 
bility  and  wide¬ 
spread  adoption  ap¬ 
peals  to  Nitin  Naik, 
manager  of  multi- 
media  and  telecom¬ 
munications  sys¬ 
tems  at  the  NASA 
Classroom  of  the 
Future  in  Wheeling, 
W.Va. 

“A  standard  gives 
us  some  assurance 
our  monitoring  tools 
will  handle  a  basic 
set  of  information 
from  a  variety  of 
vendor  devices,” 
Naik  said. 

This  next  step  in  Rmon  tools 
lets  managers  detect  more  than 
high  segment  use  or  the  loss  of 
a  server.  “We  can  understand 
which  applications  cause  the 
most  utilization  throughout  the 
entire  network  and  see  what  ap¬ 
plication  causes  the  crash,”  Naik 
'Rmon2 ,  page  57 


Users  remain 
cautious  about 
the  impact  of  a 
Rmon  2  standard 

B  Broad  vendor  sup¬ 
port  is  expected  to 
make  analysis 
tools  more  effec¬ 
tive,  but  vendors 
may  still  compete 
with  proprietary  ex¬ 
tensions. 

m  Rmon  2  coverage 
is  needed  for  new 
network  connec¬ 
tions  through 
switches.  Fast  Eth¬ 
ernet  and  ATM. 

m  R man’s  ability  to 
track  custom  appli¬ 
cations  is  inade¬ 
quate. 


By  Mindy  Blodgett 


Back  in  the  Dark  Ages  —  1992  or 
so  —  long-distance  truckers 
had  to  pull  off  the  road  and 
search  for  a  telephone  to  give  or 
receive  vital  routing  informa¬ 
tion. 

But  more  trucking  companies  are  going 
wireless  —  using  sophisticated  satellite  or  ra¬ 
dio  technology  to  keep  in  touch  with  head¬ 
quarters.  They  say  the  use  of  onboard  com¬ 
puters  for  mobile  data  communications  has 
become  almost  mandatory,  and  has  led  to  bet¬ 
ter  customer  service,  happier  drivers  and 
could  potentially  bring 
higher  profitability. 


range.  Users  can  buy  their  own  software. 

The  Multi-Mode  system  includes  an  on¬ 
board  computer  and  antenna.  According  to 
Rockwell,  satellite  transmissions  cost  about 
$1.75  per  kilobyte  at  peak  hours.  ARDIS  trans¬ 
missions  cost  only  $1  per  kilobyte. 

Customers  demand  wireless 

James  Jones,  director  of  information  systems 
at  Zumstein,  Inc.,  a  general  commodities 
trucking  firm  in  Lewisburg,  Ohio,  said  the  185 
truckers  who  use  his  system  appreciate  how 
easy  the  software  is  to  use. 

Customer  satisfaction  is  higher,  he  said,  be¬ 
cause  they  can  better  track  their  products. 


Wireless  technology  has  helped  trucking  companies  communicate 
more  efficiently 


Growing  trend 

“We  started  to  see  the 
use  of  wireless  technol¬ 
ogy  in  trucking  about 
five  or  so  years  ago,  but 
in  the  past  year,  it  has 
accelerated,”  said  Lisa 
Peterson,  vice  president 
of  government  relations 
at  the  Minnesota  Truck¬ 
ing  Association  in  St. 

Paul. 

“They  are  using  it  for 
a  wide  variety  of  pur¬ 
poses,  but  mostly  for 
communication,”  she 
said.  “If  your  business 
relies  on  on-time  ship¬ 
ments  and  constant 
communication,  it  has 
gotten  to  be  almost  a  re¬ 
quirement.” 

A  handful  of  compa¬ 
nies  have  emerged  as 
leaders  in  offering 
trucking  companies  mo¬ 
bile  data  communica¬ 
tions  systems. 

Those  companies  in¬ 
clude  Motorola,  Inc., 

Dallas-based  Highway- 
Master  Corp.,  Qual¬ 
comm,  Inc.  in  San 
Diego  and  Rockwell  In¬ 
ternational  Corp.  in  Ce¬ 
dar  Rapids,  Iowa. 

Most  of  the  systems  use  satellite  transmis¬ 
sion.  But  last  year,  Rockwell  began  to  offer  a 
system  that  combines  satellite  links  with  the 
land-based  radio  data  communications  system 
from  ARDIS  Co.  in  Lincolnshire,  111. 

The  idea  has  caught  on  with  truckers  be¬ 
cause  using  the  ARDIS  system  whenever  pos¬ 
sible  cuts  transmission  costs,  according  to 
users. 

Switching  channeis 

With  the  Rockwell  Pro2000SL  Multi-Mode 
system  —  which  costs  about  $4,000  per  truck 
plus  software  and  airtime  —  truckers  use  the 
ARDIS  network  while  they  travel  through  a 
coverage  area.  The  truckers  can  then  switch 
to  a  satellite  system  when  they  move  out  of 


Having  a  wireless  communications  system 
has  become  “almost  a  requirement  because 
the  customers  demand  it,”  Jones  said. 

He  said  Zumstein  spends  about  $8,000  per 
month  on  airtime.  Before  Rockwell  offered 
the  Multi-Mode  system,  the  company  used  a 
satellite-only  system,  and  costs  were  higher, 
Jones  said. 

Randy  Rliines,  director  of  IS  at  Melton 
Truckline,  Inc.  in  Tulsa,  Okla.,  said  about  330 
truckers  have  used  the  Rockwell/ARDIS 
Multi-Mode  system  since  May. 

“We  haven’t  put  a  pencil  to  a  spreadsheet 
yet,  but  we  think  the  system  is  saving  us  mon¬ 
ey  in  increased  productivity,”  Rhines  said.  “It 
definitely  makes  life  easier  for  the  truckers, 
and  customers  now  know  where  their  loads 
are  at  all  limes.” 
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means  assigning  different  telephone  num¬ 
bers  to  each  remote  access  server.  Users 
won’t  need  racks  of  regular  modems  to 
handle  analog  calls,  Telebit  officials  said. 

Analysts  said  Cisco’s  string  of  purchases 
in  the  past  several  years  is  impressive,  but 
it  isn’t  unmarred.  In  fact,  they  said,  it  was 
just  a  matter  of  time  before  a  Cisco  acquisi¬ 
tion  started  to  unravel. 

The  high-flying  internetworking  giant 
bought  Lightstream  Corp.  for  more  than 
$100  million  in  1994.  Cisco  sought  Light- 
stream’s  private-network  Asynchronous 
Transfer  Mode 
(ATM)  switches 
and  other  re¬ 
sources  that  offi¬ 
cials  at  Cisco 
thought  could 
be  used  to  build 
carrier-class 
ATM  switches. 

However,  Cis¬ 
co  couldn’t  af¬ 
ford  to  pass  up 

the  burgeoning  carrier  switch  market  in 
which  StrataCom,  Inc.  and  Cascade  Com¬ 
munications  Corp.  are  the  leaders. 

So  Chambers  engineered  a  $4  billion 
merger  with  switching  power  StrataCom  to 
turn  things  around. 

One  too  many 

That  essentially  gave  Cisco  two  overlap¬ 
ping  product  lines.  “Cisco’s  success  rate 
had  been  great,  but  once  they  announced 
the  merger  with  StrataCom,  the  Light- 
stream  deal  became  the  first  black  mark,’’ 
said  Eric  Hindin,  a  senior  program  manag¬ 
er  at  The  Yankee  Group,  a  consulting  and 
research  firm  in  Boston. 

So  it  didn’t  shock  the  industry  when  Cis¬ 
co  officials  recently  acknowledged  they 
have  stopped  developing  the  Lightstream 


Stay  tuned . . . 

Cisco  CEO  John  Cham¬ 
bers  has  vowed  to 
pursue  fourto  six  more 
mergers  and/oracqui- 
sitionsinthenext 
12  months. 


2020  private-network  ATM  switch  and 
pulled  the  plug  on  its  planned  replacement, 
the  2080. 

Overlapping  product  lines  are  the  flot¬ 
sam  left  in  the  wake  of  acquisitions  in  a  sin¬ 
gle  market.  The  same  thing  happened  after 
3Com  Corp.  merged  a  year  ago  with  Chip- 
corn  Corp.,  then  dropped  Chipcom’s  popu¬ 
lar  Galactica  LAN  switch. 

One  loyal  Cisco  user  said  it  didn’t  take 
20/20  vision  to  see  the  writing  on  the  wall. 


“This  probably  makes  sense  for  Cisco,” 
said  Chuck  Rush,  global  network  architect 
at  McDonald’s  Corp.  in  Oak  Brook,  Ill.  “I 
would  have  been  surprised  if  there  was  not 
some  consolidation  after  the  StrataCom 
merger  [because]  there’s  a  clear  over¬ 
lapping  of  product  lines.” 

Although  he  didn’t  disclose  specifics. 
Rush  said,  “Cisco  has  assured  me  that  my 
2020  investment  will  be  protected.  Each 
user  will  probably  be  affected  differently.” 


Analysts  said  Cisco  needs  to  make  sure 
that  users  with  phased-out  products  aren’t 
left  stranded. 

“Satisfied  users  are  what  make  mergers 
and  acquisitions  a  success,  while  angry  us¬ 
ers  whose  investments  in  products  aren’t 
protected  are  what  tear  these  deals  apart,” 
said  Daniel  Briere,  president  of  Tele- 
Choice,  Inc.,  a  consultancy  in  Verona,  N.J. 
“Angry  users  can  seriously  tarnish  even 
the  brightest  vendor  reputation.” 
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On  Technology  Corp.  has  announced  Sof- 
Track  Workstation  Metering  for  Microsoft 
Corp.’s  Windows  95. 

According  to  the  Cambridge,  Mass., 
company,  the  product  was  designed  to  let 
Novell,  Inc.  NetWare  administrators  take 
advantage  of  special  licensing  agreements 
that  extend  concurrent  licensing  to  include 
applications  installed  on  local  hard  disk 
drives.  It  runs  in  the  background  on  a  Win¬ 
dows  95  workstation  and  complements  the 
Soffrack  2.7  NetWare  Ixiadable  Module 
that  resides  on  the  NetWare  server. 

Besides  metering  local  Windows  95  ap¬ 
plication  usage,  Soffrack  Workstation  Me¬ 
tering  can  be  used  to  block,  track  or  restrict 
ihe  use  of  any  applications.  It  is  installed  by 
the  network  administrator  on  the  server 
and  automatically  installs  itself  on  each 
workstation. 

Brices  start  at  $890  for  a  25-user  license. 

On  Technology 

(617)  374-1400 
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The  Enterprise  Network 


Web  management  specs  go  head-to-head 


By  Patrick  Dryden 

The  Web-Based  Enterprise  Management 
(WBEM)  specification  proposed  by  Micro¬ 
soft  Corp.  and  other  vendors  isn’t  the  only 
game  in  town  when  it  comes  to  World  Wide 
Web-based  management. 


Intel  Corp.,  Microsoft  and  other  vendors 
launched  WBEM  as  an  interface  between 
existing  management  standards  and  the 
Web  [CW,  July  22] .  But  WBEM  already  has 
competition  in  some  areas,  and  the  compe¬ 
tition  has  momentum. 

Powerful  Web-based  tools  will  arrive  lat¬ 


er  this  year  fi'om  vendors  who  are  imple¬ 
menting  the  Java  Management  application 
programming  interface  pitched  by  SunSoft, 
Inc.  and  other  vendors. 

This  approach  combines  a  browser  inter¬ 
face  with  programming  capabilities.  So  ven¬ 
dors  and  users  can  create  applets  with  in- 
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Whenever  you  hand  us  your  most  difficult 
telecommunications  challenge,  you  have  a  lot 
of  "usses"  to  choose  from.  We  are,  after  all, 
in  120  countries  -  twice  as  many  as  anyone  else- 
as  befits  a  company  with  a  million  systems 
installed  around  the  world. 

And  when  we  say  we,  we  mean  we.  Each  office 
is  fully  accountable,  and  capable  of  handling  your 
global  needs  through  a  single  point  of  support. 

Which  may  lead  you  to  ask,  "So  what?  I  don't 
even  have  business  in  Athens."  Fair  enough. 
But  wherever  you  do  have  business,  our  global 
reach  works  for  you  in  some  very  tangible  ways. 

It  gives  you  access  to  our  specialized  "centers  of 
competence"  worldwide.  It  allows  us  to  provide 
an  unmatched  breadth  of  products:  PBXs,  WAN 
solutions,  wireless,  video,  call  centers,  CTI  and 
more.  And  it  means  that,  somewhere  in  the  world, 
Siemens  Rolm  people  are  developing  more 
innovative,  more  practical,  more  open  solutions 
24  hours  a  day. 

To  find  out  more,  call  us  at  1-800-ROLM-1 23,  ext. 
H16,  Visit  our  Web  site  at  www.siemensrolm.com. 
Or,  for  a  really  personal  view,  take  a  tour  of  our 
offices.  If  you've  got  a  year  or  two  to  spare. 


Challenge  Us." 


©1 996  Siemens  Rolm  Commumcaiions  Inc  All  other  brerxl  names  Of  marks  are  used 
for  identification  purposes  only  and  are  trademarks  of  their  respective  owners 


Management 

tools 


teractive  management  functions  [CW,  June 

10]. 

For  example,  officials  at  Technically 
Elite,  Inc.  in  San  Jose,  Calif.,  said  the  firm 
late  this  year  will  incorporate  Java  applets 
in  its  network  monitoring  software  to  add 
browser-based  control  to  the  software. 

_  But  officials 

said  they  don’t  ex¬ 
pect  to  consider 
WBEM  until  the 
next  generation  of 
products,  sometime  next  year. 

Six  other  vendors  previewed  such  Java- 
enabled  management  tools  last  month  at 
PC  Expo  ’96. 

Users  say  they  want  such  widespread  ac¬ 
cess  to  management  information,  but  it 
must  be  fully  interactive. 

Web  access  is  the  preferred  future  for 
network  operators  at  Procter  &  Gamble  Co. 
in  Cincinnati,  “but  they  need  full  interaction 
with  management  systems,  not  just  the 
ability  to  view  maps  and  reports,”  said 
Keith  Pelphrey,  management  systems  ar¬ 
chitect  at  the  company.  “I  hope  that  Java  or 
some  language  can  enable  that.” 


Rmon2 
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said.  Vendors  are  already  adjusting  their 
products  for  compatibility  with  the  final  ver¬ 
sion  of  the  impending  standard.  For  exam¬ 
ple,  this  month  Frontier  Software  Develop¬ 
ment,  Inc.  in  Chelmsford,  Mass.,  will  phase 
in  two  aspects  of  Rmon  2  that  enable  auto¬ 
matic  discovery  of  application  protocols. 

Bay  Networks,  Inc.  in  Santa  Clara,  Calif., 
has  added  network  layer-awareness  to  the 
Rmon  agent  for  its  internetworking  gear. 
That  first  step  will  help  managers  track 
client/server  conversations.  Broader  sup¬ 
port  to  enable  interoperability  will  come 
when  upgrades  ship  at  the  end  of  the  year, 
according  to  Bay  officials. 

3Com  Corp.  this  week  will  introduce 
probes  and  analysis  software  that  support 
Rmon  2.  And  Hewlett-Packard  Co.  officials 
said  their  products  will  ship  next  month. 

“At  least  the  fundamental  information  is 
there  to  help  us  manage  a  multivendor  en¬ 
vironment,”  said  Joe  Askins,  director  of 
data  communications  at  Arizona  State  Uni¬ 
versity  in  Tempe.  “But  vendors  still  will  de¬ 
velop  their  own  proprietary  tweaks  to  keep 
ahead  of  each  other.” 
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YOU’RE  LOOKING  AT  HISTORY 

IN  THE  MAKING. 


Capturing  an  entire  government  agency’s  history  was 
no  small  task.  Putting  it  on  the  Web  was  yet  another. 

But  Fujitsu  scanners,  together  with  Adobe  Acrobat® 
software  accomplished  just  that,  in  record  time.  v; 

Creating  a  virtual  agency  for  generations  to  come. 

Utilizing  Adobe's  Portable  Document  Format  (PDF), 

Fujitsu  scanners  enable  you  to  do  the  same.  Now 
you  can  easily  transform  your  most  valuable,  paper- 
based  information  into  flexible,  fully -searchable 
electronic  documents  that  can  be  stored  on  Internet 
or  Intranet  servers.  So  they  can  reside  on  the  World 
Wide  Web.  Or  the  corporate  net.  And  be  viewed 
or  printed  from  any  computer.  Anytime.  Anywhere. 

Making  them  available  to  everyone.  Everywhere. 

Enabling  you  to  create  living  legacies  of  your  own. 

For  the  complete  story  on  how  Fujitsu  scanners 
can  help  you  make  your  own  place  in  history, 
your  next  stop  should  be  www.fcpa.com/new.pdf 


■■ 


Fujitsu's  powerful  Enhancement  Technology 
options  dramatically  improve  image  quality 
and  provide  specialized  fratures  for 
industry-specific  applications. 


Or  call  800-414-4349. 


Fujfrsu 


1996  Fujitsu  l.td.  All  rights  reserved.  Enhancement  Tcchnolog>'  is  a  trademark 
of  Fujitsu.  Adobe  and  Acrobat  are  registered  trademarks  of  Adobe. 
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Vignette  buys  CNET 
technology  to  develop 
Web  server  product,  6i 


In  the  ’net 
shall  we  trust 

Security  standards  sought 
to  boost  electronic  commerce 

By  Gary  H.  Anthes 


The  National  Institute  of  Standards  and  Technology 
(NIST)  is  attacking  the  chicken-and-egg  problem  of  elec¬ 
tronic  commerce. 

;  Electronic  commerce  won’t  take  off  without  a  security 
f  infrastructure  to  protect  users,  but  vendors  have  been  slow 
>  to  invest  in  a  security  foundation  because  there  is  so  little 
5  commercial  activity  to  support  it. 

NIST,  an  agency  of  the  U.S.  Department  of  Commerce, 
}  recently  announced  a  research  and  development  partner- 
k  ship  with  10  companies  involved  in  communications,  elec- 
I  tronic  commerce  and  information  security.  The  partners 
»  will  develop  interoperability  standards  for  public-key  infra- 
i  structures  (PKI)  that  will  let  users  who  may  not  have  met 
’  confidently  exchange  digitally  signed  documents. 


Projected  worldwide  electronic 
data  interchange  (EDI)  revenue 


1996  2000 

EDI  without  Internet  support  $iB  $1.56 

EDI  with  Internet  transport  $200,000  $8M 

EDI  via  World  Wide  Web  $100,000  $8ooM 


Total*  _ $iB  $2.36 

‘Rounded  off 

I  Sour^  FoWste?Research,Tnc.,  Cambridge,  Mass. 

r 


I  PKIs  are  built  on  trusted  “certification  authorities”  that 
I  digitally  sign  public  keys  to  attest  to  their  authenticity. 

“If  a  person  in  Italy  selling  marble  gets  an  order  out  of 
[  the  blue  from  someone  in  Singapore,  how  are  they  both  go- 
1  ing  to  know  they  are  talking  to  legitimate  people?”  asked 
Mack  Hicks,  vice  president  of  interactive  banking  technol¬ 
ogy  at  Bank  of  America  in  San  Francisco. 

Hicks  heads  a  committee  of  CommerceNet,  a  Menlo 
Park,  Calif-based  consortium  of  companies  that  is  working 
with  NIST  to  demonstrate  multivendor  interoperability  in  a 
PKI  —  which  would  provide  public-key  certificates  and 
other  services  —  by  the  second  quarter  next  year. 

Groups  such  as  CommerceNet  and  NIST  are  trying  to 
resolve  the  chicken-and-egg  problem,  Hicks  said.  “Every¬ 
body  knows  a  PKI  is  needed,  but  most  people  are  waiting 
for  it  to  spring  like  Athena  from  the  head  of  Zeus  —  full 
grown.” 

The  NIST  partners  will  develop  a  minimum  interopera- 
'  bility  specification  for  PKIs,  which  will  be  given  to  anyone 
'■  building  a  PKI  component.  Each  of  the  corporate  partners 
‘  —  which  include  AT&T  Corp.,  Motorola,  Inc.,  VeriSign, 

Inc.  and  seven  others  —  will  contribute  their  public-key 
.  products  to  a  NIST  laboratory  for  analysis. 

NIST  will  develop  the  interoperability  specification  and 
will  build  a  prototype  and  a  reference  test  suite  based  on  it. 
Companies  and  other  standards  groups  may  use  the  test 
suite  to  evaluate  the  interoperability  of  their  products. 
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The  Inteinet 


Intranet  helps  researchers  cross-pollinate 


productive  and  decisions  get 
made  faster,  said  Phyllis  White- 
ley,  head  of  the  inflammation  and 
immunomodulation  department. 

Members  of  Whiteley’s  team 
come  to  meetings  prepared. 
Rather  than  exchange  data  at  the 
gathering,  scientists  discuss  and 
swap  information  online  before 
they  get  together.  “Now  meet¬ 
ings  are  where  decisions  about 
which  direction  to  take  or  which 
experiments  to  perform  [are 
made] ,”  Whiteley  said. 

Do  it  or  else 

Tliat  kind  of  “knowledge  base”  is 
the  best  application  for  an  intra¬ 
net,  said  Jerry  Grochow,  a  con¬ 
sultant  at  American  Manage¬ 
ment  Systems  in  Fairfax,  Va. 

“It’s  a  short-term  competitive 
advantage,”  he  said.  “Ix)ng-term, 
everyone  will  be  doing  it  or  be 
out  of  business.” 

IS  is  equal  partners  with  end- 
user  scientists  in  creating  intra¬ 
nets.  In  fact,  a  lot  of  the  construc¬ 
tion  is  done  by  the  users 
themselves,  including  HTML 
conversion  and  site  design. 

Whiteley’s  month-old  Web 
site,  for  example,  contains  meet¬ 
ing  minutes,  recent  research 
findings,  discussion  forums  and 
links  to  outside  libraries. 

Previously,  Whiteley’s  work¬ 
ers  exchanged  data  via  shared 
drives  on  networked  file  servers. 

That  didn’t  work  well  for  graph¬ 
ics,  nor  was  it  easy  to  use. 

“You  had  to  keep  reminding 
the  Mac  people  to  name  files  so 
that  the  PC  people  could  find 
them,”  she  said. 
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YOU  probably  imag¬ 
ine  biotechnology 
researchers  hun¬ 
ching  over  lab  ta¬ 
bles,  swishing  liq¬ 
uids  in  between 
beakers  and  test  tubes. 

But  at  Roche  Bioscience,  you 
are  just  as  likely  to  catch  them 
converting  Microsoft  Corp. 
Word  documents  to  Hypertext 
Markup  Language  (HTML). 

The  Palo  Alto,  Calif.,  division 
of  the  Swiss  Roche  Holding  Ltd. 
specializes  in  nervous  system 
and  inflammatory  problems 
such  as  urinary  tract  disorders 
and  arthritis. 

Roche  Bioscience  invented 
Aleve,  an  over-the-counter  pain 
and  antiswelling  medication. 

The  company’s  intranet, 
which  connects  several  Roche  di¬ 
visions  worldwide,  has  produced 


By  KIM  S.  NASH 

better  and  faster  information 
sharing  among  groups  separated 
by  geography  and  technical  spe¬ 
cialty,  said  Seth  Michelson,  di¬ 
rector  of  research  support  and 
information  services. 

The  first  intranet  application 
last  year  was  a  simple  telephone 
directory.  Then  came  a  company 
newsletter.  Now,  Roche  scien¬ 
tists  use  Netscape  Communica¬ 
tions  Corp.  World  Wide  Web 
servers  and  browsers  that  run 
on  Unix  machines,  PCs  and  Mac¬ 
intoshes  to  swap  research  re¬ 
sults,  discuss  findings  and  con¬ 
nect  to  online  public  information 
resources. 

Previously,  much  of  the  cross¬ 
pollination  that  happened  be¬ 
tween  chemists  and  physiolo¬ 
gists,  for  example,  was  mostly 
watercooler  talk  and  other  casual 
encounters. 

“We  are  able  to  coordinate 
with  colleagues  in  Japan  and 
i  England  and  others  work- 

Opening  intranets 
to  outside 
partners  would 
be  “nice,  but 
security  is  not 
as  simple.” 

-Seth  Michelson 

Roche  Bioscience 

ing  on  similar  pro¬ 
grams,”  Michelson 
said.  “It’s  wonderful.” 
Meetings  are  more 


J 


Dr.  David  Clark 

Massachusetts  Institute 
of  Technology 


Dr.  Craig  Partridge 

BBN  Corporation 


T,  he  world’s  top  networking  minds.  The  industry’s  innovators 
and  inventors.  The  people  who  wrote  the  book  on  everything 
from  TCP/IP  to  gigabit  networking.  What  do  they  all  have  in  com¬ 
mon?  They’re  instructors  at  the  most  complete,  technology  inten¬ 
sive  networking  conference  anywhere:  NetWorld+Interop.  You  see, 
NetWorld+Interop  takes  the  best  of  the  best — educators  and  tech¬ 
nologists  from  corporations,  universities,  laboratories  and  think 
tanks  around  the  globe — and  unites  them  in  one  common  goal. 


To  give  you  the  strategic,  technical,  practical  instruction  and 
advice  you  need  to  build  killer  networks  for  your  organization. 
Whether  it’s  hands-on  training  or  visions  of  the  future,  nowhere 
else  will  you  find  such  an  all-star  lineup  of  networking  talent. 
Want  more  proof?  Call  800-488-2883  today  for  your  free  Advance 
Program  Guide  for  NetWorld+Interop  in  Atlanta 
this  September.  Or  visit  www.interop.com.  You’ll 
see  why  this  is  one  event  you  can’t  afford  to  miss. 


NETWSRLDHINTEROF 


4  CONFERENCE:  SEPT.  16-20  •  EXHIBITION:  SEPT.  18-20  •  GEORGIA  WORLD  CONGRESS  CENTER  •  ATLANTA,  GEORGIA 

k.  '  4**:.  ' 


Save  $50  and  register  FREE  for  the  exhibition  at  http://vwvw.interop.com  •  Or  call  800-488-2883 


Outside  the  U.S.  call  415-578.6900.  ©1996  SOFTBANK  Expos.  Interop  is  a  registered  trademark  of  SOFTBANK  Expos.  NetWorld  is  a  service  mark  of  Novell  Inc.  Other  names  are  the  property  of  their  respective  holders. 
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The  Internet 


Vignette  paints  the  Web  server  scene 


By  Mitch  Wagner 


You  have  seen  CNET,  Inc.’s  World  Wide 
Web  sites  and  watched  its  television  shows. 
Pretty  soon,  you  will  be  able  to  use  the  soft¬ 
ware. 

Vignette  Corp.,  an  Austin,  Texas,  start¬ 
up,  bought  the  server  software  used  by 
CNET  to  support  1.3  million  hits  per  day  on 
its  sites  for  delivering  online  news,  search¬ 
ing  the  Web  and  finding 
shareware.  The  CNET  sites 
comprise  the  equivalent  of 
tens  of  thousands  of  pages. 

Much  of  the  information  is  stored  as  struc¬ 
tured  data  in  Sybase,  Inc.  databases  and 
converted  to  Web  pages  as  users  request  it. 

Laying  the  foundation 

Vignette  plans  to  use  the  Presentation  of 
Real-Time  Interactive  Service  Material 
(PRISM)  software  as  the  basis  for  a  new 
commercial  Web  server  product  aimed  at 
large  Web  sites.  The  product  also  will  in¬ 
clude  software  from  Andromedia,  Inc.  that 
was  designed  to  track  traffic  patterns  on  a 
Web  site. 

The  Andromedia  software  —  scheduled 
to  be  available  late  next  month  —  reports 
how  many  hits  a  site  receives,  which  pages 


are  requested  in  what  order  and  other  traf¬ 
fic  patterns. 

Vignette’s  new  server  product  is  due  to 
go  into  beta-testing  in  October  and  will  be¬ 
come  generally  available  by  year’s  end. 

It  will  support  databases  from  Oracle 
Corp.  and  Sybase  and  will  run  on  Windows 
NT  and  common  Unix  variants.  Pricing 
hasn’t  been  set. 

Sam  Gassel,  a  technical  manager  at 
Turner  Broadcasting  Sys¬ 
tem,  Inc.  in  Atlanta,  said 
commercial  software  that 
runs  large  Web  sites  could 
be  very  attractive.  Gassel  helps  manage  the 
CNN  Interactive  Web  site  (www.cnn.com) . 

“Almost  anyone  would  want  to  buy  the 
software  rather  than  build  it,”  Gassel  said. 
‘The  content  is  the  most  interesting  thing.” 

But  the  software  would  have  to  match  a 
company’s  way  of  doing  business  before  it 
will  be  accepted. 

For  instance,  some  companies  require 
that  Web  content  be  approved  by  several 
managers  before  it  is  posted. 

“If  it’s  customizable,  there’s  going  to  be  a 
learning  curve,  and  if  it’s  not  customizable, 
there’s  a  question  of  whether  it  does  what 
you  want,”  Gassel  said. 

Vignette  stands  to  gain  something  very 


Server  software 


rare  on  the  Internet:  software  with  a  proven 
track  record. 

Other  server  systems  for  managing  very 
large  Web  sites  have  just  been  introduced 
by  Oracle;  Next  Software,  Inc.;  Broad- 
vision,  Inc.;  Applix,  Inc;  and  others. 

Didn’t  want  to  do  software 

Apart  from  an  equity  investment  in  Vig¬ 
nette  and  a  seat  on  Vignette’s  board,  CNET 
gets  to  leave  a  business  it  never  wanted  to 
be  in:  software  development. 

“When  we  first  started  out,  we  had  no  in¬ 
tention  of  building  this,”  said  Halsey  Minor, 
CEO  of  the  San  Francisco  company.  “But 
we  couldn’t  find  anything  like  it.” 

PRISM  was  designed  to  allow  nontechni¬ 
cal  people  to  create  content  using  their  fa¬ 
vorite  graphics  or  word-processing  tools. 
That  content  is  stored  in  a  relational  data¬ 
base. 

Separately,  production  staff  builds  Hy¬ 
pertext  Markup  Language  (HTML)  tem¬ 
plates  that  will  control  how  pages  look  on¬ 
line.  When  a  page  gets  called  up,  the 
templates  and  content  are  merged.  Fre¬ 
quently  used  pages  get  stored  as  HTML 
documents,  ready  to  view,  while  less-popu¬ 
lar  pages  are  broken  down  and  stored  as 
components. 


CNET  Web  sites  smc/?  as  the  one  above  can 
attract  1.3  million  hits  a  day.  Vignette  is  buy¬ 
ing  CNET’s  server  software.  It  hopes  to  devel¬ 
op  a  product  for  large  Web  sites  that  need  to 
offer  information  at  high  throughput  speeds. 


Online  commerce 
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Northern  Telecom  Ltd.  in  Ottawa,  a 
NIST  partner,  is  helping  the  Canadian  gov¬ 
ernment  establish  a  national  PKI  that  will 
serve  15  million  users  by  1998. 

The  national  PKI  will  allow  government 
agencies  to  share  information  securely  and 
enable  the  public  to  securely  access  gov¬ 
ernment  services. 

The  U.S.  Social  Security  Administration 
lets  the  public  retrieve  retirement  benefits 


estimates  via  the  Internet  with  encryption- 
equipped  World  Wide  Web  browsers.  But 
the  ability  to  retrieve  records  of  actual 
benefits  payments  awaits  a  PKI  to  support 
digital  signatures  protected  by  certificates, 
said  John  Sabo,  director  of  planning  and 
technology  policy  at  the  agency. 

According  to  Donna  Dodson,  PKI  project 
manager  at  NIST,  the  prototype  PKI  won’t 
depend  on  one  digital  signature  algorithm. 
It  will  support  algorithms  from  the  govern¬ 
ment  and  RSA  Data  Security,  Inc.  in  Red¬ 
wood  City,  Calif.,  and  the  “elliptical  curve” 
public-key  technology  from  Certicom 
Corp.  in  Toronto,  she  said. 


N e w  P rod u cts 


Creating  Media  has  announced  Plug-In 
Playlets  1.5,  a  product  for  Sun  Microsys¬ 
tems,  Inc.’s  Java  Internet  programming  lan¬ 
guage. 

According  to  the  New  York  company, 
Plug-In  Playlets  1.5  are  ready-made  Java 
applets  that  World  Wide  Web  developers 
can  use  to  dress  up  a  Web  page  without 
having  to  program  in  Java.  Each  playlet 
comes  with  options  for  customization,  in¬ 
cluding  background  color,  background  im¬ 
age,  status  bar,  annotation  messages  and 
sound. 

Plug-In  Playlets  1.5  also  lets  users  embed 
image  maps  in  a  single  button  for  extended 
navigation  designs. 

Licensing  for  a  single  playlet  starts  at 
$150.  The  full  set  of  seven  playlets  costs 
$250. 

^  Creating  Media 

(212)  244-0862 

WWW.  creatingmedia.  com 


The  Productivity  Works,  Inc.  has  an¬ 
nounced  PwWebSpeak  1.2,  a  speaking 
browser  for  the  World  Wide  Web. 

According  to  the  Trenton,  N.J.,  company, 
PwWebSpeak  1.2  interacts  directly  with  in¬ 
formation  on  Web  pages  and  translates 
page  content  into  speech  and  simplified  vi¬ 
sual  presentations  with  text  elements  of 
various  sizes. 

The  browser  understands  Hypertext 
Markup  Language  constructs  and  has  a 
command  set  that  allows  full-function  inter¬ 
action  with  information  and  different  appli¬ 
cations. 

PwWebSpeak  1.2  supports  additional 
speech  engines  and  additional  constructs, 
including  client-side  images  and  server- 
side  security. 

It  supports  browsing  by  page,  paragraph, 
hypertext  link,  heading  or  word. 

Pricing  for  PwWebSpeak  1.2  starts  at 
$125. 

^  The  Productivity  Works 

(609)  984-8044 

www.prodworks.com 


One  Solution 
Can  Juggle 
All  Your  Host 
Access  Needs. 


NetManoge  Hosttink!" 
All-in-one  host  connectivity. 

Only  HostLink,  formerly  Swift, 
offers  enterprisewide  IntraNet  host 
access  in  one  affordable  box.  All  the 
protocols.  All  the  Windows  platfonns. 
With  a  consistent  user  interface  and 
management  tools.  Plus  NetManage’s 
web  browser  and  e-mail.  Call  now  and 


J! 


Comprehensive  and 
price-competitive  terminal 
and  printer  emulation: 

•  Telnet  and  ASCII. 

•  3270,  5250,  3287. 

•  TN3270,  TN5250,  TN3270E. 

•  VT340,  VT420,  etc. 

•  TCP/IP,  SNA,  Asyne. 


FREE! 

Visit  our  Web  site  to  download 
IntraNet  Forum  softwore.  '. 


WE  KNOW  THE  MET.  INSIDE  AND  OUT. 


1-408-342-7525 


soles, c@neifr.anagc.com 
w’Afw.netrnanage.com 
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Almost  All  How  Come  The  Leader 

Computer  Companies  In  Storage  Doesn't 
Sell  Storage.  Sell  Computers? 

The  most  competitive  companies  in  the  world  have  two  things  in  common.  They’re  organizing  their  entire  business 
around  their  information,  doing  anything  and  everything  they  can  to  leverage  it  into  smarter,  more  powerful  decisions 
and  strategies. 

And  they’re  recognizing  information  storage  as  business-critical  and  then  treating  it  as  a  separate  purchase.  In 
other  words,  buying  it  from  EMC,  the  world  leader  in  high-performance  storage  solutions.  Unlike  typical  computer 
company  storage,  EMC  intelligent  storage  lets  you  do  a  lot  more  than  just  store.  It  consolidates  all  your  information 
and  keeps  it  online  close,  immediately  accessible  across  the  entire  enterprise,  regardless  of  how  many  different 
computers  or  servers  are  involved.  Or  how  many  times  they  change. 

If  you’d  like  to  find  out  how  EMC  can  help  your  company  bring  products  to  market 
sooner,  respond  to  customers  and  new  opportunities  faster  and  give  indispensable  support 
to  your  overall  growth  and  profit  strategies,  call  1-800-424-EMC2,  ext  218.  Or  visit  us 

at  http;//www.emc.com.  FreeTo  Do  More. 


EMC" 

THE  STORAGE  ARCHITECTS 


EM(  and  THE-  STORAGE  ARCHITECTS  are  registered  trademarks  and  EMC  is  a  trademark  of  EMC  Corporation.  Other  trademarks  are  the  property  of  their  respective  owners. 

©1996  EMC  Corporation.  All  rights  reserved. 
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R/3  figures  in  race  for  efficiency 


Henkel  streamlines  European  operations 


Stanley  consolidates  inventory  system  with  R/3  for  AS/400 


By  Julia  King 


Five  years  ago,  information  shar¬ 
ing  among  Henkel  Group’s  five 
European  business  units  was 
severely  limited. 

Like  many  companies  with  a 
corporate  tradition  of  business 
unit  autonomy,  the  German  chem¬ 


ical  giant’s  information  systems 
were  a  hodgepodge  of  incompati¬ 
ble  hardware  and  software.  Get¬ 
ting  a  companywide  handle  on  or¬ 
ders,  sales  and  production  meant 
long  and  laborious  data  conver¬ 
sions.  “We  recognized  we  couldn’t 
afford  independent,  customized 
Henkel,  page  66 


Henkel  Group  consolidated  R/3  systems  at  five  European  business  units  to 
allow  for  more  efficient  sharing  of  information  among  divisions 


By  Michael  Goldberg 


People  at  The  Stanley  Works  know 
how  to  make  a  handsaw  with  the 
best  of  them,  but  the  company’s  for¬ 
mer  inventory  system  gave  its  cus¬ 
tomers  a  hammering  headache. 
Each  of  Stanley’s  eight  business 
units  —  from  air  tools  to  doors  —  had  its  own 
product  numbering  scheme,  its  own  customer 
service  teams  and  its  own  distribution  systems. 
Stanley’s  customers,  such  as  major  retail  chains, 
were  becoming  bigger  in  size  but  fewer  in  num¬ 
ber.  It  was  the  kind  of  setup  that  cried  out  for  a 
reorganization  —  and  with  it,  a 
new  look  at  Stanley’s  information 
systems. 

As  a  result,  the  New  Britain, 

Conn.,  company  last  year  became  a 
leading  adopter  of  SAP  AG’s  R/3  en¬ 
terprise  software  on  IBM’s  AS/400 
servers.  The  migration  is  part  of  a 
two-year,  $50  million  technology 
and  corporate  re-engineering  pro¬ 
gram  centered  around  a  customer 
support  center. 

The  project,  which  should  be 
completed  by  year’s  end,  will  bring 
13  legacy  systems  at  sites  in  North 


America  to  a  common  application  and  hardware 
platform. 

IBM  and  SAP  made  R/3  generally  available  on 
the  AS/400  July  1.  Industry  observers  said  the 
move  was  necessary  to  keep  the  AS/400  platform 
competitive  with  Unbc  and  Microsoft  Corp.  Win¬ 
dows  NT  business  servers. 

“There’s  a  very  large  interest  within  the 
AS/400  installed  base  to  use  R/3,’’  even  if  they 
just  want  to  evaluate  the  possibility,  said  Tom  Bitt- 
man,  an  analyst  at  Gartner  Group,  Inc.  in  Stam¬ 
ford,  Conn.  Some  of  IBM’s  large  AS/400  custom¬ 
ers  “may  have  moved  off  the  [AS/ 400]  platform 
rapidly  if  R/3  wasn’t  there,’’  Bittman  said. 


Stanley’s  Jim  Gustaf¬ 
son:  R/3  shift  was  in  re¬ 
sponse  to  customer  needs 


IBM-aware 

The  development  of  R/3  on  the 
AS/400  also  had  to  wait  until  IBM 
released  its  RISC-based  servers 
with  64-bit  processing  capabilities, 
said  David  Peterson,  president  of 
Midrange  Open  Business  Strate¬ 
gies,  Inc.,  a  consultancy  in  Roches¬ 
ter,  Minn.  Performance  would  have 
suffered  too  much  on  older  versions 
of  the  machine,  he  said. 

Stanley  for  years  had  been  an 
IBM  shop  with  MVS  mainframes 
Stanley,  page  66 


Bucking  the  trend,  choosing  Vines 


Vines  sprouts  new  branches  .  v 


Company:  Eaton  Corp. 

Products:  Manufacturer  of  auto  and  truck  components 
Size:  54,000  employees  at  150  facilities  in  26  countries 

Annual  revenue:  $7  billion 

Network  setup:  A  mix  of  different  network  operating  systems  and 
other  operating  systems 

Goal:  To  standardize  on  Banyan’s  Vines  StreetTalk  directory  and 
Intelligent  Messaging 

Reason:  “The  StreetTalk  directory  lets  us  easily  manage  our  entire 
network  from  our  Cleveland  headquarters  with  just  four  network 
administrators  monitoring  12,000  end  users.  It’s  a  Cadillac  product,” 
said  Derek  Mumford,  vice  president  of  IT  at  the  firm. 


By  Laura  DiDio 


Some  users  are  defying  conven¬ 
tional  wisdom  —  and  network  op¬ 
erating  system  migration  trends 
—  by  installing  Banyan  Systems, 
Inc.’s  Vines. 

Among  those  newly  deploying 
or  expanding  their  Vines  installa¬ 
tions  are  Eaton  Corp.,  an  automo¬ 
bile  and  trucking  parts  manufac¬ 
turer  in  Cleveland:  Multicare, 
Inc.,  a  nursing  home  management 
company  in  Hackensack,  N.J.;  and 
Bowdoin  College  in  Brunswick, 
Maine. 

Financial  problems 

Information  systems  managers  at 
those  firms  said  they  are  going 
full-speed  ahead  despite  the  West- 
boro,  Mass.,  company’s  corporate 
woes,  which  include  declining 
sales  and  contracting  market 
share. 

Market  share  for  Banyan’s 


Vines  network  operating  system 
has  shrunk  from  about  8%  in  the 
late  1980s  to  about  5%,  according 
to  International  Data  Corp.,  a  re¬ 
search  firm  in  Framingham, 
Mass. 

Banyan’s  revenue  has  likewise 
contracted.  Annual  sales  peaked 
at  $150  million  in  the  early  1990s; 
they  are  currently  in  the  $110  mil¬ 
lion  to  $120  million  range.  Sales 
for  the  just-ended  quarter  were 
$30  million. 

“We  know  Banyan  has  prob¬ 
lems.  But  we  didn’t  do  any  sharp 
pencil  negotiations  with  any  other 
[network  operating  systems]  ven¬ 
dors  but  Banyan  because  Street- 
Talk  met  all  our  criteria,”  said  Tad 
Macy,  assistant  director  of  com¬ 
puting  and  information  services  at 
Bowdoin  College. 

“We  felt  Banyan  was  worth  the 
calculated  risk  because  Street- 
Talk  and  Intelligent  Messaging 
scales  to  a  large  environment  bet¬ 


ter  than  Windows  NT  Server  3.51 
or  NetWare  4.1,”  Macy  said. 

In  fact,  StreetTalk  is  the  most 
compelling  factor  in  the  users’  de¬ 
cisions. 

“StreetTalk  and  Banyan’s  Intel¬ 
ligent  Messaging  system  are  tre¬ 
mendous,”  said  Derek  Mumford, 


vice  president  of  information  tech¬ 
nologies  at  Eaton.  Eaton’s  upper 
managers  last  year  mandated  that 
the  company  speed  its  network 
upgrade  from  two  years  to  one. 

“If  we  decided  to  act  like  lem¬ 
mings  and  just  go  with  the  flow  to 
NetWare  or  Windows  NT  Server, 

(www.com  p  uterworld  .com) 


we’d  never  be  able  to  complete 
our  network  upgrade  within  a 
year,”  Mumford  said. 

Building  block 

Eaton  has  many  disparate  depart¬ 
mental  LANs  that  run  NetWare, 
Windows  NT  Server  and  Unix, 
but  the  foundation  of  its  network 
setup  is  75  Vines  servers  that  run 
StreetTalk. 

“K  the  directory  fails  on  one 
server,  the  outage  is  local.  It’s 
easy  to  fix  centrally.  In  fact,  we 
can  support  all  our  users  from  our 
Cleveland  headquarters,”  Mum¬ 
ford  said. 

Macy  said  StreetTalk ’s  ease  of 
configuration  and  the  security  in 
BeyondMail  that  prevents  mail¬ 
spoofing  by  college  students  are 
two  features  that  will  save  him 
and  his  fellow  network  adminis¬ 
trators  “a  lot  of  headaches  and  cut 
down  on  management  time.” 

Another  new  Vines  user,  Mult*- 
care,  has  150  locations  that  serve 
about  10,000  users.  Multicare  is 
abandoning  NetWare  and  adopt¬ 
ing  Vines/StreetTalk  as  its  enter¬ 
prise  network  operating  system. 
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Closer  Look:  E-mail  integration 

Approaches  to  the  thorny  problem  of  making  multivendor  e-mail  environments  work  together 
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26 

Aug. 

2 

Buyer's  Guide  to  Internet  Security:  Corporations  may  be  flocking  to  the  Internet,  but  they  are  doing  it 
with  a  wary  eye.  Fear  of  hackers  and  other  security  concerns  have  kept  the  corporate  world  from  taking 
full  advantage  of  the  Internet's  capabilities.  This  Buyer’s  Guide  will  look  at  firewall  products  and  other 
technologies  designed  to  support  robust  but  secure  Internet  applications. 
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Buyer’s  Guide  to  PC  LAN  Management  Products:  How  do  you  keep  the  departmental  systems  running 
without  dedicating  an  IS  staff  member  to  tasks  such  as  backup  and  access  management?  A  variety  of  products 
help  IS  off  load  those  responsibilities,  and  they  work  in  cooperation  with  enterprisewide  systems  management 
packages.  This  Buyer’s  Guide  will  look  at  the  strengths  and  weaknesses  of  some  of  those  LAN-level  management 
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operator.  A  major  undertaking,  the  survey  results  are  broken  down  by  company  size,  region  and  industry. 

SepL 

9 

^ug. 

23 

Aug. 

30 

Closer  Look:  Netware 

Special  Supplement:  Network  25 

A  joint  Computerworld,  Network  World  special  60-page  magazine  profiling  outstanding  users  of  networking 
technology  from  around  the  world.  In  addition  to  a  listing  of  25  outstanding  organizations  and  detailed 
company  profiles,  the  issue  will  examine  regional  differences  in  networking,  trends  in  technology  and  useful 
advice  on  emerging  networking  issues. 
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Buyer’s  Guide  to  Internetworking:  With  demand  for  bandwidth  still  on  the  rise,  users  are  turning  to 
technologies  such  as  fast  Ethernet  and  token  ring  switches.  This  Buyer’s  Guide  will  look  at  how  users  are 
addressing  the  bandwidth  challenge  and  which  products  best  meet  their  needs. 
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Atlanta 
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Sept. 

23 

SepL 

6 

SepL 

13 

Managing:  The  best  new  books  for  IS  managers 

Special  Report:  Top  Web  sites  for  IS  managers 
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Buyer’s  Guide  to  Groupware:  The  old  groupware  model  went  out  the  window  with  the  emergence  of 
the  World  Wide  Web.  Now,  products  such  as  Lotus  Notes,  Microsoft  Exchange  and  Novell  Groupwise 

XTD  are  being  repositioned  to  act  as  gateways  to  the  Internet.  This  Buyer’s  Guide  will  look  at  how  those 
server-based  products  are  handling  the  transition,  and  at  some  of  the  Web-based  alternatives  being  offered 
by  startups. 
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Buyer’s  Guide  to  RISC  Servers:  Enterprisewide  applications  often  are  being  driven  by  multiprocessor 
servers  based  on  Reduced  Instruction  Set  Computer  technologies  such  as  PowerPC,  Alpha,  Sparc,  MIPS  and 
PA-RISC.  This  Buyer’s  Guide  will  explore  the  challenge  of  running  the  corporation  on  these  products,  and  the 
strengths  and  weaknesses  of  some  of  the  key  vendors. 
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Buyer’s  Guide  to  Notebook  PCs:  They  are  the  core  computing  platforms  for  a  growing  percentage  of 
corporate  users.  Designed  to  work  in  hotel  rooms,  airports  and  in  the  office,  notebook  PCs  pack  the 
punch  of  desktop  systems  but  carry  their  own  set  of  technical  challenges.  This  Buyer’s  Guide  will  examine 
the  strengths  and  weaknesses  of  leading  notebook  vendors,  and  explore  some  of  the  issues  that  user 
organizations  face  when  they  roll  out  notebook-based  strategies. 
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Closer  Look:  Java  Development 
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Software  Developers’  Conf. 
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Buyer’s  Guide  to  Network  Operating  Systems:  Complex,  enterprisewide  applications  need  a  robust 
network  operating  system  to  be  working  in  the  background.  This  Buyer’s  Guide  will  explore  the  NOS 
buying  process,  and  examine  how  well  NOS  products  such  as  Windows  NT,  Netware,  Banyan  Vines,  and 
OS/2  Warp  Server  support  the  corporate  user. 
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dynamic  access  to  corporate  data.  They  need  reports  that  will  help  them  make  strategic  decisions.  That 
leaves  IS  managers  to  implement  technologies  such  as  CLAP  and  ROLAP  and  links  that  deliver  relational 
data  through  new  vehicles  such  as  the  World  Wide  Web.  This  Buyer’s  Guide  will  examine  some  of  the  key 
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Buyer’s  Guide  to  Futuristic  Technoiogies:  Technologies  such  as  virtual  reality  display  devices  and 
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Global  group  for  NT  users  forms 


A  global  group  has  formed  to 
bring  together  users  of  Micro¬ 
soft  Corp.’s  Windows  NT  op¬ 
erating  system. 

The  Worldwide  As¬ 
sociation  of  NT  Us¬ 
er  Groups  (WAN- 
TUG)  will  offer  its 
members  forums, 
user  groups,  educa¬ 
tion  and  information 
exchange,  officials  said.  WAN- 
TUG  (www.wantug.org)  initial¬ 


ly  will  comprise  existing  NT 
user  groups  from  Australia, 
Belgium,  P'rance,  Russia, 
England  and  the  U.S. 

The  group  will 
hold  its  first  board 
meeting  at  Windows 
NT  Intranet  Solutions 
Conference  and  Expo¬ 
sition  Aug.  26-29  in 
San  Francisco. 

—  Rebecca  Sykes,  IDG  News 
Service,  Boston  bureau 


Stanley 
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and  AS/400s  at  different  data  cen¬ 
ters,  said  Jim  Gustafson,  vice 
president  of  information  technol¬ 
ogy  at  the  company. 

Gustafson  said  his  company 
knew  SAP  would  be  expensive, 
“but  we  wanted  to  make  sure  it 
would  survive,  that  the  technol¬ 
ogy  would  not  be  obsolete”  in  a 
few  years.  With  the  AS/ 400,  Stan¬ 
ley  had  a  familiar  hardware  plat¬ 
form  with  lower  cost  of  ownership 
than  the  alternatives. 

The  adoption  of  R/3  is  going 
slowly  but  relatively  smoothly, 
Gustafson  said.  Initial  develop¬ 
ment  of  R/3  applications  started 
last  year  —  even  before  it  was 
available  for  the  AS/400  —  using 
a  Unix-based  RS/6000  system  and 
an  Oracle  Corp.  database.  Porting 
to  AS/400  using  a  DB2/400  data- 


Profitable  tradition 


Established  in  1843,  The  Stanley 
Works  has  20,000  employees  in  20 
countries.  It  posted  $2.6  billion  in 
sales  last  yearand  boasts  the  long¬ 
est  record  of  continuous  dividends 
of  companies  on  the  New  York 
Stock  Exchange. 

base  system  was  done  over  a 
weekend  last  winter,  Gustafson 
said. 

Slow,  unit-by-unit  rollouts  of 
R/3  will  continue  until  the  end  of 
next  year.  Gustafson  said  the  first 
unit  went  live  in  May  —  about  a 
month  later  than  originally  ex¬ 
pected.  “There  have  been  high- 
profile  difficulties  transitioning  to 
new  systems  in  our  industry.  Our 
management  knew  about  that, 
and  the  charge  we  had  was  not  to 
impact  customers,”  Gustafson 
said. 


Instant  market  share 

A  small  Montreal  software  de¬ 
veloper  will  increase  its  in¬ 
stalled  base  by  90,000  users 
when  it  signs  a  huge  deal  with 
defense  contractor  Lockheed 
Martin  Missile  and  Space. 
Ixjckhecd  has  inked  a  deal  to 
standardize  on  Corporate 
Time,  a  group  scheduling 
product  from  Corporate  Soft- 
wai'e  &  Technologies,  Inc. 
But  some  of  Lockheed’s  40,000 
Macintosh  users  say  they  are  a 
little  apprehensive  about  thie 
deal  because  there  is  currently 
only  a  Windows  version  of  the 
product.  A  Macintosh  release 
of  Corporate  Time  is  in  the 
woiks,  but  there  is  no  word  yet 
froD)  the  company  on  when  it 
wll  be  ready. 


Start  cramming 

Microsoft  Corp.  has  teamed 
with  The  Chauncey  Group 
International  Ltd.  to  offer 
testing  and  certification  of  Mi¬ 
crosoft  Office  95  users.  Office 
95  users  can  pay  $50  at  one  of 
the  nationwide  testing  centers 
and  take  an  exam  to  determine 
their  Office  95  skill  level. 

MOMA  to  expand 

The  vendor-driven  Message 
Oriented  Middleware  Asso¬ 
ciation  (MOMA)  is  trying  to 
attract  more  users.  MOMA, 
which  is  developing  middle¬ 
ware  interoperability  specifica¬ 
tions,  created  a  user  group 
that  will  hold  its  first  meeting 
at  Object  World  ’96  in  August. 
The  organization  eventually 
hopes  to  expand  its  user  mem¬ 
bership  from  five  companies 
now  to  between  25  and  50 
firms. 


Voice  over  frame  relay 
may  save  brokerage  bucks 


BCMG  banks  bandwidth 

Size  of  company:  80  employees  in  New  York,  London  and 
Singapore  serving  about  40  to  50  global  investment  banks  in 
each  hub 

Old  technology:  LAN  with  a  multiplexer 


New  technology:  Wide-area  network  with  voice  over  frame  relay 
using  RAD  Data  Communications’  /\AAXcess-30oo  switching  hub 

Expected  savings:  About  30%  of  the  annual  $1.5  million 
leased-circuit  costs 


By  Kim  Girard 


New  York  brokerage  BCMG  is 
piggybacking  voice  over  its  frame- 
relay  network  to  conserve  band¬ 
width  and  snip  the  cost  of  leased 
lines. 

By  replacing  global  leased 
voice  circuits,  the  company  ex¬ 
pects  to  slash  its  annual  $1.5  mil¬ 
lion  bill  by  about  30%,  said  Donald 
Noonan,  BCMG’s  vice  president 
of  global  networking. 

BCMG  —  which  employs 
80  people  in  London,  New  York 
and  Singapore  and  serves  world¬ 
wide  investment  banks  —  uses 
products  from  RAD  Data  Commu¬ 
nications,  Inc.  in  Mahwah,  N.J. 

BCMG  has  connected  its  New 
York  and  London  offices  with  64K 
bit/ sec.  frame-relay  circuits.  Last 
week,  the  company  moved  from 
dial-up  LAN  connections  to  a 
wide-area  network. 

The  company  plans  to  link  its 
Singapore  office  and  its  clients  to 
the  frame-relay  network  later. 

BCMG  replaced  its  multiplexer 
with  RAD’s  $3,900  MAXcess-3000, 
a  12-slot  hub  that  supports  up  to 
36  voice/fax  channels  and  up  to 
72  data  channels  at  rates  of  up  to 
384K  bit/ sec. 

Users  can  add  voice  or  data 
cards  depending  on  system  de¬ 
mand.  The  MAXcess-3000  per¬ 
forms  the  functions  of  the  multi¬ 


plexer  and  the  switch. 

By  compressing  voice  at  8M 
bit/sec.,  Noonan  can  get  16  con¬ 
versations  on  a  128K  bit/ sec.  line. 
Any  available  bandwidth  on  the 
line  not  used  for  voice  is  used  for 
data.  With  this  system,  critical 
voice  and  fax  applications  receive 
top  priority. 

Deciding  factors 

BCMG  chose  SITA,  a  global  net¬ 
work  communications  provider, 
to  manage  its  frame-relay  network 
because  the  organization  offers 
guaranteed  end-to-end  service 
and  a  network  managed  by  one 
company,  Noonan  said. 

Putting  voice  and  data  on  one 
network  could  be  considered 
risky.  But  Noonan  said  he  is  confi¬ 
dent  with  Irame  relay  because  it 
offers  built-in  redundancy  provid¬ 
ed  by  multiple  access  points  on 


the  network. 

“If  the  link  between  New  York 
and  London  goes  down,  they  re¬ 
route  me,”  Noonan  said. 

Noonan  said  he  notices  little 
difference  between  his  system 
and  the  public  telephone 
network. 

“Some  people  say  it  can  sound 
slightly  less  lively  because  there’s 
no  background  noise,”  he  said. 
“It’s  clear.  Sometimes  people  say 
it  sounds  hollow.” 

Tim  Burke,  data  communica¬ 
tions  analyst  at  The  Yankee 
Group  in  Boston,  said  voice 
quality  is  much  better  today  be¬ 
cause  of  improved  digital  signal 
processing. 

Though  voice  application  isn’t 
driving  the  frame-relay  market, 
demand  for  the  added  service  will 
push  the  big  carriers  to  consider 
offering  it,  he  said. 


Henkel 
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systems  development  [when]  our 
focus  was  internationalization,” 
said  Eckart  Dieckmann,  manager 
of  Henkel’s  international  SAP  sup¬ 
port  center  in  Dusseldorf. 

Standard  setting 

So  in  1994,  Henkel  executives  de¬ 
cided  to  standardize  on  SAP  AG’s 
R/3  integrated  client/server  fi¬ 
nancial  and  manufacturing  soft¬ 
ware.  Today,  each  of  the  compa¬ 
ny’s  five  European  units  are  in 
production  with  at  least  one  R/3 
module.  In  each  case,  between 
30%  and  50%  of  the  configuration 
work  was  done  in  a  standard  way 
by  the  company’s  central  IS  orga¬ 
nization  in  Dusseldorf.  'Phe  rest  of 
the  work  is  customized  by  the  var¬ 
ious  business  units. 

Business  affiliates  run  separate 
“instances”  of  R/3,  complete  with 
their  own  databases  and  custom 
R/3  routines.  The  plan  is  to  link 


these  separate  systems  —  via 
SAP’s  application  link  enabling 
(ALE)  middleware  technology  — 
to  a  central  R/3  server  that  hous¬ 
es  data  and  applications  for  corpo¬ 
ratewide  functions,  such  as  mate¬ 
rials  purchasing. 

For  example,  individual  affili¬ 
ates  currently  pur¬ 
chase  goods  and 
supplies  separately. 

But  once  ALE  is 
implemented  begin¬ 
ning  next  year,  con¬ 
tracts  and  informa¬ 
tion  about  orders 
and  deliveries  “will 
be  stored  on  the 
server,  but  opera¬ 
tions  will  be  done  di¬ 
rectly  with  individual 
units,”  Dieckmann  explained. 
That  could  save  the  firm  millions 
of  dollars  through  high-volume 
discounts  from  suppliers,  he  said. 

But  getting  AI.E  up  and  run¬ 
ning  requires  a  lot  of  ufhfront 
work  to  standardize  data.  To 
accomplish  that,  Henkel  has  set 
up  a  team  that  comprises  repre¬ 


sentatives  fi'om  the  different  units 
to  develop  common  definitions 
for  all  business  terms  and 
transactions. 

“Running  different  instances 
of  R/3  was  not  the  way  [R/3]  was 
originally  designed,  but  SAP  rec¬ 
ognized  that  there’s  a  big  desire 
in  its  client  base  — 
in  Europe  and  the 
U.S.  —  to  support 
that  kind  of  imple¬ 
mentation,”  said  Jim 
Shepherd,  vice  pres¬ 
ident  of  research  at 
Advanced  Manufac¬ 
turing  Research. 
Inc.  in  Boston. 

Dieckmann  said 
Henkel’s  ALE-based 
approach  to  imple¬ 
menting  R/3  companywide  offers 
the  best  of  both  worlds.  Henkel 
achieves  software  standardization 
while  its  business  units  —  whose 
product  lines  include  detergents, 
cosmetics  and  adhesives  —  con¬ 
tinue  to  operate  independently  us¬ 
ing  individually  modified  R/3 
software. 


Name 

recognition 


With  some  11,000 
brand  products,  Hen¬ 
kel  is  as  familiarto  Eu¬ 
ropean  consumers  as 
Procters  Gamble  is  to 
U.S.  households. 


COMPUTERWORLD  ]ULY  29,  1996  (www.coniputerworld.com) 


“Can  we  do 


business  on 
the  Internet 
without 


by  some 
wily 

hacker?” 


Talk  to  ten  Internet  experts  and  you  U  get  ten  dilferent 
opinions  about  the  future  of  business  on  the  Net. 

But  the  bottom  line  is  this:  Internet  commerce  will  grow  only  as  fast 
as  confidence  in  the  security  of  the  Net  grows. 

Fortunately,  our  confidence  has  grown  pretty  fast  over  the  last 
couple  of  years.  IBM  SecureWay™  includes  a  variety  of  services  and 
products  that,  over  time,  will  make  exchanges  across  the  Internet 
even  more  secure  than  nonelectronic  transactions. 

For  example,  the  Secure  Flectronic  Transactions  protocol, 
developed  using  iKP  multiparty  payment  protocol  from  IBM  Research, 
allows  buyers,  sellers  and  credit  card  companies  to  be  joined  in  a  single 
Internet  transaction  that  is  secure,  confidential  and  verifiahle. 


Our  Cryptolopes™  technology  promises  to  revolutionize  online 
publishing  by  providing  a  mechanism  for  controlling  distribution  ol 
copyrighted  materials. 

And,  of  course,  IBM  is  at  the  forefront  of  network  security  with 
powerful  firewall,  encryption  and  access  control  technology',  not  to 
mention  one  of  the  largest  private  secure  business  networks  in  the 
world  -  the  IBM  Global  Network. 

To  learn  more  about  IBM  SecureWay  and  our  secure  iransactions 
technology,  visit  us  at  ww'w.ibm.com/sccui  ity  or  call  1  800  1  B.M  -/080. 
ext.  G 122. 


Solutions  for  a  small  planet  "  r  =:£ 


IBM  is  a  registered  trademark  and  Cryptolopes.  SecureWay  and  Solutions  lor  a  small  planel  are  trademarks  ol  IBM  Corp.  ©  1996  IBM  Corp. 
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Analysts:  Expect  IT  surge  from  smaller  players 


By  Kristi  Essick 


'Hie  global  information  technology  market¬ 
place  will  continue  its  steady  growth 
through  the  year  2000,  with  emerging  mar¬ 
kets  playing  an  increasingly  important  role, 
according  to  International  Data  Corp. 


While  the  U.S.  leads  the  global  PC  mar¬ 
ket  with  37.5%  of  total  worldwide  sales  and 
Western  Europe  is  second  at  28.5%,  emerg¬ 
ing  markets  —  such  as  India,  Brazil,  Malay¬ 
sia  and  Israel  —  will  see  tremendous 
growth  in  the  next  five  years,  according  to 
the  Framingham,  Mass.,  research  firm. 


The  analysts’  findings  were  presented  re¬ 
cently  in  Santa  Clara,  Calif. 

The  results  were  based  on  interviews 
with  information  technology  professionals, 
home  PC  users  and  managers  of  small  and 
midsize  businesses  in  55  countries. 

Emerging  markets  are  taking  on  greater 
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About  MIMC 

The  Massachusetts  Interactive  Media  Council,  Inc.  (MIMC),  an 
industry  networking  and  advocacy  organization,  was  founded 
in  1995  to  assist  in  building  the  interactive  media  industry  and 
to  help  fuel  industry  growth  as  a  powerful  economic  engine 
for  Massachusetts.  MIMC  founders  and  members  include  the 
region's  foremost  creative  talent,  technology  developers,  service 
providers,  business  professionals,  publishers  and  distributors, 
entrepreneurs,  academics,  and  other  industry  leaders  and 
supporters.  MlMC's  goals  include  the  facilitation  of  networking 
and  communication  among  individuals  and  organizations, 
advocacy  for  the  region's  interactive  media  industry  at  the  state 
and  federal  levels,  and  education.  MIMC  focuses  on  four  areas: 
creative,  technology,  business,  and  social  impact.  You  can  find 
out  more  at  the  MIMC  Web  site  ht:p://www.mimc.org. 


6  MIMC  Awards 


For  New  England  companies  and  show  exhibitors 


Entry  Deadline 
Entries  and  entry  fees 
must  be  received  no  later 
than  8/16/96. 


'Sponsors  of  the  1996  MIMC  Awards 
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weight  in  the  global  information  technol¬ 
ogy  industry,  the  analysts  said.  For  exam¬ 
ple,  Israel  last  year  had  the  highest  per- 
capita  information  technology  spending  in 
the  world,  purchasing  approximately  $2.1 
billion  worth  of  computer  equipment.  And 
Turkey  saw  a  61%  increase  in  the  number  of 
PC  units  shipped  in  the  country  last  year. 

China,  considered  a  risk  by  most  firms 
that  want  to  expand  overseas,  grew  104%  in 
networking  hardware  sales 
last  year.  Japan  —  seen  by 
most  as  a  surefire  market  — 
grew  only  57%  in  the  same 
area. 

Other  highlights  of  the  IDC  presentation 
included  the  following: 

•  17%  of  large  and  midsize  companies 
worldwide  plan  to  use  the  World  Wide  Web 
“heavily.”  Twenty-five  percent  to  30%  of  Eu¬ 
ropean  and  Japanese  companies  will  install 
Integrated  Services  Digital  Network  tech¬ 
nology  in  the  next  year,  while  the  number  is 
“very  low”  in  the  U.S. 

•  While  the  U.S.  accounts  for  only  5%  of  the 
world’s  population,  it  accounts  for  42%  of 
global  information  technology  spending. 
Asia  accounts  for  56%  of  the  world’s  popula¬ 
tion,  but  only  24%  of  IT  spending. 

•  89%  of  South  Korean  first-time  PC  buyers 
say  PCs  will  be  useful  for  placing  phone 
calls,  whereas  only  50%  of  Americans  plan 
to  make  Internet  calls. 


Essick  writes  for  the  IDG  News  Service  at  its 
San  Mateo,  Calif.,  bureau. 


Brief 


IBM’s  intranet  services 

IBM’s  Global  Services  group  last 
week  announced  two  sets  of  intranet¬ 
building  services.  SmoothStart  was 
designed  as  a  starter  kit.  It  includes 
consulting,  educational  seminars  — 
at  $795  per  person  —  strategy  work¬ 
shops,  application  development  and 
World  Wide  Web  page  design  and 
posting.  The  Secure  Way  services  in¬ 
volve  installing  firewalls,  testing  for 
hacker  vulnerability  and  detecting 
and  eliminating  viruses.  Except  for 
the  seminars,  all  the  services  are 
priced  according  to  the  scope  of  a 
user’s  project,  IBM  officials  said. 
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The  Internet  lets  your  company  open  its  doors  to  mil¬ 
lions  of  potential  customers,  partners  and  contributors 
and,  unfortunately,  some  potentially  dangerous  hackers,  crackers  and 
online  troublemakers. 

That’s  why  we  at  IBM  have  some  dedicated  hackers  of  our  own. 

We  call  them  “ethical  hackers’.’  Working  with  the  IBM  Global  Security 
Analysis  Lab,  these  scientists  explore  the  cutting  edge  of  hacking 
techniques  to  develop  better  and  better  security  countermeasures. 
And,  as  part  of  IBM’s  Security  llealthcheck,  they’ll  even  try  to  break 
into  your  network  (with  your  permission,  of  course)  to  look  for  weak 
spots  and  strengthen  defenses. 


Where  the  healthcheck  leaves  off,  I  BM’s  Emergency  Response 
Service  takes  over.  On  call  24  hours  a  day,  seven  days  a  week  around 
the  globe,  the  response  team  makes  itself  intimately  familiar  with 
your  network  and  systems  ahead  of  time  so  that,  in  an  emergency, 
they  can  respond  quickly  to  close  the  breach  and  fix  the  problem. 

To  learn  more  about  IBM’s  ri"  Security  Consulting,  Security 
Healthcheck,  ethical  hackers,  the  Emergency  Response  Service  and 
all  the  products  and  services  in  the  IBM  Secure^^y"  family,  visit  us  at 
www.ihm.coin/security  or  call  I  800  IBM-7080,  -’xt.  121. 
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i 


I’ATl'^  A*  l|A»:  TvTTII 


^COMPUTERWORLD 

Log  on  this  week  for  an  online 
discussion  of  IS  perks. 


Perks:  Tliey’re  not  just  for  top-level  IS  execs 


newly  hired  chief  information  officer  negotiated  a  relocation  package  that 
included  transporting  his  yacht  fi*om  San  Francisco  to  Long  Island.  An¬ 
other  CIO  got  his  company  to  pay  the  legal  bills  involved  in  obtaining 
permanent  U.S.  resident  status.  A  third  got  his  extensive  wine  cel¬ 
lar  moved  to  his  new  home. 


The  coveted  key  to  the  executive  washroom  has 
always  represented  much  more  than  state-of-the-art 
plumbing,  but  perquisites,  or  “perks,”  have  always 
been  reserved  for  the  elite.  What  about  those  who 
don’t  have  yachts  or  international  legal  complications, 
or  the  guy  whose  “wine  cellar”  contains  only  a  carton 
of  Gallo? 

What  about  managers  of  systems  development,  the 
systems  architects  and  administrators  and  the  key  proj¬ 
ect  managers?  Does  it  make  sense  for  midrange  mana¬ 
gerial  candidates  to  try  for  some  perks  of  their  own? 

"The  simple  answer  is  ‘yes,’  ”  says  Jeffrey  Leon,  man¬ 
aging  director  and  leader  of  the  information  systems 
practice  at  Russell  Reynolds  Associates,  a  New  York- 
based  recruiting  firm. 

Success  in  negotiating  perks  depends  on  your  mar¬ 
ket  value,  your  prospective  employer’s  needs  and  com¬ 
pensation  policies,  your  negotiating  skills  and,  finally,  a 
flexible  definition  of  perk. 

If  there  was  ever  a  time  for  IS  recruits  to  play  the 
perk  card,  it  may  be  now. 

“Demand  far  exceeds  supply  right  now,”  says  Kevin 
Steele,  president  of  Winter,  Wyman  &  Co.,  a  recruiting 
firm  in  Boston. 

“Especially  in  information  services,  there  is  a  scarci¬ 
ty  of  talent  in  some  areas,  and  it’s  hard  to  drum  up  peo¬ 
ple,”  adds  Christine  Seitz,  a  spokeswoman  for  Hewitt 
Associates,  a  Boston  human  resources  consulting  firm. 

But  to  succeed,  you  have  to  have  the  talent  that’s  in 
short  supply.  If  you’re  an  average  candidate,  you'll  get 
an  average  offer.  If  you  bring  cutting-edge  skills  and  ex¬ 
perience,  the  employer  may  sweeten  the  pot. 

“There’s  a  lot  of  hype  around  these  technologies,  but 
finding  the  few  people  who  can  actually  do  it  is  worth  a 
premium,”  I>eon  says. 

But  before  you  haul  your  dinghy  into  dry  dock,  you 


need  to  realize  that  midlevel  perks  aren’t  quite  the  wine- 
cellar  variety.  Hot  middle  management  candidates  have 
been  known  to  snag  sign-on  bonuses. 

“AVhen  I  was  in  the  lower  midlevel,  there  were  almost 
always  up-front  bonuses,  in  most  cases  cash  in  the 
$10,000-to-$25,000  range,”  says  Laraine  Rodgers,  an  IS 
lifer  and  principal  of  LR  Associates,  a  Scottsdale,  Ariz., 
consulting  firm. 

There  are  also  guaranteed  year-end  bonuses,  bonus¬ 
es  for  staying  —  paid  over  several  years  —  or  relocation 
allowances.  But  the  amounts  of  monetary  perks  usually 
are  limited  by  corporate  policies.  You  might  try  to  get 
around  strict  policies  by  suggesting  an  early  review  tied 
to  a  raise  or  bonus.  “Companies  will  put  certain  mile¬ 
stones  and  criteria  in  place  and  offer  early  reviews 
when  the  employee  achieves  milestones,”  Steele  says. 
“It  could  be  a  raise  or,  more  frequently,  cash  bonuses.” 

Stock  options  are  generally  reserved  for  the  highest 
levels  except  in  start-up  companies,  but  start-ups  are 
notorious  for  skimpy  salaries  and  minimal  benefits.  “If 
the  company  goes  public,  you’ll  reap  the  rewards,  but 
you  won’t  see  any  other  kind  of  benefits,”  says  Mary 
Jane  Range,  a  recruiter  at  Ingram  &  Aydelotte,  Inc.  in 
New  York. 

Firms  tend  to  be  looser  with  nonmonetary  perks.  You 
may  be  able  to  haggle  an  extra  week  of  vacation,  for  ex¬ 
ample.  Also  easier  to  negotiate  are  employee  develop¬ 
ment  perks,  such  as  opportunities  for  advanced  training 
or  commitments  to  attend  major  conferences.  They’re 
considered  win/ win  deals  for  employers  and  new  hires. 

Rodgers’  favorite  perk  came  from  Citibank  when  it 
recruited  her  in  1988  as  a  high  midlevel  vice  president 
halfway  through  the  prestigious  two-year  Presidential 
Key  Executive  MBA  program  at  Pepperdine  University 
in  California.  "'Hie  most  important  thing  to  me  [was  to) 
finish  my  MBA,”  she  says. 


By  Kathleen  Melymulta 

Finally,  the  trend  toward  “lifestyle”  perks  is  growing. 

“Organizations  are  truly  beginning  to  realize  the  val¬ 
ue  of  flexible  work  arrangements,”  says  Todd  Manas,  a 
human  resources  consultant  at  Towers  Perrin  in  New 
York.  “Things  have  different  value  to  different  people. 
Progressive  organizations  appreciate  that  and  offer 
these  kinds  of  arrangements.” 

Flexible  hours,  work-at-home  days,  telecommuting 
and  job  sharing  are  popular  because  they  cost  little  and 
can  mean  more  than  extra  money  to  new  hires. 

Robert  Sternstein,  hiring  manager  at  Thomson  Fi¬ 
nancial  Services  in  Boston,  says  he  is  flexible.  “We  are 
willing  to  look  at  things  on  a  case-by-case  basis  if  it’s  not 
too  outrageous,”  he  says.  “We  do  have  some  people 
working  flextime;  it’s  not  the  norm,  but  it’s  here.  We  do 
have  people  who  telecommute.” 

Who  gets  perks  depends  less  on  the  position  than  the 
person,  he  says.  He  looks  at  “what  they  bring  to  the  ta¬ 
ble,  their  lifestyle,  what  they  may  need.” 

When  making  your  own  needs  known,  timing  is  criti¬ 
cal.  “I  look  at  the  recruiting  process  as  a  card  game,” 
Manas  says.  “When  you  throw  your  resume  into  the 
hopper,  you’ve  put  your  card  on  the  table.  Now  it’s  the 
company’s  turn  until  they  make  you  an  offer.  Then  it’s 
your  turn  to  negotiate  and  talk  about  things  outside  the 
purview”  of  compensation. 

Leon  agrees.  “I  wouldn’t  suggest  the  first  thing 
you  say  is,  ‘I  won’t  go  without  a  sign-on  [bonus],’”  he 
says.  “You  need  to  establish  your  credentials  first. 
There’s  a  time  to  negotiate  and  a  time 
to  listen.” 

Ann  Challenger  suggests  that  the 
best  time  to  negotiate  is  after  you’ve 
proved  your  value  on  the  job.  “Get  the 
job  first,”  says  the  vice  president  of 
Challenger,  Gray  &  Christmas, 

Inc.,  an  executive  outplacement 
firm  based  in  Chicago,  “and  see 
how  you  can  make  the  company 
better.  Then  you’ll  have 
more  negotiating  power.”  ■ 


Melymuka  is  a  freelance  writer 
in  Duxbury,  Mass. 
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DIRECTOR,  MANAGER,  KEY  PROJECT  MANAGER 

•  Sign-on  bonuses  from  $2,000  to  $25,000 

•  Guaranteed  year-end  bonuses  up  to  20%  of  salary 

•  Stay  bonuses  (paid  out  over  several  years) 

•  Extra  relocation  allowances 

•  Early  reviews  tied  to  bonuses,  raises 
•  Additional  vacation  time 

•  Stock  options  (occasionally) 

•  Career  development  opportunities 


WHIZ  KIDS  AT  ANY  LEVEL 

•  Training 

•  Hextime 

•  Job  sharing 
•  Work-at-home  days 
•  Telecommuting 


THE  GREAT  PYRAMID  OF 


CO 


rti-."- ,  ■ 


-  'Annual' 
bonuses 
from  40%  to 
150%  of  salary 

•  Stock  options 

•  Firstolass  travel 

*  Multiyear  contracts 
(availability  decreasing) 

•Annuity  plans,  insurance,  401(k) 
retirement  savings  plans 

•  Country  club  memberships  (availability 
decreasing  because  of  tax  crackdowns) 

•  Multiyear  bonus  programs  that  look 
at  performance  against  specific  milestones 


VP,  SENIOR  VP,  SENIOR  DIRECTOR 

•  Very  good  relocation  packages;  sometimes 
a  lump  sum  to  spend  (or  pocket)  as  employee  wishes 

•  Sign-on  bonuses 

Guaranteed  year-end  bonuses  of  20%  to  50%  of  salary 

•  Stock  options  (possibly) 

•  Severance  agreements 
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Surf  sites 


By  Leslie  Goff 

Practical 
Internet  sites  for 


Revolution 

www.strategosnet.com/revolution/ 


A  Web-zine  that 
calls  Revolu¬ 
tion  is  more  or  less 
doomed  from  the 
start  because  it  sets 
up  unrealistic  ex¬ 
pectations.  That’s 
certainly  the  case 
here.  For  starters, 
the  ideas  presented, 
although  interest¬ 
ing,  aren’t  revolu¬ 
tionary.  In  fact, 
many  of  them  sound 
suspiciously  like  those  espoused  in  another  magazine  — 
on  the  newsstand  and  Web  —  called  Fast  Company  [re¬ 
viewed  in  CW,  April  29].  The  table  of  contents  even  closely 
resembles  the  Fast  Company  home  page.  Second,  all  the  ar¬ 
ticles  posted  in  July  were  written  by  the  same  individual, 
Gary  Hamel,  co-author  of  the  book  Competing  for  the  Fu¬ 
ture.  Hamel  also  just  happens  to  be  chairman  of  the  site’s 
sponsoring  organization,  Strategos,  a  consulting  firm.  Like 
Fast  Company^  founders,  Hamel  is  a  regular  contributor  to 
the  Harvard  Business  Review.  He  has  an  interesting  take  on 
things  —  ‘The  age  of  incrementalism  is  dead,”  he  pro¬ 
claims  in  a  long  essay  on  increasing  value  —  but  without  a 
range  of  voices  in  the  publication,  the  site  becomes  little 
more  than  a  well-financed  vanity  home  page. 


Center  for  the  Study  of  Work  Teams 
at  the  University  of  North  Texas 
www.wo rkteams.unt.edu/ 

WeicooMi  to  Umt  (.^ator  lor  the  Study  of  Work  T«aa»  UlliVCrsitV  IH 

at  the  Uoivortity  of  North  Tez»«  ^  ’ 

Denton,  Texas,  may 
not  have  the  same 
name  recognition  as 
Harvard  Business 
School,  but  that 
shouldn’t  dissuade 
teamwork-interest¬ 
ed  information  sys¬ 
tems  managers 
from  visiting  this 
site.  It’s  a  good 
starting  point  for 
anyone  who  is  con¬ 
cerned  with  form- 
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ing  effective  teams,  setting  team  goals,  decision  making, 
problem  solving  and  other  team-related  “soft”  skills.  It’s  es¬ 
pecially  good  for  those  who  are  seeking  information  that 
lacks  the  bias  of  a  consulting  firm’s  particular  methodolo¬ 
gy.  The  best  resources  here  are  the  award-winning  papers 
of  IS  practitioners  who  have  attended  the  center’s  annual 
conferences,  which  bring  together  academia  and  industry. 
For  instance,  check  out ‘Taking  Teams  From  Buddies  to 
the  Bottom  Line”  by  Allstate  Insurance  Co.’s  data  center 
team.  The  site’s  other  top  resources  for  IS  managers  are 
the  TeamNet  E-mail  List  —  a  private  discussion  group  for 
registered  participants  —  and  the  Annotated  Reading  List, 
which  makes  sound  recommendations  and  offers  brief,  in¬ 
formative  synopses  of  each  book. 


21st 

www.vxm.com 


This  thought- 
provoking  Web-zine 
makes  a  good  read 
for  anyone  trying  to 
understand  the  colli¬ 
sion  of  consumer 
and  business  tech¬ 
nologies.  It’s  divid¬ 
ed  into  six  clearly 
demarcated  editori¬ 
al  sections.  The 
most  relevant  to 
IS  managers  are 
“Dolo,”  a  series  of 
IS  commentaries  by 
Franco  Vitaliano,  described  by  the  magazine  as  a  “techno- 
noire”  columnist  —  his  July  piece  examines  what  ISDN 
really  stands  for:  “IS  Dilemma  Network”  —  and  “Speed,” 
which  focuses  on  computers,  software,  networks  and  the 
Internet.  Even  the  sections  that  aren’t  specifically  business- 
oriented  —  such  as  “Impact,”  which  explores  the  conver¬ 
gence  of  the  television  and  the  PC,  and  “Link,”  which  fo¬ 
cuses  on  “the  connection  between  human  consciousness 
and  new  technologies”  —  make  worthwhile  reading  for  IS 
managers  who  want  to  expand  their  perspectives.  Naviga¬ 
tional  note:  The  home  page  has  some  pretty  nifty,  if  ambig¬ 
uous,  artwork,  but  it  takes  a  long  time  to  load  without  a  T1 
line.  You  may  wish  to  skip  it  and  advance  directly  to  the  ta¬ 
ble  of  contents  by  adding  the  extension  /21R.9.html/  to  the 
address. 
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The  International  Workplace  Studies  Program 
iwsp.human.comeli.edu/ 


For  IS  managers 
whose  companies 
are  re-engineering 
work  processes,  con¬ 
sidering  alternative 
work  arrangements 
such  as  telecommut¬ 
ing  or  redesigning 
their  facilities  to  en¬ 
hance  the  work  of 
cross-ftmctional 
teams,  this  site  is 
worth  a  visit.  The  re¬ 
search  here  proves 
that  IS  should  play  a 
critical  role  in  planning  and  designing  workplace  changes 
—  after  all,  it  will  be  facilitating  communication  and  data 
sharing.  Unfortunately,  IS-specific  information  is  slim,  but 
proactive  managers  can  get  enough  of  an  overview  here  to 
understand  their  role  in  this  process,  and  they  will  sound 
quite  up-to-date  on  the  subject  when  they  start  attending  fa¬ 
cilities  management  meetings.  The  program,  hosted  by 
Cornell  University,  is  sponsored  by  a  consortia  of  public- 


sector  organizations  and  private  companies,  including 
Steelcase,  Inc.,  Shell  Oil,  Hewlett-Packard  Co.,  Andersen 
Worldwide  and  others.  Try  to  overlook  the  academic  tone 
and  the  use  of  language  such  as  “human  ecology.”  The  best 
bets  for  IS  managers  who  are  just  getting  started  on  these 
issues  are  the  paper  “Implementing  Innovative  Work¬ 
places:  Organizational  Implications  of  Different  Strategies” 
—  click  on  the  words  “the  organization  as  a  whole”  from 
the  home  page  —  and  the  research  sections  titled  “Inte¬ 
grated  Workplace  Strategies”  and  “Collaborative  Team  En¬ 
vironments”  —  both  accessible  from  the  home  page. 


The  Outsourcing  Institute  Forum 
www.outsourclng.com/ 


This  isn’t  the  most 
aesthetically  pleas¬ 
ing  site,  but  it’s  one 
of  the  most  informa¬ 
tive  and  well- 
planned  sites  for  IS 
managers.  It  offers 
easy  access  to  a 
good  deal  of  free, 
original  and  action¬ 
able  content.  The 
Outsourcing  Insti¬ 
tute  is  a  3-year-old 
professional  associ¬ 
ation  that  calls  itself 
a  source  for  objective,  independent  information  on  out¬ 
sourcing.  The  site  has  a  little  something  for  everyone, 
whether  they  are  in  the  early  stages  of  evaluating  outsourc¬ 
ing  or  already  deeply  entrenched.  Get  relevant  tips  for  suc¬ 
cess,  statistics  and  trends  to  convince  your  staff  and  boss  of 
outsourcing’s  viability  and  more  than  30  brief  case  studies 
that  detail  a  wide  range  of  outsourcing  partnerships.  A  dis¬ 
cussion  area  promises  to  be  a  valuable  resource  if  it  catch¬ 
es  on  among  ’net  surfers.  But  as  of  this  month,  the  vast  ma¬ 
jority  of  posted  queries  hadn’t  received  any  replies.  The 
institute  also  presents  its  own  fairly  objective  reports  on 
topics  such  as  Computer  Sciences  Corp.’s  annual  IS  survey 
and  a  report  by  International  Data  Corp.  —  owned  by  Com- 
puterworld’s  parent  company  —  that  projects  the  growth  in 
the  outsourcing  market  over  the  next  four  years.  If  you  are 
concerned  with  outsourcing,  or  just  need  to  keep  up  with 
what  your  colleagues  are  facing,  bookmark  this  site. 


Information  Management  Forum 
www.infomgmtforum.com/ 


Here’s  a  site  that 
brings  to  mind  a 
line  from  an  Elvis 
Presley  song:  “Here 
am  I,  so  close,  yet 
so  far,  from  para¬ 
dise.”  The  organiza¬ 
tion’s  purpose,  the 
home  page  ex¬ 
plains,  is  “to  provide 
information  on  how 
organizations  are 
using  information 
technology  for  stra¬ 
tegic  purposes.”  But  this  statement  sets  up  expectations 
that  the  site  doesn’t  meet.  The  information  here  is  largely 
static,  consisting  of  announcements,  abstracts  of  reports 
and  online  order  forms.  Trends  ’n  Stuff  is  the  only  area  that 
offers  any  significant  original  content.  In  early  July,  the  sec¬ 
tion  had  an  interesting  report  that  dispelled  the  myth  that 
object-oriented  programming  is  in  widespread  use  among 
IS  departments.  ■ 


Goff  is  a  freelance  writer  in  New  York. 


Analyze  data  from  anv  database? 


On  their  own? 
to  go  to  lunch 


Time.  To  do  your  job.  To  think.  To 
actually  take  lunch.  With  Lotus  Approach,^ 
time  is  what  you’ll  be  giving  the  entire 
MIS  department.  Because  Lotus  Approach 
is  a  powerful,  easy-to-learn  database 
that  enables  end  users  to  manage  and 
analyze  corporate  information  on 
their  own. 

In  fact,  Lotus  Approach  is  so 
easy  to  learn,  your  users  can  actually 
be  productive  within  a  few  hours  of 
opening  the  box.  Which  means  rather 
than  tapping  you  on  the  shoulder 

every  five  minutes,  they  can  tap  directly  into  your  corporate 
data  themselves.  That’s  the  beauty  of  Lotus  Approach. 

Just  imagine:  end  users  creating  professional  reports  without  you  having  to  hold 
their  hands.  Business  analysts  building  their  own  charts  and  crosstabs.  Users  with  no  programming 
experience  at  all  generating  completed  business  solutions  in  seconds  using  Approach’s  new  SmartMaster 
applications.  And  you  actually  having  the  time  to  ponder  the  dessert  menu. 

With  Approach,  it  doesn’t  matter  where  your  data  is  stored.  In  DB2f  Oracle,®  Sybasef  dBASEf  or  almost 
anywhere  else.  Approach  works  with  your  data  as  it  is,  and  where  it  is.  Users  can  even  join  related  data  from 
different  database  systems.  Which  means  that  users  never  need  to  copy  or  convert  data  into  yet  another  database 
format  just  to  build  reports  and  analyses. 

Further  proof  that  Lotus  Approach  is  the  right  choice  for  your  users:  Lotus  Approach  96  just  won  PC  Magazine’s 
“Editor’s  Choice”  award,  prompting  one  reviewer  to  say,  “If  there’s  an  effective  database  product  that  surpasses  all 
others  in  ease  of  use,  it’s  Lotus  Approach!’  We  couldn’t  have  said  it  better  ourselves. 

There’s  a  lot  more  Lotus  Approach  can  do,  which  means  there’s  a  lot  more  time  for  you  to  do  what  you’d  rather  do. 
To  find  out  more  about  Lotus  Approach  96,  or  if  you’re  a  DB2  user  looking  to  “Extend  the  Power 
of  DB2,”  call  1-800-TRADE-UP,  ext.  B995.  Or  visit  us  on  the  World  Wide  Web  at  www.lotus.com. 

Working  Tljgother’ 


t 


In  Canada,  call  1-800-GO-LOTUS.  ©1996  Lotus  Development  Corporation,  55  Cambridge  Parkway,  Cambridge,  MA  02142.  All  rights  reserved.  Lotus,  Working  Together 
and  Lotus  Approach  are  registered  trademarks  and  SmartMaster  is  a  trademark  of  Lotus  Development  Corporation.  All  other  products  are  registered  under  their  respective  companies. 


F.Y.I 


September  Workshops 

A  listing  of  workshops  for  IS  mayiagers.  Most  workshops  are  offered  later  in 
the  year  in  other  cities.  To  find  the  time  and  location  most  convenient  for 

you,  call  the  contact  phone  number. 


Information  Systems  Project 
Management.  King  of  Prussia,  Pa.,  Sept 
4-6;  Ann  Arbor,  Mich.,  Sept  9-11;  San 
Francisco,  SepL  16-18;  New  York,  SepL 
25-27;  Chicago,  SepL  30-OcL  2  —  Fee: 
$1,295  to  $1,490. 

Contact:  American  Management  Associ¬ 
ation,  New  York,  N.Y.  (800)  262-9699. 

Improving  Your  Internal  Consulting 
Skills:  For  IS  Professionals.  New 
York,  SepL  4-6  —  Fee:  $1,295  to  $1,490. 
Contact:  American  Management  Associ¬ 
ation,  New  York,  N.Y.  (800)  262-9699. 

Outsourcing:  Issues,  Contracts, 
Negotiations.  Chicago,  SepL  5-6  — 

Fee:  $1,295. 

Contact:  International  Computer  Nego¬ 
tiations,  Inc.,  Winter  Park,  Fla.  (407)  740- 
0700.  Fax:  (407)  740-0368. 

Measuring  AND  Benchmarking  IT 
Performance.  Toronto,  SepL  9-10  — 

Fee:  $995. 

Contact:  Digital  Consulting,  Inc.,  Ando¬ 
ver,  Mass.  (508)  470-3880.  Fax:  (508) 
470-0526;  E-mail  address:  ConfReg® 
dciexpo.com.  Web  address:  www. 
DCIexpo.com. 


Systems  Analysis  and  Design  for 
Information  and  Business 
Professionals.  New  York,  SepL  9-12; 

San  Jose,  Calif.,  SepL  17-20  —  Fee: 
$1,350  to  $1,550. 

Contact:  American  Management  Associ¬ 
ation,  New  York,  N.Y.  (800)  262-9699. 

Software  Licensing  Agreements.  St. 
Louis,  SepL  10;  Austin,  Texas,  SepL  19; 
Dallas,  SepL  20;  Chicago,  SepL  25  — 

Fee:  $495. 

Contact:  Professional  Learning  Center, 
Irvine,  Calif.  (714)  725-0758. 

Project  Management:  Skills  for 
Success.  Washington,  SepL  10-13  ~ 

Fee:  $1,595  to  $i,995- 
Contact:  The  Learning  Tree  Internation¬ 
al,  Inc.,  Reston,  Va.  (800)  850-9197.  Web 
address:  www.learningtree.com. 

Identifying  and  Confirming  User 
Requirements.  Los  Angeles  and  Wash¬ 
ington,  SepL  10-13  ~  For  those  respon¬ 
sible  for  identifying  user  needs  in  a  proj¬ 
ect.  Fee:  $1,595  to  $1,995. 

Contact:  The  LearningTree  Internation¬ 
al,  Inc.,  Reston,  Va.  (800)  850-9197.  Web 
address:  www.learningtree.com. 


Firewalls  and  Internet  Security. 
Atlanta,  SepL  9-10;  Kansas  City,  Mo., 
SepL  11-12;  Philadelphia,  SepL  16-17; 
Boston,  SepL  19-20  —  Fee:  $995. 
Contact:  Data-Tech  Institute,  Clifton, 

N.J.  (201)  478-5400.  Fax:  (201)  478-4418. 
Web  address:  www.datatech.com. 

High  Tech  Procurement.  Washington, 
SepL  9-11  —  Fee:  $1,395. 

Contact:  International  Computer  Nego¬ 
tiations,  Inc.,  Winter  Park,  Fla.  (407)  740- 
0700.  Fax:  (407)  740-0368. 

Communication  and  Interpersonal 
Skills:  A  Seminar  for  Technical 
Professionals.  Chicago,  SepL  9-11;  At¬ 
lanta,  SepL  16-18;  New  York,  SepL  25-27 
-  Fee:  $1,195  to  $1,375- 
Contact:  American  Management  Associ¬ 
ation,  New  York,  N.Y.  (800)  262-9699. 

Fundamentals  of  Joint  Application 
Development  OAD).  Boise,  Idaho,  SepL 
9-11  —  Fee:  $995. 

Contact:  Bauhaus  Consulting  Group, 
Park  City,  Utah  (800)  379-1811. 


UCLA  Extension's  Engineering  and 
Management  Program.  Los  Angeles, 
SepL  15-20  —  Fee:  $1,995. 

Contact:  UCLA  Extension,  Department 
of  Engineering,  Information  Systems  and 
Technical  Management,  (310)  825-3858. 
Fax:  (310)  206-2815.  E-mail  address: 
bcroswhi@unex.ucla.edu. 

Preventing  Application  Meltdown. 
Boston,  SepL  16. 

Contact:  Hurwitz  Consulting  Group, 
Newton,  Mass.  (617)  894-0845.  Fax: 

(617)  899-2099.  E-mail  address: 
info@hurwitz.com. 

How  TO  Manage,  Motivate  and  Coach 
Support  Professionals.  Washington, 
SepL  16-17  —  Fee:  $595  to  $695. 
Contact:  Help  Desk  Institute,  Colorado 
Springs,  Colo.,  (800)  248-5667.  Web 
address:  www.HelpDesklnst.com/. 

The  Project  Management  Certificate 
Program-  The  Kerzner  Approach  to 
Project  Management  Excellence. 

Albuquerque,  N.M.,  SepL  16-17;  Dallas, 
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SepL  18-19;  Troy,  Mich.,  SepL  24-25. 
Contact:  International  Institute  for 
Learning,  Inc.,  New  York,  N.Y.  (800)  325- 

1533. 

Quality  Review  Techniques  for 
Information  Technology  Profession¬ 
als.  Chicago,  SepL  16-17  —  Fee:  $1,195 
to  $1,375- 

Contact:  American  Management  Associ¬ 
ation,  New  York,  N.Y.  (800)  262-9699. 

Managing  Technical  Professionals. 

Washington,  SepL  18-19;  Newport 
Beach,  Calif.,  SepL  25-27  —  Fee:  $1,245 
to  $1,430. 

Contact:  American  Management  Associ¬ 
ation,  New  York,  N.Y.  (800)  262-9699. 

JAD  Facilitation  and  Methodology 
Seminar  Using  Object-oriented 
Software  Engineering.  Greenwich, 
Conn.,  SepL  17-19  —  Fee:  $1,475. 
Contact:  Pierson  Applications  Develop¬ 
ment,  Inc.,  Stamford,  Conn.  (203)  322- 
1606.  Fax:  (203)  329-0173. 

Software  Project  Planning  and 
Management.  Washington,  SepL  17-20 

-  Fee:  $1,595  to  $1,995. 

Contact:  The  Learning  Tree  Internation¬ 
al,  Inc.,  Reston,  Va.  (800)  850-9197.  Web 
address:  www.learningtree.com. 

Business  Process  Re-engineering. 

Washington,  SepL  17-20;  Toronto,  SepL 
24-27  —  Fee:  $1,595  to  $1,995. 

Contact: The  LearningTree  Internation¬ 
al,  Inc.,  Reston,  Va.  (800)  850-9197.  Web 
address:  www.learningtree.com. 

Strategic  IS  Planning.  Atlanta,  SepL 
18-20  —  Fee:  $1,350  to  $1,550. 

Contact:  American  Management  Associ¬ 
ation,  New  York,  N.Y.  (800)  262-9699. 

Managing  Telecommunications: 
Technologies  Your  Company  Can't  Do 
Without.  Chicago,  SepL  23-24  —  Fee: 
$1,250  to  $1,435- 

CoNTACT:  American  Management  Associ¬ 
ation,  New  York,  N.Y.  (800)  262-9699. 

Effective  Methods  of  IT  Quality, 
Short-term  Quality  Program  Devel¬ 
opment.  San  Antonio,  SepL  23-27  — 

Fee:  $1,295  to  $1,595- 

CoNTACT:  Quality  Assurance  Institute,  Or¬ 


lando,  Fla.  (407)  363-1111.  Fax:  (407) 
363-1112. 

Business  Process  Re-engineering 
Seminar.  Greenwich,  Conn.,  SepL  24-25 

—  Fee:  $875. 

Contact:  Pierson  Applications  Develop¬ 
ment,  Inc.,  Stamford,  Conn.  (203)  322- 
1606.  Fax:  (203)  329-0173. 

Healthcare  Electronic  Commerce 
Institute  (HECI):  Fall  sessions  for 

HEALTHCARE  ELECTRONIC  COMMERCE 
TECHNOLOGIES.  Chicago,  SepL  25-26. 
Contact:  HECI,  Beach  Park,  III.  (815) 
877-3122. 

Integrated  Supply  Chain 
Management.  Palo  Alto,  Calif., 

SepL  25-26. 

Contact:  University  Connections,  Stan¬ 
ford,  Calif.  (415)  326-9212.  Fax:  (415) 
321-7101.  E-mail  address:  marian. 
adams@forsythe.stanford.edu 

InternetSecurity,  Access  AND 
Firewalls.  New  York,  SepL  26-27  — 

Fee:  $995. 

Contact:  Business  Communications  Re¬ 
view  Enterprises,  Hinsdale,  III.  (800)  227- 
1234.  Fax:  (708)  323-5324. 


Look  to  our  Web  site 

(www.computerworld.com)  for  information 
on  upcoming  workshops  and  conferences. 


Calendar  announcements  should 
be  submitted  at  least  eight  weeks 
prior  to  the  event  and  include  the 
title  of  the  event,  dates,  location, 
theme  or  focus,  keynote  or  major 
speakers,  principal  topics  and  a 
contact  person,  organization  and 
phone  number. 


Send  Announcements  to: 


Rick  Saia,  Associate  Editor/ 
Managing,  Computerworld,  500  Old 
Connecticut  Path,  Framingham,  Mass. 
01701.  Fax:  (508)  875-8931. 
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FREE  for  a  Limited  Time. .  .A  CD  ROM  Preview  of 


The  Top  New 
Data  Warehousing 
Software 


When  200,000  IS  managers  were  asked  to 
choose  the  top  software  for  data  warehousing, 


their  answer  had  a  familiar  ring: 

SAS  software  from  SAS  Institute. 


PRODUCT 

OF  THE 

YEAR  1996 

'S  MANAGERS  CHOICE 


As  the  only  end-to-end  solution  for  rapid  data 
warehousing,  SAS  software  delivers  everything 

you  need  to  manage,  organize,  DATAMATION 
and  exploit  your  business  data. 

The  tools  you  use  to  build  a 
data  warehouse  are  the  same 
ones  used  to  maintain  it. .  .run  '  r  i ' ' 

it... and  ehange  it.  And  what’s  more,  everything’s 
sealable.  You  can  jump  right  into  enterprise-wide 
information  delivery  applications... or  start  small 
and  build  on  your  success. 

SAS  software  doesn’t  consume  overhead  for 
database  features  you  don’t  need.  And  once  you 
have  data  in  the  warehouse,  you’ll  find  everything 
you  need  for  data  query  and  reporting,  OLAP/ 
multi-dimensional  analysis,  data  mining,  database 
marketing,  data  visualization,  and  much  more. 
It’s  never  been  easier  to  access  your  data... or 
to  arrive  at  informed  decisions  by  turning  raw 
data  into  real  information. 


SAS  Institute 


Software  for  Successful  Decision  Making 


Phone  919.677.8200  Fax  919.677.4444 
In  Canada  1.800.363.8.897 

You  can  also  recjiiest  your  free  CD  ROM,  and  learn 
more  about  SAS  seminars  in  your  area,  by  visiting 
us  on  the  World  Wide  Web  at  http;//www.sas.coiii/ 


E-mail:  cw@sas.sas.com 


Institute. 


Software 


for 


Successful 


Decision 


Making. 


SAS  is  a  registered  trademark  of  SAS  Institute  Inc  Copyright  ®  1996  by  SAS  Institute  Inc. 
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Sales  force  automation  tools: 


Corestates  Bank  in  Philadelphia, 


The  techjiology  makes 
sales  force  autojnation 
feasible,  and  the  7narket 
makes  it  a  must-have, 
even  if  you  caift 
cost-justify  it 

By  Mindy  Blodgett 

ales  force  automation  is 
no  longer  a  choice  for 
companies  that  seek  a 
competitive  edge  —  it’s 
a  requirement,  according 
to  industry  observers  and 
users. 

“It’s  pretty  impressive 
when  a  sales  rep  can  go  in¬ 
to  a  meeting  with  all  the  information 
they  need  right  at  their  fingertips,” 
says  Jon  Sweet,  director  of  information  management  at  Du  Charme,  McMillen  and  Associates,  Inc.  in  Fort 
Wayne,  Ind.  Sweet’s  company  sells  tax  consulting  services  to  corporations.  “Sales  force  automation  should 
improve  productivity  —  but  you  are  also  at  a  major  competitive  disadvantage  if  you  aren’t  automated  today.” 

And  there’s  one  indisputable  fact  about  the  sales  force  automation  market:  It’s  growing  at  a  healthy  clip. 

Sales  force  automation,  page  78 


says  sales  force  automation  software 
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ShONNA  VALCSkA 


Sampler 

A  sampling  of  sales 
automation  software 
vendors: 

Top  5  high-end  software 
vendors  based  on  1994  rev¬ 
enue,  as  reported  by  Inter¬ 
national  Data  Corp.  (IDC): 
Sales  Technologies,  Inc. 
(subsidiary  of  Dun  & 
Bradstreet  Corp.) 

3399  Peachtree  Road,  NE 
Atlanta,  Ga. 

(800)  344-6776 
Product:  Snap 

Fastech 

450  Parkway  Drive 
Broomall,  Pa. 

(610)  359-9200 
Product:  FastTrack 

Brock  International,  Inc. 

2859  Paces  Ferry  Road 
Atlanta,  Ga. 

(800)  221-0775 
www.broc.com 
Product:  TakeControl 

Saratoga  Systems,  Inc. 

1550  South  Bascom  Ave. 
Campbell,  Calif. 

(408)  371-9330 
Product:  SPS 

Information  Management 
Associates,  Inc. 

1  Corporate  Drive 
Shelton,  Conn. 

(800)  776-0462 
Product:  Telemar 

Other  vendors  to  watch, 
according  to  IDC  analyst 
Judith  Hodges: 

Aurum  Software,  Inc. 

3385  Scott  Blvd. 

Santa  Clara,  Calif. 

(408)  562-6370 
www.aurum.com 

Siebel  Systems,  Inc. 

4005  Bohannon  Drive 
Menlo  Park,  Calif. 

(800)  647-4300 
www.siebel.com 

Remedy  Corp. 

1505  Salado  Drive 
Mountain  View,  Calif. 

(415)  903-5200 
www.remedy.com 

Trilogy  Development  Group 
6034  West  Courtyard  Drive 
Austin,  Texas 
(512)  794-5900 
wvAV.trilogy.com 

Scopus  Technology,  Inc. 
1900  Powell  St. 

Emeryville,  Calif. 

(510)  597-5800 
www.scopus.com 


Buyer’s  Guide 


Sales  force  automation 

CONTINUED  FROM  PAGE  77 

Gartner  Group,  Inc.  in  San  Jose,  Calif.,  forecasts 
that  the  market  will  grow  by  about  37%,  from  $1.1 
billion  in  U.S.  sales  last  year  to  about  $1.5  billion  in 
sales  this  year. 

“And  that  is  conservative,”  says  Wendy  Close,  an 
analyst  at  Gartner.  “Some  recent  numbers  show 
that  the  market  could  grow  to  as  much  as  $9  billion 
in  the  next  year  or  so.” 

At  the  same  time,  she  says  a  Gartner  survey  re¬ 
vealed  that  about  61%  of  sales  force  automation 
projects  fail  to  show  measurable  benefits.  But  ana¬ 
lysts  say  two  main  benefits  of  automation  —  pro¬ 
ductivity  gains  and  efficiency  improvements  —  are 
soft  benefits  and  difficult  to  quantify.  Close  also 
says  too  many  companies  start  out  with  relatively 
inexpensive,  lower-generation  products,  such  as 
contact  management  automation,  that  provide  lit¬ 
tle  more  than  administrative  benefits. 

Increasingly,  sales  organizations  see  automation 
as  a  competitive  requirement,  not  a  choice.  And 
the  trend  is  toward  more  sophisticated,  integrated 
software  products  that  include  opportunity  man¬ 
agement,  telemarketing.  World  Wide  Web  capabil¬ 
ities,  contact  management  and  forecasting  for  true 
team-selling  capabilities,  industry  analysts  say. 


“Companies  need  to  use  sales  automation 
through  the  whole  enterprise,  incorporating  infor¬ 
mation  [ranging  from]  what  the  manufacturing 
side  is  developing  to  inventory,  forecasting  and  fi¬ 
nancial  information,”  says  Judith  Hodges,  an  ana¬ 
lyst  at  International  Data  Corp.  in  Framingham, 
Mass. 

Some  trends  to  watch,  according  to  industry  ana¬ 
lysts,  include  the  following: 

•  Smart  companies  are  joining  the  trend  toward 
using  technology  in  face-to-face  sales  meetings. 
Close  says.  “Launching  video  clips  in  a  meeting  on 
your  laptop  is  very  impressive,”  she  says. 

•  Vendors  are  increasingly  offering  consultant 
services  as  part  of  their  product  offerings.  Consul¬ 
tants  help  battle  the  high  failure  rate  of  implemen¬ 
tations  by  helping  users  zero  in  on  their  require¬ 
ments  and  goals  up  front. 

•  Sales  forces,  not  information  systems  groups, 
are  driving  many  implementations.  This  is  a  good 
idea,  observers  say,  because  the  sales  force  needs 
to  fully  support  a  project  for  it  to  work.  And  unless 
the  sales  representatives  are  brought  in  early,  they 
may  not  buy  in  as  easily,  industry  analysts  say. 

What  follows  are  snapshots  of  those  companies 
that  use  this  hot  segment  of  technology.  ■ 


Blodgett  is  a  Cumputerworld  senior  writer;  she  specializes  in  mobile 
computing  and  social  issues. 


Revlon: 

Papers  aweigh! 

ccording  to  Steve  Yarvis, 
senior  vice  president  of 
government  sales  at  Revlon, 
Inc.,  the  move  to  a  sales 
force  automation  system 
18  months  ago  yielded 
some  hard  results  for  the 
New  York  cosmetics  manu¬ 
facturer. 

“We  saved  about  $400,000 
last  year  by  virtually  elimi¬ 
nating  all  forms  of  paper,  in¬ 
cluding  order  forms,”  Yarvis  says. 

But  automating  didn’t  come  cheaply. 
Yarvis  says  implementing  the  program, 
including  buying  laptops  and  meeting 
other  capitalization  costs,  came  to  about 
$1  million.  The  Revlon  government  sales 
division  uses  software  from  Fastech  in 
Broomall,  Pa.,  which  costs  about  $2,000 
per  user. 

'fhe  22-member  sales  force  and  the 
more  than  75  beauty  advisers  who 
are  part  of  the  implementation  sell  cos¬ 
metics  and  other  beauty  products  to 
stores  on  Army  bases  and  to  other  gov¬ 
ernment  outlets.  By  using  laptops  and 
the  P'astech  software,  users  keep  track  of 
inventory,  forecast  sales  and  manage 
contacts. 

The  automation  project  has  helped  the 
sales  force  keep  track  of  promotions  and 


additions  to  the  product  line.  In  the  cos¬ 
metics  industry,  differences  between  the 
summer  and  fall  lines  and  volatile  chang¬ 
es  in  customer  needs  for  items  such  as 
updated  lipstick  shades  can  be  hard  to 
track,  Yarvis  says. 

Benefits 

“The  automation  has  allowed  us  to  ana¬ 
lyze  our  business  in  ways  we  couldn’t  be¬ 
fore,”  Yarvis  says.  “We  have  fewer  re- 

**We  saved  about 
$400,000  last  year  by 
virtually  eliminating  all 
forms  of  paper, 
including  order 
forms.” 

-  Steve  Yarvis, 

Revlon 

turns  because  we  can  be  more  accurate 
in  our  forecasting  and  inventory  control. 
We  know  whether  a  particular  promotion 
is  working. 

“And  we  give  better  service  to  our  cus¬ 
tomers,”  he  says.  “We  can  give  them  a 


better  idea  of  what  we  have  on  hand  right 
on  the  spot.” 

Challenges 

The  biggest  challenge  in  the  implementa¬ 
tion  came  from  a  sales  force  who  was  re¬ 
sistant  to  the  technology  changes  inher¬ 
ent  to  automation,  Yarvis  says. 

“We  had  a  traditional  sales  force  with 
various  levels  of  computer  literacy,”  he 
says.  “There  was  an  intimidation  factor, 
but  after  training,  the  transition  went  sur¬ 
prisingly  well.  They  realized  their  jobs 
were  made  easier.” 

Advice  to  peers 

Yarvis  advises  companies  that  implement 
sales  force  automation  to  closely  analyze 
systems  capabilities  before  buying. 

“For  instance,  we  didn’t  think  about 
the  fact  that  we  couldn’t  use  a  286-speed 
computer  to  drive  this  system,”  he 
says.  “And  you  need  a  very  clear  set  of 
actionable  criteria  and  a  lot  of  up-front 
planning.” 

On  Yarvis’  wish  list  is  a  Windows- 
based  system.  The  division  is  doing 
something  about  it  by  upgrading  to  the 
Fastech  Windows-based  software. 

Rating 

His  grade  for  Fastech:  A-  or  B-i- 
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Corestates  Bank: 

Low-end  tools  offer  high  results 


ot  everyone  needs  the  most 
sophisticated  sales  force 
automation  available  — 
what  Gartner  Group,  Inc. 
calls  the  highest  generation 
of  “technology-enabling 
selling”  tools. 

For  users  such  as  Jack 
Frame,  a  vice  president  of 
sales  at  Corestates  Bank  in 
Philadelphia,  the  lowly  con¬ 
tact  management  software 
has  vastly  improved  the  sales  process. 

Frame  is  perfectly  happy  vnth  the  orga¬ 
nizational  benefits  of  contact  manage¬ 
ment  software.  That  sets  him  apart  from 
the  demanding  users  of  the  more  com¬ 
plex  sales  force  automation  software  by 
companies  such  as  Aurum  Software,  Inc. 
in  Santa  Clara,  Calif.,  or  Siebel  Systems, 
Inc.  in  Menlo  Park,  Calif. 

Corestates  uses  Goldmine  contact  man¬ 
agement  software  from  Goldmine  Corp. 
(formerly  Elan  Software  Corp.)  in  Pacific 
Palisades,  Calif.  Act,  fi'om  Symantec  Corp. 
in  Cupertino,  Calif.,  is  the  best-selling 
software  in  the  contact  management 
arena. 

According  to  a  recent  Gartner  survey, 
about  21%  of  sales  force  automation  users 


have  contact  management  implementa¬ 
tions.  One  reason  for  the  popularity  of 
such  software  is  price  —  it  can  cost  as  lit¬ 
tle  as  $99  per  user. 

In  1990,  Corestates  paid  about  $9,000 
for  a  100-user  pack  of  software.  Frame 

“Get  creative  with  the 
sources  and  databases 
you  can  link  to  the 
software.” 

-  Jack  Frame, 

Co RESTATES 

says.  The  bank  plans  to  expand  usage  be¬ 
yond  the  roughly  300  users  now  on  Gold¬ 
mine. 

Benefits 

By  using  contact  management  software. 
Frame  says  he  stays  on  top  of  business 
conversations,  appointments  and  call¬ 
backs  in  his  job  of  selling  the  bank’s  finan¬ 
cial  services  to  businesses. 

“We  can  record  and  access  quickly  all 
the  information  we  need  on  a  customer,” 
Frame  says. 


Challenges 

But  Frame  says  disciplining  the  sales 
force  to  fully  use  the  power  of  the  technol¬ 
ogy  is  a  continuing  challenge. 

“Our  customer  files  are  not  refreshed 
enough,”  Frame  says.  “It  is  really  frustrat¬ 
ing  to  go  into  a  file  seeking  up-to-date  in¬ 
formation  on  a  client  and  to  find  it  isn’t  as 
recent  as  it  should  be.” 

Still,  utilization  has  improved  over  time, 
he  says.  One  watershed  event  was  last 
July  when  about  60  sales  representatives 
made  2,000  calls  in  one  day  by  using  the 
software  database. 

“In  a  business-to-business  environ¬ 
ment,  that  is  a  lot,”  Frame  says. 

Advice  to  peers 

Frame  advises  those  users  who  are  inves¬ 
tigating  contact  management  software  to 
“get  creative  with  the  sources  and  data¬ 
bases  you  can  link  to  the  software.” 

On  his  wish  list:  a  tool  bar  that  would 
gives  users  applications  such  as  auto¬ 
matic  telephoning. 

r 

Rating 

Frame  rates  Goldmine  highly. 

“On  a  scale  of  1  to  10,  I’d  say  it’s  right 
up  there,”  he  says. 


Rubbermaid: 

Honed  forecasting  makes  for  competitive  edge 


hen  you  sell  items  such 
as  spatulas  and  laundry 
baskets  to  a  nationwide 
network  of  grocery 
stores  and  retail  giants 
such  as  Wal-Mart 
Stores,  Inc.  and  The 
Home  Depot,  Inc.,  you 
need  a  way  to  track  the 
constant  promotions 
needed  to  keep  your 
product  out  in  front. 

Prior  to  this  year,  the  Rubbermaid 
Home  Products  Division  in  Wooster,  Ohio 
—  a  division  of  Rubbermaid,  Inc.  —  fol¬ 
lowed  sales  progress  via  fax  or  the  U.S. 
mail.  It  was  a  tedious  job  because  Rubber¬ 
maid  launches,  on  average,  one  product 
per  day.  So  Lori  Vaughn,  manager  of  infor¬ 
mation  systems  at  Rubbermaid’s  Home 
Products  Division,  decided  there  had  to 
be  a  better  way. 

About  two  years  ago,  Vaughn  joined  a 
re-engineering  team  that  looked  at  the 
home  products  division.  After  a  period  of 
corporate  belt-tightening,  Vaughn  got  the 
go-ahead  to  explore  automating  the  100- 
strong  sales  force  in  January  of  this  year. 

One  of  the  aims  of  the  automation  was 


to  hone  forecasting  into  a  function  that 
would  give  the  sales  force  “better  compet¬ 
itive  intelligence,”  Vaughn  says. 

With  the  consulting  aid  of  KPMG  Peat 

“When  they  are  with  a 
particular  buyer,  they  can 
immediately  pull  up  on 
the  laptop  the  information 
that  is  relevant  to  that 
buyer.” 

-  Lori  Vaughn, 

Rubbermaid 

Marwick,  Rubbermaid  settled  on  Salesoft 
Pipeline  Management  software  from 
Salesoft,  Inc.  in  Columbus,  Ohio.  Rubber¬ 
maid  also  made  a  deal  with  IBM  PC  Co.  to 
buy  at  bargain  prices  IBM  Butterfly  lap¬ 
tops  that  were  being  phased  out. 

Altogether,  Rubbermaid  spent  about 
$1  million  on  the  automation,  including 
the  software,  a  server,  consulting,  pro¬ 


gramming  and  training,  Vaughn  says. 

The  sales  force  received  the  laptops  in 
June,  and  the  entire  staff  will  switch  to  the 
Salesoft  software  in  September. 

Benefits 

Vaughn  says  Rubbermaid  can  now  better 
forecast  six  months  ahead,  thereby  giving 
the  planning  department  better  informa¬ 
tion  for  manufacturing. 

“And  when  they  are  with  a  particular 
buyer,  they  can  immediately  pull  up  on 
the  laptop  the  information  that  is  relevant 
to  that  buyer,”  Vaughn  says.  “We  expect  to 
increase  sales  productivity,  and  we’ve 
gotten  rid  of  volumes  of  paper.” 

One  of  the  reasons  for  choosing  Sale- 
soft,  she  says,  is  that  the  vendor  was  able 
to  customize  the  application  in  a  relatively 
short  time — just  seven  weeks. 

Advice  to  peers 

Her  advice  for  launching  a  product:  Have 
a  clear  direction,  and  “don’t  just  automate 
for  the  sake  of  it.” 

Rating 

“I’d  rate  them  highly,”  Vaughn  says  of 
Salesoft. 


Client/server  suite  vendors, 
such  as  Oracle  Corp.  (Red¬ 
wood  Shores,  Calif.)  and 
Baan  Co.  (Menlo  Park, 
Calif.),  are  also  moving  into 
the  sales  force  automation 
market,  according  to 
Hodges. 

Some  low-end  tools  that 
are  finding  their  way  into 
sales  applications  include 
the  following: 

ACT  contact  manager 
Symantec  Corp. 

(Cupertino,  Calif.) 

Goldmine  contact 
manager 

GoldmineCorp. 

(Pacific  Palisades,  Calif.) 

Sharkware  contact  and 
activity  manager 

CogniTechCorp. 

(Atlanta) 

PackRat  personal 
information  manager 

Polaris  Software,  Inc. 
(Escondido,  Calif.) 

Ecco  Pro  personal 
information  manager 

NetManage,  Inc. 

(Bellevue,  Wash.) 

Systems  integrators  and 
consultants  are  also  a 
source  for  help  on  sales 
force  automation  projects, 
according  to  analyst 
Wendy  Close  in  the  San 
Jose,  Calif.,  office  of  Gartner 
Group,  Inc. 

Close  cites  the  follow¬ 
ing  firms  as  examples 
of  integrators  and 
consultants: 

•  Andersen  Consulting 

•  Cambridge  Technology 
Partners 

•  Deloitte  &  Touche 

•  Electronic  Data 
Systems  Corp. 

•  Ernst  &  Young 

•  IBM 

•  KPMG  Peat  Marwick 

•  Price  Waterhouse 

Here  are  some  organiza¬ 
tions  that  outsource  appli¬ 
cation  training  for  sales 
force  automation,  accord¬ 
ing  to  Close: 

ExecuTrain 
Alpharetta,  Ga. 

Personal  Computer 
Learning  Center 
New  York 

Productivity  Point 
Hinsdale,  111. 

Tech  Resources  Group 
Raleigh,  N.C. 
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Pointers 

Sates  force  automation 
software  —  These  prod¬ 
ucts  help  the  sales  profes¬ 
sional  organize  information 
aboutterritoriesand  specif¬ 
ic  customers. 

Low-tier  tools  —  Low-tier 
sales  force  tools  target  sin¬ 
gle  users  and  the  small 
business  market.  They  are 
typically  low-cost,  easy-to- 
implementand  easy-to-use 
solutions.  Information 
sharing  isn’t  generally  a 
focus. 

Midtier  tools  —  These  solu¬ 
tions  target  midsize  sales 
forces,  ranging  from  five 
to  50  representatives. 

They  require  mid-  to  high- 
level  support  and  customi¬ 
zation.  Also,  information 
sharing  is  generally  sup¬ 
ported,  at  least  at  the  group 
level. 

High-tier  tools  —  These  tar¬ 
get  large  sales  forces  of 
greater  than  50  representa¬ 
tives.  They  often  support 
multinational  sales  forces 
that  require  a  high  level  of 
customization  and  service. 
Information  sharing  is  a  key 
differentiator.  For  instance, 
account  information  is  of¬ 
ten  managed  centrally 
where  it  can  be  accessed  by 
othersales  staffer  other 
departments. 

Source:  International 
DataCorp. 

Conferences  and  books 

Conferences 

Field  and  Sales  Force  Auto¬ 
mation  Conference 

Boston  —  Sept  10-12; 
Atlanta  —  Nov.  12-14 
www.dciexpo.com/ 

(508)  470-3880 

Books 

Sales  Automation  Software 
Compendium 
By  Richard  Bohn, 

Denali  Group,  Inc., 
Issaquah,  Wash., 

332  pages 

Guide  to  Sales.  Customer 
Service  and  Marketing 
Automation 
By  Barton  Goldenberg, 
Information  Systems 
•Marketing,  Inc., 
Washington, 

400  pages 


Buyer’s  Guide 


Du  Charme: 

Found  consultant  implementation  useful 


u  Charme,  McMillen  &  As¬ 
sociates,  Inc.  has  an  advan¬ 
tage  as  it  prepares  to  roll 
out  a  sales  force  automa¬ 
tion  project  using  Frame- 
Work  2.5  software  from 
Sales  Vision  in  Charlotte, 
N.C.:  It  is  armed  with  the 
lessons  learned  from  a  pre¬ 
vious  failed  automation 
project. 

Jon  Sweet,  director  of  in¬ 
formation  management,  and  Tim  Cooper, 
director  of  information  systems  at  Fort 
Wayne,  Indiana-based  Du  Charme  —  a 
company  that  sells  tax  consulting  ser¬ 
vices  to  corporations  —  are  building  on  a 
project  that  began  with  a  contact  manage¬ 
ment  system. 

Sweet  says  that  in  trying  a  contact 
management  system  first,  fi'om  a  compa¬ 
ny  he  won’t  name,  Du  Charme  discov¬ 
ered  the  sales  force  wasn’t  using  the 
product  much  beyond  checking  for  elec¬ 
tronic  mail. 

“The  other  problem  was  that  the  sys¬ 
tem  didn’t  synchronize  very  well  with  our 
database,”  Sweet  says. 


Sweet  and  Cooper  don’t  blame  the  con¬ 
tact  management  product  for  the  first  un¬ 
successful  implementation. 

“We  take  full  responsibility,”  Cooper 
says.  “We  moved  too  quickly  without 
really  thinking  through  our  needs.” 

“The  sales  staff  will  be 
spending  a  lot  less  time 
on  administration.** 

—  Jon  Sweet, 

Du  CHARME,  McMillen 

Benefits 

Moving  more  cautiously  this  time,  Du 
Charme  settled  on  FrameWork.  It  will 
give  the  50-strong  sales  force  several  fea¬ 
tures,  including  telemarketing,  opportu¬ 
nity,  location  management,  contact  man¬ 
agement  and  forecasting.  Du  Charme 
will  deploy  FrameWork  2.5,  which  costs 
between  $600  and  $800  per  user,  this  fall. 

This  time  around,  Du  Charme  chose 
FrameWork  because  the  software  firm 
bundles  consulting  fees  into  its  price. 


“It  really  made  a  big  difference  to  have 
the  help  of  consultants  in  implementing 
the  project,”  Sweet  says. 

Challenges 

One  of  the  challenges  of  Du  Charme’s 
highly  customized  project  is  that  the 
company  is  integrating  its  entire  tele¬ 
marketing  process  with  sales  support 
Sweet  and  Cooper  plan  to  roll  out  a 
prototype  for  the  project  in  a  couple  of 
months.  The  company  is  simultaneously 
moving  to  a  client/server  environment 
complicating  the  endeavor. 

“But  we  expect  that  the  sales¬ 
people  will  be  better  able  to  qualify  pros¬ 
pects  with  improved  efficiency  and  im¬ 
proved  information-gathering  capabili¬ 
ties,”  Cooper  says. 

“The  underlying  business  need  is 
to  provide  the  client  with  better 
service,  and  this  project  will  do  that,” 
Sweet  says. 

Advice  to  peers 

Sweet’s  advice:  “Don’t  rush  into  the  arms 
of  a  vendor.  Really  look  at  what  you 
need.” 


Schlumberger: 

Persuading  sales  force  to  use  tools  —  the  toughest  part 


he  successful  sales  force 
automation  project  at 
Schlumberger,  Inc.  —  a 
company  that  manufactures 
electrical  metering  systems 
for  utilities  —  is  2  years  old. 

And  Steve  Baker,  vice 
president  and  director  of 
sales  and  customer  service, 
marvels  at  how  well  it 
went.  Schlumberger  in 
West  Union,  S.C.,  didn’t 
only  automate,  it  turned  its  staff  into  a 
virtual  sales  office  by  taking  away  their 
offices  and  cubicles. 

“We  did  a  lot  to  them  at  once,”  Baker 
chuckles.  “It  wasn’t  easy,  but  in  the  end,  I 
think  the  sales  force  would  agree  we’re 
much  better  off.” 

Baker  wanted  more  than  a  contact 
management  product,  so  he  chose  the  re¬ 
lationship  and  opportunity  management 
product  called  G2  from  Sirrius  Systems, 
Inc.  in  Norcross,  Ga. 

“We  really  wanted  something  that  im¬ 
proved  the  sales  methodology,”  Baker 
says. 

Baker  also  liked  the  graphical  inter¬ 
face  and  query  tools  in  G2,  which 
cost  the  company  about  $100,000  for  a 
48-member  sales  force  based  nation¬ 


wide  and  in  Europe  and  Asia. 

Plan  of  action 

In  launching  the  automation.  Baker  said 
that  unlike  many  companies,  Schlumber¬ 
ger  decided  to  forgo  a  pilot. 

“The  fear  is  that  with  a  pilot,  the  sales 
force  won’t  really  buy  into  it,  and,  there¬ 
fore,  it  will  fail,”  he  says.  “We  just  told 
them,  ‘We’re  serious,  here  are  your  lap- 

“We  just  told  them, 
‘We*re  serious,  here  are 
your  laptops.*  We 
really  committed  to 
it  up  front** 

—  Steve  Baker, 

Schlumberger 

tops.’  We  really  committed  to  it  up  front.” 

ITie  project  took  only  three  months  to 
roll  out,  and  training  was  done  by  region. 

Challenges 

The  toughest  challenge  came  in  convinc¬ 
ing  the  sales  force  that  the  automation 


would  improve  their  work  lives,  accord¬ 
ing  to  Baker. 

‘They  saw  having  to  learn  to  use  a  lap¬ 
top  and  the  new  software  as  added  work, 
as  Big  Brother  watching,”  he  says. 

But  Baker  says  he  defused  resistance 
by  pointing  out  that  the  software  would 
greatly  assist  in  qualifying  potential 
customers. 

“We  used  to  fly  people  around,  sending 
them  on  what  would  turn  out  to  be  a  dead 
end,”  Baker  says.  “Later,  the  regional 
manager  would  tell  me  that  the  sale 
would  never  have  happened.  Now  we 
spend  more  time  up  front  qualifying  op¬ 
portunities,  and  we  end  up  with  more 
sales.” 

On  his  wish  list  are  more  analytical 
tools  to  allow  Baker  to  keep  a  closer  eye 
on  sales  history  and  reporting.  He  says 
Sirrius  is  working  on  providing  him  with 
that  feature. 

Advice  to  peers 

His  advice  for  those  planning  sales  force 
automation  is  to  “go  with  a  product  that 
really  enhances  your  sales  functions,  not 
just  your  record  keeping.” 

Rating 

He  gives  G2  an  A. 
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Trying  to  find  accurate 

information  in  the 
midst  of  all  the 
intranet  hype  is  a 
challenge.  Relax. 
You’ll  feel  a  lot 

Call  for  your  free 

Forrester  Reports:  better  when  you  get 

The  Full  Service  Intranet 

and  Which  Web  Server?  fhe  faCtS  ftOm  the 

industry  experts.  Call  for  your  free 
Forrester  Reports  on  intranets  and  Web 
server  software.  Both  analysts  and  the 
trade  press  agree,  if  you’re  building  an 
intranet,  you  need  to  consult  Netscape. 


Forrester  defines  Full  Service  Intranet  as: 
standardized  e-mail,  directory,  file  print, 
and  network  management.  Netscape  gets 
it.  And  with  SuiteSpot  it  has  begun  to 
deliver  on  the  vision. 

-The  Forrester  Report 
The  Full  Service  Intranet,  March,  1996 

And  PC  WEEK  said: 

For  corporations  planning  to  use  intertiet- 
hased  technologies  for  internal  use, 
[Netscape]  SuiteSpot  is  shaping  up  as  a 
better  alternative... 

-PC  WEEK,  May  13,  1996 


Netscape’s  full  range  of  intranet 
solutions  provides  greater  functionality 
and  costs  less  to  implement  than  pro¬ 
prietary  intranet  solutions  like  Lotus 
Notes  and  Microsoft  BackOffice.  In 
fact,  when  Forrester  polled  profession¬ 
ally  managed  Web  sites,  80%  indicated 
they  had  chosen  Netscape. 

So  call,  or  visit  our  Intranet  Solutions 
site  at  home.netscape.com  to  find  out 
for  yourself.  And  breathe  a  sigh  of  relief. 


©  1996  Netscape  CA)mmunications  C'orporation.  All  other  trademarks  arc  property  of  their  respective  owners.  Forrester's  research  is  independently  produced  and  not  commissioned  by  or  custom  developed  for  individual  companies. 


YOUR  BROWSER  can  give  you  a  clear  understanding  of  the  World  Wide  Web 
—  ora  fragmented  one. 

A  browser’s  critical  function  is  to  read  the  Hypertext  Markup  Language 
(HTML)  of  which  every  Web  page  is  made  and  to  display  the  page  accord¬ 
ingly.  When  you  submit  a  uniform  resource  locator,  what’s  actually  being 
returned  to  you  is  content  and  a  string  of  HTML  source  code  that  describes 
to  your  browser  how  features  should  appear.  These  formatting  instructions, 
or  tags,  convey  document-display  information  such  as  font  size  and  image 
alignment  and  are  contained  within  <  >  symbols. 

Why  does  the  same  Web  page  look  different  among  browsers  when  each 
browser  receives  the  same  initial  information?  Lack  of  standards.  All  brows¬ 
ers  read  HTML,  but  if  yours  doesn’t  understand  a  particular  HTML  tag,  it 
ignores  that  tag.  You’ll  probably  still  get  the  content,  but  it  won’t  look  the  way 
the  designer  intended  it.  In  some  cases,  the  differences  are  negligible.  But  in 
other  cases,  the  browser  can’t  deliver  the  page  at  all.  Great  sites  can  look 
lousy  through  browsers  that  don’t  support  the  necessary  features. 

How  important  is  formatting  as  long  as  the  core  information  is  still  deliv¬ 
ered?  That  depends  who  you  ask.  Web  designer  Fabrice  Guerini  says  it’s 
very  important.  “If  you  are  just  giving  out  lists  of  items  from  database  search¬ 
es,  it  is  acceptable  not  to  have  them  aligned  exactly  how  you  want.  But  when 
you  have  a  site  where  sharp  graphics  and  page  layout 


Tags  explained 

The  William  Blake  quotation  on  Jane’s  Brain  Page  looks  like  this  when  your 
browser  receives  it: 

<font  size=+2>lf  the  <a  href  =“keys.html”>doors  of  perception</a> 
were  cleansed,  the  world  would  appear  to  man  as  it  is  . . .  infinite.<br>  — 
William  Blake  1793<br>. 

Here  are  what  the  tags  tell  the  browser: 

<font  size=+2>  Increase  font  size 
<a  href =“keys.html”>  Begin  a  link 
</a>  End  link  (the  slash  means  “end”) 

<br>  Start  a  new  line 


<br>  Start  a  new  line 


Navigator  2.0 
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are  needed  for  artistic  purposes,  it  is  very  annoying,” 
he  says. 

To  illustrate  the  differences  among  browsers,  we 


sought  a  Web  page  with  no  sophisticated  frames  or  cutting-edge  Java  applets, 
just  the  basic  formatting  tags:  text  centering  <center>,  image  alignment 
<IMG  align=right  SRC=“rain_lin.gif”>  and  changes  in  font  size  <font 
size=+2>.  Such  simple  requirements  should  ensure  uniformity  from  browser 
to  browser,  but  that’s  not  the  case.  Jane  Scheid,  who  designed  Jane’s  Brain 
Page  (maui.net/~jms/brainuse.html)  for  Netscape  Communications  Corp.’s 
Navigator,  gets  frustrated  when  she  sees  the  page  through  different  brows¬ 
ers,  some  of  which  can  display  only  a  text  version.  Web  designers  say  they 
look  forward  to  the  day  when  standards  are  clear  and  strictly  maintained. 

Jill  Angle  at  Halleck  Design  Group  shares  the  sentiments  of  many  Web 
designers.  “Market  share  determines  which  browsers  we  focus  on,”  she 
says.  “Netscape’s  75%-plus  market  share  and  intrepid  approach  to  the  ’net 
certainly  puts  them  ahead  of  the  game.”  Even  so,  some  designers  —  particu¬ 
larly  those  who  design  for  commercial  sites  —  create  pages  that  consider 
tlie  lowest  common  denominator  to  provide  an  adequate  user  interface  in 
less-advanced  browsers.* 


Canon  is  a  freelance  writer  in  Cupertino,  Calif. 


Page  vieved  best  vith  Netscape  Ver  1.1  <y  subsequent  uersioni 


Sc  Cool  Medical  Site  of  the  Week 


Brain  Meds 


If  the  doore  of  perception  w»r»  cleamed  the 

>itnorid  would  appear  to  malt  as  His . infinite. 

~  WiUtam  Blake  1793 


Process  -  Btocbenucal  basis  of  Behavior, 
Personality.  Perception 


Emotions  •  neuropeptides  attaching  to 

receptors  stimulating  an  electrical  cha^  on  neurons.  Joy,  grief,  love  are  all 
biochemical;  each  emotion  involves  the  same  peptide*. 


Personality  Disorders  -  repeated  use  of  oeitain  coping  mechanitms  in  an 
inappropriate,  stereotyped,  or  maladaptive  fashioo. 


Brain  Size  •  Men  have  bigger  brains  but  it  may  not  matter. 
/b  me  diet  and  Aferences  -  to  Medline  Search  Engine 


AH»r»d  Shkitl  *  Higher  Consctouaness  or 
Self  Destruction? 


Wisdom  i  Msv  &  an  article  oo  a 


^Jane’s  Brain  Page  Is  optimized  for  Netscape 
Navigator 


Twins?  Maybe  fraternal.  Microsoft  Corp.’s  Explorer  ^ 
displays  the  page  with  great  fidelity.  Some  line 
breaks  are  different,  mostly  due  to  window  widths. 

(All  browsers  use  slightly  different  default  widths.) 
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HTML  is  HTML,  right? 

Not  necessarily.  Four  looks  at  the  same 
Web  page  reveal  a  few  big  differences 


Internet  Explorer  2.0 


AOL  2.6.1  Cyberdog  1.0 
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BlofhemlcalbaeiJ  of  Bahavior,  Panonallty.  Parceplion 

BmoHona  -  neur^ptides  a ttadUng  to  rocepton  atlmulatlng  an  electiteal  chaijgp  on  neuron*,  foy,  piet,  lore  ai«  all 
InocheDokal;  each  emotion  involeea  the  aame  p^ldee. 

Peiaonalttu  Diiordara  •  lepeated  UM  of  CKtaln  Coping  machanifnu  in  an  tna]^i^)rial«.  ftanotyped.  or  tnaladaptl<ra 
fcehion. 

Brain  Site  -  Man  have  blggpr  bnlnebut  It  may  not  matter. 

AmadiaranJ  Ataranoi  •  to  Marillna  Search  Engine 


T?15 


^  America  Online’s  browser  doesn’t  support 
several  features.  It  doesn’t  understand  font-size 
commands,  so  it  displays  the  entire  document — 
title  and  all  —  in  the  default  size.  It’s  also  the  only 
browser  in  which  the  link  boxes  are  visible.  Seethe 
small  box  beneath  the  William  Blake  quote,  where 
there  ought  to  be  a  colored  rule?  That  can  mean 
the  browser  doesn’t  support  that  graphics  format. 
More  often,  it  indicates  a  server  problem. 


if  the  doofi  of  pefoaplion  « 


cleaoawd  dw  worid  would  appear  to  tnao  aa  Mb..-,  tofinite 
-  WiDinm  Blake  ITSO 


Pmeeee  -  BiocfaeuMUl  beet*  of  Believtor.  f*e«ep«»lity  P»tcep<»o-j 

RmoLlcne  -  Aeurc^eptidee  ettacfaiiig  to  iwcoftoo  oimuiatuy  an  electrical  chmye  oa  nuifpgt ,  ioy,  p>*f. 
love  are  all  biochemica!,  each  enmiim  icnoluaa  Bm  aaow  pephclee 

PnmomHty  DtaorcWie  -  repealed  uee  of  certain  copnig  mecbudama  in  «a  toapproptwe.  atoteoiyped.  or 
mafedaperv*  teUoa. 

Rfetw  fflag  -  Men  bnvt  Mgftr  hnina  btd  it  nay  oh  nwww . 


Altered  Sttlea  -  Higtwc  Comdo^msma  or 
Self  Deatreetieo? 

Virdotfl-i  uae  A  m  MVtn  M 


.«J 


^  Apple  Computer,  Inc.’s  browser,  like  AOL’s, 
centers  the  illustrations  at  the  top  and  bottom  of 
the  page;  the  two  lack  full  graphics  placement 
support.  Cyberdogalso  helps  illustrate  differences 
in  default  font  sizes  and  line  spacing. 
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Computer  Careers 


Washington 

DC 


CORPORATE 

TECHNICAL 

RECRUITING 

CONFERENCE 


Computerworld's 

Washington  D.C.  area 
Corporate  Technical 
Recruiting 
Conference! 


Monday,  September  16,  1996 

Fairview  Park  Marriott,  Falls  Church,  Virginia 

On  September  16,  1996,  you  have  a  special  opportunity 
to  update  your  recruiting  skills  and  network  with 
recruiters  in  your  area  at  the  first-ever  Washington,  D.C. 
area  Corporate  Technical  Recruiting  Conference,  held  at 
the  Fairview  Park  Marriott,  Falls  Church,  Virginia. 

A  Full  Schedule 
of  Contemporary  Topics 


Selected  sessions  include: 


7:30am  Continental  Breakfast  &  Conference  Registration 

Concurrent  Sessions: 

How  to  Pick  the  Right  People 

Dr.  William  Swan,  President,  Swan  Consulting 

Soft  Skills  and  the  "Invisihle  Assembly  Line" 

Tony  Barrile,  President,  Barrile  D  Associates 

How  the  Techno  MBA  Fits  into  the  Business  Solution 

Joan  B.  Craig,  Director,  Placement  B  Career  Svcs.,  U.  of  Pittsburgh 

Proactive  Recruitment  Techniques 

Dave  Drugman,  President,  Bay  Cities  Research,  Inc. 

1 2:1 5pm  Luncheon  Keynote:  Industry  Trends 

Maryfran  Johnson,  Executive  Editor,  Computerworld 

Repeat  of  Concurrent  Sessions 

Town  Hail  Forum 

Gary  Cluff,  President,  Cluff  and  Associates 

6:00pm  Program  ends 


Proactive  Recruitment  Techniques 

Dave  Drugman,  President,  Bay  Cities  Research,  Inc. 

To  remain  competitive,  today's  technical  recruiters  need  to  be  aware  of 
the  latest  trends  in  sourcing  and  proactive  recruiting.  This  in-depth 
session  from  a  leading  expert  will  explore  this  critical  topic  and  will 
help  you  put  your  resources  and  expectations  into  proper  perspective. 

Industry  Trends 

Luncheon/Keynote  Address 

Maryfran  Johnson,  Executive  Editor,  Computerworld 
Sure,  there  are  new  skills  entering  the  market  every  day,  but  what  ate 
the  trends  that  drive  these  skills?  Maryfran  Johnson,  one  of  the  indus¬ 
try’s  leading  watchers  of  the  Information  Systems  profession  will  give 
you  an  up-to-the-minute  view  in  this  very  special  keynote  address. 


Town  Hall  Forum 

Gary  Cluff,  President,  Cluff  and  Associates 

In  this  session,  you’ll  not  only  be  able  to  propose  your  sp)ecific  questions  for  open  discus¬ 
sion,  you’ll  learn  of  real  world  issues  and  solutions  from  your  peers.  You  won’t  want  to  miss 
this  rare  opportunity  as  Gary  Cluff,  an  expert  in  the  HR  field,  leads  us  through  this  mod¬ 
ern  discussion  of  your  recruiting  topics. 


For  more  information,  call  the  conference  hotline: 

1  -800-488-9204 
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Coimilif  Caiem 


Early  hype  has  painted  a  bright  future 
for  object-oriented  Cobol  programmers. 
The  present  reality:  Apretty  bleak  job  market. 


By  Alan  Radding 


Object-oriented  Cobol  would  seem  to 
promise  a  friendly  migration  path  for 
Cobol  programmers  who  want  to  move 
to  the  object-oriented  world.  But  visual 
object-oriented  Cobol  development  tools 
are  just  now  coming  to  market.  And  the 
object  Cobol  standard  won’t  be  officially 
enshrined  until  next  year.  So  don’t  expect  a  seri¬ 
ous  job  market  to  develop  for  two  to  three  years. 

The  advance  drum  beating  for  object  Cobol 
makes  it  sound  like  a  sure  bet.  In  a  survey  by  Sen¬ 
try  Market  Research,  Inc.  in  Westboro,  Mass.,  ob¬ 
ject  Cobol  beat  C-i-i-,  Microsoft  Corp.’s  Visual 
Basic  and  Smalltalk  as  the  anticipated  develop¬ 
ment  language  for  client/ server  computing  24  to 
48  months  down  the  road,  says  Bill  Gannon  Jr., 
Sentry’s  vice  president  of  research.  The  survey 
results  led  Sentry  to  declare  that  Cobol  and  object 
Cobol  will  play  a  strategic  role  in  client/server 
computing.  But  this  interest  won’t  translate  into 
object-oriented  Cobol  jobs  any  time  soon. 

Object  Cobol  certainly  has  much  to  recom¬ 
mend  it.  It  is  a  fully  functional  object  language  that 
supports  the  object  model  with  inheritance,  sub¬ 
classing,  encapsulation  and  polymorphism.  But  it 
maintains  Cobol’s  traditional  business  orientation, 
explains  Drake  Coker,  chief  scientist  at  Acucobol, 
Inc.  in  San  Diego. 

That  gives  it  a  familiar  feel  to  programmers  who 
move  from  procedural  Cobol  to  object-oriented 
programming.  Vendors  such  as  IBM,  Hitachi 
America  Ltd.  and  Fujitsu  America,  Inc.  are  poised 
to  make  a  big  object  Cobol  splash,  although  a  sup¬ 
porting  market  of  third-party  object  Cobol  tools 
and  class  libraries  isn’t  even  on  the  horizon. 

Object  Cobol  primarily  will  be  used  in  the  migra¬ 
tion  of  procedural,  host-based  Cobol  applications 
to  object-oriented  and  client/server  computing. 

“[It]  will  grow  slowly.  Its  acceptance  will  occur 
because  of  the  legacy  code,”  Coker  says.  Expect 
to  see  object-oriented  Cobol  adopted  first  by  those 
companies  with  large  portfolios  of  procedural 
Cobol  code,  such  as  the  insurance  and  financial  in¬ 
dustries.  Acucobol’s  list  of  customers  includes 
heavA'weights  such  as  Caterpillar,  Inc.,  General 
Electric  Capital  Corp.,  Texas  Instruments,  Inc., 
i  PepsiCo,  Inc.,  Amoco  Corp.,  Hilton  Hotels  Corp., 

I  Kraft-General  Foods,  Goldman,  Sachs  &  Co.,  Shell 

I  Oil  Co.,  McDonald’s  Corj).,  W.  R.  Grace  &  Co., 

IBM  and  Intel  Corp. 

Although  the  signs  may  look  bright  for  the  fu- 
i  ture,  the  present  job  outlook  is  discouraging. 
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“There  are  virtually  no 
opportunities  for  [object- 
oriented]  Cobol  pro¬ 
grammers,”  says  George 
White,  consulting  sys¬ 
tems  engineer  at  Huma¬ 
na,  Inc.  in  Louisville,  Ky. 

Humana  already  has  a 
large  stake  in  the  use  of 
products  from  Micro  Fo¬ 
cus,  Inc.,  a  leading  object 
Cobol  vendor.  White  rou¬ 
tinely  searches  programmer 
career  forums  and  posts  messages  to  elicit  poten¬ 
tial  opportunities.  Object  Cobol  consistently 
draws  blanks.  “Everybody  seems  to  be  taking  a 
wait-and-see  attitude,”  he  says. 

Recently,  the  online  bulletin  boards,  forums 
and  Usenet  groups  (misc.jobs.offered;  misc.jobs. 
contract)  where  programming  jobs  typically  are 
posted  turned  up  thousands  of  hits  for  C++  and 
Smalltalk  object-oriented  programmers  and  even 
conventional  Cobol  programmers.  But  there  were 
only  a  few  solid  leads  for  object-oriented  Cobol 
jobs. 

One  example:  Berkley  Information  Services  in 
Luverne,  Minn.,  the  information  systems  arm  of 
W.  R.  Berkley  Corp.,  is  looking  for  a  programmer 


Learning  object  Cobol 

“There  is  no  reason  that  any  Cobol  programmer 
can’t  make  the  shift  to  [object-oriented]  Cobol, 
but  it  does  take  a  change  in  thinking,”  advises 
Peter  Weinstein,  a  self-taught  object  Cobol 
programmer  and  principal  at  Weincor.  Weinstein 
says  most  would-be  object-oriented  programmers 
jump  right  in  with  object  programming  and  get 
lost  in  the  complexity.  He  suggests  programmers 
take  the  following  steps,  each  building  on  the 
previous  in  complexity: 

1.  Familiarize  yourself  with  general 

OBJECT-ORIENTED  CONCEPTS 

2.  Start  with  object-oriented  analysis 

3.  Add  object-oriented  design 

4.  After  becoming  comfortable  with 
object  analysis  and  design,  start 
actual  object-oriented  programming 


analyst  who  is  skilled  in  Micro  Focus  object 
Cobol.  The  property  and  casualty  insurer  is  in  the 
earliest  stages  of  migrating  from  mainframe  to 
client/server  computing.  The  successful  candi¬ 
date  should  have  object  design  and  development 
experience  and  should  be  familiar  with  Cobol. 
But  object  Cobol  experience  isn’t  required,  says 
Jack  Bennett,  vice  president  and  systems 
architect. 

Carolyn  Rippy,  president  of  Forest  EDP  Sys¬ 
tems,  Inc.,  a  consulting  and  recruitment  firm  in 
Boca  Raton,  Fla.,  has  been  peppering  the  Internet 
with  postings  for  an  object  Cobol  programmer  on 
behalf  of  an  insurance  industry  client.  The  result: 
“We  haven’t  seen  any  large  demand,”  Rippy  says. 

The  available  jobs  aren’t  paying  as  well  as  more 
popular  object-oriented  languages.  C++  and  Small¬ 
talk  programmers  can  earn  $70,000  and  up  annu¬ 
ally  —  or  $100  or  more  per  hour  for  consulting  — 
but  Rippy’s  client  is  offering  $30  to  $35  per  hour. 

Peter  A.  Weinstein,  principal  at  Weincor  in 
Windsor  Locks,  Conn.,  staked  out  object  Cobol 
early  as  his  systems  consulting  niche.  He  attract¬ 
ed  a  major  Hartford  insurance  company  as  his 
lead  client.  A  Cobol  programmer  by  training, 
Weinstein  got  interested  in  object-orientation 
three  years  ago.  After  dabbling  in  C++  and  Small¬ 
talk,  he  taught  himself  object  Cobol.  His  object 
Cobol  applications  to  date  have  been  for  the  desk¬ 
top,  although  he  intends  to  pick  up  mainframe 
object  Cobol  as  soon  as  it’s  available. 

Life  as  a  pioneering  object  Cobol  consultant  is 
far  from  rich  and  glamorous.  “There  isn’t  a  high 
demand,  so  I  spend  a  lot  of  time  educating  people 
about  [object-oriented]  Cobol,”  Weinstein  says. 
“Without  the  high  demand,  there  isn’t  high  pay.” 

But  as  the  market  ramps  up  with  product  intro¬ 
ductions  and  new  players,  Weinstein  says  he  ex¬ 
pects  that  demand  and  rates  will  rise.  ■ 

Radding  is  a  freelance  writer  in  Newton,  Mass. 


Robin  Jareaux 
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CORPORATION 


E-Net  Corporation,  a  leading  developer  and 
supplier  of  enterprise  software  for  continuous 
availability  and  disaster  recovery  applications, 
is  seeking  independent  sales  representatives 
for  the  following  territories:  NY/Northeast, 
Chicago/Central,  Dallas/Southwest,  and 
Southern  California. 

The  individual  must  be  familiar  with  the 
MVS/ESA  operating  system  and  the  following 
DBMS  products:  DB2,  IMS,  CICS,  ADABAS, 
and  lOMS. 

Excellent  commission  opportunity. 

Please  send  qualified  resumes  to: 

E-Net  Corporation 

505  Sansome  Street,  20th  floor 
San  Francisco,  CA  94111 
Attn:  Sales  Director 
Fax:  415/433-3881 


THE  ARKANSAS  DEPARTMENT  OF  HUMAN  SERVICES  IS  SEEKING  PROPOS¬ 
ALS  FROM  QUALIFIED  INDIVIDUALS  OR  FIRMS  FOR  THE  ON-SITE  IMPLE¬ 
MENTATION  OF  ARKANSAS’  STATESIDE  AUTOMATED  CHILD  WELFARE  INFOR¬ 
MATION  SYSTEM  (SACWIS)  PROJEa,  THE  CHILDREN’S  REPORTING  AND 
INFORMATION  SYSTEM  (CHRIS).  THIS  CONTRAa  WILL  INCLUDE  THE  TRANS¬ 
FER  OF  THE  OKLAHOMA  SYSTEM  (KIDS)  AND  ITS  MODIFICATION  TO  COMPLY 
WITH  ARKANSAS  POLICIES  AND  PROCEDURES, 

The  contract  period  will  begin  November  1, 1996.  The  services  provided  under 
the  terms  of  this  contract  will  be  for  a  period  of  eight  months,  (8)  endingjune  30, 
1 997,  with  a  one  (1 )  year  renewal  option  at  DHS'  discretion,  subject  to  approval. 

The  purpose  of  this  procurement  is  to  provide  the  Department  with  technical 
skills  and  experience;  to  complete  the  transfer  of  the  Oklahoma  KIDS  applica¬ 
tion;  implement  those  modifications  to  the  software  application  required  to  meet 
applicable  Arkansas  statutes  and  relevant  court  orders;  design  and  implement 
interfaces  between  existing  legacy  applications  and  CHRIS;  implement  CHRIS  in 
a  client  server  environment;  complete  and  approved  pilot  of  the  CHRIS  system; 
recommend  enhancements  to  existing  hardware/software  configurations  neces¬ 
sary  to  adequately  support  the  CHRIS  application;  implement  the  application  in 
the  DCFS  offices  through  various  data  conversion,  training  and  operational  sup¬ 
port  resources;  complete  orderly  transition  of  CHRIS  from  successful  vendor 
staff  to  the  Department's  outsource  vendor,  and  provide  all  documentation  of 
CHRIS/subsystems/applicatlons  necessary  to  support  the  ongoing  operations 
for  CHRIS. 

The  deadline  for  submission  of  proposal  is  August  23, 1996.  To  request  a  copy 
of  the  RFP.  please  contact;  LYNN  PUMPHREY.  ISSUING  OFFICER.  ARKANSAS 
DEPARTMENT  OF  HUMAN  SERVICES.  P.O.  BOX  1437,  SLOT  3501,  LITTLE 
ROCK.  AR  72203-1437,  PHONE;  501-682-6558,  FAX;  501  ■682-6260.  The 
Arkansas  Department  of  Human  Services  Is  an  Equal  Opportunity  Employer 


DP  Systems  Analyst 

Public  Employee  Retirement  System  of  Idaho 


Get  in  on  ground  floor  of  new  client/server  system  to  replace 
automated  &  manual  systems! 

Required  Experience: 

•  interface  w/  users  for  system  design  &  analysis 

•  choose  appropriate  platforms 

•  some  coding  in  commonly  used  programming  languages 

•  play  significant  role  in  development  project 

•  write  IT  programming  specifications 

•  exp.  as  a  Systems  Analyst  or  Project  Lead  w/  client/server, 

GUI  Systems  &  w/  CASE  tools  (N.E.  W.  preferred),  UNIX, 
Windows,  ADABAS,  &  Natural  are  highly  desirable 

Salary  to  S41,600  dep.  on  exp.  Application  deadline:  8/12/96. 

Send  letter  of  interest  &  resume  lo: 

Joanne  Ax,  PERSI,  607  N.  8th  Street,  Boise,  ID  83702 
for  info,  call  208-334-24S1  x237  or 

email  Jax@persi.state.id.us_ PERSI  is  an  EEO  Employer 
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Nowhere  else  is  quite  like  Austin,  Texas.  A  city 
where  you’ll  find  wide  opien  spaces,  one  of 
America's  great  universities,  and  many  of  our 
nation's  leading  high-technology  companies. 

Alongside  half-a-million  Austin  residents,  Dell 
Computer  takes  special  pride  in  calling  this  city  in 
the  Texas  Hill  Country  home.  From  the  joy  of 
sports,  to  the  excitement  of  a  vibrant  night  life, 
people  who  work  at  Dell  enjoy  the  best  that  life 
has  to  offer. 

As  a  Dell  employee,  you'll  bring  Austin's  natu¬ 
rally  healthy  spirit  along  to  "the  office"  every  day. 
You’ll  use  it  in  a  workplace  that  puts  people  first, 
and  on  technology  teams  where  every  employee  is 
a  vital,  hands-on  contributor.  You'll  build  a  career, 
and  you'll  keep  us  one  of  the  fastest-growing  PC 
companies  in  the  world. 

At  Dell,  everybody  shares  in  the  success  of  the 
innovative  technology  we've  brought  to  the  com¬ 
puter  industry.  'We  think  that's  what  teamwork 
is  all  about. 


Interested?  Fax  your  resume  to: 

1-800-224-3355 
Attn:  BoxAM6CW0729 

Box  ft  must  appeal  oil  your  resume 
no  cover  sheet  necessary  or  mail  to: 

DELL  COMPUTER  CORPORATION 

Staffing  Dept.,  Box  AM6CW0729 
1909  W.  Brakcr  Lane,  Bldg.  E 
Austin,  Texas  787.S8-40.S2 
.4//  equal  opportunity  employer 


Jell  teamwork 

KEEPS  EVERYBODY 

Growing. 


ORACLE  DBA’S  -  In  this  position  you  wiit  provide  and  design  toois  to  aid  in  the 
management  of  database  and  EDP  environment  pins  assure  accuracy,  integrity, 
completeness  and  security  of  databases  and  dictionaries.  Requires  5-8  years  experience 
with  knowiedge  in  the  fottowing:  hardware,  software  and  MIS  toots;  optimal  memory  disk 
sizing  for  databases;  SQL,  Oracte,  back  up  and  recovery  skitts;  Powerbuitder,  Sun 
Microsystems  and  PC  hardware.  Thorough  knowiedge  in  identifying  capacity  pianning 
methods  and  performance  tuning  of  retationai  DBMS's  inciuding  procedures,  utiiities,  job 
controi  tanguages,  and  network  environments.  SAP  training  provided. 

UNIX  SYSTEMS  ADMINISTRATORS  -  The  respunsibiiities  of  this  position  entaii 
working  from  specifications  to  assist  in  deveioping  or  modifying  compiex  operating  software 
programming  appiications  plus  designing,  coding,  testing,  debugging  and  documenting 
those  programs.  Prefer  8  years  experience  in  programming  on  mainframes,  minicomputers, 
or  PCs  with  a  minimum  of3-S  years  in  UNIX  System  Administration.  Expert  knowledge 
of  operating  systems  and  architecture,  capacity  pianning,  application  management, 
resource  management,  operational  procedures,  and  documentation  are  essential. 

TANDEM  SYSTEM  ENGINEERS  -  Requires  detailed  understanding  of  all 
major  Tandem  subsystems  and  utilities,  including  measure,  TMF  and  Pathway.  Prefer 
experience  with  Prognosis,  TACL,  and  Netweave.  Witt  monitor  and  track  system 
performance,  review  system  and  application  changes  to  determine  potential  impact  to 
system  resource  requirements. 

APPLICATION  DEVELOPERS  -  The  qualified  candidate  must  possess  knowledge 
in  Powerbuitder,  Crystal  Reports,  SQL,  and  UNIX  with  experience  in  querying  Oracle 
databases,  Windows  3.1,  Windows  95,  Netweave,  Web  page  development.  Will 
maintain  and  upgrade  Powerbuilder  applications  and  their  interaction  with  Oracle, 
and  provide  production  support. 

SAP  ADMINISTRATOR  -  Wilt  be  responsible  for  SAP  Systems  Administration  for 
production  of  SAP  installation.  To  qualify,  we  prefer  8  years  experience  in  programming  on 
mainframes,  minicomputers,  or  PCs  with  a  minimum  of  3-5  years  experience  as  UNIX 
Systems  Administrator  and  1  year  of  SAP  administration  in  Basis.  Other  requirements 
include  knowledge  of  operating  systems  and  architecture;  capacity  planning  methods,  appli¬ 
cation  management,  resource  management,  operational  procedures  and  documentation. 

DATA  MODELER  -  We  are  seeking  highly-motivated  individuals  with  3-5  years  of 
data  modeling  experience  in  developing  both  departmental  and  enterprise-wide  models. 
A  pragmatic  approach  to  data  modeling  that  will  allow  the  individual  to  lead  stakeholders 
through  the  complexities  of  modeling  information  without  exposing  them  to  it.  Experience 
with  Information  Warehousing,  Global  Information  Models,  Modeling  Tools  (ISMS) 
and  Management  Reporting  is  a  plus. 

OTHER  OPPORTUNITIES  -  SAP  ANALYSTS,  PROGRAMMER  ANALYSTS, 
PROJECT  MANAGERS  &  SR.  PROGRAM  MANAGERS,  NOC  MANAGERS,  EDI/EC 
ANALYSTS,  and  CUSTOMER  SUPPORT  REPRESENTATIVES. 
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Where  Team  Work  Meets  Technology 
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DICE  is  looking  for  Data  Processing,  Engineering 
and  Technical  Writing  professionals  to  fill  open 
positions  for  companies  nationwide. 

DICE  is  a  EREE  online  job  search  service,  providing 
detailed  information  about  current  contract  and 
fulltime  positions  across  the  USA.  Please  contact 
by  calling  ANY  of  these  access  numbers,  using 
your  computer  &  1  2()()-96()()  baud  Modem,  H-N-1 . 


California 

Georgia 

Illinois 

Iowa 

Massachusetts 
New  Jersey 
Texas 
1 nternet 
Web 


408-7.47-9.4.49 
404-52.4-1441 
708-782-0960 
5  I  5-280-4424 
617-266-1080 
201-242-4166 
214-691-4420 
telnet  dice.com 
www.dice.com 


Data  processing 

I NDEPENDENT 

Consultant's  \ 
Exchange 


A  StTV’iie  of  D&L  Online.  Inc.:  (515)  280- 1 1  4 1 


ALL  MODULES 

Functional  •  Technical 
ABAP*  BASIS 

Positions  throughout  the  U.S. 


Structured  Logic 
Company,  Inc. 

5500  Interstate  N.  Pkwy.  #450 
Atlanta.  GA  30328 
800/599-9550 
FAX:  770/937-0423 
e-mail:  slc11@aol.com 
EOE  MEMBER  NACCB 


Step  Into  The  Future  of 
Information  Technology. 

At  Royol  Coribbeon  Cruise  Lines,  we're  in  tbe  technological  moinslreom,  and 
en|oying  both  growth  and  prestige  in  our  diversified  industry.  Consider  the  follow¬ 
ing  immediole  opportunities 

Systems  Analyst 

To  develop  technical  system  design,  ddabose  siructures  and  programming 
specs  bosed  upon  user  requirements,  and  act  in  a  supervisory  copocity  in  pro- 
lect/opplkations  development,  fou  ^touid  possess  5+  yeors  in  r^icotiom  pro¬ 
gramming  or  design  on  AS/400,  project  monogemant  skills,  RPG/ilOO,  Cl  4 
Que7  knowledge  and  be  fomilkr  with  Word,  Excel  4  Microsolt  Project.  BS 'm 
CS.  W  Of  rebted  areo  necessa^ 

C/S  Systems  Analyst/Developer 

Development  of  opplicotions.  primorily  in  o  client/server  environment  ond 
provide  status  reporting.  At  loos*  3  yeors  expcrierce  is  reqi-ired  in  oppficoiiens 
ptogromming  ond  design;  experience  vnlh  c|rophics,*image  ed+ing,  lomil'ianly 
with  grophic  brmots  i  e :  BMP.  RLE  &  TIFF.  2  jws  wilh  PowerBuilder.  C-h.  oM 
Sequel  ore  also  necesso^  along  wilh  a  85  m  Co,  MiS  or  reloted 
Systems  Anatyst/Developer 

Responsible  for  onojysis,  design  ond  pragromming  of  AS.' 400  RPG  opptica- 
lions  from  functionol/lecnnicol  spedficoEo-'is.  Minimum  5  yecrs  programming  in 
RPG/400  Ability  to  develop  furichonot./tacbnical  specs  ond  interact  with  users 

Programmer  Analyst 

Responsible  for  analysis,  design  oixl  progrcnaT'ing  of  AS/400  RPG  qiplko 
tions  frein  functiorioi,'lect»!icid  specifeolions,  Miiwnum  3  yeors  exserienct  in 
AS;  400  opplica'ioro.  RPG  400,  Cl  and  Ouery. 

We  offer  o  compelihve  sokiry  ond  ori  exceplionol  benefits  poi.koge  ■nc.'u.T.v, 
cruise  privileges  for  considenaaon,  tarwoid  jour  resume  ond  soterv  teCR.  i-jTi 
to  Human  Resources  (Info  Tech),  Hoyol  Caribbean  Cruises  Ltd., 
1050  Caribbean  Way,  Miami,  R  33132.  EOE 

ROW,®CARIBBEAN 
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Ryder's  explosive  growth  in  the  inte¬ 
grated  logistics  industry  has  created 
ininiediatc  opportunities  for  creative, 
custonier-locused  Infonnation 
Technologists.  As  we  redefine  the 
leading-edge  with  innovative  solu¬ 
tions  designed  to  enable  our  cus¬ 
tomers  to  streamline  their  operations 
and  reduce  their  costs,  our  I  T  team 
members  are  engaged  in  exciting 
global  initiatives. 


A  l-onune  2,x(l  leader  headquartered  in  beautiful  South  Florida.  Sti-billion  Ryder  views 
technological  strength  as  a  primary  competitive  advantage.  Utilizing  the  very  latest 
systems,  and  constantly  enhancing  our  technology  environments,  we're  intent  on 
continuous  quality  improvement  in  all  facets  of  our  dynamic  business.  Be  part  of  shaping 
the  future  of  the  booming  logistics  industry  in  one  of  these  immediate  openings: 

DATA  WAREHOVSINGIDATABASE  ADMINISTRATION! 

DATA  ADMINISTRATION 


Using  CASE  tools  and  a  variety  of  DBMS. 

APPLICATIONS  DESIGNIDEVELOPMENT 

Full  software  life-cycle  development  usina  a  varietv  of  tools  includina  COBOL/DB2. 
IMS  DE/DC.  Powerbuilder/Visual  Basic.  C/LINIX/DBMS.  RPGIII.  GUI/W'indows.  etc. 

TEAM  LEADISYSTEM  ANALYST 

Full  software  life-cycle  development  with  lead  or  senior  analyst  responsibilities. 

TECHNICAL  SUPPORT 

Variety  of  platform  and  levels  of  responsibility:  IBM  Mainframe,  IBM  Midrange. 
CIient/Server,T.AN,  UNIX/AIX,  LAN/WAN.  Communications. 

PROJECT  MANAGEMENTIMETHODOLOGY 

Planning  and  managing  project  and  human  re.sources  to  drive  software  projects. 

TECHNOLOGY  ASSESSMENT lARCHITECTUREIMODELING 

Enterpri.se  w  ide  assessment,  research  and  integration  of  information  technology  . 

PROJECTISOETWAREIMPLEMENTATIONIDEPLOYMENT 

Deployment  of  new  systems  to  support  either  internal  or  external  customers. 
Ryder  is  known  as  an  employer  of  choice  and  offers  superior  compensation,  generous 
benefits,  including  growth  potential  and  relocation  assistance.  To  find  out  more,  please 
send  resume  to:  Ryder  System,  Inc.,  Dept.  Pf!,  .WO  NW  82nd  Avenue,  Miami.  FL 
.UM66.  An  EOE.  Drug  testing  is  a  condition  of  employment  with  Ryder 

Fur  more  ilchiils  aboul  our  dymimic  comiuiny.  see  our  Imcrncl  Home  Piiye  at 
hup:'  iwww.ryder.imer.nevryder 

For  additional  opportunities  arailahic  at  Ryder,  see  our  OCC  Faye  at 
ittiptowwM'.oec.eomIryderi 

Or  see  our  Open  House  at  ittip.liwww.eareermosaie.eoni 


Client/server 
Application 
Development  I 

Object  Oriented 
Approach  in 
Systems  Outsourcing 

Programming  and 
k  Analysis  Through 
pL.  Project  ^ 

1  500+ 

1  Employee- 
Owners 

V  with  full  1 
1  Benefits  &  | 
y  Profit 
Sharing 

The  Only  Piece 
Missins 


is« 


Public 

Company 

slASDAQ:, 

CMSX 


Management 


ESOP 


Midrange 
and 

PC  Projects 


Mainframe 

Projects 


Fax  your 

PIECE  OF  OUR 
PUZZLE  to: 


BOSTON: 

Paul  Canalori  or 
lohn  Malinoski 
fax;  (617)  622-S95S 
Phone:  (617)  684-0(X)4 
Prospect  Place, 
Nine  Hillside  Avenue 
Waltham,  MA02154 


HARTFORD: 

Angela  Dulchinos 
Fax:  (860)  633-3609 
Phone:  800-741-0244 
(860)  633-3608 
200  Glastonbury  Blvd, 
Suite  304 

Glastonbury,  CT  06033 


Computer  Management  Sciences,  Inc. 


OTHER  OPPORTUNITIES 
AVAILABLE  IN: 

ATLANTA,  GA  (800)  771-2674;  (770)  435-7970 
CHARLOTTE,  NC  (704)  568-8095 
CHICAGO,  IL  (847)  619-2966 
CLEVELAND,  OH  (216)  449-8004 
GREENVILLE,  SC  (864)  297-1398 
JACKSONVILLE,  FL  ((800)  725-2674; 

(904)  737-8955 

JACKSONVILLE,  FL,  (SOC)  (904)  737-0059 
PORTLAND,  OR  (503)  223-4417 
TALLAHASSEE,  FL  (904)  878-3096 


Equal  Opportunity  Employer 


Professionals  With  Solutions... 


Consultant:  Duties:  plan,  design, 
program,  develop,  and  test  com¬ 
puter  applications,  applying 
knowledge  of  programming  tech¬ 
niques  and  computer  systems 
and  utilizing  the  following  applica¬ 
tions:  C+-I-,  C.  UNIX,  X/Motif, 
SUN  OS,  Graphic  User  Interface, 
TCP/IP,  Programmable  Query 
Language,  and  Object  Oriented 
Programming;  write  on-line  pro¬ 
grams,  creating  on-line  screens 
and  other  technologies:  consult 
with  users  to  identify  current 
operating  procedures  and  ciarify 
program  objectives:  prepare  and 
execute  system  test  plans:  read 
manuals,  periodicals,  and  techni¬ 
cal  reports  to  learn  ways  to  devel¬ 
op  programs  that  meet  user 
requirements:  formulate  plans 
outlining  steps  required  to  devel¬ 
op  programs,  using  structured 
analysis  and  design;  analyze, 
review  and  alter  programs  to 
increase  operating  efficiency  and 
adapt  to  new  requirements:  con¬ 
sult  with  clients  to  define  need  or 
problem;  analyze  data  to  advise 
on  or  recommend  solutions. 
Applicants  should  possess  an 

M. S.  degree  in  Computer  Scie¬ 
nce.  One  (1)  year  experience  in 
the  position,  or  two  (2)  years 
experience  as  a  Research  Assis¬ 
tant  and/or  Programmer,  Grad¬ 
uate-level  coursework  must 
include  the  following  courses:  1) 
Design  &  Analysis  of  Algorithms: 
2)  Advanced  Computer  Archit¬ 
ecture:  3)  Interactive  Computer 
Graphics,  and  4)  Object-Oriented 
Software  Development,  Exper¬ 
ience  as  Research  Assistant 
and/or  Programmer  must  include 
experience  with  the  following 
operating  systems,  languages, 
and  applications:  C-r-r,  C,  X/Motif, 
UNIX,  SUN  OS,  and  TCP/IP. 
Experience  must  also  include 
object-oriented  programming.  40 
hrs./wk..  8:00  a.m.  5:00  p.m.; 
$57, 500. 00/year.  Must  have  proof 
of  legal  authority  to  work  perma¬ 
nently  in  the  U.S.  Send  resumes 
to  ILLINOIS  DEPARTMENT  OF 
EMPLOYMENT  SECURITY,  401 
South  State  Street  -  3  South, 
Chicago,  Illinois,  60605.  Attn: 
LEN  BOKSA.  Reference  #  V-IL 
15728-B.  AN  EMPLOYER  PAID 

AD.  NO  CALLS.  SEND  2 
COPIES  OF  BOTH  RESUME 
AND  COVER  LETTER. 


Senior  Software  Engineer;  Job 
Duties:  Researches,  designs, 
and  develops  product  data  man¬ 
agement  computer  systems  for 
use  by  manufacturing  enterpris¬ 
es.  Analyzes,  both  individually 
and  as  part  of  various  profes¬ 
sional  teams,  customer  require¬ 
ments:  analyzes  software  req¬ 
uirements  to  determine  feasibili¬ 
ty  of  design  within  time  and  cost 
constraints:  consults  with  hard¬ 
ware  engineers  and  other  engi¬ 
neering  staff  to  evaluate  inter¬ 
face  between  hardware  and 
software,  and  operational  and 
performance  requirements  of 
systems:  formulates  and 
designs  software  systems:  and 
develops  and  directs  software 
system  testing  procedures,  pro¬ 
gramming  and  documentation. 
Job  Requirements.  Requires 
Bachelor’s  Degree  in  Computer 
Science,  Electronics  and  Com¬ 
munication  Engineering  or 
Electrical  Engineering  or  equiva¬ 
lent  degree  as  established  by 
written  evaluation.  Requires  2 
years  experience  in  job  offered 
or  2  years  experience  in  soft¬ 
ware  systems  design  and  sup¬ 
port.  Experience  must  be  in 
each  of  the  following  technolo¬ 
gies:  (1)  supporting,  customiza¬ 
tion  and  maintaining  PDM  soft¬ 
ware;  (2)  management  develop¬ 
ment  of,  supporting  and  perfor¬ 
mance  tuning  complex  applica¬ 
tions  for  UNIX  and  Microsoft 
operating  systems;  (3)  knowl¬ 
edge  and  experience  with  rela¬ 
tional  database  technologies; 
(4)  knowledge  and  experience 
with  Object  Oriented  Program¬ 
ming  and  Client  Server  architec¬ 
ture;  and  (5)  developing  utilities 
for  UNIX  and  Microsoft  operat¬ 
ing  systems  using  C  computer 
language.  Experience  may  be 
concurrent.  40  hours  per  week, 
9am-5pm.  Mon-Fri.  $54,000/yr. 
Send  resume  and  cover  letter  to 
(please  refer  to  job  order  num¬ 
ber  in  resume):  B.  Abraham,  #6- 
182,  MDES,  390  North  Robert 
Street.  St.  Paul,  MN  55101. 


Computer  Consultant  (Chicago, 
IL):  Analyze  client  business  pro¬ 
cedures  &  system  problems. 
Design  develop,  test  &  implement 
customized  business  systems 
applications.  Convert  client  data 
to  programmable  form  for  elec¬ 
tronic  processing.  In  providing 
technical  solutions,  use  the  fol¬ 
lowing  computer  hardware  &  soft¬ 
ware;  IBM  ES  9000  &  mainframe; 
IBM  Personal  Computers; 
MVS/ESA,  UNIX,  MS-DOS  & 
OS/2  operating  systems;  DB2  & 
Oracle  databases:  CICS  user 
interface:  ISPF,  QMF,  C,  SQL 
Plus,  JCL  &  Cobol  II  languages; 
VSAM  memory  expansion  tool: 
APS  case  tool;  Intertest  debug¬ 
ging  tool.  MF  workbench  integrat¬ 
ed  software  package;  Xpeditor. 
Evaluate  &  improve  effectiveness 
of  data  handling  systems  &  devel¬ 
op  specifications  for  logical  & 
mathematical  operations.  Plan  & 
prepare  technical  reports,  memo¬ 
randa  &  instructional  materials  for 
operational  systems  software. 
Must  have  BS  in  Computer 
Science  &  2  yrs  exp  in  job  offered 
or  2  yrs  as  Systems  Analyst  or 
Programmer/Analyst.  Experience 
must  include  completion  of  at 
least  one  project  involving  design, 
development,  testing  &  imple¬ 
mentation  of  business  systems 
software  applications  for  a  large 
service  industry  client  using  each 
of  the  following  methodologies: 
IBM  3090  or  IBM  ES  9000,  Cobol 
II,  APS,  CICS,  VSAM,  JCL,  MF 
Workbench,  Oracle  6.0,  Intertest 
or  Exbug,  DB2  &  C.  40  hrs/wk, 
8:30am-5pm:  $43,400/Yr.  Must 
have  proof  of  legal  authorify  to 
work  permanently  in  the  U.S. 
Send  resume/ltr  in  dupl  to:  Illinois 
Dept  of  Employment  Security, 
401  South  State  St..  3  South, 
Chicago,  IL  60605,  Attn:  Brenda 
Kelly,  Ref#  V-IL  15657-K.  No 
calls.  Employer  paid  ad. 


PROGRAMMER  ANALYST:  (2 
positions)  40  hrs./wk..  8am-5pm 
$36,000/yr.  Carry  out  program 
specifications  preparation,  pro¬ 
gram  development,  test  plan 
preparation  &  actual  system  test¬ 
ing  for  manufacturing  s/w  applica¬ 
tion  system  in  UNIX  and 
Workstation  environment  utilizing 
UNIX,  C,  ORACLE  and  Visual 
Basic.  Reqr.  Bachelor’s  degree  in 
Computer  Science  or  Electrical  or 
Mechanical  Engrng.  and  1  yr. 
expr.  in  job  offered  or  1  yr.  expr. 
in  Systems  Analysis  &/or  S/W 
Engineering  &/or  Programming 
&/or  Computer  Consulting  &/or 
Research  Assistant,  Reqr.  expr. 
in  developing  s/w  systems  &  with 
UNIX,  C,  Visual  Basic  and  ORA¬ 
CLE.  Employer  is  SAA/  develop¬ 
ment/consulting  firm.  Relocation 
to  client  sites  throughout  the  U.S. 
for  periods  of  6  mos.  to  2  yrs. 
required.  “Employer  paid  ad”. 
E.O.E.  Send  resume  to:  7310 
Woodward  Ave..  Rm.  415, 
Detroit,  Ml  48202.  Ref.  #86196. 


MANAGEMENT  CONSULTANT  - 
Recommend  improved  utilization 
of  state  of  the  art  electronic  com¬ 
merce  (EDI).  Provide  Business/ 
modeling,  research,  evaluation, 
analysis,  definition  of  EDI  mes¬ 
sage  sets.  EDI  system  configura¬ 
tion.  strategic  planning,  design, 
system  integration.  Reg  Bachel¬ 
or’s  in  Comp.  Sc.,  Math,  Business 
or  MIS  &  2  yrs  exp  in  job  or  relat¬ 
ed  occupation  such  as  Systems 
Analyst/Business  Consultant.  Exp 
must  incl  Electronic  Data  Inter¬ 
change  (EDI,  X12,  EDIFACT), 
Contract  Logistics  (Supply  Chain 
Mngmnt),  Communications  Proto¬ 
cols.  $50,000/yr.  40hrs/wk.  Mo-Fri 
8:00am-5:00pm.  Job  Site:  Miami, 
FL.  Resume  to  Job  Service  of 
Florida.  701  SW  27th  Ave,  Rm  47. 
Miami,  FL  33135-3014.  Re:  Job 
Order  #FL-1 461 348. 


SOFTWARE  ENGINEERING;  (2 
positions)  40  hrs./wk..  8am-5pm. 
$55,000/yr.  Carry  out  analysis, 
design,  development  and  testing 
of  s/w  systems  for  manufacturing 
applications  utilizing  IDMS, 
INGRES.  ORACLE.  UNIX  and 
TCP/IP.  Prepare  test  plans  and 
scenarios,  provide  assistance  in 
user  documentation.  Reqr. 
Bachelor’s  degree  in  Computer 
Science  or  Electrical  or  Mechan¬ 
ical  Engineering  and  4  yrs.  expr. 
in  job  offered  or  4  yrs.  expr.  in 
Systems  Analysis  &/or  S/W 
Engineering  &/or  Programming 
&/or  Computer  Consulting.  Reqr. 
work  experience  in  design  of 
application  systems  and  with 
IDMS,  INGRES,  ORACLE,  UNIX 
and  TCP/IP.  Employer  is  S/W 
development/consulting  firm. 
Relocation  to  various  client  sites 
throughout  the  U.S.  for  penods  of 
6  mos.  to  2  yrs.  required. 
“Employer  paid  ad”.  E.O.E  Send 
resumes  to;  7310  Woodward 
Ave..  Rm.  415,  Detroit.  Ml  48202. 
Ret.  No:  86096. 
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Innovative  Thinkers  Excel. 

RISCOI^  is  a  growth  company  offering  managed  health  care, 
worker's  compensation,  and  property  and  casualty  insurance 
products  and  services.  We  are  experiencing  phenomenal 
growth  and  are  seeking  I.S.  professionals  to  contribute  to  our 
oyriamic  and  progressive  environment  where  excellence,  cre- 
ativity  and  flexibility  are  rewarded. 

Our  POWERBUILDER  developers  are  aeating  next-genera¬ 
tion  automation  tools  for  mission-critical  business  processes. 
If  you  think  out-of-the-box  and  want  to  make  a  mfference, 
this  may  be  the  significant  career  opportunity  you’ve  been 
seeking.  We  are  searching  for  programmers  with  a  minimum 
of  2  years  experience  developing  applications  using  POWER¬ 
BUILDER  with  S'li^ASE.  Skill  set  requirements  are: 

•POWERBUILDER 

•SYBASE  (ORACLE  is  acceptable) 

•POWER  TOOL 

•ERWIN  MODELING  TOOL  (desirable) 
•IMXAVINDOWSNT 

•  Bachelor  degree  in  Computer/Information 
Science  or  similar  course  of  study 

We  offer  competitive  salaries,  bonus  plan,  tuition  reimburse¬ 
ment,  MBA  program,  and  outstanding  benefits.  For  consider¬ 
ation.  forward  your  resume  to: 

RISCORP 

Attn:  IS  Recruiter 

PO  Box  1598 

Sarasota,  FL  94230-0365 

FAX;  941  9574)365 

EMAIL:  is-recr@riscorp.com 

EOE.  A  drug-free  workplace.  Visit  our  website  at 
http://www.riscotp.com. 

H-RISCORP 

EOE,  Dmg-free  workplace. 


PROJECT  LEADERS 


With  10.000  associates  worldwide  and  yearly  sales  in  excess  of 
one  billion  dollars,  .MELDISCO  is  a  leader  in  the  footwear 
industry.  We  currently  have  ouLstanding  opportunities  within  our 
growing,  state-of-the-art  Information  Systems  Group: 

PROJECT  LEADER  -  LOGISTICS;  Hands-on  technical  position 
responsible  for  creating  the  design/program  specifications  for 
systems  related  to  inventory  management,  warehousing, 
distribution  and  transportation.  Strong  knowledge  of  C 
programming  in  a  I'nix  environment  with  significant  data 
processing  and  2-r  years  related  experience  desired. 

We  are  also  seeking  experienced  PROJECT  LEADERS  for  our 
MERCHANDISIISG  A\D  STORE  SYSTEMS  TEAMS. 

Ot'R  Le.xdi.vc  Edge  Techsical  Environment  Incudes: 

dienl/Sener  (Power  Builder):  IBM  Mainframe  (MVS.  CIO), 
Cobol.  V:VIW.  DB2.  ^\PS):  AS/400.  RS6000  (AK.  Orach);  Multi 
Dimensional  DB  (OlAJ'):  HP  (C.  iSIX). 

Located  on  our  beautiful  nortliem  New  Jersey  campus,  we  offer  a 
highly  competiuve  compensation  and  benefits  package,  including 
401k  and  profit  sharing;  on-site  fiuiess  center;  tuition  assistance, 
casual  business  attire  and  subsidized  dining  facility. 

Please  mail/fax  your  resume  (indicating  salary 
hislorx)  to  Human  Resources  -  IDS  at: 

.MELDISCO,  933  MACARTHUR  BLVD, 
MAHWAH,  NJ  07430.  FAX:  201-236-4988. 

EOEM/F 


ELDISCO. 


Information  Systems 
Professional 

Library  Video  Company  is  the  leading  educational  video  and  CD- 
ROM  distributor  in  the  nation.  We  are  experiencing  unprecedented 
growth  and  want  to  add  a  key  individual  to  our  IS  Dept.  This  is  a 
challenging  opportunity  for  a  bright  and  skilled  technician  who 
enjoys  a  variety  of  duties  in  a  technically  ambitious  environment. 

Candidate  will  be  an  innovative  and  technically  driven  team  player 
with  3-5  yrs.  experience  designing  and  troubleshooting  Novell  and 
NT  networks.  Experience  with  HP3000  administration.  Reflections. 
MACS,  PC  H/W,  Windows  95,  MS  Office  and  MS  Exchange  is  high¬ 
ly  desirable.  Some  exposure  to  application  development  using 
COBOL.  Foxpro,  Visual  Basic  and  SQL  is  also  desirable. 

Candidates  must  possess  strong  communication,  troubleshooting 
and  organizational  skills  and  be  comfortable  working  both  indepen¬ 
dently  and  within  the  MIS  team. The  qualified  candidate  should  pos¬ 
sess  at  least  1  yr.  of  MIS  management  experience  to  be  considered 
for  the  position  of  MIS  Manager  in  6-12  months.  Competitive  salary, 
bonus,  medical/dentai  &  401  (k).  Please  send  or  email  resume  with 
salary  requirements  to: 

Likiary  Video  Company. 

PO  BOX  1110,  DEPT.  CW.  BALA  CYNWYD.  PA  19004 
email:  hr@libraryvideo.com 


SOUTHEAST 


•  DB2/CICS/APS 

•  IMS  DB/DC 

•  EASYTRItVE  -k 

•  ADABAS/NATURAL 
• SAP/ABAP 

•  SYBASE/POWERBUILDER 

•  IDMS/ADS/0 

•  DELPHI 

•  C/OS/2 

•  AIX/UNIX/C++ 


Contract  Services 
Competitive  Salaries 
Hourly  Rates 
Outstanding  Benefits 


:2ACP 

P.O.  Box  11159 
Columbio,  SC  2921  1 
800-933-9227  oi  (803)  256-2343 
FAX:  (803)  779-1955 
ACP@ACP.COM 

http://www.resou1cecenter.con1/0cp 

EOE 


Software  Engineer.  Durham, 
NC,  Research,  design,  dvip,  test, 
impl.  &  support  elec  doc  man¬ 
agement  systems  of  relational 
databases  that  interface  CAD 
systems;  design  and  dvip  check¬ 
in,  check-out  &  issue  control  of 
docs  for  systems;  write  interface 
routines  using  Dynamic  SQL  & 
NCS  socket  programming.  Dvip 
interface  bet  systems  &  remote 
site  plotter/server  systems  using 
Communication  Protocols.  Code 
&  impl  Graphical-based  User 
Interface  to  database  systems. 
Req  MS  in  Electronic  Eng  or 
Computer  Sci.  2  yrs  in  the  job  or 
2  yrs  as  a  System  Analyst.  Exp 
must  inci  Oracle  7.0  server,  SQL 
Forms  4.0  or  3.0,  PL/SQL, 
PRO*C,  SQL/DS,  IBM  QMF 
Query  Language,  C  Language, 
CASE  Tools,  NCS  Socket  Prog, 
Communication  Protocols,  UNIX 
internals,  HP-UX,  Windows.  40 
hrs/wk,  9to5,  $44,000/yr.  All 
resumes  must  include  soc  sec 
no  &  Job  Order  No.  NC3060138 
&  DOT  Code  030.062-010. 
Interested  applicants  apply  to 
nearest  Job  Service  office  or 
submit  resume  to:  Job  Service, 
1105  Briggs  Avenue.  Durham, 
NC  27703. 


SOFTWARE  ENGINEER  to 
provide  specialized  computer 
consultancy  on  customer's  loca¬ 
tion  to  design,  develop,  code, 
debug,  test,  implement  and 
maintain  software  to  interactive¬ 
ly  model  and  represent  engi¬ 
neering/industrial  facilities  using 
graphic  utilities  such  as  Prolog 
and  CADKey  using  graphic  ani¬ 
mation  and  solids  modeling 
techniques;  use  object-oriented 
programming  and  graphical 
user  interface  (GUI)  tools  such 
as  VisualBasic  4.0,  Crystal 
Reports,  Prolog  and  Fortran  on 
MS-Windows  and  DOS  operat¬ 
ing  systems.  Require:  B.S.  in 
Engineering/  Computer  Science 
and  three  years  experience  in 
the  job  ottered  or  as  Program¬ 
mer/Analyst.  M.S.  degree  and 
one  year  experience  will  be 
acceptable.  50%  travel  required 
to  customer's  locations.  Salary: 
$46,000  per  year,  8:30  am  to  5 
pm,  M-F.  Send  two  copies  of 
resume  to:  Dept,  of  Labor/ 
Bureau  of  Operations,  1320 
Executive  Center  Drive,  Atkins 
Room  244,  Tallahassee,  FL 
32399-0667,  Re:  Job  Order 
Number  FL-1466091. 


Programmer  Analyst.  Charlotte. 
NC.  Analyze  procedures/prob¬ 
lems  to  refine  &  convert  data  to 
programmable  form.  Determine 
output  reqs;  study  existing  sys¬ 
tems  to  evaluate  effectiveness; 
upgrade  systems;  develop,  test 
&  implement  new  software; 
monitor  newly  implemented/ 
upgraded  systems  &  programs 
for  trouble  areas;  and  correct 
systems/programs.  Bachelor's 
degree  or  equivalent  Comp  Sci, 
Systems  Analysis/Data  Pro¬ 
cessing  -I-  2  yrs  exp  in  job  of¬ 
fered  or  2  yrs  exp  as  Analyst/ 
Programmer.  Exp  must  inci 
work  w/IBM  series  3090  main¬ 
frame  computers  using  COBOL, 
DB2,  VSAM  &  JCL  under  MVS. 
40  hrs/wk.  $37,000/yr.  Send 
resume  (w/SSN)  to:  Job  No. 
NC2657532  (DOT  Code 
030.162-014),  Job  Service.  500 
W.  Trade  Street,  Charlotte,  NC 
28202. 


Chief  Information 


Remington  Arms  is  the  leading  manufacturer  of 
sporting  arms,  ammunition  and  fishline  in  the 
United  States.  We  are  looking  for  an  experienced 
systems  leader  to  join  our  company  as  the  Chief 
Information  Officer.  We  are  currently  running 
SAP  R/3  S&D,  FI,  CO,  MM  and  PM.  All  data  cen¬ 
ter  operations  are  outsourcing  to  a  third  party 
provider.  We  are  currently  exploring  implement¬ 
ing  SAP,  PM  and  HR  modules  in  our  company.  In 
addition  to  SAP  R/3  we  continue  to  run  various 
legacy  systems  to  support  our  operations.  Key 
qualities  that  we  are  looking  for  are: 

1.  Proven  leadership  and  motivational  skills 

2.  Strong  project  management  and  adminis¬ 
trative  capabilities 

3.  Experienced  in  managing  outsourcing 
arrangement  and  contracts 

4.  Extensive  knowledge  of  SAP  R/3 

5.  Proven  track  record  of  integrating  systems 
capabilities  with  user  groups'  needs 

Interested  and  qualified  parties  should  send  their 
resumes  via  mail  or  fax  to:  Remington  Arms 
Company,  Inc.,  Recruitment  Department, 

Attn:  ITVP,  870  Remington  Drive,  PO  Box  700, 
Madison,  North  Carolina  27025-0700,  or  fax 
(910)  548-7719.  An  equal  opportunity  affirmative 
action  employer.  No  Phone  Calls  Please. 


B^mington. 


wo/tL  owtoE  exp/reis 

DHL  Regional  Services,  Ltd.  m  Ft,  Lauderdale,  FL  is  part  of  the  world's 
largest  and  most  experienced  international  air  express  network,  providing 
express  delivery  of  documents  and  small  packages  to  more  than  80,000 
cities  and  over  200  countries  and  territories  around  the  world. 

As  a  company,  our  achievements  have  been  based  on  vision,  determination, 
extraordinary  team  effort  and  an  uncompromising  commitment  to  excellence 
coupled  with  an  entrepreneurial  spirit.  DFIL  Worldwide  Express  is  expanding 
its  Latin  American  operation  and  is  poised  for  growth  which  will  require  the 
addition  of  the  following  exceptional  candidates 

NETWORK  INTEGRATION  SPECIAUST 

This  position  reports  to  the  Computing  &  Communication  Manager  and  is 
responsible  for  evaluation,  implementation,  and  support  of  distributed  net¬ 
work  applications  including  DNS.  X.400.  X.500.  uuep.  and  WWW  pages 

To  be  considered,  candidate  should  have 

•  University  Degree  in  Computer  Science.  Network  Engineering  or 
equivalent. 

•  Thorough  knowledge  of  the  UNIX  operating  system.  C  programming 
language.  IP  networking.  HP  9000s.  server  architecture,  and  the 
Internet. 

•  Experience  as  a  Webmaster  and/or  development  of  Web  pages. 

•  Excellent  oral,  written  and  interpersonal  communication  skills. 

•  Three  years  experience  in  network  management,  Novell  LANs  and 
distributed  Email  applications  preterred. 

•  Fluency  in  Spanish  a  plus. 

PROGRAMMER  ANALYST 

This  position  reports  to  the  Software  Services  Manager  and  is  responsible  for 
developing,  maintaining  and  implementing  regional  software  as  well  as  adapt¬ 
ing  appropriate  global  software 

To  be  considered,  candidate  should  have 

•  University  Degree  in  Computer  Science  or  equivalent  experience. 

•  Three  years  experience  working  in  a  UNIX  environment. 

•  Minimum  three  years  experience  working  with  relational  database 
management  systems  and  SQL.  INFORMIX  and  4GL  programming 
preferred. 

•  Excellent  oral,  written  and  interpersonal  communication  skills. 

•  Fluency  in  Spanish  and/or  Portuguese  preterred. 

For  immediate  consideration,  please  reply  in  confidence  with  a  letter  and 
resume  including  salary  history  Replies  that  do  not  include  salary  history 
will  not  be  considered.  No  telephone  calls  or  taxes  please. 

DHL  Worldwide  Express 

Attn.  Mary  Jones 
6360  N.W  5tn  Way.  Suite  103 
Ft,  Lauderdale.  FL  33309 
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A  KEY  TO  SUCCESS 


Brannon  &  Tully  is  your  key  to  success  in 
the  changing  IT  marketplace. 

Unlock  your  opportunities  with  the  follow¬ 
ing  assignments  in  the  Atlanta,  GA  & 
Charlotte,  NC  areas: 

•  AS400,  RPG  IV,  ILE 

•  AS400,  COBOL,  American 
Software  Modules 

•  AS400,  SynoiV2E,  Obsydian 

At  Brannon  &  Tully,  you'll  enjoy  an  excel¬ 
lent  compensation  &  benefits  package 
including  medical,  dental,  life,  LTD  insur¬ 
ance,  401 K  and  training.  For  immediate 
consideration,  contact  us  at: 

Atlanta  Charlotte 

ph:  (770)  447-8773  ph:  (803)  .329-6296 
fax:  (770)  417-2996  fax:  (803)  327-5597 
Email:  btatlfoiix.netcom.com 

Visit  our  Web  Site  for  additional 
opportunities  at: 
http://www.brannontully.com 

Brannon  &  Tully 

- 

I’Nll  ORCH'  ISPORMAPlOy  SHRVICHS 


EOE 


CONSULTING 


Sybase 


Virtualogic,  a  dynamic  IT  con¬ 
sulting  firm  headquartered  in 
the  Washington,  DC  metro 
provides  client/server 
development  and  support  to 
more  than  40  commercial 
clients.  We  seek  applicants 
interested  in  relocating  to 
Washington.  You  must  have  a  minimum  of  four  years 
IT  experience,  a  BS  in  CS  or  equivalent,  and  excellent 
inteipersonal  skills.  As  one  of  Virtualogic’s  key  UNIX 
and  database  consultants  for  our  Fortune  1000  clients, 
you  will  earn  $65K-$160K. 

•  Sybase  DBA 

•  UNIX  SysAdmin 

•  C/C+-f  Developer 

We  offer  relocation  assistance.  If  you’re  a  high  per¬ 
former  looking  for  a  company  that  will  let  you  maximize 
your  potential  and  earn  great  rewards,  please  foiward 
your  resume  to:  Virtualogic,  Inc., 

Attn:  Recruiting,  6707  Democracy 
Boulevard,  Suite  202,  Bethesda,  MD 
20817.  Fax:  (301)  571-8530. 


<www.vfrtualogIc.com> 


EOE.  M/F/D/V. 


VIRTUALOGIC 

Synchronized  Strategics 
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A  GREAT  TIME.  EVERY  TIME.'" 

SYSTEMS 

ENGINEER 

A.>:  the  name  behind  the  most  .successful  and 
innovative  casinos  in  the  country,  Harrah’s  is 
ahead  of  the  game  in  growth,  expansion  and 
opportunity.  Join  us  and  make  an  impact 
with  a  company  whose  next  success  may  be 
your  own. 

You  will  analyze,  synthesize,  develop, 
engineer,  diagnose  and  maintain  systems, 
programs  and  procedures  to  ensure  peak 
performance.  A  minimum  5  years  of  various 
systems  (including  AS/400,  transaction  and 
database  systems,  IAN/  WAN)  and  a  degree 
in  Electrical  Engineering,  Computer  Science 
or  Telecommunications  (or  equivalent 
experience)  are  required. 

For  confidential  consideration,  please  mail 
or  fax  your  resume,  with  salary  requirements, 
to:  Harrah’s  Entertainment,  Inc.,  1023 
Cherry  Road,  Memphis,  TN  38117.  Fax: 
(901)  762-8998.  An  equal  opportunity 
employer,  M/F/Disabled. 


Hr 


Harral^ 

ENTERTAINMENT  ’ 


AngioDynamics® 


A  major  manufacturer  of 
healthcare  products  has 
an  opening  in  Upstate 
New  York  at  its 
Queensbury, 

New  York 
facility. 


MIS  Manager 

This  exempt  position  is 
responsible  for  managing  the 
^  support  of  end  user  netoork, 
hardware  and  software  needs, 
performing  preventative  maintenance 

ron  all  PC’s,  production  printers  and 
scanners,  as  well  as  developing  end  user 
specific  software  applications  and  reports. 


The  ideal  candidate  will  have: 


■  Experience  with  sales  and 
inventory  report  writing. 

■  Bachelor’s  degree  in 
computer  science. 

'  Minimum  2  years  mana¬ 
gerial  experience. 

'  Good  mathematical  skills. 

'  Excellent  interpersonal  skills. 


•  Extensive  experience 
in  Microsoft  Windows, 

Word,  Excel  and  Netware. 

•Microsoft  PowerPoint.  Visual 
Basic,  Crystal  Reports,  Data 
Base  and  SQL  skills  a  plus. 

•Two  years  experience  in 
manufacturing. 

•  Bar  code  experience  a  plus. 

We  offer  a  comprehensive  benefits  program  which  includes 
hospital,  major  medical  and  dental  insurance,  tuition  reim¬ 
bursement  and  401  (k)/Retirement  Plans.  Qualified  individuals 
should  send  their  resume  to: 

ANGIODYNAMICS® 

ATTN:  HUMAN  RESOURCES 
603  Queensbury  Avenue,  Queensbury,  NY  12804 
Phone  (518)  798-1215  FAX  (518)  798-3625 


r^PUTER  " 
(ONSULTING 


Applied  Business  Solutions  is  a  business 
partner  of  Dun  &  Bradstreet  Software. 


As  a  member  of  the  DBS  Global  Alliance.  ABS  is  providing  technical 
consulting  services  on  the  east  coast.  We  have  immediate  openings  for 
software  professionals  with  the  following  skills: 

E-Series  (MSA)  financial  and  payroll/personnei  systems 
UNIX  or  Sybase  skills  including  DBS  SmartStream,  PeopleSoft 

We  offer  a  competitive  starting  salary  and  excellent  bonus  program. 
Our  employee  benefits  include  US.  Healthcare,  401  k,  and  group  life 
insurance  programs.  We  offer  big  company  compensation  and  benefits 
in  a  small  company  atmosphere.  Independent  consultants  encouraged 
to  apply  also. 

Please  contact  Judy  Russo  at  800-396-4499 
to  discuss  your  qualifications  or  fax  us  at 
609-396-8247.  Our  E-Mail  address  is 
75140.613@Compuserve.com. 


/SippHtd  Buuneis  SoMKtm 


Programmer  Analyst’  Raleigh, 
NC:  Design/develop  s/ware  for 
"World  Wide  Web”  product 
using  C,  C-r-i-.  Object  Oriented 
Methodology  &  Windows  95, 
UNIX  &  AIX.  Use  Smalltalk, 
Pro’C  languages  &  forms  like 
3.0  and  4.0,  SQR  Report 
Writer,  Omins  &  DBS.  Bach  in 
Computer  Sci  or  Engg.  or 
Electronics  w/  lyr  of  exp  on 
jcb  S52K/yr.  40  hrs/wk.  9a-5p. 
Apply  at  the  nearest  Job 
Service  Office  or  submit 
'esume  to  Job  Order 
NC72580S3,  Job  Service,  700 
Wade  Avenue,  P.O.  Box 
27227.  Raleigh,  NC  27611. 
Resume  must  include  S.S.  No. 


Sftwr  Developers.  Design,  develop, 
implem’t  &  test  client-server  (CSj 
applic’ns  w/  PowerBuilder  (PB)  & 
Object  Oriented  Program’g  Metho- 
do’gy:  Provide  PB  train’g.  monitor’g 
&  co-develop’t  for  clients:  Design, 
develop,  maintain  &  test  Graphical 
User  interfaces  w/i  CS  architecture 
w.'  Stored  Procedure  for  Database 
Managem't:  work  alone  at  client 
site/lead  a  team  of  developers  in- 
house  to  design  database  models, 
optimize  databased  managem’t  & 
train  users  w/  CS  &  PB  program'g. 
MS  in  Applied  Maths/Comp.  Sci.,  5 
month  exper’ce  as  Programmer/ 
Analyst  working  w/  PB3.0/4  0, 
Sybase  10.  Oracle  &  ability  to  trav¬ 
el  b/w  client  sites  req’ed.  $38k/yr, 
40h;w,  8-5.  Resume  to  Job  SVC  of 
FL.  PO  Box  "C",  Citwir.  FL  34618. 
Job#FL-1467951 


Systems  Analyst.  Analyzes  user 
requirements,  procedures  and 
problems  to  automate  processing 
or  to  improve  existing  computer 
system.  Requirements;  Bachelor  of 
Science  Degree  in  Computer 
Science,  Engineering,  or  Math- 
related  and  two  years  experience 
in  job  offered  required.  Two  years 
experience  in  developing  applica¬ 
tion  systems  using  SQL-Monitor, 
Powerbuilder.  SYBASE,  ISQL. 
SDB,  DBX,  AWK,  LEX,  YACC,  FTP 
and  TFIP,  SAR,  1PC  and  C.  Must 
be  able  to  travel.  Salary: 
$41, 000/year.  Qualified  applicants 
submit  resume  to:  Georgia 
Department  of  Labor,  Job  Order  # 
GA  5997944,  2943  N.  Druid  Hills 
Rd.,  Atlanta.  Georgia  30329-3909 
or  the  nearest  Department  of 
Labor  Field  Service  Office. 


Systems  Analyst  -  Longwood, 
FL  -  Analyze  user  require¬ 
ments,  design,  develop  and 
implement  Information  Man¬ 
agement  Systems  in  IBM/MVS 
hardware  using  DB2,  CICS 
and  COBQL.  Requires  Bach, 
in  Comp.  Sci.,  Math  or  any 
Engineering  degree  and  two 
yrs  exp.  Employer  is  a  comput¬ 
er  consulting  firm.  Relocation 
to  various  client  sites  tor  peri¬ 
ods  of  6  mo  to  2  yrs  required. 
M-F,  8AM-5PM,  40hrs/wk, 
$53,000/yr.  Send  resume  to 
Job  Service  of  Florida,  1001 
Executive  Center  Dr.,  Orlando, 
FL  32803-3520  Re.  JO#  FL- 
1454592 


o 
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June  2-6, 1996 

Ih9  Inttsrnsss  Citnleience  Center  b  Resotl 
suburban  Denver,  Colorado 


Fifi.b  Y-'nr 


Conference 
Schedule 
&  Proceedings 


Learn 

Technical 
Recruiting 
from  the 
Experts! 


If  you  recruit  Information 
Systems  talent  and  want 
to  get  expert  advice,  you'll  want  to  order  the  complete  pro¬ 
ceedings  from  Computerworld's  1996  Corporate  Technical 
Recruiting  Conference,  held  June  2-5  in  suburban  Denver. 
For  just  $49  plus  $3.50  for  shipping  and  handling,  you'll 
receive  this  92-page  book  containing  selected  papers  on  sub¬ 
jects  including  proactive  recruiting  techniques,  industry  trends, 
advancing  your  career,  applicant  tracking  systems,  immigration, 
and  reengineering.  And  all  papers  are  written  by  experts,  so 
you're  sure  to  learn  from  top  presenters  in  the  field. 

To  order  your  copy,  simply  fax  or 
send  the  coupon  below.  But  hurry.  To  REGISTER  for  the 
because  supplies  of  this  199T  conference  or  to  ORDER 

one-of-a-kind  tool  are  limited!  the  1996  proceedings  call 

1-800-488-9204  or  use  this 

. - . - .  coupon  today! 

Fax  this  coupon  to:  1-508-620-9430 

Or  send  to:  Computerworld,  c/o  Price  Lampert  Associates, 

500  Old  Connecticut  Path,  Framingham,  MA  01701 

□  Please  rush  me  the  1996  Conference  Proceedings. 

□  I've  enclosed  my  check  for  $49  +  $3.50  for  shipping  &  handling, 
or  to  pay  by  credit  card  please  call  1-800-488-9204. 

□  Please  □  send  or  □  fax  me  information  about  the  1997  Corporate 
Technical  Recruiting  Conference  to  be  held  June  8-11,  1997  at  the 
Marriott  Rivercenter  Hotel,  San  Antonio,  TX. 

□  Please  register  me  and  send  me  an  invoice. 


Name, 

Title 


Company 
Address 
City _ 


Phone 


State 

Fax 


Zip 


Computerworld  July  29,  1996  (http://careers.computerworid.com) 


Computer  Careers  East 


over- All  Technologies  Inc.,  (Nasdaq),  is  a  pioneer  in  insurance  appli¬ 
cations  software.  Combining  quality  processes  consistent  with  ISO  9(X)0  standards 
and  the  latest  client  server  technology  -  -including  ORACLE,  Novell  and  UNIX 
open  platform  -  we  provide  state-of-the-art  software  solutions  for  Property  &  Casualty 
insurers  worldwide. 

Significant  growth  enables  us  to  offer  the  following  rewarding  opportunities  for  ORACLE 
professionals  at  our  Fair  Lawn,  New  Jersey  headquarters. 

Technical  Manager 


Kou  will  siniciure  development  environments  for  client  server  ORACLE-based  applications. 
Position  requires  knowledge  of  database  architecture,  distnbuted  database  processing,  and  ability  to 
configure  the  network  environment.  Familiarity  with  industry  standard  tools  and  performance 
benchmarking,  a  minimum  of  10  years  of  hands-on  experience  and  excellent  managerial  skills  are 
necessary. 

I ORACLE  DBA’s 

you  should  have  a  minimum  of  5  years’  expenence  wiih  ORACLE  7  including  perfunnance  tuning 
and  ORACLE  Tools  (Designer  2000,  Developer  2CX)0). 

ORACLsE  Case  Analysts 

Positions  require  8-10  years'  experience  with  a  minimum  3-5  years  of  modeling  techniques.  Must 
be  proficient  in  ER  modeling,  hinction  modeling  and  event  modeling;  and  have  solid  experience 
with  CASE  tools  (ORACLE  preferred).  Database  design  and  system  architecture  a  definite  plus. 

ORACtLE  Programmer/Analysts 

lou  must  have  thorough  knowledge  of  ORACLE,  Forms  4.5,  PUSQL  and  Client  Server.  Insurance 
knowledge  and  C/C-H-  familiarity  a  plus. 

We  offer  competitive  compensation  that  includes  full  benefits  and  a  401(k)  plan.  For  immediate 
consideration,  please  join  us  at  our  Technical  Careers  “Invitational,”  Tuesday,  July  JOth, 
4J0-7J0pni,  at  our  Fair  Lanii,  NJ  corporate  headquarters.  (For  directions,  please  calk 
201-7944800.) 


If  you  cannot  attend,  please  mail/fax  your  resume  indicating  position(s)  of  interest  to: 

Director  of  Recruiting,  Cover-All 
Technologies  Inc.,  18-01  Pollitt 


Drive,  Fair  Lawn,  NJ  07410. 
Fax:  201-791-9113. 

An  Equal  Opportunity  Employer. 


3  COVER-ALL 

Committed  To  Quality 
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Itie  voice  of  experience. 

For  40  years,  TAD  has  worked  with  Greater 
Boston's  top  companies.  In  that  time,  we've 
developed  unrivaled  partnerships.  Today, 
we  work  "on-site"  at  many  of  these  prestigious 
organizations,  allowing  us  to  receive  open  posi¬ 
tions  well  before  the  competition.  A  division  of 
TAD  Resources  International,  Inc.,  a  $1  billion 
professional  placement  company,  TAD  Data 
Services  offers  its  consultants  attractive 
compensation  packages. 


financial  on-sife  project 


PfoiecI  Leadeis/Senlof  fliclillecfs 

An  entire  staff  of  IS  professionals  is  needed  to 
handle  a  conversion  of  a  current  Legacy  system 
running  MVS,  COBOL,  PL/1  to  a  CTient-Server 
Mission  Critical  Enterprise  System.  They  will  be 
utilizing  full  object-oriented  technology  under 
UNIX/AIX  0/S  a  WIN  NT  network  and  be 
developing  in  Visual  C-r-r  and  Visual  Basic.  This 
is  0  five-year  project.  Strong  objectoriented, 
handson  client/server  dev&opment  skills  are 
required.  All  levels  of  0-0  and  client/server  pro¬ 
fessionals  will  be  strongly  considered.  Immediate 
needs  are  for  Technical  Leaders,  Project 
Managers,  Senior  Architects,  and  Senior  Project 
Analysts.  Must  be  experienced  in  one  or  more 
objectoriented  methodologies,  and  well-versed  in 
client/server  based  architecture. 

OulslondlnQ  compensofion 
available  includino  travel  &  per  diern. 

ConlacI:  Keith  Laezza,  TAD  Data  Services, 

3  Speen  Street,  Suite  3 1 0,  Framingham,  MA 
0/701,  508-3/00 1 64;  FAX  508-3700 1 72; 
email;  tar3data@tiac.net 

'Gqo 

DATA  SERVICES 


FLORIDA 

OPPORTUNITIES  FOR 

DP  PROFESSIONALS  WITH: 

INFORMIX 

NewEra 

Consulting  Partner 

.  IDMS/ADSO 

•  JAM  5.0/JYACC 

•  COBOL  II/DB2/CICS 

•  D&B  E  SERIES/COBOL 

•  HBOC/ADS-r/COBOUClCS 

•  VISUAL  BASIC/ORACLeC 

•  CO  NT  I N  U  US/RCS/U  NIX/CM 

•  TELEPHONY/OCTEUMITEL 


•  C-r-r/OSP/HP-UX/SQL 

•  METHOD  1/ABT  TOOL 

•  RPG  400/COBOUAS400 

•  VISUAL  BASIC/C -r+ZDELPHI 

•  CAPACITY  PLANNER/BEST/1 

•  PEOPLESOFT/COBOL/AS400 

•  SHARED  MEDICAL  SYSTEMS 

•  PICK  PROGRAMMER/UNIVERSE 


FOK  IMMEDIATE  CONSIDERATION  CALL  OR  FAX  RESUME  TODAY 

Syslogic 

(800)797-5644  P.O.Box  26146  FAX 

(813)287-0054  Tampa.  FL  33623  (813)282-9511 


KCS 

Computer 
Services  is  a 
premiere  system 
integration,  training,  and 
custom  software  develop¬ 
ment  organization.  KCS  is  seek¬ 
ing  Systems  and  Data  Architects. 
Analysts,  Programmers,  and 
Communications  Experts  in  Main¬ 
frame  and  Client/Server  environ¬ 
ments.  In  addition,  KCS  seeks 
industry  experts  in  Banking. 
Healthcare,  Manufacturing,  and 
technical  experts  in  Multimedia 
and  Microsoft.  The  following  are 
typical  skills  required: 

•  UNIX/OS2/NT/NOVELL 

•  ORACLE/INFORMIX/ 
INGRES/SYBASE/SAP 

•  VISUAL  BASIC/VISUAL  C** 
POWERBUILDER/C++ 

•  C/MICROFOCUS  COBOL 

•  COBOL/CICS/NATURAL 
•IMS/DB2 

KCS  also  has  an  additional  office 
in  Cleveland. 

KCS  Computer  Services,  Inc., 
777  Penn  Center  Blvd.,  Suite 
600,  Attn;  CW7,  Pittsburgh,  PA 
15235-5906 

Phone  (412)  823-8632 
Fax  (412)  823-8821 
^^^http;//www.kcscomp.com/ 


AS/400 


•  COBOL 

•  JBA 
•BPCS 


•  RPG/400 

•  JD  EDWARDD 

•  AS/SET 


MAINFRAME 

•  APS  •  ORACLE  •  PEP-i- 

•  CICS  •  SYBASE  •  DB2 

•  BANKtNG  SYSTEMS 

•  BROKERAGE  SYSTEMS 

OVER  200  POSITIONS 
FOR  COBOL  AND  OS/JCL 

AMERICAN  PERSONNEL,  Inc. 

P.O.  Box  667386 
Charlotte,  NC  28266-7386 
(704)  398-1899 
FAX  (704)  529-1027 


MANAGER  OF 
SYSTEMS/ 
PROGRAMMING 

Our  client,  a  major  Southeastern 
financial  institution,  needs  a  pro¬ 
fessional  to  lead  the  applications 
staff  on  development  &  mainte¬ 
nance  projects.  Exp.  should 
include  a  good  understanding  of 
banking  MIS  operations. Technical 
applications  skills  using  COBOL, 
GIGS  in  a  MVS  environment  a 
must.  Novell  LANS,  satellite 
based  WAN  a  plus.  Excellent 
salary,  benefits  &  relo. 

Anderson/Watson 

1872  Independence  Square 
Atlanta,  GA  30338 
FAX#  770-394-2952 


Panasonic  Technologies,  Inc. 

KMERL 

System  Network  Administrator 

Panasonic  Technologies,  Inc./KMERL  has  an  immediate  opening  for  a  Network  System  Administrator 
at  its  Research  Triangle  Park  facility.  The  successful  candidate  will  have  a  BS  or  MS  EE/CS  and  live 
to  ten  years  related  experience.  Responsibilities  include:  Maintaining/troubleshooting  facility  computers 
(SUN  workstations  running  Solaris  I  &  2,  PC  workstations  running  Windows  NT,  Macs  and  PCs), 
assisting  u.sers,  performing  .system  backups,  optimizing  set  up  of  machines,  installing  software  packages, 
cataloging  licenses,  acquiring  hardware  and  software,  training,  minimal  programming,  interfacing  with 
HQ  Network  Administration  personnel,  and  setting  up  and  maintaining  Internet/Web  servers.  We  offer 
a  highly  competitive  salary  and  an  excellent  flexible  benefits  package. 

To  apply  for  this  position,  mail,  email  or  fax  resume  to: 

PTI/KMERL 

FA  Personnel 
PO  Box  14269 
RTP,  NC  27709 
Fax  (919)  990-8549 

FA-Personnel@  Kmerl.re.search.panasonic.com 

An  Equal  Opportunity  Employer  M/F/D/V 


FINANCIAL  SYSTEMS 
ANALYST 

Provide  business  consultation  to 
senior  management  and  person¬ 
nel  from  departments  such  as 
Finance,  Sales.  Operations,  and 
Human  Resources  using  an 
understanding  of  business  re¬ 
quirements  to  determine  most  pro¬ 
ductive  and  profitable  strategies. 
Prepare  and  analyze  monthly 
operating  and  financial  reports  by 
moving  data  from  one  computer 
system  to  another,  analyzing 
results  and  making  recommenda¬ 
tions.  Identify  and  document  cur¬ 
rent  user  requirements,  operating 
procedures,  and  computer  sys¬ 
tems.  Research  functional  and 
industry  best  practices  for  busi¬ 
ness  processes  and  technology 
solutions.  Study  existing  informa¬ 
tion  processing  systems  to  evalu¬ 
ate  effectiveness  and  develop  new 
systems  to  improve  productivity 
and  performance.  Investigate 
developments  in  new  information 
technology  and  make  specific  rec¬ 
ommendations  of  how  to  effective¬ 
ly  apply  new  technologies  to  the 
business.  Prepare  workflow  charts 
and  diagrams  to  document 
processes.  Model  processes  using 
client  server  workflow  technology. 
Plan  and  prepare  technical 
reports,  memoranda,  and  instruc¬ 
tion  manuals  to  document  pro¬ 
gram  development.  Develop 
methodologies  to  migrate  informa¬ 
tion  from  existing  mainframe  sys¬ 
tem  to  new  client-server  systems. 
Assist  in  selecting  and  implement¬ 
ing  software  and  hardware. 
Perform  system  maintenance 
upgrades.  Write  and  modify  com¬ 
puter  programs  using  fourth-gen¬ 
eration  programming  languages 
for  enhancements  and  upgrades. 
Detect,  troubleshoot,  and  debug 
computer  programs  and  system 
problems  using  relational  data¬ 
base  tools  and  fourth-generation 
programming  tools.  Measure  and 
improve  client-server  system  per¬ 
formance  by  working  with  a 
Relational  Database  Administrator 
to  tune  databases.  Anticipate  and 
resolve  client  and  server  computer 
problems  by  working  with  a 
Certified  Network  Administrator/ 
Engineer,  Minimum  Requirements; 
B.S,  Computer  Science.  M  B. A.  w/ 
concentratioii  on  Finance.  3  yrs 
exp.  in  the  job  offered  or  3  yrs. 
exp.  in  Business  Systems  Analy¬ 
sis.  to  include  2  yrs  exp.  with 
fourth-generation  development 
methods  (e.g.  Power  Builder  and 
PeopieTools)  and  development 
tools  (e.g.  Information  Engineering 
Facility  “lEF"  and  CASEPAC)  and 
relational  database  management 
systems  including  database  ad¬ 
ministration  and  database  design, 
and  1  yr  exp.  with  local  area  net¬ 
works  and  wide  area  networks 
and  hardware  and  software  proto¬ 
cols.  Salary  $57.000/yr  9-5  M-F  40 
hrs/wk.  Submit  2  copies  of  resume 
to  Cathy  S.  Phillips,  E&T  Tech 
Services.  SCESC-SC  2000580. 
PO  Box  1406,  Columbia.  SC 
29202. 


PowerPlan  Consultants,  Inc. 


Business  and  Systems  Consulting 


Aggressive,  rapidly  growing  firm  is  developing  a  premier  set  of  financial  applications  for 
a  competitive  utility  industry.  We  have  a  highly  talented,  hands-on  team  of  consultants 
who  have  built  their  reputations  through  unsurpassed  professional  expertise  and 
objectivity  among  their  clients. 

Due  to  explosive  demand  for  our  electric  and  gas  utility  software  and  consulting  services, 
extraordinary  opportunities  exist  for  professionals  with  information  technology  skills  and 
experience  with  a  recognized,  leading  management  consulting  firm  (“Big  6”  or  other 
consulting  environment,  or  related  corporate  experience).  Good  communication  and 
leadership  skills,  along  with  the  willingness  to  travel  are  essential.  A  strong  academic 
background  must  be  complemented  by  a  significant  record  of  achievement  in  current  and 
past  positions,  high-level  of  enthusiasm,  and  top  analytical  skills. 

Current  openings  exist  for  Consultants  with  a  minimum  of  four  years  experience  in  the 
following: 

•  Systems  planning,  design,  and  implementation 

•  Utility  Financial  Systems  implementation  experience  (DBS,  Oracle,  Walker, 
PeopleSoft) 

•  Tax  or  Asset  Accounting  experience 

•  Client/Server  Development  experience  (Powerbuilder,  Oracle,  Sybase) 

In  addition  to  an  excellent  compensation  and  benefits  package,  you  will  find  an 
environment  that  offers  challenge,  growth,  and  the  opportunity  to  make  an  impact.  For 
consideration,  please  forward  your  resume  with  salary  history  and  requirements. 


PowerPlan  Consultants,  Inc., 

1775  The  Exchange,  Suite  100, 

Atlanta,  GA  30339, 

We  will  only  respond  to  qualified  candidates 
that  match  the  specific  openings.  We  are  an 
Equal  Opportunity  Employer. 


Power 

Plan 

Consultants 


Corporate  office  position  with  Health 
Management  Assodates,  Inc.,  a 

NYSE  freolthcore  company  bosed  in 
Naples,  EL.  Seeking  han(ls-on  man¬ 
ager  for  project  management,  sys¬ 
tem  onalysis,  programmina  ond  user 
support  Conoidate  must  hove  four- 
yeor  degree  and  of  least  five  years 
of  supervisory  experience.  Honds-on 
experience  with  IBM  moinfrome,  VSE 
ond  AS400,  obility  to  proqrom 
COBOl,  RPG  and  CICS  o  must.  Expe¬ 
rience  with  hospifal-bosed  systems 
preferred.  Send  your  resume  to: 

Jim  Jordan 

HMA,  Inc. 

5811  Pelican  Bay  Blvd. 

Naples,  FL  34108 
Fax:(941)  598-2705 

equol  opportunity  employet/drug-ftee 
wotkplote _ 


We  are  in  our  11th  year  of  providing  quality 
service  to  Fortune  100  and  govemmcnl  clients 
E  throughout  (he  Soutli,  NOLA  offers 
C(DMPUTER  compensation  and  comprehensive 

SERVICES  prdd  benefits.  We  are  seeking  professionals 
with  experience  in  any  of  the  following: 

Analyst  Positioas 

•  Sy.stem  implementation  experience  including: 

-  PeopleSoft  General  Ledger,  Payables,  Receivables 

-  Oracle  Financials 

•  System  design  and  analysis  tools 

•  Project  management 

Technical  Posiliitas 

•  PeopleSoft  -  PeopleToofc. 

•  Oracle  7jc  (DBAs  and  .4ppUcation  Dcs  elopers) 

•  PowerBuilder  4.x  with  Oracle  7.x  or  Sybase 

•  Oracle  Financials 

•  IMS  DB/DC  with  COBOL  11 

Send  your  resume  to  NOLA  Computer  Services,  Inc., 
1100  Poydras  St,.  Suite  1250,  New  Orleans,  LA 
70163;  Toll  Free  (800)  347-1670  Fax  (504)  585-3760 
E-imiil:  nola®maiUiost.accesscom  net 
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MAKE  THE  CHOICE 


Computer  Careers 


I 


TO  G  R  O  W 


Information  Technology  Management, 

Institutional  Services 

Twentieth  Century  Companies,  one  of  the  top  performers 
in  themutual  fund  industry  with  over  $50  billion  in  assets,  is 
seeking  to  expand  our  Information  Technology  staff. 

Our  company's  continued  growth  will  provide  you  with 
opportunities  to  excel  in  a  dynamic  and  exciting  environment. 


RESPONSIBILITIES: 


Reporting  directly  to  the  ChiefTechnology  Officer,  this  individual  will  plan,  manage, 
and  direct  the  work  activities  of  programming  teams  supporting  the  institutional 
services  segment  ofTwentieth  Century.  Institutional  services  includes  the  marketing, 
sales,  and  service  of  our  products  to  the  defined  contributions  and  intermediary  (bank, 
insurance,  financial  planner)  marketplaces.  Specific  duties  will  include  managing  the 
relationship  between  the  IT  staff  and  the  institutional  marketing  staff;  participating  in 
efforts  to  develop,  maintain,  and  execute  the  plans  necessary  to  meet  the  strategic  ini¬ 
tiatives  of  the  institutional  marketing  department;  performing  managerial  duties  includ¬ 
ing  performance  reviews,  staff  feedback  and  development,  and  staffing  functions. 


Demonstrated  leadership  experience  of  multiple  IT  teams,  ideally  in  the  mutual  fund 
or  related  industry;  previous  technical  experience  across  multiple  platforms  —  MVS, 
mid-range,  client/server;  knowledge  of  current  technological  trends  in  IT,  and  their 
applicability  to  meeting  the  needs  of  the  business;  experience  in  assisting  the  further 
development  of  the  technical  strategy  and  direction  of  a  company.  A  minimum  of  ten 
years  experience  in  IT,  with  at  least  five  years  of  management  experience. 

Twentieth  Century  offers  an  innovative,  results  oriented  environment  with  an 
excellent  salary,  benefits  (T  weeks  vacation  effective  immediately),  and  relocation 
package  (including  assistance  with  home  closing  costs).  Consider  Kansas  City,  and 
share  with  us  an  enviable  quality  of  life.A  thriving  economy,  beautiful  surroundings, 
low  cixst  of  living,  and  friendly  Midwe.st  environment  makes  our  community  truly  an 
attractive  choice. 

If  your  experience  and  background  match  the  requirements  of  this  position, 
please  respond  by  mailing  or  faxing  your  resume'  and  cover  letter  to: 


All  lujiuil  OplMiiiiinily  /■niplon’r 
A  PniM-Scrwiiin^  Emphiyvr 
So  thinl-lMirlY  in</iiiru’:i.  pltvisc 


Twentieth  Century  Companies 

Technical  Recruiter 

RO.Box  410141, Kanas  City.MO  64141-0141 
Fax  (816)  3404543 


PROGRAMMER  ANALYST:  (2 
positions)  40  hrs./wk.,  8am- 
5pm,  $36,670/yr.  Anaiyze, 
design  &  deveiop  program  spec¬ 
ifications  &  appiication  programs 
in  UNiX  and  Windows  environ¬ 
ment  for  manufacturing  appiica- 
tions  utiiizing  UNIX,  C.  Visual 
Basic  and  Dbase.  Reqr. 
Bachelor's  degr.  in  Computer 
Science  or  Electrical  or 
Mechanical  Engrng.  and  1  yr. 
expr.  in  job  offered  or  1  yr.  expr. 
in  Systems  Analysis  &/or  S/W 
Engineering  &/or  Programming 
&/or  Computer  Consulting  &/or 
Research  Assistant.  Require  3 
months  of  experience  with 
UNIX,  Windows,  C,  Visual  Basic 
and  Dbase.  Employer  is  S/W 
development/consulting  firm. 
Relocation  to  various  client  sites 
throughout  the  U.S.  for  periods 
of  6  mos.  to  2  yrs.  required. 
“Employer  paid  ad".  E.O.E. 
Send  resumes  to:  7310 
Woodward  Ave.,  Rm.  415, 
Detroit,  Ml  48202.  Ref  #82296. 


SOFTWARE  ENGINEER:  (2 
positions)  40  hrs/wk.  8  a.m.  -  5 
p.m.,  $55,000/yr.  Carry  out  the 
systems  analysis,  systems 
design,  coding  and  testing  of 
software  application  systems  on 
IBM  mainframe  environment  uti¬ 
lizing  IDMS,  COBOL,  CICS,  SQL 
and  VISUAL  BASIC.  Reqr.  bach¬ 
elor’s  degree  in  Computer 
Science  or  Electrical  or  Mech¬ 
anical  Engineering.  Reqr.  5  yrs. 
expr.  in  job  offered  or  5  yrs. 
expr.  in  Systems  Analysis  &/or 
Programming  &/or  Software 
Engineering  &/or  Computer 
Consulting.  Reqr.  work  expr.  in 
dev.  of  s/w  systems  on  IBM  m/f 
environment  and  with  IDMS, 
COBOL,  CICS,  SQL  and  VISU¬ 
AL  BASIC.  Employer  is  a  s/w 
development/consulting  firm. 
Relocation  to  client  sites 
throughout  U.S.  for  periods  of  6 
mos.  to  2  yrs.  required. 
“Employer  paid  ad.”  E.O.E.  Send 
resumes  to:  7310  Woodward 
Ave.,  Rm.  415,  Detroit,  Ml 
48202.  Ref  No:  88996. 


CONSULTANTS 


DC  •  Atlanta  •  Boston  •  New  York  •  Colorado  •  Raleigh 


T  C  C++ AND  UNIX 
T  ORACH  DCVELOPERS 
AND  DBA'S 
T  C/UNIX  TESTERS 
T  LOTUS  NOTES  DEVELOPERS 
(ADMINISTRATORS 
T  VISUAL  BASIC,  ACCESS 
r  SYBASE  DEVELOPER  (DBA 
T  POWERBUILDER  t  ORACLE 


T  C,  REALTIME 
T  LAN/WAN,  ETHERNET, 
ROUTERS  (JR  t  SR) 

T  C,  UNIX,  ORACLE 
T  JAVA,  C++ 

T  COBOL,  aCS,  DB2 
T  INTERNET,  HTML,  CGI 
T  SAS  ViATH  PHARMA¬ 
CEUTICAL  BACKGROUND 


For  more  informaliort  please  contoclJohn  Reid  at  703-222- 
1900 or  ]-800-926  036l  Fax:  703-802-0083.  4506  Daly  Dr., 
Suite  200,  Chantilly,  V&  22021.  E-mail:  vislech@pop.dn.nel  or 
visit  our  web  site  at  http://www.iadd.com/vistech. 


Vislech,  Inc.  is  a  technical  consulting  firm 
with  offices  nationwide.  We  offer  full-time, 
long-term  positions  with  Fortune  500  com¬ 
panies.  We  are  currently  seeking  qualified 
personnel  with  skills  in  the  following  areas: 


IPCRATED  SYSTEMS  PROFESSIONALS 


A  Fast-Growing  National  Consultancy  Offers 
Exciting  Opportunities  For  Top  Quality  Professionals 

PROJECT  MANAGERS 
TEAM  LEADERS/  CONSULTANTS 


•Long-Term  Career  Opportunities 
•  Short-Ierm  And  Long-Term  Contract  Opportunities 


EXPERIENCE  IN 

I  ALL  SAP  R/3  MODULES  BASIS  AND  ABAP 

I  Oracle  •  PeopleSofI  •  Boon 

j  Performance-Based  Compensotion  provides  exciting 
j  opix>flunrties  tor  experienced  professionals.  fiO  $250K 
j  OR  $150  PER  HOUR  FOR  EXPERIENCED  SAP  EXPERTS) 

I  PtEASC  FAX  RESUMES  TO  5 16-625-0740 


or  visit  us  of  http  tlwww  iprrcom 
INIcRNATIONAL  PROJECT  RESOURCES  INC 


IMMEDIATE  INTERVIEWS 

MAINFRAME 

DB2/CICS  •  Modelers  •  PL1 
DB2orCICS  •  Ideal  HMS 
Natural  2  •  Internals  •  QMF 

AS  400  •  Amaps  ’Tandem 

ADW  or  lEF  •  CSP  •  VAX 
BAL  ’HPS  ’IDMS/ADSO 

EDI  ’  Focus  •  SAP 

CLIENT  SERVER 

Lotus  Notes  •  DBAs  •  C  or  C++ 
Sys/ Admins  •  FileNet  •  Openview 
Smalltalk  •  Novell  •  InfoPump 
Oracle  •  Unix  •  Vis  Basic 
Lan/Wan  •  Sybase  •  Testers 
Oracle  DBAs  •  Visual  C++  •  HTML/JAVA 
Informix  •  TCP/ 1 P  •  OOA/OOD 
Powerbuilder  •  Help  Desk  •  Windows 
Win  NT  or  95  •  SAP  •  Peoplesoft 


Rohn  Rogers  Consulting 

Attn:  Roger  Sichel 
1 185  eth  Ave,  36lh  FI,  NYC  10036 


http//www.rohn-rogefs,com/rohn-rogets/ 
800-421-5158  212-921-1319 
IL  Fax  800-770-6360 

IIJ  or  R.  Michaels 
|W  1451  W.  Cypress  Creek  Rd 
U  Crown  Center,  Suite  300 
Ft  Lauderdale,  FL  33309 
954-489-2700  Fax  954-489-6474 


SAP 

We  sseckjlto  ki  the  f«aco- 
ment  of  SAP  professtooote 
ond  have  over  300  open¬ 
ings  worldwide  for  tong 
term  contracts  and  per¬ 
manent  positions.  We 
have  low  overhead,  so  we 
con  pay  you  TOP  ratesi 

People  Unlimited 

1805  Sardis  Rd.  N.  #103 
Charlotte,  NC  28270 
Phone:  704-841-1135 

Fox:  704-841-1173 

Programmer/Analyst  -  van 
client  Iocs  in  Boston,  MA 
vicinity  (Co.  loc  in  Burling¬ 
ton,  MA).  Analyze  users' 
needs;  customize  &  imple¬ 
ment  SAP  R/2  s/ware 
modules;  provide  technical 
support.  Bachelors/Comp 
Sci.,  Engg  or  Math. 
2yrs/exp.  in  job  offered. 
Exp.  must  incl.  6mos  using 
SAP  R/2  s/ware.  40hrs/wk 
(9-6;  M-F)  $60,000/yr. 
Send  resume  in  dupl  to 
Case  #  60748,  PO  Box  # 
8968,  Boston,  MA  02114. 


Computerworld’s 
1995-96  Salary 
Survey  is  Now 
Available  on  Disk! 


What  are  other  IS 
managers  paying  their  staff? 

Are  you  offering  competitive 
rates? 


Which  industries  are  paying 
top  dollar? 


Answer  these 
questions  and  more 

with  Computerworld's  9th 
Annual  Salary  Survey  on  disk, 
where  compensation  for  28  information  sys¬ 
tems  positions  is  covered  in  21  industries 


Plus! 

The  Disk  also  includes  Computerworld's  first 
survey  ever  on  hot  skills.  Find  out  the  premi¬ 
ums  IS  managers  are  willing  to  pay  for  specific 
IS  skills.  Which  skills  are  in  the  highest 
demand?  Which  industries  are  willing  to  pay 
top  dollar  for  them?  You'll  find  over  60  tech¬ 
nology  skills  listed  which  include  development 
tools,  languages,  operating  systems,  network¬ 
ing  and  internetworking  equipment,  RDBMSs 
and  more.  All  are  broken  out  in  14  industries 
and  in  12  metropolitan  areas. 

All  this  for  just  $299. 

Call  today! 
1-800-495-0157 
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-TECH  C  0  V  S  UIi  T  AN  T  S 


Are  humans  becoming  the 
missing  link  in  the 
ini' o— tech  revolution? 

It  sometimes  seems  that  way.  Because  all  too  often  the  ivor)'  tower 
ty^pes  behind  our  brave  new  world  of  information  technology  have 
forgotten  that  its  ultimately  supposed  to  meet  the  practical,  day- 
to-day  needs  of  the  people  using  it.  And  though  this  is  hardly  a 
revolutionary  concept,  it  takes  a  rare  level  of  insight  to  master  it. 

That’s  why  one  of  the  first  prerequisites  for  a  consulting  position 
at  Origin  is  a  strong  link  to  everyday  realities  of  the  human  con¬ 
dition.  An  ability  to  understand  peoples’  motives,  their  habits  and 
instincts.  In  essence,  what  it  is  that  makes  them  tick.  Obviously, 
in-depth  technical  knowledge  will  only  take  you  so  far. 

Equally  important  is  an  elastic,  curious,  free-thinking  mind  that’s 
not  intimidated  by  traditional  hierarchies  of  people  or  technology. 
We  want  people  who  can  dive  in,  look  around  and  come  up  with 
solutions  that  link  people  and  technology  in  exciting  (and  some¬ 
times  revolutionary)  new  ways.  If  you  share  our  views,  why  not 
explore  the  current  and  future  openings  we  have  for  individuals 
with  experience  in  Client  Server  and  Mainframe  technologies. 

Groupware  Specialists,  contact  us  to  learn  more  about  our  grow¬ 
ing  global  Groupware  Practice  and  ERP  Specialists  can  get  infor¬ 
mation  regarding  Origins’  alliance  with  SAP,  BAAN  and  QAD. 

Origin  is  creating  a  company  for  the  next  millennium.  If  you’re 
interested  in  breaking  with  I.T.  tradition,  then  contact  Origin 
Technology  in  Business.  At  Origin,  technology  is  our  skill,  but 
making  people  work  with  it  is  our  art.  To  apply,  forward  your 
resume  to:  Staffing  Recruiter,  CW729,  Origin  Technology  in 
Business/NA,  Mountain  Heights  Center,  430  Mountain 
Avenue,  Murray  Hill,  New  Jersey  07974.  Email: 
jtopoiOoth.com  An  equal  opportunity  employer  rn/I7d/v. 


oriGin 

Human  enercv  inro 
oFormaTion  xecHnoLOGv 


ResumesDfVec^ 


The  Source  Network  For  IS  Professionals 


OUR  PHILADELPHIA  CUENTS  ARE  HIRINQ  NOW! 

ARAMARK  CORPORATION .  MATLACK,  INC. 

DATA  SYSTEMS  ANALYSTS,  INC. 

DELAWARE  VALLEY  FINANCIAL  SERVICES,  INC. 
MAYOR’S  OFFICE  OF  INFORMATION  SERVICES 
TASTY  BAKING  COMPANY  -  RAPIDFORMS,  INC. 
THE  PENN  EMBLEM  COMPANIES 

ALL  HARDWARE,  SOFTWARE  A  NETWORK  POSITIONS 


One  Resume  ^  Multiple  Opportunities 


Fax:  800-417-7540 

1040  Hotbrook  Road,  Suita  240P,  CIncInnali,  OH  45234 
a-nialLfatMHitt@iiiagtllnMtl  wab  tita:  htlp-j/r»auinaa.dlracUom 


TANDEM 


COBOL,  PATHWAY.  TAL, 
SCOBOL,  C,  SQL,  X.25 


STRATUS 


PL1 .  COBOL.  O,  ON/2 


MUMPS  UNIX 


SUN.  HR  RS/6000.  GUI,  SDK. 
Powerbuilder,  C++.  Visual  Basic. 
Fulltime/Consulting  Positions 
available  in  the  US/ABROAD 


STRATEM 


800-582-JOBS 
TEL:  (516)677-9800 
FAX:  (516)677-1950 
EMAIL:  tom@stratem.com 
7600  Jericho  Tpke 
Woodbury.  NY  11797 


I-  Don’t  Miss  Your  Chance 

to  Make  a  Connection  with 


Jabil 

•'circuit,  INC. 


A  World  Leader  in  High  Technology 

Automated  Manufacturing  of  Printed  Circuit  Board  Assemblies. 

Jabil  Circuit,  Inc.  one  of  the  world’s  largest  and  fastest  growing  contract  manufacturers  of  printed 
circuit  board  assemblies  seeks  people  to  join  our  MIS  Team. 

•  Senior  Programmer/Analyst:  You  must  have  3-4  years  experience  on  Micro  Focus 
COBOLy2  on  UNIX.  Manufacturing  and  MRP  experience  is  a  plus. 

•  Senior  Network  Support  Specialist:  You  must  possess  2+  years  of  NT3.51  and  UNIX 
knowledge.  Understanding  Routers,  Bridges,  Hubs  is  necessary. 

•  Network  Support  Specialist:  if  you  have  1-2  years  experience  with  NT3.51  Server, 
workstation  and  UNIX  experience  is  a  plus. 

•  MIS  Manager:  You  will  have  NT3.51  knowledge.  2-3  years  of  management  experience  and 
manufacturing  and  MRP  knowledge  are  a  plus.  You  must  be  able  to  manage  development  efforts 
on  business  systems.  You  will  need  to  understand  LAN’s  and  WAN’s, 

•  Business  Analyst:  You  will  possess  2-3  years  of  Systems  Analysis  and  understanding 
of  manufacturing  with  MRP  systems  are  a  must. 

•  Junior  Programmer:  COBOL  training  is  a  must,  1  year  practical  experience  is  a  plus. 

•  Senior  Programmer:  You  will  have  2-3  years  of  COBOL  under  UNIX.4GL  and  Relational 
Data  base  experience  is  a  plus. 

•  EDI;  Specialist/Coordinator:  You  will  have  2-3  years  of  EDI  experience  and  GENTRAN 
experience  is  a  plus. 

•  Communications  Specialist:  You  win  be  responsible  tor  coordinating  all  data  and  voice 
communications  and  troubleshooting  all  telecommunications  related  problems  for  Jabil  Circuit 
worldwide.  You  will  act  as  the  primary  contact  between  Jabil  and  various  communications  vendors. 
This  position  requires  a  minimum  of  four  years  experience  in  voice  and  data  telecommunications 
to  include,  LAN  and  WAN  systems. 

•  Network  Administrator:  You  will  be  proficient  with  all  aspects  of  networking;  including 
LANsA/VANs,  PCs  and  midrange  computers.  Software:  DOS,  Windows  NT,  UNIX  knowledge, 
Windows  and  all  Lotus  Windows  products.  Hardware:  Network  cabling,  Ethernet  cards. 
Concentrators,  Hubs,  Bridges,  Routers,  Laser/Matrix  printers  and  PCs. 

In  return  tor  your  skill  sets,  we  provide  an  outstanding  competitive  compensation  and  benefits 
package  as  well  as  opportunities  tor  professional  growth.  For  immediate  consideration,  please 
apply  in  person  or  send  your  resume  to  Jabil  Circuit,  Inc.,  Attn;  Human  Resources,  10800 
Roosevelt  Blvd.,  St.  Petersburg,  FL  33716.  Jabil’s  Human  Resources  Line  (813)  576-5091, 

Fax  (813)  576-8467  e:mail  address  hr@jabil.com  EOE 


PROFESSIONALS 

Fast-Growing  National  And  International  Consultancy 
With  A  Reputation  For  First-Class  Consultant  Offers 

WORLD-WIDE  CAREER  OPPORTUNITIES  FOR  TOP  QUALITY  PROFESSIONALS 

^  EXPERIENCED  PROJECT  MANAGERS  $  180  K+ 

A  TEAM  LEADERS  $  150 

A.  CONSULTANTS  $  100  K+ 

CURRENTLY  North  Carolina:  PM  PR  SD.  Texas:  FI/CO  w/ABAP  and  PP/MM. 
STAFFING  Canada:  SD,  L  l/N.  Y.  C:  SAP  Marketing/Recruiter.  Northeast  US:  FI/CO. 

PROJECTS  IN:  All  Areas  US  BASIS.  Various  S.A.:  SD  and  related  skills 
Visit  Our  Site  At  Sappfire  Booth  #405-407 
Competitive  Compensation  With  Performance  Incentives  for  Strong  Professionals 
With  Deep  Experience:  Comprehensive  Benefits  Package 
Please  Fax  Resumes  To:516-625-9687;Telephone  516-625-9000;Contact  Gina  Felicetti 
E-mail:  Spear1@  interamp.com  or  visit  us  at  http://vwv\v.  spearhead,  com 
Applications  treated  in  strictest  confidence 

SPEziRWEAO 


K\. 


System  Consultants  (US)  Ltd. 


99  Seaview  Blvd.,  Suite  340,  Port  W; 
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Software  Engineer  (Unix 
Networking/Sys.  Admin.  & 
Sys.  Prog.):  Install,  cus¬ 
tomize  &  fine  tune  perfor¬ 
mance  of  operating  sys.  on 
heterogeneous  platforms. 
Achieve  connectivity  of 
workstations  using  network¬ 
ing  technologies.  Perform 
sys.  configuration  mgmt.  for 
both  h’dware  &  s'tware. 
Provide  user  support  &  net¬ 
work  trouble-shooting  ser¬ 
vices.  Carry  out  performance 
tuning  of  application  pack¬ 
ages  such  as  Relational 
Database  Management  sys¬ 
tems  (RDBMS)  under  Unix 
operating  system.  Manage 
TCP/IP  based  services  such 
as  NFS,  NIS,  TFP,  TELNET, 
etc.  Perform  network  mgmt. 
using  SNMP  &  related  tools. 
Ensure  fault  tolerant  printer 
services  &  back-up  mgmt. 
procedures.  Utilizing  knowl. 
of  installation  of  WAN  con¬ 
nectivity  w/heterogeneous 
h'dware  platforms  using 
routers  &/or  gateways  over 
leased  &  dedicated  circuits. 
Using  knowl.  of  internals  on 
operating  sys.  for  patching  & 
coding  device  drivers  &  net¬ 
work  progrm’g  using  IP/IPX, 
TLI,  Streams  &  SOCKETS. 
Req:  B.S.  sci./comp.  sci./ 
engr'g  (or  equiv.)  &  2  yrs  exp 
in  job  offered  or  as  program¬ 
mer/systems  analyst.  Must 
have  appropriate  combina¬ 
tion  of  skills  as  follows:  1  of 
A  &  2  of  B  or  1  of  D;  or  1  of  A 
&  2  of  B  &  2  of  C;  or  1  of  A  & 
2  of  C  &  2  of  D  as  follows:  A) 
IMB  AIX,  HP-UX.  Sun  Solaris, 
DEC  Open  VMS/Ultrix,  SCO 
Unix/ODT,  USL  Unix  SVR4, 
UnixWare;  B)  LAN/WAN 
Connectivity/Networking 
Protocols:  TCP/IP,  IPX/SPX, 
NFS,  Bridges,  Routers,  Gate¬ 
ways,  X.25,  X.400.  ISDN, 
ATM;  C)  Perl.  Korn,  Shell,  C 
Shell,  RCP,  TLI,  Streams, 
SOCKETS,  API  &  toolkits, 
DDK.  AWK,  SED,  LEX,  YACC; 
D)  Ethernet,  Token  Ring, 
FDDI;  high  mobility  preferred 
(multiple  positions).  40 
hrs/wk;  $49,000-$60,000/yr. 
Report/submit  resume  to  PA 
Job  Ctr  at:  Margaret  Fallica, 
Office  of  Employment  Secur¬ 
ity,  3  Kensington  Sq.,  New 
Kensington,  PA  15068.  JO 
#7012489. 


Software  Engineer  - 
Legacy  Systems  (AS/400)  - 
Mu  1 1  ip le  Openi nqs 

Systems  analysis,  design, 
development,  testing,  de¬ 
bugging,  quality  assurance, 
integration,  implementa¬ 
tion,  post  implementation 
support  &  conversion  of 
complex  on-line  client- 
server  based  accounting, 
inventory,  manufacturing, 
finance  &  other  business 
application  systems  using 
Relational  Database  Man¬ 
agement  Systems  (RDBMS), 
Fourth  Generation  Lan¬ 
guages  (4GLs)  and  other 
software  utilities  in  a  multi- 
hardware/multi-software 
environment  including  IBM 
mainframes,  mid-range  and 
PC  systems.  B.S.  in  Com¬ 
puter  Science/Engineering/ 
Science  (or  equivalent)  and 

2  yrs.  experience  in  job 
offered  or  as  Programmer 
Analyst/Systems  Analyst 
are  required.  Must  have 
appropriate  combination  of 
skills  as  follows:  1  of  A  and 

3  of  B;  or  1  of  C  and  3  of  B; 
or  2  of  B  and  2  of  C;  or  1  of 
A  and  2  of  B  and  1  of  C.  A) 
includes  software  pack¬ 
ages  BPCS,  MACPAC, 
MAPICS;  B)  includes  lan¬ 
guages  RPG/400,  CL, 
COBOL/400,  SQU400, 
Query/400,  C;  and  C)  in¬ 
cludes  communication/ 
CASE  Tools  APPC,  APPN, 
SYNON,  AS/SET.  High  mo¬ 
bility  preferred.  40  hrs/ 
week,  8  am  -  5  pM.  $49,000  - 
$60,000  per  year.  Qualified 
applicants  should  contact 
or  send  resume  to  Mr. 
Vince  Mezeivtch,  Manager, 
Office  or  Employment 
Security,  345  Fifth  Avenue, 
Mckeesport,  PA  15132. 
Rerer  to  Job  Order  # 
8012565. 


ASSOCIATE  SALES  EXECUT¬ 
IVE.  Position  and  interview  in  Mia¬ 
mi,  Florida.  Direct  and  distributor 
sales  and  applications  engineer¬ 
ing  responsibility  within  Latin 
America  with  emphasis  on  com¬ 
puter  telephony  integration  appli¬ 
cations.  Provide  applications  engi¬ 
neering  design  support  to  inter- 
natl.  business  activities,  with  em¬ 
phasis  on  enhanced  services  and 
switch-to-host  applications.  Call 
on  customers  to  provide  pre-sales 
analysis  of  the  customers'  appli- 
cations-oriented  requirements 
and  identify  tech,  solutions  to 
same  by  designing  customized 
computer  telephony  system,  with 
emphasis  on  enhanced  services 
applications.  Serve  as  liaison 
between  customers  and  develop¬ 
ment  engineering  staff  to  satisfy 
customers’  tech,  needs.  Make 
sales  presentations  to  customers. 
Coordinate  efforts  of  bids  and  pro¬ 
posals.  Provide  post-sales  tech, 
analysis  to  customers.  Make  tech, 
presentations  to  mgmt.,  custom¬ 
ers,  and  prospective  customers. 
Keep  abreast  of  technological 
trends  in  natl.  and  internatl. 
enhanced  services  field  to  advise 
mgmt.  and  tech,  staff  on  same. 
Provide  tech,  expertise  to  identify 
and  market  product  within  region. 
Requires  BSCS  or  BSEE  with  ma¬ 
jor  field  of  study  in  digital  commu¬ 
nications  and  computer  telephony 
interface,  plus  two  years’  experi¬ 
ence  in  internatl.  telephone  proto¬ 
col  and  central  office  network 
design  and  traffic  engineering. 
Experience  referred  to  above 
must  include  one  year  of  experi¬ 
ence  in  internatl.  enhanced  ser¬ 
vices  and  computer  telephony 
integration.  Fluency  in  Spanish  re¬ 
quired.  $50,000.  Prevailing  work¬ 
ing  conditions  offered.  40  hours 
per  week.  Qualified  applicants 
should  report  or  send  resumes  to 
Job  Service  of  Florida,  701  S.W. 
27th  Avenue,  Room  47,  Miami,  FL 
33135-3014,  re:  Job  Order  No. 
FL-1 465566.  EOE. 


Computerworld*s  1995-96 
Salary  Survey  is  Now 
Available  on  Disk! 


What  are  other  IS  managers 
paying  their  staff? 

Are  you  offering  competitive  rates? 
Which  industries  are  paying  top  dollar? 

Answer  these  questions  and  more 

with  Computerworld’s  9th  Annual  Salary 
Survey  on  disk,  where  compensation  for  28 
information  systems  positions  is  covered  in 
21  industries. 


All  this  for  just  $299. 

Call  today!  1-800-495-0157 


Object  Technologist;  40hrs/wk; 
8-5;  $48,000/yr.  Enhance  foun¬ 
dation  object  oriented  C++  class 
libraries  to  support  binary 
streaming,  multi-threading  & 
synchronization,  runtime  type 
identification,  etc.  Port  and  test 
these  class  libraries  to  various 
platforms  such  as  Windows/  NT, 
Solaris,  HPUX,  IRIX  &  AIX  using 
different  C++  compilers. 
Research,  evaluate  &  develop 
advanced  object-oriented  C++ 
class  libraries  &  tools  for  data¬ 
bases,  network  programming  & 
testing.  Assist  clients  in  using 
C++  class  library  products.  Audit 
client  object  oriented  software 
products.  Min.  Regs:  MS  in 
Computer  Science,  1  year  in 
carrying  out  job  duties  CR  1 
year  in  using  an  object  oriented 
software  development  method¬ 
ology,  in  using  C++  on  multiple 
platforms,  &  in  developing  and 
using  different  C++  class 
libraries  on  UNIX  &  Windows 
environments.  Must  score  7  out 
of  10  on  each  part  of  the  Skills 
Assessment  C++  Language 
Test.  Apply  at  the  Texas 
Workforce  Commission,  Dallas, 
Texas,  or  send  resume  to  the 
Texas  Workforce  Commission, 
1117  Trinity,  Room  424T, 
Austin,  Texas  78701,  J.C.# 
TX7855737.  Ad  Paid  by  an 
Equal  Cpportunity  Employer. 
Multiple  positions  available. 


Programmer/Analyst  (Cedar  Ra¬ 
pids,  lA;  Pittsburgh,  PA  &  other 
client  sites)  Analyze/dsgn/plan/ 
dvip/code/test/doc  comp  prgms 
applying  knowl  of  prmng  technqs 
&  comp  systms.  Evaluate  user 
reqmts  for  new/modified  prgms 
to  determine  its  feasibility,  cost  & 
time  reqd,  compatibility  w/current 
systm  &  comp  capabilities. 
Consult  w/users  to  identify  cur¬ 
rent  oper’l  procedures  &  clarify 
prgm  objectives.  Resp  for  analy¬ 
sis;  screen  dsgn,  reprt  dsgn, 
coding  JCL,  deriving  test  scenar¬ 
ios,  unit  &  integration  testing, 
impimtn  &  documtn  of  various 
applic  systms  on  IBM  3090/ES 
9000  mainframe  running  MVS/ 
ESA  oper’g  systm  w/CCBCL  II 
as  prmng  lang;  DB2  as  data¬ 
base;  &  utilizing  TSC/ISPF; 
CICS:  SOL;  SPUFI;  CMF, 
INTERTEST;  PANVALET;  VSAM, 
JCL;  FILEAID  as  dvipmt  envrmt. 
BS-any  major  +  2yr  exp  in  job 
offd.  $55K/yr;  40  hrs/wk;  8-5; 
M-F.  Must  have  proof  of  legal 
auth  to  work  in  US.  Send  resume 
to  PA  Job  Center;  Mr.  Richard 
Introcaso,  Mgr;  Office  of  Employ¬ 
ment  Security;  1122  Western 
Ave;  Pittsburgh,  PA  15233;  Ref; 
JO#  1006281 


June8-1U997 

Marriott  Rivercenter  Hotel 
San  Antonio,  TX 


Career  Survey:  Project  Management  Software 


IridustiY  Hiring  Trends 


Overall  growth  rate 


Regional  Growth  Analysis 
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September  16, 1996 
Fairvlew  Park  Marriott 
Falls  Church.  VA 
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Boston  Marriott  Borlington 
Burlington,  MA 
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November  4, 1996 
Hotel  Nikko 
San  Francisco.  CA 


.9% 


in  Project  Management  Software 


Survey  conducted  between 
August  '95  and  June  '96; 
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Growing  at 
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more  than 
25% 

11.2% 

7.8% 

Shrinking 

4.3% 

i 
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p7.4% 

New  Jersey  &  Delaware  Valley 
Eaqtern  Lakes 


Southwest  U.S. 
New  York  Metro 
Great  Lakes 
Mid-Atlantic 
Northwest  U.S. 
Southeast  U.S. 
Northern  California 


CorpTech,  a  directory  publisher  in  Woburn,  Mass.,  tracks  the  U.S.  45,000+  technology  manufacturers. 
This  survey  relates  to  the  31,370  tracked  firms  with  fewer  than  1,000  employees. 


'  Copyright  1996,  Corporate  Technology  Information  Services,  Inc.,  Woburn,  Mass 
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The  Power  Tool  of  Direct  Marketing 

Card  Deck  Advertising 


Today,  direct  response  card  decks  are  one  of  the  most  powerful  and  cost-effective  ways  to  reach  a  group  of 
potential  buyers.  Card  decks  bundle  together  product  and  service  offers  and  are  mailed  directly  to  the  desks  of 
a  highly-qualified  target  audience.  The  cards  are  presented  in  a  postage-paid  business  reply  card  format  so 

easy  to  respond  to  that  they  practically  demand  response! 

Computerworld  Card  Decks  are  the  perfect  example  of  the  success  you  can  have  generating  leads  and  making 

sales  by  using  card  decks.  Just  look  at  what  our  advertisers  have  to  say: 


Immediately  Profitable 


I’ve  been  truly  amazed  at  our  response 
rate.  Being  a  small  and  relatively  young 
company  v\/e  need  fast  punches  that  are 
immediately  profitable.  That’s  exactly  what 
Computerworld  Card  Decks  deliver. 

Scott  C.  Avera 

Vice  President/General  Manager 
Ascent  Solutions,  inc. 


High  -  Quality  Leads 


^^Bottom  line,  for  generating  high-quality 
leads  that  we  consistently  turn  into  sales, 
Computerworld  Card  Decks  are  unequaled 
as  an  advertising  medium.  J  J 

Andrew  Blencowe 
President  &  CEO 
Argent  Software,  Inc. 


Quality  Leads  in  Volume 


^  ^1  used  to  be  a  bit  skeptical  of  the 
potential  value  of  card  deck  advertising. 
However,  after  running  my  first  ad  in  the 
Computerworld  Card  Deck,  I  quickly 
discovered  that  a  lot  of  people  do  look 
at  card  decks.  In  fact,  I  was  shocked  by 
the  volume  of  responses  when  the  first 
box  was  delivered.  The  vast  majority  were 
from  professionals  with  a  sincere 
interest  in  my  product.  5  J 


tyWtadil:  Sos 

It  aJlows  you  to  send  fivre  f 
*■  or  a  (lie  based  API.  prir 

■limited  user  license 
'g  MJ  play  solution 

memorTadd’Jess”''"’®  “  interrupts 

P^'tointplentent  and  simple  to  use 
l^nme  Windows  software 

receive  DID  &DTMP  . 


WEQUEST  TO 


^^With  their  excellent  cost-per-lead, 
Computerworld  Card  Decks  consistently 
generate  the  highest  profits  of  any  deck 
we’ve  tried.  Every  time  we  advertise 
we  receive  well  over  100  leads. 
Sometimes  we  even  get  responses  six 
months  later. 

Mary  Cooper 
Vice  President 
cfSoftware,  Inc. 


COMPUTERWORLD 


500  Old  Connecticut  Path,  Framingham,  MA  01701 


Cost-Effective 


BULK  RATE 
U.S.  POSTAGE 
PAID 

NAPERVILLE,  IL 
PERMIT  NO.  20 


#1  in  Quantity  &  Quality 


^^In  computer  trade  press  advertising, 
Computerworld  Card  Decks  are  first  in 
quantity  and  quality  -  and  lowest  in  cost  per 
qualified  lead. 

Charles  A.  Mills 
President 

Firesign  Computer  Co. 


Targeted  Reach 


^^Targeted  reach,  low  cost/high  value,  and 
unmatched  pulling  power  automatically 
place  Computerworld  Card  Decks  at  the  top 
of  our  advertising  schedule  for  1996.  ^  ^ 


Month  after  month,  quality  leads  and 
sales  success  show  us  that  Computerworld 
Direct  Response  Cards  are  one  of  the  most 
effective  ways  to  reach  more  of  our  potential 
audience  -  faster  and  easier.  7  J 

David  Kimball 
President 

Telepartner  International 


Best  Lead  Source 


^^In  our  multi-level  advertising  approach, 
card  decks  traditionally  rank  among  our 
best  lead  sources.  In  fact,  we  average 
upwards  to  750  responses  for  each 
Computerworld  Direct  Response  Card 
we  run. 


Russ  Teubner 
President 

Teubner  &  Associates 


Tammy  Logan 
Card  Deck  Marketing 

American  International  Facsimile  Products  (AIFP) 


Marty  Murphy 
President 

Faulkner  Information  Services 


Computerworld  Card  Decks  give  you  a  cost-effective  way  to  reach  Computerworid’s  powerful 
buying  audience  of  over  143,000  computer  professionals.  Every  month.  They’re  working  for  these  advertisers  - 

and  they  can  work  for  you! 

TO  reserve  your  space,  call  Norma  Tamburrino,  National  Accounts  Director, 

at  800-252-4821 ,  ext.  500  -  today! 
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(Encryption  works) 


By  Amy  Malloy 


To  keep  your  house  safe  from  burglars,  you 
might  install  an  alarm,  lock  the  doors  and 
windows  or  even  put  your  Doberman  pin¬ 
scher  in  the  front  yard.  Securing  your  com¬ 
puter  systems  isn’t  much  different.  There  are 
many  options  available,  and  using  encryp¬ 
tion  is  a  popular  one.  Computerworld 
asked  Stephen  Kent,  an  expert  in  the  en¬ 
cryption  field,  to  give  information  systems 
managers  advice  about  making  encryption 
purchasing  decisions. 

Q:  Who  needs  encryption? 

A:  That’s  a  good  but  hard  question.  When  I 
work  with  clients,  I  try  to  have  them  go 
through  an  exercise  in  which  they  first 
identify  the  informadon  and  resources  in 
their  environment  that  they  feel  are  valu¬ 
able.  Next,  they  try  to  identify  potential 
threats/adversaries  who  are  motivated  to 
attack  them  and  capable  of  effecting 
attacks.  Depending  on  the  client’s  percep¬ 
tion  of  threats  and  the  sorts  of  attacks  these 
threats  imply,  cryptography  may  or  may 
not  be  appropriate  for  a  given  client’s  envi¬ 
ronment. 

Q:  Assuming  you  are  doing  basic 
office  computing,  when  do  you  reach 
the  point  at  which  you  need  encryp¬ 
tion? 


A:  It’s  a  matter  of  perceived  threat.  Let’s 
say  you  are  worried  about  hackers.  Some¬ 
times  hackers  plant  sniffer  programs  that 
listen  for  passwords,  and  they  use  the  pass¬ 
words  to  break  in  later.  Encryption  would 
protect  against  that.  You  could  also  encrypt 
files  stored  on  a  file  server.  This  would  pro¬ 
tect  the  files  against  a  hacker  who  managed 
to  grab  files  off  the  server.  Other  hacker 
attacks  are  based  on  exploiting  flaws  in  op¬ 
erating  system  interfaces,  and  the  use  of 
encryption  will  not  necessarily  help  protect 
against  these  attacks.  You  have  to  account 
for  an  adversary’s  capabilities  when  decid¬ 
ing  when  and  where  to  apply  encryption. 

Q:  How  do  you  begin  shopping  for 


products  that  offer  encryption  capa¬ 
bilities? 

A:  That  depends  on  the  products.  Lotus 
Notes  provides  an  application  environment 
that  incorporates  encryption  in  a  fairly 
seamless  fashion,  but  it  protects  users  only 
when  they  employ  Notes.  One  can  also  buy 
add-on  encryption  technology  for  different 
desktop  platforms,  but  these  are  not  so  con¬ 
venient  to  use;  they  tend  not  to  be  well- 
integrated.  But  in  the  second  half  of  this 
year,  I  expect  to  see  encryption  built  in  to 
products  in  a  fashion  that  will  serve  two 
purposes.  First,  the  corporate  road  warrior 
can  gain  access  to  servers  and  desktop  ma¬ 
chines  in  a  secure  fashion  from  anywhere 


on  the  Internet,  just  as  if  he  were  connected 
locally.  This  will  be  accomplished  by  using 
newly  approved  Internet  standards  with  a 
combination  of  secure  communication  soft¬ 
ware  in  the  laptop  and  firewalls.  Second, 
this  technology  will  support  creation  of  vir¬ 
tual  private  internets,  securely  connecting 
offices  of  the  same  company  —  or  of  coop¬ 
erating  companies  —  over  the  Internet. 

Q:  How  do  you  make  the  decision 
between  hardware  and  software? 

A:  Software  implementations  of  [encryp¬ 
tion]  can  be  adequate  for  individual  user 
workstations  and  laptops  under  some  cir¬ 
cumstances.  Hardware  implementations 
often  are  more  secure  than  software  due 
to  the  ability  to  use  real  random  —  not 
pseudorandom  —  numbers  as  inputs  to  key 
generation. 

Q:  How  much  of  a  per-user  premium 
would  a  company  pay  for  basic  en¬ 
cryption? 

A:  For  commercial  add-on  software,  prices 
of  $50  to  $100  are  common,  with  shareware 
being  very  inexpensive.  Some  crypto  soft¬ 
ware  is  free.  The  cost  of  crypto  hardware 
varies  considerably,  depending  on  the  im¬ 
plementation,  performance  and  features.  ■ 


Malloy  is  Computerworld s  assistant  researcher. 


BACKGROUND: 

Stephen  Kent,  chief  scientist  of  information  security  at  BBN 
Corp.  in  Cambridge,  Mass.,  has  been  involved  in  ne^ork  securi¬ 
ty  research  and  development  activities  at  BBN  for  more  than  15 
years.  He  is  a  member  of  several  groups  related  to  that  topic, 
including  the  Privacy  and  Security  Research  Group  of  the  Inter¬ 
net  Research  Task  Force.  He  has  chaired  that  group  since  its  in¬ 
ception  in  1985.  Heisalsotheauthor  of  technical  papers  on  net¬ 
work  security. 

KENTS  THOUGHT  FOR  THE  DAY: 

“Cryptography  is  not  a  magic  bullet.  It  is  a  tool  for  helping  us  secure  systems 
against  certain  classes  of  attacks.  We  have  to  be  cognizant  of  the  threats — of  who 
is  out  to  get  us  and  what  they  can  do.  Too  often,  I  hear  people  suggesting  that 
widespread  availability  of  good  crypto  and  appropriate  standards  will  make  our 
computing  environments  safe  and  secure.  It’s  not  that  simple.  Security  is  a  much 
bigger  problem.” 
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yCYLINK 


Cylink  offers  sales  and  service  through  a  v/orldwide  network  of  direct  soles  and  business  partners. 

910  Hermoso  Court,  Sunnyvale,  California  94086  Tel:  408-735-5800  Fax:  408-720-8294 

(lnt'l.)408-735-6614  (#257)  E-mail:  info@cylink.com  http://www.cylink.com/ 
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IS  YOUR  FRAME  REIAY  NE1W0RK  INSECURE? 
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Delivering  network  security 
since  1984 

Cylink  has  been  the  leader  in  WAN  security 
since  1984,  providing  a  complete  line  of 
network  security  products  which  combine 
hardware  and  software  into  a  single 
package.  Twelve  years  and  thousands  of 
installed  security  devices  later,  Cylink's 
reputation  for  reliability,  service,  and  support 
remains  unsurpassed  among  Fortune  500 
companies,  financial  institutions,  and 
government  agencies. 

Don't  wait.  .  .  move  to  frame  relay  and  save. 
Call  Cylink  today  or  visit  our  web  site. 


GO  DIRECTLY  TO  THE 
SOURCE  FOR  THE 
LOWEST  PRICES  AND 
THE  BEST  SERVICE. 
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Secure  it  lEotli  SecureBaine  ’ 


You  can  save  a  bundle  by  moving  to  frame 
relay.  But  your  network  becomes  less  secure 
as  you  transmit  sensitive  data  over  a  shared 
environment. 

SecureFrame  from  Cylink  Corporation  is  the 
only  security  product  offering  internationally- 
recognized  information  security  standards  for 
Privacy,  Integrity  and  Authentication. 
SecureFrame's  superior  network 
management  combines  ready  compatibility 
with  long-term  scalability  across  any  public  or 
private  frame  relay  network.  Security 
policy  management  enables  a  virtual  private 
network  (VPN)  utilizing  flexible, 
fully-automated  key  management.  The  unit  is 
easy  to  maintain  and  operates  transparently, 
having  no  noticeable  impact  on  users, 
applications,  or  network  performance. 


CORPORATE  HEAOQUARTERS:  SUNNTVALE.  CA 
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Government:  (800)  497-4009 
Resellers:  (800)  736-6956 
International:  (360)  779-7901 
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Fax:  (360)  779-3299 
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Monday  -  Friday,  8am  -  5pm  PST.  Purchase  orders  accepted. 

Prices  subject  to  change.  Quantities  may  be  limited  to  stock  on  hand. 
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(If  I  can  only  get  the  information  I  need!!) 


Distribute  Your  Corporate  Data 

With:  g  nf 

i_ii\icai 

Your  Mobile  Intranet 
Automatically  Distribute  HTML(wwiv), 
Word  Processing,  Spreadsheets,  Presenta¬ 
tion,  Graphics,  Multi-Media  Documents. 

Set  Expiration  Dates,  Automatically  Build 
Indexes  for  Your  Users,  Uses  Std.  Browsers. 
Supports  NT,  Windows  95,  Dos,  OS/2. 
Supports  Up  to  32  Simultaneous  Users  Per 
Server. 

Automatic  Synchronization  of  Files 
Also:  Sends  and  receives  files  or  programs  for  other 
applications  automatically. 

1-800-846-5434  http://wiviv.thinque.com 

(818)  752-1350  infolinq@thinque.com 
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A  Unique  Outsourcing  Services  Provider 


Outsourcing  •  Remote  Computing 

Transitional  and  Long  Term  Custom  Solutions 
VM  •  MVS  •  VSE  1 05,000  sq.ft.  Secaucus,  NJ  Complex 

“Our  Platform  is  Customer  Satisfaction” 


•  Data  Center  Facilities 

•  Remote  Support 


•  Networking 

•  Desktop 

•  Technical  Assistance 

•  Internet 


Amquest,  Inc. 

470  East  Paces  Ferry  Road 
Atlanta,  GA  30305 

y<^UR  PARTNER  IN  MANAGING  INFORMATION  TECHNOLOGY 
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Kablit™  Security 


NOW! 


STOP  COMPUTER  THEFT 

IN  THE  OFFICE  — ON  THE  ROAD 

Secure  computer  or  notebook 
to  desk,  table,  etc. 

Protect  data 

Lifetime  warranty 
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Kablit™  T-Lock 


Disk  Drive  Lock 


Data  Security  list  S24. 95 


Fixed  Lacatian 


List  $34.95 


Any  Lacatian 


II  ,  c-ng  gr  Podlock  Socurity 

ustiJy.Vi  Provided  by 


Master'  Lock 


Quick  And  Easy  To  Install! 

Compact  —  Lightweight! 

Available  For  Macintosh  Computers  Too! 


Order  Now  —  Call  800  -  451-7592 


18  Maple  Court,  East  Longmeadow,MA  01028,  USA  413-525-7039 

the  particular  Master'^  lode  Trademarks  used  are  Irodemarks  olihe  Master'^  lack  Company  and  are  used  by  Secure-H,  Inc  under  kense. 


Your  best  choice  for  mainframe  computing  services. 
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Extensive  Software  Library 


Advantis  CompuServe  Tymnet  Internet  and  WWW  Services 


Year  2000  Conversion/Testing  Platform 


Extraordinary  Customer  Service 
Complete  Migration  Management 


MVS/ESA 

IMS/DBDC 

VM/ESA 
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SAS 
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TSO 
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815  Commerce  Drive,  Oak 
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ENTERPRISE 

CONNECTIVITY 

with 


direct  channel-attached  multi¬ 
protocol  converter/controller. 


Mainframe  LAN 

Local  &  Remote 
ASCII  Access 
Dial-Up  Gateway 


•  Block  or  Byte  Channel  Attached. 

•  Up  to  256  Async  Ports/16  LANs. 

•  SNA  and  Non-SNA  Gateway  PU. 

•  Modular  Design  for  Easy  Expansion. 

1-800-554-9372 
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All  you  need  is  your  phone, 
and  your  issue  of 
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Computerworld  Marketplace 
Vendor  Center  at  the 
beginning  of  this  section  and 
dial  800-477-0018. 
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UNITED  STATES  DISTRICT  COURT 
SOUTHERN  DISTRICT  OF  NEW  YORK 

UNITED  STATES  OF  AMERICA, 
Plaintiff, 


INTERNATIONAL  BUSINESS  MACHINES  CORPORATION, 

Defendant. 

Civil  Action  No.  56-344  (AGS) 

TAKE  NOTICE  that  International  Business  Machines  Corporation  ("IBM"),  defendant  in  this  antitrust  action,  has  filed  a  motion  for  an  order  terminating  the  final  judgment  entered  by 
the  United  States  District  Court  for  the  Southern  District  of  New  York  on  January  25,  1956  (the  "Final  Judgment").  IBM  and  the  United  States  of  America  have  consented  to  modify  the 
Final  Judgment  to  establish  specific  sunset  periods  for  all  provisions  currently  in  effect,  but  the  parties  have  reserved  the  right  to  withdraw  their  consent  for  at  least  90  days  after  publication 
of  this  Notice.  Prior  to  entry  of  an  order  modifying  the  Final  Judgment,  the  Court  and  the  parties  will  consider  public  comments.  Any  such  comments  on  the  proposed  termination  described 
in  this  Notice  must  be  filed  within  60  days  following  the  publication  of  the  last  notice  required  by  the  Court's  Order  Directing  Publication.  The  Complaint,  Final  Judgment  and  proposed 
modification  are  further  described  below. 

The  Complaint,  filed  on  January  21, 1952,  alleged  that  IBM  had  monopolized,  attempted  to  monopolize  and  restrained  trade  in  the  tabulating  industry,  in  violation  of  Sections  1  and 
2  of  the  Sherman  Act.  The  Final  Judgment  was  entered  by  consent  between  the  United  States  and  IBM.  The  Final  Judgment  applies  to  IBM's  conduct  with  respect  to  tabulating  machines 
and  cards,  both  of  which  IBM  has  not  manufactured  for  many  years,  and  "electronic  data  processing  machines"  ("computers").  Certain  provisions  of  the  Final  Judgment  have  expired  or 
no  longer  apply  to  IBM's  business.  However,  other  provisions  of  the  Final  Judgment  continue  to  apply  to  IBM's  computer  business.  On  June  1 3.  1 994,  IBM  filed  its  motion  to  terminate 
the  remaining  provisions  of  the  Final  Judgment. 

The  Court,  on  January  17,  1996,  terminated  certain  sections  of  the  Final  Judgment  in  their  entirety:  (a)  Sections  V  (b)  and  (c),  which  required  IBM  to  offer  to  sell  at  no  more  than 
specified  prices  and  to  hold  lor  a  specified  period  used  IBM  machines  that  IBM  acquired  pursuant  to  trade-ins  or  as  a  credit  against  sums  then  or  thereafter  payable  to  IBM;  and  (b)  Section 
VIII.  which  specified  conditions  under  which  IBM  could  engage  in  "service  bureau  business,"  as  defined  by  Section  II  (k)  of  the  Final  Judgment.  The  Court  also  terminated  all  other  provisions 
of  the  Final  Judgment  as  they  applied  to  all  IBM  computer  products  and  services,  except  as  they  applied  to  the  AS/400  and  System/360  ...  390  families  of  products  and  services. 

On  July  2,  1996,  the  United  States  and  IBM  entered  into  a  stipulation  whereby  the  parlies  agreed  to  establish  sunset  periods  for  all  remaining  substantive  provisions  of  the  Final 
Judgment  -  Sections  IV,  V,  VI,  VII,  IX,  and  XV  --  as  they  apply  to  the  AS/400  and  System/360 ...  390  families  of  products  and  services.  Section  IV  fulfills  the  purpose  of  the  Final  Judgment 
in  assuring  to  current  and  prospective  IBM  customers  an  opportunity  to  purchase  machines  on  terms  and  conditions  that  are  not  substantially  more  advantageous  to  IBM  than  the  terms 
and  oonditbns  for  leases  of  the  same  machines  and  requires  IBM  to  sell  its  machines  at  prices  that  have  a  commercially  reasonable  relationship  to  the  lease  charges  for  the  same  machines. 
Section  V  restrirds  IBM's  ability  to  re-acquire  previously  sold  IBM  machines.  Section  VI  requires  IBM  to  offer  to  machine  owners  at  reasonable  and  nondlscriminatory  prices  repair  and 
maintenance  service  for  as  long  as  IBM  provides  such  service,  provided  that  the  machine  has  not  been  altered  or  connected  to  another  machine  in  such  a  manner  that  its  maintenance 
and  repair  is  impractical  for  IBM  and  requires  IBM  to  offer  to  machine  owners  and  to  persons  engaged  in  the  business  of  providing  repair  and  maintenance  senrices,  at  reasonable  and 
nondlscriminatory  prices,  repair  and  replacement  parts  for  as  long  as  IBM  has  such  parts  available  for  use  in  its  leased  machines.  Section  VII  restrains  IBM  from  requiring  that  lessees 
or  purchasers  of  IBM  marihines  disclose  to  IBM  the  uses  of  such  machines,  from  requiring  that  purchasers  of  IBM  machines  have  those  machines  maintained  by  IBM  and  generally  from 
prohibiting  experimentation  with,  alterations  in  or  attachments  to  IBM  machines.  Section  IX  requires  IBM  to  furnish  to  owners  of  IBM  machines  manuals,  books  of  instructions  and  other 
documents  relating  to  IBM  machines  that  IBM  furnishes  to  its  own  repair  and  maintenance  employees  and  requires  IBM  to  furnish  to  purchasers  and  lessees  of  IBM  machines  manuals, 
books  of  instructbn  and  other  documents  that  pertain  to  the  operation  and  application  of  such  machines.  Finally.  Section  XV  enjoins  IBM  from  entering  into  certain  agreements  to  allocate 
markets  or  restrain  imports  into  the  United  States  or  exports  out  of  the  United  States  and  from  conditioning  the  sale  or  lease  of  certain  machines  upon  the  purchase  or  lease  of  any  other 
machine. 

The  United  States  and  IBM  have  agreed  to  modify  the  Final  Judgment  to  establish  specific  sunset  periods  for  all  provisions  currently  in  effect.’  The  parties  agreed  to  terminate  Sections 
IV  (b)  (3)  and  (c)  (7)  and  Section  Vli  (d)  (1)  immediately  upon  entry  of  an  Order  by  the  Court.  With  respect  to  the  AS/400  family  of  products  and  services,  the  parties  have  agreed  to 
terminate:  (a)  Section  V  (a)  immediately  upon  entry  of  an  Order  by  the  Court;  (b)  Section  IV  (except  Section  IV  (c)  (3)  as  it  may  apply  to  the  provision  of  operating  systems,  an  interpretation 
that  the  United  States  holds  and  with  which  IBM  does  not  agree)  and  Section  VI  (a)  6  months  after  entry  of  an  Order  by  the  Court;  and  (c)  all  other  provisions  of  the  Final  Judgment  as 
they  apply  to  the  AS/400,  including  Section  IV  (c)  (3)  as  it  may  apply  to  operating  systems,  on  July  2, 2000.  With  respect  to  the  System/360  ...  390  and  the  remainder  of  the  Final  Judgment, 
the  partes  have  agreed  to  terminate  ali  remaining  provisions  on  July  2,  2001 .  Thus,  under  the  agreement  between  the  Untied  States  and  IBM,  as  of  July  2,  2001 ,  the  Final  Judgment  will 
be  terminated  in  its  entirety. 

The  United  States  has  filed  with  the  Court  a  memorandum  setting  forth  its  position  with  respect  to  modifying  the  Final  Judgment  as  it  applies  to  the  AS/400  and  System/360 ...  390. 
Copies  of  the  Complaint,  the  Final  Judgment,  the  Stipulation  containing  the  parties'  tentative  consent,  the  memoranda  and  all  other  papers  filed  in  connecfion  with  this  motion  are  available 
for  inspection  at  the  Office  of  the  Clerk  of  the  United  States  District  Court,  Southern  District  of  New  York,  United  States  Courthouse,  500  Pearl  Street,  New  York,  New  York  10007  and 
at  Suite  215,  Antilrust  Division,  Department  of  Justice.  325  7th  Street,  N.W.,  Washington.  DC  20530  (Telephone  202-514-2481).  Copies  of  these  materials  may  be  obtained  from  the 
Antitrust  Division  upon  request  and  payment  of  the  copying  fee  set  by  the  Department  of  Justice. 

Interested  persons  may  submit  comments  regarding  this  matter  within  the  sixty  (60)  day  period  established  by  Court  order.  Such  comments  must  be  filed  with  the  Office  of  the  Clerk 
of  the  United  States  District  Court,  Southern  District  of  New  York,  500  Pearl  Street,  New  York,  New  York  10007  with  copies  mailed  at  the  time  of  filing  to:  (a)  counsel  for  IBM,  Peter  T.  Barbur, 
Esq.,  Cravath,  Swaine  &  Moore,  Worldwide  Plaza,  825  Eighth  Avenue,  New  York,  N.Y.  10019  (Telephone  212-474-1058);  and  (b)  counsel  for  the  United  States,  N.  Scott  Sacks,  Assistant 
Chief,  Computers  &  Finance  Section,  /Vititrust  Division.  United  States  Department  of  Justice,  Suite  9500,  600  E  Street.  N.W,,  Washington,  D.C.  20530  (Telephone  202-307-6132). 
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We  offer: 

♦  Full  Conversion  Strategy 
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♦  Supervision/Conversion/Testing 

♦  Flat  fee,  low  rates 

♦  Off  Site  Development 
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PC  DIAGNOSTICS 

OmniPost  Analyzer 
The  only  3  in  1  tool; 

1 .  IRQ  and  DMA  conflict  detection 

2.  Self-booting  Diagnostics 

3.  Enhanced  Power-On-Self-Test 
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♦  Test  XT,  AT,  ISA,  EISA,  VESA, 
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1-800-909-3424 
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When  tech  stocks  take  a  dive,  it  may  be  time 

to  reel  in  some  bargains 


By  Julie  Bort 


I 


Technology  stocks,  always 
volatile,  have  become  down¬ 
right  explosive  these  days. 

Last  year,  they  were  the 
speculative  darlings  of  Wall 
Street,  a  situation  that  drove 
up  prices  regardless  of  a 
company’s  actual  perfor¬ 
mance.  Today,  technology 
stocks  aren’t  flying  so  high.  In  fact, 
many  of  the  issues  that  enjoyed  the 
highest  ride  last  summer  have  now 
“corrected,”  a  term  financial  pundits 
use  when  a  stock’s  price  drops  to  a  rea¬ 
sonable  reflection  of  the  company’s 
earnings. 

‘Tech  stocks  in  general  have  been 
overvalued.  Over  the  past  14  months, 
those  stocks  took  off  at  an  unsustain¬ 
able  rate.  These  companies  are  being 
brought  back  to  reality,”  contends  Jim 
Crabbe,  president  of  Crabbe  Huson 
Group,  Inc.,  a  contrarian  money  man¬ 
agement  firm  in  Portland,  Ore.  Contra¬ 
rians  buy  stocks  when  most  other  inves¬ 
tors  are  selling  or  vice  versa. 

While  such  a  situation  can  be  painful 
for  those  who  bet  on  continued  growth 
and  bought  high,  it  also  can  be  a  bar¬ 
gain  hunter’s  dream.  To  navigate  a  lean¬ 
er,  uncertain  market,  high-tech  inves¬ 
tors  should  follow  a  few  simple  rules. 

First,  understand  the  company.  ‘To¬ 
day,  you’re  buying  companies,  not  tech¬ 
nology,”  Crabbe  says.  “You  need  to 
know  the  company  and  understand 
what  it  does,  what  applications  it  offers, 
who’s  competing  against  it  and  who  are 
its  biggest  customers.” 

A  company  is  a  potentially  good  in¬ 
vestment  if  it  has  shown  both  stability 
and  growth  in  its  earnings  over  the  past 
five  years;  has  more  than  one  large  cus¬ 
tomer;  has  more  than  one  main  prod¬ 
uct,  or  is  working  on  more;  and  has  a 
leadership  position  in  its  market. 

Second,  learn  to  identify  bargains. 
The  key  to  spotting  a  bargain  is  under¬ 
standing  why  a  stock  has  fallen. 

“Regarding  today’s  volatile  tech 
stocks,  there  will  be  some  crazy  things 
happening.  But  if  you  don’t  panic  and  in¬ 
stead  concentrate  on  fundamentals,  it 


Here  are  a  few  bargain  stocks  to  investigate.  All  have  tow  price-to-earnings 
ratios  and  are  well-managed  companies,  according  to  )im  Crabbe, 
president  of  Crabbe  Huson  Group 


Company 

Ticker  '  , 

Price-tO'  - 
EARNINGS  RATIOS 

Cypress  Semiconductor 

NYSE:  CY 

8.3 

In  Focus  Systems 

Nasdaq: INFS 

7.2 

Lattice  Semiconductor 

Nasdaq:  LSCC 

11.22 

will  be  a  great  opportunity  to  pick  up 
some  outstanding  bargains,”  says  Kath¬ 
leen  Capps,  a  retired  naval  officer  in 
London  who  has  been  investing  in  tech¬ 
nology  stocks  for  the  past  five  years. 
“Here’s  an  example  of  a  few  in  the  re¬ 
cent  past:  Motorola  during  the  brain 
cancer/cell  phone  scare  and  Microsoft 
during  the  antitrust  worries.  These  are 
well-managed,  highly  profitable  compa¬ 
nies  which  sold  at  extremely  cheap  pric¬ 
es  when  they  were  caught  up  in  general 
market  panics.” 

Lucky  number 

One  indicator  of  a  good  deal  is  a  low 
price-to-earnings  ratio.  For  technology 
issues,  this  is  generally  considered  to 
be  less  than  11.  A  high  price-to-earnings 
ratio  is  more  than  30,  according  to  sev¬ 
eral  analysts. 

A  firm  might  also  be  an  undervalued 
gem  if  its  market  valuation  —  the  stock 
price  multiplied  by  the  number  of 
shares  outstanding  —  is  low  compared 
to  its  assets.  This  situation  is  commonly 
referred  to  as  a  low  price-to-book  ratio. 

Finally,  be  prepared  to  sell.  There  is  a 
lot  of  debate  on  using  technology  stocks 
as  long-term  investments.  However,  in 
especially  volatile  times,  the  sell/hold 
question  for  specific  stocks  again  falls 
back  to  why  the  price  changed.  If  a  fluc¬ 
tuation  can  be  directly  attributed  to  a 
management  problem  now  corrected, 
the  stock  will  probably  rebound, 
Crabbe  says.  One  example  of  such  a 
problem  is  a  weak  distribution  system. 

However,  selling  might  be  the  right 
choice  if  a  company  has  been  bumped 
out  of  a  leadership  position,  other  inves¬ 
tors  say.  “You’ve  got  to  watch  every  day 
and  understand  about  technology.  Most 
often,  they  are  short-term  investments. 
Two  days  later,  some  other  company 
might  make  an  announcement  that  they 
have  a  better  product.  \ou  can’t  fall  in 
love  with  these  stocks,”  warns  Michael 
Lowry,  a  10-year  investing  veteran  in 
Colorado  Springs  who  trades  primarily 
in  technology  stocks. 


Bort  is  a  freelance  writer  in  Dillon,  Colo. 
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Gainers 

Losers 

-  PER 

C  E  N  T 

American  Power  Conversion . 34.3 

Compression  Labs  Inc . 21.6 

ViewLogic  Systems . 17.7 

Octel  CommunicationsCorp . 17.0 

Western  OigitalCorp . 17.0 

Telebit  Corp . 14.6 

Control  Data  Systems  Inc . 14.5 

Gateway  2000  Inc . 13.7 

SQAInc . -31.7 

Group  1  Software . -25.9 

US  Robotics . *25.7 

Stratus  Computer  Inc. (L) . -23.7 

IPL  Systems  Inc.(L) . -23.4 

Pinnacle  Micro  !nc.(L) . -23.3 

Iomega  Corp . *21.0 

Secure  Computing  Corp.(L) . -19.2 

D  0  L 

L  A  R 

IBM . 8.50 

Peoplesoft . . . 6.88 

US  Robotics . -19.00 

Shiva  Corp . -11.00 

Cascade  Communications . 6.19 

Compaq  ComputerCorp . 5.75 

Seagate  Technology . 5.50 

Netscape  Comm.  Corp . -9.56 

SQA  Inc . -8.25 

Security  Dynamics  Tech . -7.00 

Dell  Computer  Corp . 5.13 

Gateway  2000  Inc . 4.75 

Xylan  Corp.(L) . 4.50 

UUNETTech . -6.50 

ApplixInc . -6.38 

Stratus  Computer  Inc. (L) . ■5-75 

ustry  Almanac 


Autodesk  eggs  all  in  one  basket 


Every  company  wants  a  best-selling  product,  but  depending  too 
much  on  one  product’s  success  can  be  dangerous. 

Take  Autodesk,  Inc.  (Nasdaq:  ACAD),  for  example.  The 
company  is  the  leading  provider  of  automation  software  for 
PCs.  It  has  33%  of  the  market  share,  according  to  Dataquest,  a 
market  research  firm  in  San  Jose,  Calif.  The  firm’s  successful 
computer-aided  design  (CAD)  tool,  AutoCAD,  is  a  de  facto  stan¬ 
dard  for  PC-based  design.  It  is  in  its  13th  release.  Autodesk  gets 
90%  of  its  revenue  from  AutoCAD,  according  to  a  report  by 
Gary  Abbott  at  Olde  Research  Corp.,  a  research  firm  in  Detroit. 

And  AutoCAD  sales  have  declined,  says  Edgar  Bierdeman, 
an  analyst  at  Dakin  Securities  in  San  Francisco.  Part  of  the 
problem  is  that  Release  13  supports  object  technology,  which 
can’t  be  transferred  to  earlier  releases.  This  hampers  back¬ 
ward-compatibility,  Bierdeman  says.  He  rates  the  stock  a  hold. 

But  Abbott  has  kept  his  rating  of  the  stock  a  buy.  Despite  the 
slow  sales,  third-party  software  developers  are  building  more 
applications  that  support  Release  13’s  ARX  development  envi¬ 
ronment.  'Phat  should  help  to  build  sales  momentum  for  the 
product,  Abbott  says.  Abbott  expects  to  see  the  next  release  of 
AutoCAD  in  12  to  14  months,  which  he  says  will  cause  a  surge 
in  the  company’s  revenue  at  that  time. 

Autodesk  has  started  to  branch  out  into  multimedia  and  pub¬ 
lishing  development  products.  Abbott  says  such  diversification 
should  begin  to  solve  the  company’s  problem  of  having  “too 
many  eggs  in  one  basket.”  —  Stewart  Deck 


Slow  sales  and  the  crunch  on  high-tech  stocks 
have  driven  down  Autodesk’s  share  price 
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Communlcatlonsand  Network  Services 

OFF  3.14% 

COMS 

53.63 

33.50 

3COMCORP. 

39.25 

1.06 

2.8 

AIT 

66.88 

47.25 

AMERITECH  Corp. 

54.88 

-1.25 

-2.2 

AXE 

22.13 

12.63 

Anixter  Intl. 

13.13 

0.00 

0.0 

APTS 

12.13 

2.75 

ApertusTech. 

3.13 

•0.13 

•3.8 

T 

68.88 

49.25 

AT  &  T  (L) 

51.75 

•1.63 

-3.0 

ASNO 

71.25 

15.25 

Ascend  Communications 

49.25 

0.31 

0.6 

BNYN 

13.63 

6.00 

Banyan  Systems  Inc. 

6.88 

0.00 

0.0 

BAY 

50.00 

20.25 

BayNetworksInc.  (L) 

24.00 

0.63 

2.7 

BEL 

80.38 

43.50 

Bell  Atlantic  Corp. 

58.38 

•1.13 

-1.9 

BLS 

45.88 

32.63 

BELLSOUTH  Corp. 

41.38 

•0.25 

-0.6 

BRKT 

32.75 

6.88 

Brooktrout Technology 

18.00 

-4.25 

-19.1 

CS 

87.75 

48.63 

Cabletron  Systems 

61.13 

•0.50 

-0.8 

CSCC 

74.75 

14.00 

Cascade  Communications 

65.00 

6.19 

10.5 

CGRM 

25.13 

12.25 

Centigram  Communications  (L) 

13.13 

-1.38 

-9.5 

CSCO 

59.13 

25.63 

Cisco  Systems  Inc. 

50.75 

•1.13 

-2.2 

CLIX 

10.88 

4.50 

Compression  Labs  Inc. 

6.69 

1.19 

21.6 

CMNT 

12.75 

4.00 

Computer  Network  Tech. 

5.44 

-0.94 

-14.7 

XCOM 

14.50 

8.38 

CrossComm  (L) 

8.44 

•0.69 

•7.5 

DIGI 

64.00 

21.88 

DSC  Communications 

29.69 

•0.19 

-0.6 

FORE 

44.75 

15.38 

FORESystems  Inc. 

28.75 

-0.50 

-1.7 

GDC 

21.88 

9.13 

General  Datacomm  Inds.  (L) 

10.88 

•0.63 

-5.4 

GSX 

40.13 

28.00 

General  Signal  Networks 

38.63 

1.50 

4.0 

GTE 

49.25 

35.13 

GTECorp. 

41.13 

-0.63 

-1.5 

LU 

39.25 

29.75 

LucentTech. 

35.50 

•1.50 

-4.1 

MClC 

31.13 

20.88 

MCI  COMMMUNICATIONS  CORP. 

23.13 

-1.00 

•4.1 

MNPI 

34.50 

5.50 

Microcom  Inc.  (L) 

6.63 

-1.38 

-17.2 

NETM 

34.00 

7.63 

NetManage  Inc.  (L) 

9.25 

•0.25 

•2.6 

NTRX 

10.88 

3.63 

NetrixCorp. 

7.25 

0.25 

3.6 

NCDI 

12.00 

2.88 

Network  Computing  Devices 

3.88 

-0.13 

-3.1 

NWK 

42.00 

11.50 

Network  EquipmentTech.  (L) 

13.63 

-0.13 

•0.9 

NETG 

27.63 

14.00 

Network  General 

19.31 

-2.69 

-12.2 

NN 

74.25 

25.00 

Newbridge  NetworksCorp. 

47.13 

-3.00 

-6.0 

NT 

55.88 

31.50 

Northern  Telecom  Ltd. 

48.38 

•3.50 

•6.7 

NOVL 

21.63 

10.13 

Novell  Inc.  (L) 

11.13 

0.00 

0.0 

NYN 

59.25 

40.13 

Nynex  Corp. 

44.50 

-0.88 

-1.9 

OCTL 

26.25 

12.63 

Octel  Communications  Corp. 

23.63 

3.44 

17.0 

ODSI 

43.25 

16.50 

Optical  Data  Systems  Inc. 

19.75 

-1.63 

-7.6 

PAC 

35.25 

25.88 

PacificTelesis 

33.75 

•0.25 

-0.7 

PCTL 

44.72 

20.75 

PicturetelCorp. 

35.38 

■2.75 

-7.2 

PTON 

10.75 

2.38 

Proteon  Inc.  (L) 

2.88 

-0.19 

-6.1 

RACO 

7.63 

3.88 

Racotek  Inc. 

4.13 

•0.50 

•10.8 

RETX 

10.88 

1.81 

Retix 

4.88 

-1.13 

•18.8 

SBC 

60.25 

46.00 

SBC  Communications 

49.00 

-0.25 

-0.5 

SFA 

23.00 

11.38 

ScientificAtlanta  Inc. 

13.25 

•0.13 

•0.9 

5HVA 

87.25 

20.25 

ShivaCorp. 

53.75 

•11.00 

-17.0 

FON 

45.50 

29.25 

SprintCorp. 

35.13 

-0.75 

-2.1 

SMSC 

23.50 

10.63 

Standard  Microsystems  Corp. 

10.88 

-0.88 

•7.4 

TBIT 

13.88 

2.38 

Telebit  Corp. 

12.75 

1.63 

14.6 

USRX 

105.50 

28.75 

US  Robotics 

55.00 

•19.00 

-25.7 

USW 

48.38 

28.38 

USWestInc. 

30.50 

•0.13 

•0.4 

XIRC 

17.50 

8.88 

Xircom 

12.13 

-1.88 

-13.4 

XYLN 

76.00 

34.00 

Xylan  Corp.  (L) 

44.00 

4.50 

11.4 

PCs  and  Workstations 

UP4o75% 

AALR 

10.38 

5.88 

Advanced  Logic  Research 

7.75 

0.13 

1.6 

AAPL 

47.50 

16.00 

Apple  Computer  Inc. 

21.75 

0.88 

4.2 

ASTA 

16.75 

4.38 

ASTResearchInc.  (L) 

5.06 

•0.31 

-5.8 

CPQ 

56.75 

35.88 

Compaq  Computer  Corp. 

52.88 

5.75 

12.2 

DELL 

57.25 

23.00 

Dell  Computer  Corp. 

53.50 

5.13 

10.6 

GATE 

41.50 

18.00 

Gateway  2000  Inc. 

39.50 

4.75 

13.7 

HWP 

57.75 

35.00 

Hewlett  Packard  Co. 

44.13 

1.25 

2.9 

MUEI 

29.88 

8.75 

Micron  International  Inc.  (L) 

11.88 

1.38 

13.1 

NIPNY 

75.13 

49.88 

NEC  America  (L) 

52.50 

0.25 

0.5 

SGI 

44.88 

20.00 

Silicon  Graphics 

23.38 

0.50 

2.2 

SUNW 

67.13 

21.13 

Sun  Microsystems  Inc. 

53.50 

-1.63 

-2.9 

large  Systems 

OFF  2.09% 

AMH 

13.50 

6.75 

AmdahlCorp. 

9.25 

0.19 

2.1 

DGN 

19.13 

8.13 

DataGeneralCorp. 

10.50 

0.63 

6.3 

DEC 

76.50 

30.50 

Digital  Equipment  Corp.  (L) 

35.50 

1.38 

4.0 

IBM 

128.88 

83.13 

IBM 

102.75 

8.50 

9.0 

MDCD 

20.25 

5.75 

Meridian  Data  Inc. 

8.88 

•0.13 

-1.4 

NETF 

7.50 

2.88 

NetFrame  (L) 

3.00 

-0.25 

-7.7 

SQNT 

25.38 

10.13 

Sequent  Computer  Sys. 

11.50 

0.19 

1.7 

SEQS 

8.50 

1.88 

Sequoia  Systems  Inc.  (L) 

2.25 

•0.13 

•5.3 

SRA 

36.13 

17.63 

Stratus  Computer  Inc.  (L) 

18.50 

-5.75 

-23.7 

TDM 

15.25 

8.38 

TandemComputers  Inc. 

10.63 

0.38 

3.7 

TRCD 

7.56 

2.00 

TriCord  Systems 

2.94 

•0.31 

-9.6 

UlS 

9.25 

5.38 

Unisys  Corp.  (L) 

5.75 

-0.25 

-4.2 

Software 

OFF  2.45% 

ADBE 

74.25 

28.50 

Adobe  Systems  Inc. 

31.50 

-1.50 

-4.5 

AMSWA  8.75 

3.63 

American  Software  Inc. 

3.88 

•0.25 

•6.1 

APLX 

42.50 

8.25 

Applix  Inc. 

26.88 

-6.38 

-19.2 

ARSW 

82.75 

28.75 

Arbor  Software 

41.56 

-5.69 

-12.0 

ADSK 

53.00 

20.50 

Autodesk  Inc. 

23.88 

1.00 

4.4 

BGSS 

50.00 

29.75 

BGS  Systems  Inc. 

42.75 

3.25 

8.2 

BMCS 

67.75 

32.50 

BMC  Software  Inc. 

62.06 

3.69 

6.3 

BOOL 

26.75 

19.25 

Boole  AND  Babbage 

24.50 

2.13 

9.5 

BORL 

21.25 

6.06 

Borland  Int’l  Inc. 

7.19 

0.06 

0.9 

BOBIY 

55.50 

16.75 

BusinessObjects 

24.13 

-0.13 

-0.5 

CAYN 

11.88 

4.50 

Cayenne  Software  Inc. 

5.38 

•0.25 

•4.4 

CYE 

27.88 

14.13 

Cheyenne  Software  Inc. 

17.00 

•0.75 

•4.2 

COGNF  27.38 

9.75 

CoGNOs  Inc. 

20.50 

-1.00 

-4.7 

CA 

54.88 

24.88 

Computer  Associates 

48.63 

1.38 

2.9 

CVN 

15.50 

5.75 

Computervision  Corp. 

7.25 

-0.50 

•6.5 

CPWR 

40.75 

15.50 

COMPuwARE  Corp. 

40.38 

2.38 

6.3 

CSRE 

32.00 

16.13 

Comshare  Inc. 

25.50 

•2.25 

•8.1 

COSFF 

19.13 

8.25 

Corel  Corp.  (L) 

9.13 

0.13 

1.4 

DWTI 

14.50 

3.25 

Dataware  Technologies  Inc.  (L) 

4.25 

-0.25 

-5.6 

FILE 

67.00 

20.00 

Filenet  Corp.  (L) 

21.00 

-2.75 

•11.6 

DDDDF  8.25 

3.56 

4th  Dimension 

5.13 

•0.63 

-10.9 

FTPS 

40.63 

5.88 

FTP  Software  Inc. 

6.88 

0.13 

1.9 

GSOF 

23.00 

7.00 

Group  I  Software 

10.00 

-3.50 

-25.9 

GPTA 

10.50 

3.50 

Gupta 

4.25 

•0.88 

•17.1 

HUM 

28.88 

15.00 

Hummingbird  Comm.  Ltd. 

16.75 

0.13 

0.8 

HYSW 

28.38 

9.75 

Hyperion  SoftwareCorp. 

12.50 

1.31 

11.7 

IRIC 

16.25 

10.00 

Information  Resources 

11.75 

0.50 

4.4 

IFMX 

36.75 

16.88 

InformixCorp. 

22.00 

•0.63 

-2.8 

INGR 

20.13 

9.25 

Intergraph  Corp.  (L) 

10.13 

0.13 

1.3 

LEAF 

12.63 

3.63 

Interleaf  Inc.  (L) 

4.63 

-0.44 

-8.6 

ISLI 

26.25 

8.38 

Intersolv  Inc. 

9.00 

-1.00 

-10.0 

INTU 

89.25 

31.75 

Intuit  Inc. 

37.88 

1.38 

3.8 

LGWX 

22.25 

9.63 
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With  its  exclusive  FlexOpt™  dual  bay  modular  design,  the  Micron™  Millennia  TransPort™  lets  you  mix  and  match  devices  for  a  variety  of  customized  choices.  Drop  in  a  modular  CD-ROM 
drive.  Add  a  second  intelligent  modular  lithium-ion  battery  for  up  to  eight  hours’  use  without  recharging*,  or  a  second  1.2GB  hard  drive  to  boost  productivity.  And  there’s  built-in  flexibility, 
with  features  like  Micron’s  innovative  Pick-a-Point™  system  offering  touchpad  or  pointing-stick  operation  and  an  infrared  port  for  walkup,  wireless  printing  to  compatible  printers.  Top  it  off 
with  the  industry’s  best  warranty,  and  you  have  the  ideal  portable  computing  solution.  wiuoi  banery  perfomonie  win  voiy  depending » appikofas  end  configurations. 


MICRON  HAS  YOU  COVERED. 


The  Millennia  TransPorF  Standard  Features 


•  1 33MHz  Intel  Mobile  Pentium®  processor 

•  Intel  430MX  PCI  chipset 

•  256KB  L2  pipeline  burst  cache 

•  16MB  EDO  memory  (48MB  max.) 

•  8X  modular  CD-ROM  drive 

•  PCI  graphics  occelerotor,  1MB  EDO  memory 

•  Pick-fl-Poinr  dual  pointing  devices  integrate 
both  pointing  stick  and  touchpad 

•  Removable  EIDE  hard  drive  (i.2GB  max.) 

•  3.5"  modular  floppy  drive 

•  Intelligent  modular  lithium-ion  battery 

•  16-bit  stereo  sound 

•  Built-in  stereo  speakers  and  microphone 


•  2  Type  II  or  one  Type  III  PCMCIA  slots 

•  S-Video  and  NTSC  video-outputs 

•  Headphone,  microphone  and  line-in  jacks 

•  2  infrared  ports,  one  front,  one  back 

•  Parallel,  serial,  VGA  and  2  PS/2  ports 

•  Dimensions:  1 1 .7"  x  9.4"  x  2.0",  Weight:  6.9  Ibs.f 

•  Nylon  carrying  case 

•  Microsoft®  Windows®  95  and  MS®  Plus!  CD 

•  Microsoft  Office  Pro  95  and  Bookshelf  95  CDs 

•  Kensington"  security  lockf 

*  •  5-year/3-year  Micron  Power"  limited  warranty* 

t6.9  lbs.  includes  3.5"  floppy  and  one  bottery 
tLock  secures  both  Millennio  TronsPort  and  MicronDock 


Designed  for 


Microsoft** 

Winclows*95 


Pentium 

■rn  oc*s»  OH 


•  1 6MB  EDO  memory  (48MB  max.) 

•  1 2.1 "  achve  matrix  color  display,  800  x  600 

•  1 .2GB  removable  hard  drive 


Business  lease  $  1 50/monlli 


•  32MB  EDO  memory  (48MB  max.) 

•  Motorola®  Montana  28.8  fax/modem 

•  12.1"  achve  matrix  color  display,  800  x  600 

•  1 .2GB  removable  hard  drive 

•  2nd  lithium-ion  battery 


Business  lease  $163/monlh 


•  With  1 6MB  DIMM  module  upgrade . add  $349 

•  With  second  1 .2GB  removable  hard  drive . odd  $599 


InirnutKinal  Sab  Intcmdiiuiui  Pax 

208-89V8970  208-893-7393 
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Tollfiee  from  Mexico 
95-800-708-1755 


Infl)  Puerto  Rico 
800-708-1756 
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ToUfree  ficnn  Canada 
800-708-1758 
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News 


Mac  to  open  Windows 


Sr 


Copland  merger  of  Mac  OS  and  Windows 
gets  mixed  reaction 

Macintosh-only  shops: 

“It  would  be  a  good  way  for  us  to  run  Windows  applications 
if  we  had  to.” 

Mixed  Macintosh  and  Wintel  shops: 

“This  is  great  and  will  help  us  fight  off  standardization  to  a  § 
single  platform.”  | 

PC-ONLY  SHOPS: 

“Who  cares?  It  doesn’t  make  the  Mac  more  compelling  for  us.”  | 

Financial  analysts: 

“This  is  a  short-term  fix  that  only  stops  erosion  of  the  current  | 
Mac  installed  base.”  £ 


Market  research  analysts: 

“This  is  risky  because  it  could  prevent  Mac  developers  from  I 
doing  software  for  the  Mac  since  their  Windows  product  could  | 
also  run  on  the  Mac.”  f 


CONTINUED  FROM  PAGE  1 

launched,  it  would  take  over  the 
screen  and  act  just  as  if  the  user 
were  running  a  PC  with  Windows, 
or  a  workstation  with  NT  or  Unix. 
Exiting  the  application  would  take 
users  directly  back  to  the  Mac 
Finder,  the  equivalent  of  the  Win¬ 
dows  desktop. 

Vito  Salvaggio,  group  product 
manager  for  Copland,  denied  that 
an  effort  to  add  Windows  capabili¬ 
ties  to  Copland  is  in  the  works. 

Spreading  the  word 

But  sources  at  hardware  and  soft¬ 
ware  manufacturers  insisted  that 
Apple  officials  —  including  mem¬ 
bers  of  the  Copland  development 
team  —  told  them  directly  that 
Copland  will  have  the  capability  to 
directly  host  other  operating  sys¬ 
tems.  Those  sources  all  work 
closely  with  Apple  and  are  often 
briefed  on  Apple’s  system  soft¬ 
ware  plans. 

The  sources  fur¬ 
ther  claimed  this  is 
not  a  new  develop¬ 
ment  effort  but  one 
that  has  been  under 
way  for  three  years. 

They  added  that  it  is 
the  result  of  Apple’s 
initial  attempt  to  cre¬ 
ate  an  infrastructure 
within  Copland’s 

new  microkernel- 
based  architecture 
that  would  allow  old¬ 
er  Mac  applications 
to  run.  According  to 
the  sources,  Cop¬ 
land  developers 

found  that  it  would 
be  relatively  easy  to 
extend  that  infrastructure  to  also 
accommodate  other  operating 
systems  as  well. 

The  sources  said  that  Apple’s 
initial  focus  will  be  on  Windows 
and  Windows  NT  because  those 
operating  environments  have  the 
most  applications  that  seem  to  be 
of  interest  to  Macintosh  users. 

One  user  said  he  was  told  about 
the  Windows  capability  by  a  de¬ 
veloper  on  the  Copland  team. 

“I  was  told  that  [Apple  Chair¬ 
man  and  CEO  Gilbert  E]  Amelio 
specifically  mandated  that  Cop¬ 
land  run  Windows  applications,” 
said  Victor  Nazarian,  computer 
systems  director  at  Harbour 
Inn  Medical  Center  in  Baltimore, 
which  has  a  mbc  of  Macintoshes 
and  PCs.  “It  is  an  important  fea¬ 
ture  for  me,  and  I  fully  expect  to 
see  them  put  it  in  Copland.  That  is 
what  I  was  told.” 

Macintosh  users  currently  can 


run  Windows  applications  by 
using  emulation  software  from  In¬ 
signia  Solutions,  Inc.  or  several 
third-party  hardware  cards. 

IBM  and  Motorola,  Inc.  also 
have  announced  versions  of  the 
603e  and  604e  PowerPC  chips 
that  include  built-in  emulation  for 
x86  code.  Users  will  still  need  em¬ 
ulation  software  with  these  chips, 
but  the  emulation  process  will  be 
significantly  sped  up. 

First  things  first 

The  sources  briefed  by  Apple  said 
the  company’s  vehement  denial 
may  stem  from  the  fact  that,  to  ful¬ 
ly  implement  the  Windows  and 
NT  capabilities,  Apple  first  needs 
to  sign  a  licensing  deal  with  Mi¬ 
crosoft  Corp. 

According  to  an  executive  at  a 
Macintosh  clone  vendor,  Amelio 
traveled  to  Microsoft’s  headquar¬ 
ters  at  least  twice  in  the  past 
month  to  iron  out  a  deal  whereby 
Apple  would  have 
the  rights  to  the  bi¬ 
nary  code  for  Win¬ 
dows  3.x,  Windows 
95  and  Windows  NT. 

Armed  with  a 
Windows  license, 
Apple  could  also  pre¬ 
load  Windows  NT  on 
a  forthcoming  Apple 
server  or  bundle 
Windows  3.x  and 
Windows  95  on  its 
DOS-compatible  and 
Power  Macintosh 
machines. 

Microsoft  and  Ap¬ 
ple  officials  said 
their  respective  com¬ 
panies  don’t  com¬ 
ment  on  licensing 

agreements. 

One  of  the  sources,  an  execu¬ 
tive  at  a  Silicon  Valley  Macintosh 
software  developer,  said  Apple  is 
working  on  parts  of  the  emulation 
technology  with  Connectix  Corp., 
a  small  developer  in  San  Mateo, 
Calif. 

Connectbc  reportedly  has 
been  working  on  Windows  emula¬ 
tion  technology  for  months  and  is 
expected  to  release  a  retail  ver¬ 
sion  of  its  emulator  at  next 
month’s  Macworld  Expo  in  Bos¬ 
ton.  Sources  at  several  Macintosh 
peripherals  makers  claim  Connec- 
tix’s  emulator  can  run  Windows 
95  at  Pentium-based  speeds  on 
a  Macintosh  with  8M  bytes  of 
RAM  and  at  486-based  speeds  on 
a  Macintosh  with  6M  bytes  of 
RAM. 

Connectbc  officials  also  de¬ 
clined  to  comment  on  any  unan¬ 
nounced  development  efforts. 


Defections  key 

Observers  speculated  that  the 
move  to  enable  Copland  to  run 
Windows  applications  was 
prompted  by  a  rise  in  the  number 
of  corporate  Macintosh  users  who 
have  defected  to  Windows. 

“This  [capability]  negates  the 
claim  that  the  Mac  should  be 
thrown  over  because  there  are 
[fewer]  applications  that  run  on 
it,”  said  John  Papa,  a  partner  at 
The  Carson  Group,  a  financial  ser¬ 
vices  firm  in  New  York. 

One  financial  analyst  said  a 
Windows  option  could  be  a  “bril¬ 
liant  move”  for  Apple. 

“Apple  is  facing  an  all-out  as¬ 
sault  from  IS  managers  who  want 
to  standardize  on  the 
Wintel  platform.  Apple 
needs  to  be  able  to  bet¬ 
ter  coexist,”  said 
Charles  Wolf,  vice  presi¬ 
dent  of  equity  research  at  CS  First 
Boston,  an  investment  bank  in 
New  York. 

Stephen  Priest,  director  of  hos¬ 
pital  information  systems  at  Dart¬ 
mouth  Hitchcock  Medical  Center 
in  Lebanon,  N.H.,  said  with  a  mix 
of  3,000  Macintoshes  and  2,000 
PCs,  he  would  welcome  the  ability 
to  run  Windows  applications  un¬ 
der  Copland. 

“Some  of  our  software  is  Win¬ 
dows-only,  and  if  we  want  to  con¬ 
tinue  to  expand  our  Macintosh 
use,  then  this  could  put  us  in  a 
better  position,”  he  said. 

Yet  at  least  one  user  said  it  was 
a  lousy  idea. 

“There  are  enough  complica¬ 
tions  in  the  Mac  environment 
right  now,  and  I’m  happier  when 
Windows  is  under  my  control  and 
right  where  I  want  it,”  said  David 
Pensak,  senior  research  fellow 
and  principal  consultant  at  Du 
Pont  Co.’s  advanced  computing 
technology  group  in  Wilmington, 


Del.  The  group  has  2,500  Macin¬ 
toshes  and  2,500  PCs. 

Others  pronounced  the  idea  the 
death  of  the  Macintosh  platform. 

“[Apple]  might  feel  like  they 
have  no  choice  but  to  do  this,  but 
they  would  be  destroying  the  mar¬ 
ket  for  themselves,”  said  Amy 
Wohl,  editor  of ‘TrendsLetter,”  an 
industry  newsletter  in  Narberth, 
Pa.  ‘To  be  a  viable  mainstream 
platform,  there  has  to  be  a  raison 
d’etre  for  software  developers  to 
do  applications  that  are  uniquely 
suited  to  your  platform.  This 
takes  that  away.” 

Others  agreed. 

“This  is  a  very  risky  strategy.  It 
could  cause  the  Mac  application 
base  to  fade  away,”  said 
Chris  Le  Tocq,  an  ana¬ 
lyst  at  Dataquest,  a  mar¬ 
ket  research  firm  in  San 
Jose,  Calif. 

“The  reality  of  the  situation  is 
incrementally  positive,  but  it 
doesn’t  reverse  the  momentum.  It 
only  delays  the  migration  [to  Win¬ 
dows]  of  the  installed  base,”  said 
Kurt  King,  an  analyst  at  Mont¬ 
gomery  Securities,  Inc.,  an  invest¬ 
ment  banking  firm  in  San  Francis¬ 
co.  “This  solution  doesn’t  address 
the  Mac’s  larger  problems.  [For 
example,]  there  is  just  no  reason 
for  non-Mac  users  to  buy  a  Mac. 
And  that  is  what  Apple  needs  to 
address  to  be  a  long-term  player.” 

An  IS  manager  at  a  large  West 
Coast  manufacturing  company 
that  has  more  than  1,000  Win¬ 
dows-based  computers  said  that 
even  if  Apple  has  a  license  for 
Windows,  it  wouldn’t  persuade 
him  to  purchase  Mac  OS-based 
machines. 

“Wlio  cares?  There  is  still  no 
compelling  reason  to  buy  a  Mac. 
Windows  can  do  everything  that  a 
Mac  can  do.  It  would  have  no 
effect  on  me.  Game  over,”  he  said. 


Digital 
juices  up 
storage 
systems 

By  Jaikumar  Vijayan 

Digital  Equipment  Corp.  this 
week  will  announce  a  series  of  en¬ 
hancements  to  its  line  of  enter¬ 
prise  storage  products. 

The  highlight  will  be  Storage- 
Works  Enterprise  Storage  Array, 
Digital’s  storage  architecture  that 
lets  users  scale  their  systems 
from  150G  bytes  to  lOT  bytes 
through 
snap-in 
modules. 

Also  in¬ 
cluded  in 
the  an¬ 
nounce¬ 
ment  will 
be  several 
special  service  offerings,  includ¬ 
ing  easier  ordering  processes, 
free  on-site  installation,  enterprise 
management  tools  and  faster  con¬ 
trollers. 

StorageWorks  is  supported  on 
a  number  of  platforms,  including 
Digital’s  Alpha  and  VAX  and  those 
from  IBM  and  Sun  Microsystems, 
Inc. 

Change  of  course 

“Up  to  now  we  have  always  cus¬ 
tom-configured  these  arrays  ac¬ 
cording  to  an  individual  custom¬ 
er’s  needs.  Now  we  are  pre¬ 
configuring  and  optimizing  it”  for 
different  workloads,  said  Kirby 
Wadsworth,  a  director  at  Digital’s 
StorageWorks  group.  With  one 
part  number,  customers  will  be 
able  to  order  a  preconfigured  ar¬ 
ray  tuned  for  specific  applications. 

Included  with  each  array  is 
StorageWorks  Command  Console 
configuration  and  management 
software. 

“Very  few  users  in  the  world 
are  going  to  have  the  need  to 
scale  up  to  iOT  bytes,  but  that 
kind  of  scalability  is  very  impres¬ 
sive”  in  the  open  systems  arena, 
said  Anders  Ixjfgren,  an  analyst  at 
Giga  Information  Group  in  Cam¬ 
bridge,  Mass. 

“Most  of  the  large  [storage] 
vendors  are  going  this  route  in 
terms  of  trying  to  cover  the  enter 
prise  and  access  all  the  storage  on 
a  network,”  said  Farid  Neema, 
president  of  Peripheral  Coiicepis. 
Inc.  in  Santa  Barbara,  Calif. 


Head  to  head 


In  December,  Apple 
refused  to  renew  its 
license  with  Microsoft 
based  on  a  clause  that 
would  forbid  Apple 
from  suing  Microsoft 
forany  reason.  The  two 
wrangled  in  court  for 
years  over  Apple’s 
claims  that  Microsoft 
copied  elements  of  the 
Mac  OS  user  interface 
for  use  in  Windows. 
Microsoft  ultimately 
prevailed  in  court. 


Operating 

systems 


“That  kind  of 
scalability  is  very 
impressive.” 

—  Anders  Lofgren, 
Giga  Information 
Group 
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puppies 


Laurence  Boxer,  professor  of  computer  and  information 
sciences  at  Niagara  University  in  New  York,  sends  along  ' 
these  quotes  taken  from  papers  his  students  have 
written  over  the  years. 

On  artificial  intelligence: 

Computers  have  not  yet  reached  a  point  where  they 
can  think;  however,  computers  are  now  thinking 
about  thinking. 

On  computers  and  crime: 

It  was  very  interesting  to  read  the  article  on  computers 
and  crime  because  as  a  criminal  justice  major,  I  am  " ' ' 
interested  in  all  kinds  of  crimes. 

On  computers  and  communications:  : 

Communicating  can  be  traced  back  as  far  as  1844 
when  Samuel  Morse  invented  the  telegraph. 

On  technology: 

In  just  47  years,  technology  has  bettered  itself.. 

On  programming  languages:  , 

It  was  later  learned  that  Pascal  was  useful. 

On  word  processing: 

/  write  a  lot  of  papers,  and  I  would  much  rather 
typoe  [sic]  them  on  a  computer  than  a  typewriter.  ' 

Making  mistakes  on  a  computer  are  much  easier  , 
to  correct  than  that  of  a  typerwriter  [sic].  * 


With  a  fruity  bouquet 
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Bordeaux  § 


Wclcone  to  the  Fua  sod  Exciting 
World  Of  Bofdeaoxt 


chart,  so  you  don’t  have  to  fake  it  when 
1955.  A  very  good  year.” 


The  Bordeaux  Wine 
Council  is  trying  to 
entice  some  Genera¬ 
tion  X  taste  buds 
with  its  World  Wide 
Web  site  (www. 
bordeaux.com). 
There’s  a  tour  of 
France’s  wine  coun¬ 
try  and  a  section  for 
wine  dummies  that 
demystifies  the  Bor¬ 
deaux  ordering  ex¬ 
perience.  Also  in¬ 
cluded  is  a  vintage 
you  say,  “All  yes. 


For  an  iconoclastic,  antisnob  look  at  “real  wine  for  real  peo¬ 
ple,”  check  out  Smart  Wine  magazine’s  site  (smartwine. 
com) .  Besides  wine  reviews  “with  no  twisted  foo-foo  lan¬ 
guage.”  the  site  profiles  the  drinking  habits  of  infamous  dic¬ 
tators  and  recommends  wines  for  fast  food  and  'IT  dinners. 


Businesses  and  consumers  that  want  to  organize  their  wine 
cellars  can  find  inventory  software  at  Web  sites  such  as 
Collect  Ware  (wAw.ai.com/cellar/) ,  Claret  Software  (www. 
y.net'cie  :r/)  and  Almost  Vertical  Software. 


Cadavers  are  yucky.  So  Visible  Productions  in 
Denver  has  developed  a  detailed  computer  model 
of  the  human  body  that  can  be  dismantled,  rotat¬ 
ed  or  altered  to  show  wounds  and  diseases.  Possi¬ 
ble  applications  include  medical  training,  com¬ 
puter  animation  and  multimedia  presentations, 
such  as  a  virtual  reality  tour  through  the  body. 

Digital  Frontiers 

Selling  goods  and  services  over  the  Internet  may 
be  the  wave  of  the  future,  but  U.S.  com  pan  ies  that 
are  already  doing  it  are  confused  about  when  to 
charge  state  and  local  sales  taxes. 

New  York  accounting  firm  KPMG  Peat  Marwick 
found  that  90%  of  291  firms  polled  want  govern¬ 
ments  to  clarify  the  tax  implications  of  cyber¬ 
space.  “Taxation  of  electronic  commerce  varies 
from  state  to  state,  so  determining  who  is  respon¬ 
sible  for  paying  those  taxes  becomes  very  com¬ 
plex,”  said  Kent  Johnson,  a  KPMG  expert  on 
sales  taxes. 

About  two-thirds  of  the  companies  com¬ 
plained  that  tax  laws  are  ambiguous  for  online 
shopping,  and  20%  of  the  finance  executives 
didn’t  even  know  if  their  company’s  Internet- 
based  sales  are  subject  to  sales  taxes. 
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Wanna  get  a  shirt 
like  this? 

Send  your  offbeat  stories,  humor, 
computer  trivia  or  Web  sites  to  Mitch 
Betts  at  mbetts@cw.com.  If  your 
submission  is  used,  we’ll  send  you 
a  wicked-cool  T-shirt! 


Inside  Lines 


Don’t  take  my  Kodachrome  away 

Intel  CEO  Andy  Grove  could  be  called  Andy  Gruff  for  his 
caustic  wit  and  no-nonsense  attitude.  But  he  was  almost 
giddy  last  week  when  music  legend  Paul  Simon  came  up 
to  him  at  Intel’s  Internet  Media  Symposium.  Grove  chat¬ 
ted  amiably  with  Simon  and  insisted  that  a  photographer 
get  their  picture  together.  After  Simon  walked  off,  Grove 
emphatically  told  the  photographer  to  make  sure  she  sent 
him  copies  of  the  photo.  “If  you  don’t  do  this,  I  will  never 
pose  for  you,  ever,”  he  threatened. 

You  can  call  me  Al 

When  we  caught  up  with  Simon,  he  refused  to  talk  about 
why  he  was  there.  He  refused,  in  fact,  to  acknowledge  he 
was  Paul  Simon.  “You  think  I’m  Paul,  don’t  you?  I’m  not. 
I’m  his  brother  Ed.”  Can  we  say,  “identity  crisis”? 

Computers?  Oh  yeah,  we  sell  them 

If  you  think  Sun  has  gone  all  slap-happy  about  Java,  you 
apparently  have  some  company  in  Sun’s  executive  offices. 
Ed  Zander,  the  planetary  ruler  of  Sun’s  computer  unit, 
heads  out  on  a  “back  to  basics”  press  tour  this  week  to  re¬ 
mind  people  that  the  company  still  sells  workstations  and 
servers.  Of  course,  the  big  question  is  whether  Zander 
himself  will  be  selling  computers  much  longer  or  if  he’ll 
be  moving  on  to  run  Bay  Networks,  as  rumored. 

Who  was  that  graffiti  artist? 

Last  week,  a  highway  billboard  in  Novell’s  hometown  of 
Salt  Lake  City  advertising  rival  Microsoft’s  Windows  NT 
Server  was  mysteriously  defaced.  'The  unknown  graffiti 
artist  covered  the  NT  Server  logo  with  bright  red  spray 
paint  and  replaced  it  with  Novell’s  URL  on  the  World 
Wide  Web.  All’s  fair  in  love,  war  and  marketing. 

Olympic  flame  burns  Candle  Corp. 

While  IBM  scrambled  last  week  to  fix  its  highly  touted 
Olympics  information  systems  network,  other  Olympics 
vendors  apparently  were  caught  up  in  the  Atlanta  mael¬ 
strom  as  well.  John  Nordin,  CIO  at  Candle,  reports  that 
his  network  manager  was  working  on  a  problem  with 
frame-relay  service  provider  Sprint.  When  the  network 
manager  called  to  talk  with  the  person  most  familiar  with 
Candle’s  needs,  he  was  told  that  the  person  was  out  of 
town  managing  the  vendor’s  Olympics  commitment  in  At¬ 
lanta.  Nordin  was  not  amused.  “I  realize  we’re  not  in  the 
high-tech  business  or  in  a  life-threatening  business,”  Nor¬ 
din  said.  “But  we  are  now  planning  our  problem  resolu¬ 
tion  around  the  needs  of  the  Olympic  venues.  And  they 
haven’t  even  sent  us  an  Olympic  T-shirt.” 

ISDN  finally  makes  itself  useful 

Who’s  the  biggest  customer  for  Telecom  Italia’s  Integrat¬ 
ed  Services  Digital  Network  (ISDN)  videoconferencing 
service?  'The  Italian  Ministry  of  Justice,  that’s  who.  Since 
the  beginning  of  the  year,  more  than  100  Mafia  witnesses, 
known  as  “pentiti”  (repentant  ones),  have  testified  via  an 
ISDN  videoconference  link  fi-om  30  secret  locations. 

We  heard  about  a  little  daylight  thievery  last  week  from  a 
locked  and  secured  building  of  a  prominent  computer  ven¬ 
dor.  Two  guys  apparently  slipped  in  to  the  building  on  the 
heels  of  legitimate  employees  and  picked  up  a  pair  of  laptops 
and  a  few  desktop  systems.  They  bundled  them  outside  to 
their  parked  getaway  car,  which  was  conveniently  waiting 
in  the  "No  Parking”  zone  in  front.  Apparently,  they  chatted 
with  the  security  guards,  who  are  used  to  seeing  system  engi¬ 
neers  carting  out  demonstration  equipment.  Still  unclear  is 
whether  the  guards  actually  helped  load  the  stolen  goods  in 
the  car.  Maybe  they're  clever  enough  not  to  volunteer  that 
detail.  If  you  have  anything  you’d  like  to  send  to  news  editor 
Patricia  Keefe,  preferably  news  tips,  call  her  at  (508)  820- 
8183  or  send  E-mail  to  patricia_keefe@cw.com. 
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“Running  OS/2  Warp  Server  on  a  network  is  like  feeding  it  steroids. 

This  thing  really  hummmmms.” 


Ill 


IBM  and  OS/2  are  registered  trademarks  and  the  OS/2  logo  and  Solutions  for  a  small  planet  are  trademarks  of  International  Business  Machines  Corporation  All  other  company  and/or  product  names  are  trademarks  or  registered  trademarks  of  tneif  respective  compar  -os 
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and  remote  access  without  having  to  pay 
extra  for  them.  Along  with  compatihility  Si.- 
with  all  the  popular  desktop  OS’s. 

Before  you  upgrade  your  NetWare®  network  (or  move 
to  Windows  NT“),  call  1  800  rBM-2468,  ext.  EA130,  or 
visit  www.software.ibm.com/info/ea  130.  Right  now,  yon 
can  save  hundreds  of  dollars  on  client  softw'are  w  hen 
you  buy  OS/2  Warp  Server  and  Lotus 

.iBUXi  U  •  WA  MLTWU 

Notes  —  so  it’s  a  perfect  time  to  take 

some  new  SoftW^are  out  for  a  spin.  Solutions  for  a  small  planet” 


Network 


Josh  AiraU  always  keeps  his  antenna  up 
for  new  ways  to  enhance  his  network.  His 
job  as  Systems  Analyst  for  Cincinnati  BeU  Information 
Systems  demands  it. 

So,  leaving  no  stone  unturned.  Josh  figured  he’d  take 
a  look  at  OS/2®  Warp  Server  —  and  that’s  when  things 
really  started  to  hum. 

Suddenly,  his  network  was  pumped  up  with  a  server 
ideal  for  running  Lotus  Notes®  powerlul  databases  and 
Internet  pacl^ages.  He  had  built-in  tools  for  management 


|0  ANYONE  ELSE  THIS  IS 
1  FINISH  LINE.  TO  US 
irS  A  STARTING  BLOCK. 


Introclucino’  cciMail  Hd 


Ten  million  users  strong  and 


we  still  weren't  satisfied 


In  the  e-mail  category  Lotus* 


cc^Hail™  received  PC  World's 


mti  World  Class  Award  and 


LAN  Magazine's  Product  of 


the  Year  among  others-  But 


we  wanted  to  make  it  better 


So  we  did-  Introducing  Lotus 


cc:Mail  Release  L,  featuring 


the  new  EMx7  Post  Office 


which  allows  users  to  get 


their  e-mail  anytime,  any 


day;  enhanced  cc:Mail  Message 


performance  and  decreased 


disk 


Lotus  Organizer  E-1®  allowing 


calendaring  and  scheduling  to 


be  quick  and  efficient  for 


each  individual  in  the  group 


Along  with  other  features 


like  integrated  Lotus  Forms' 


and  LotusScr ipf^  all  these 


improvements  make  cc:Mail  Rb 


the  new  number  one  choice 


in  e-mail.  Lotus  cc:Mail 


better.  For  more  information 


on  cc:Mail  Release  b  call 


[u-t’f  v-??*** ' , 

.\v?  ' 


Or  explore  Lotus  on  the  World 


\V()rkiii}fT(iff(*tlu‘r 


Wide  Web  at  www.lotus.com 


^lljj^.Urtus  Development  Corporation,  55  Cambridge  Parkway,  Cambridge,  MA  02142.  Lotus,  Working  Together,  Organizer,  Forms  and  Lotus.Script  are  registered  trademarks  and  cc:Mail  is  a  trademark  of 
iji  i^ompaiiy  names  are  registered  trademark.s  of  their  respective  companies. 


